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State of the nation’s economy: 
Up 

Sree. — Output last week was 
scheduled at 99.9 percent of ca- 
pacity, compared with previous 
week’s 99.5 percent. New industry 
capacity is 100,563,500 tons annu- 
ally, 1,263,000 tons greater than 
previously. , 

Waces, SALaries—Amount paid 
in June set new record annual 
rate of $141,800,000,000, a gain of 
$1,300,000,000 over May. 

Farm Income—July receipts of 
$2,300,000,000 were 25 percent above 
June. 

WuotesaLte Foop Prices—Dun & 
Bradstreet index advanced for sev- 
enth consecutive week in period 
ended Aug. 1. Since week ended 
June 20, index has soared 59 cents 
to $6.53. 

GasoLiNnE — Consumption aver- 
aged 98,975,000 gallons daily in 
first five months of 1950, an in- 
crease of 7% percent from like 
1949 period. 

Crupe Ow—Production rose to 
daily average of 5,568,400 barrels 
in week ended Aug. 5, a gain of 
119,800 barrels over previous week 
and a new high for 1950. 

ConsTRUCTION — Expenditures 
reached unprecedented monthly to- 
tal of $2,600,000,000 in July, topping 
June by 6 percent and July, 1949, 
by 25 percent. 

Business LeaNs—A_ $120,000,000 
increase in week ended July 26 
boosted total outstanding to $13,- 
911,000,000. That was the seventh 
consecutive weekly rise. 

Bank Cuearincs—In 25 leading 
cities, they totaled $15,257,039,000 
in week ended Aug. 2, a gain of 
21.1 percent from same week last 
year and 7.3 from preceding week. 

RaiLroaps—Net income of class 1 
lines in June amounted to $72,000,- 
000, compared with $42,000,000 in 
like 1949 month. 

DEPARTMENT Stores—Sales in week 
ended July 29 were 42 percent 
above same week last year. That 
was third consecutive week that 
scare buying had sent sales soaring. 

* * * 


Down 


Farm Dest—Amount fell 18 per- 
cent from 1940 to 1950. Ten years 
ago debt was $6,586,000,000, com- 
pared with $5,413,000,000 this year. 

Soap—Sales in first half of this 
year have slipped 11 percent 
from same period last year. 

Si.ver—Production in June to- 
taled 3,441,716 fine ounces, a drop 
of 5 percent from May. 


Top Cars 


New-car registrations for six 
months: 
1950 Pos. 

1—668,123 
2—574,371 
3—250,613 
4—209,551 
5—176,269 
6—153,460 
7—156,694 
8—146,678 
9— 94,180 
10— 89,599 
ll— 72,683 
12— 47,445 
13— 38,547 
14— $7,948 
15— 35,197 
16— 24,677 
17— 16,190 
18— 14,864 
19— 7,942 
20— 3,204 


Make 
Chev, 
Ford 
Buick 
Pontiac 
Olds. 
Plym. 
Mercury 
Stude. 
Dodge 
Nash 
Hudson 
Chrysler 
Cadillac 
Packard 48,450—13 
DeSoto 46,921—14 
Kaiser 31,252—16 
Lincoln 20,134—17 
Willys 13,835—13 
Frazer 11,336—19 
Crosley 6, 160—20 
21— 2,844 Austin 1,553—22 
22— 548 Ang.-Pref. 3,681—21 

Total All Makes 
2,829,952 2,161,616 

For further details see page 

54, today’s issue. 


1949 Pos. 
434,093— 
347,917— 
181,146— 
140,805— : 
122,157— 
233,627— 

77,660— 
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Dealers’ Average New-Car Stocks 


(In Dealer Hands or in Transit) 


Aug. 1, 1950 


BES SBS BBG — 9.6 Cars 


July 1, 1950 


BEB SERB ee 2 ew i — 12.2 Cars 


Apr. 1, 1950 


EES SEBS wwe — 9.7 Cars 


Jan. 1, 1950 


BESS SS BB — 10 Cars 


—AUTOMOTIVE NEWS ESfIMATES 


Dealer Car Stocks Dive 
To Average of 9.6 


By Bernie Thomas 
Associate Editor 

SURVEY of new car stocks at 

dealerships around the nation 
as of Aug. 1 indicates that very 
few lines, if any, will have a seri- 
ous cleanup problem on their hands 
no matter when model changes are 
made this year. 

On the rise all through June, new 
car stocks did an about-face during 
July. Unprecedented sales volume, 
inspired to a great degree by the 
Korean situation, resulted in them 
dropping to one of the lowest levels 
in 17 months. 


Automotive News’ tabulations 


Pressure Rises 
For Pay Boosts 
At Auto Plants 


By Mac Gordon 
Associate Editor 
ANK-AND-FILE clamor for 
substantial wage boosts has 
seized the spotlight from pensions 
in UAW-CIO economic drives. 

The vital Bendix Products plant 
at South Bend, which _ supplies 
nearly all car assemblers, was 
struck last week after employes 
vetoed a contract recommended for 
ratification by union officials. The 
balky strikers wanted higher 
hourly-wage concessions than the 
agreement provided. 

Hudson and the UAW plunged 
anew into contract negotiations 

(Continued on Page 76, Col. 3) 


Watch Out for Curves... 


show that on Aug. 1 potential 
stocks of new cars at dealerships 
throughout the U. S, totaled only 
419,804 units, despite the produc- 
tion of more than 600,000 new 
cars in domestic plants during 
duly. 

Of the Aug. 1 potential, only 258,- 
504 cars (about 5.9 per dealer) were 
actually on hand. Another 161,300 
(about 3.7 per dealer) were still in 
transit from factories. 





k x * 
A MONTH previous, on July 1, 

U. S. dealers had 311,084 new 
cars actually on hand and were 
still waiting for 167,500 from fac- 
tories. The average dealer on July 
1 had an overall potential inven- 
tory of 12.2 cars, still far below 
average prewar status. 

But during July, contrary to 
expectations, the average U. S. 
dealer’s potential stock of new 
cars shrank by 2.6 units. 

It was one of the first 1950 
months during which volume sales, 
coupled with export shipments, 
more than offset relatively high 
volume production. 


Twenty-three working days are 
expected to yield the assembly of 
a lot of cars this month—probably 
about 690,000. However, August is 
not likely to see any dealer’s stock 
of new cars expand in appreciable 
degree, in the opinion of most ob- 
servers. 

* * o* 
THe balance of the year, and es- 
pecially from Sept. 15 on, is ex- 
pected to see steel stocks rather 
(See STOCKS, Page 77, Col. 1) 
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Output Springs Back 


To 183,585 in Week 
With 3 Shifting to SIs 


ESPITE further’ curtailments 

for model changeovers, U. S. 
vehicle production last week 
bounced back last weck to an esti- 
mated 183,585 cars and trucks. 

Offsetting the closing of the 
Nash Kenosha plant were the 
breakup of materials bottlenecks 
at Ford divisions and resumption 
of output at Packard, Willys- 
Overland and White. 


Nash is scheduled to commence 
1951 model operations at Kenosha 
Aug. 21, but the same date will 
mark the start of a two-weeks’ 
Hudson layoff for 1951 changeover. 
Hudson plans to reopen on Sept. 5. 


Assembly lines turning out 1951 
Kaisers — including the low-priced 
Henry J model—started moving on 
two production shifts last week. 
When fully manned, the new night 
shift is slated to boost the weekly 
output rate to 6,000 units, highest in 
the company’s history, it was stated 
by K-F General Manager John L. 
Hallett. 


* * * 


AST week’s outturn brought 

U. S. car production for the 
year just one day from the 4,000,000 
mark, which should be eclipsed to- 
day (Aug. 14). The 183,585 total 
for the past week included 153,294 
cars and 30,291 trucks, compared 
with 149,746 cars and 28,113 trucks 
the week previous — a combined 
sum of 177,859 units. 

The supply of steel was not per- 
plexing auto production planners 
as much last week. They reported 
that supplies of the metal were 
somewhat “looser” as the result of 
several mills’ reopening after plant- 
wide vacations. 

However, enlarged draft quo- 
tas were bringing a new woe. 


Production 
Automotive News Estimates, 
U. 8. Cars, Trucks © 


183,585 177,859 


mlx aa Prev. 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 78. 


Auto Primer for Washington? 


By Bob Finlay 
Managing Editor 


REMEMBER the crackpot ideas 
that .$l-a-year carpet makers 
and Army colonels had about the 
auto industry after Pearl Harbor? 

With a controlled economy a 
possibility for the future, some 
dealers think the industry should 
get up a primer on the auto for 
the new bureaucrats that may 
come along. 

This is not said in fun, George 
Gardner, president of the New York 
State Automob'le Dealers Assn., 
points cut in his Dealer Forum 
article on Page 4 of this issue that 
the man in the street has more 


fear of what Washington will do 
than what Russia will do. 
* + * 
ITH dealers the situation is a 
bit worse than it is for the 
man in the street. 

Dave Castles, St. Louis Buick 
dealer, recalls the first meeting the 
NADA exccutive board had with 
the alphabetical agencies in World 
War II. 

An eastern carpet maker and 


In This Issue 
Registrations, Prices 
Used-Car Auctions 


Production by Makes .........Page 78 


an Army colonel had figured out 
it would be possible to allow only 
20 percent of the cars of the na- 
tion to remain in operation. 

So NADA was asked to report 
the next day with a plan for the 
best method of eliminating 80 per- 
cent of the dealers of the nation. 

This, mind you, was only one of 
the bright ideas put forth at that 
meeting. 

* * * 
(CASTLES was assigned by NADA 
to answer that request. 

He reported back the next day 
that there was no best method. 
Most of the dealers, he said, had 

(Continued on Page 77, Col. 4) 


Loss of key auto workers, par- 
ticularly tool-and-die men and 
special foremen, to the armed 
forces was posing a_ distinct 
threat to production. 

Many of these specialists are of- 
ficers in the various reserve units 
of the armed forces, and face early 
call-ups to active duty should the 
war situation worsen. Personnel 
managers are already’ reported 
scouring for replacements for men 
likely to receive Uncle Sam’s sum- 
mons. 


A heavy influx of orders for war 
equipment also might present dif- 
ficulties insofar as auto output is 
concerned, it was learned. The 
passenger-car and truck lines are 
vaking up every bit of space in 
most plants and the _ producers 

(Continued on Page 78, Col. 1) 


Vacation Boom, 
War Boosting 


Service Volume 


By Bob Gordon 
Associate Editor 


IRTUALLY all automotive ob- 

servers agree there has been a 
healthy increase in service volume 
and revenue since July 1, coincident 
with the rise in new and used car 
buying. But even the experts are 
divided in their opinions on why 
there has been a jump. Increases 
of as high as 50 percent were 
reported. 

Of course, most credit the Ko- 
rean war. The prevalent opin.on 
Seems to be that the conflict in 
Korea which caused a shortage 
of new cars, also caused many 
people to “fix up the old bus” 
because they can’t get a new one. 


On the other hand, the terrific 
volume of vacation travel was also 
cited as a major factor in the in- 
crease of service business. this 
summer. 

* * + 

OST tourist areas and resort 
l Sections are enjoying brisk 
business. Since the automobile is 
the “prime mover” of America’s 
tourist army, many believe the 
service boom can be traced to in- 
creased travel activity. 

Dealers in St. Louis report 
that more out-of-state cars have 
visited their repair departments 
than ever before. Several deal- 
ers in the city said their service 
volume was at an alltime high. 
A check of several auto makers 
in Detroit revealed that service 
volume has stepped up for all of 
them. Not one of the manufac- 
turers checked, however, was able 
to cite an unusual increase in any 
one branch of service operations. 
The consensus was that all serv- 
ice work has increased. From lu- 

(Continued on Page 74, Col. 4) 


Wholesale U. C. Prices 


Outdistance Retail 


Is wholesale used-car buying 
reaching beyond retail realities? 

Reports from key operations 
in Texas, Providence, R. I., Den- 
ver, Albany and Fort Wayne, 
Ind., indicate that possibility. 
They say that so far retail ac- 
tivity is not keeping pace with 
the wholesale rise in prices. 
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Suggestions Screened... 








Automotive Controls 
Still Indefinite 


By William Ullman 

Washington Correspondent 
ASHINGTON.—So far as can 
be ascertained in official cir- 
cles here, the matter of fixing con- 
trols of any sort on the retail auto- 
mobile trade—as an individual busi- 
ness unit—has not proceeded be- 
yond the expressed desire of Con- 
gress for the President to have 


stand-by authority to act without | 


delay. 

It would seem, of course, that 
the control program should be in 
better shape than that, but the 
fact remains that President Tru- 
man did not ask such powers 
because he feels them still un- 
necessary. He said, however, he 
would accept them, if Congress 
wished, so long as their use was 
not mandatory immediately. 
Automotive News asked a num- 
ber of well-placed persons what 

they thought would be done in the 
case of automobiles should allout 
controls be made effective at once. 
None could—or would—give an 
opinion, that is, so far as an exact 
formula is concerned. 

* * * 


7 general opinion is that a 
number of suggestions for auto- 


mobile controls already prepared | 


will be screened and set rule: 
formed from them under the di 


rection of the person named to} 


Olds Forming 
Dealer Council; 


Parley Sept. 13-14 


LANSING. Following up the 
NADA appeal to auto factories of 
two months ago, Oldsmobile has or- 
ganized a dealer council which will 
hold its first meeting here Sept. 
13-14. 

NADA, in a 10-point program on 
factory-dealer relations, called for 
the establishment of dealer advisory 
councils with members elected by 
the dealers in the field. 

The Oldsmobile council will be 
the industry’s fifth. The others are 
those at Chevrolet, Ford, Lincoln- 
Mercury and Packard. 

Comprising membership of the 
Oldsmobile council, according to 
Sales Manager G. R. Jones, will 
be one dealer “selected” from 
each of the 24 zones. The council 
will meet quarterly and will be | 
composed of a different group of 
dealers for each session. 

The council plans were an 
nounced by Jones at a mecvtin: 
here of Oldsmobile’s five reg onal 

and 24 zone managers, who also 
were addressed by General Man- 
ager S. E. Skinner and various de- 
partment heads. 

Jones told the division's field per- 
sonnel to urge dealers to maintain 
their sales organizations despite the 
revival of a seller’s market. 

Dealers, he explained, need ade- 
quate sales representation to treat 
prospects courteously even when 
unfilled orders are large and to 
maintain good customer relations. 

(See page 10 for an article on 
Packard’s Dealer Advisory Coun- 
cil. A discussion of the Chevrolet | 
plan appeared in last week’s is- | 


|head that particular segment of the 
national economy in the event of 


an emergency. 
The man in whose hands the cen- 
tralized authority will be placed 
probably will be W. Stuart Syming- 
ton, chairman of the National Se- 
curity Resources Board. 
Meanwhile, the rolling roar of 
inflation has produced a ground- 
swell of public demand for strin- 
gent controls—a demand that ap- 
parently has been more audibl: 
| (Continued on Page 73, Col. 1) 





Truman’s Control Plan 


Seen Gaining Favor 


ASHINGTON.— At press time 

Thursday (Aug. 10), it appeared 
that both houses of Congress might 
pass the kind of homefront con- 
trol bill President Truman wants— 
giving him a free hand to impose 
price, wage and ration rules as he 
| deems necessary. 
| Although the committees’ in 
charge of the legislation were 
| working toward the same end, it 
still remained to be seen whether 
| the full membership of both 
houses was ready to go along on 
leaving it entirely up to the 
President to decide when and 
how controls should be applied at 
| the consumer level. 
The House had to decide on the 
|McKinnon plan, under which the 
|President would have to. start 
applying price and wage controls 
whenever the cost of living reaches 


5 percent above the June 15 level. 
k * * 


By Bob Gordon 

Associate Editor 
LTHOUGH there are indications 
of a decline in “scare buying,” 
the volume of new-car sales for 
this and succeeding months will 
apparently continue to be gov- 
erned only by the ability of deal- 

ers to make delivery. 

The extent of the current de- 
mand for new cars is almost be- 
yond the imagination. The last 
prewar sales record of any con- 
sequence—that of the largest sell- 
ing month—was broken in June. 
Since only the final week in June 
represented “scare buying” caused 
by the conflict in Korea, the month’s 
unprecedented total of 583,937 new- 

car sales was a record achieved 
mainly from demand that could 
be called “normal,” insofar as any- 





DEALER'S SON GETS DIPLOMA—James W. 


Miller, son of J. W. Miller, Buick-Pontiac 
dealer in Lebanon, Ind., receiving his Gen- 
eral Motors Institute graduation certificate 
from Guy R. Cowing, who was named pres- 
ident and director of the institute as of 
Sept. |. Miller was one of over 1,000 young 
men to complete their course of study at 
the institute. Miller was graduated from a 
two-year dealer cooperative program, which 
is sponsored by dealers in all GM vehicle 








Secre ar cnet ___________|thing has been normal in 1950. | 
+ + * 

I\'FVHE full we'ght of “war scare’ 

Packard to Bare demand was felt by dealers in| 


|July, and it has continued this | 
|month with perhaps some abate- | 
| ment. 

With the return of waiting | 
| lists and all the other problems 
| 


51 Line at 3 
Dealer Parleys 


DETROIT.—Nearly 5,000 dealers 
and associates from the U. S. and 
Canada will preview the all-new 
|line of 1951 Packards at meetings 
jin New York, Chicago and San! rival of cars from the factories. 
Francisco the week of Aug. 21. Demand has reached such a point 

Karl M. Greiner, sales vice-pres-|that the alltime monthly new-car 
‘dent, said, “Originally, we had|sales record established in June 
|planned to hold a mammoth pre-|may stand only until tabulations 
view under one roof in Detroit.|are completed for July or August. 
However, the tremendous response eee 
threatened to overtax all facilities HE June total of 583,937 new-car 
completely. So we decided to hold sales far surpassed the best 
three meetings, instead. previous monthly sales record of 

“Our objective now is to put the |514,478 new cars, set in May, 1941. 


incident to situations wherein de- 
mand exceeds supply, new-car 
sales for the past six weeks have | 
been regulated only by the ar- | 


The May, 1941, new-car sales fig- 





Car Sales Strong 


Deliveries Determine Volume as Demand 
Continues; 583,937 Sold in June 


| prewar sales records to fall. Prior 
to June of this year, May of 1941 
was the only month in the indus- 
try’s history in which new-car 
sales had reached 500,000 units. 

Prospects that sales thus far 
in August and throughout July 
were as high as in June are 
bright. Reports from cities of 
sales in July show that volume 
remained at or near the June 
level, 

New-car sales in Houston, for 
instance, soared far above previous 
peaks in July when 4,277 autos 
were delivered. The city’s best 
previous effort was 3,584 in May of 
this year. 


* * * 


C aenanaes dealers also hung 

up a new record in July by 
selling 3,568 new cars. This was 
25 units higher than the previous 
peak reached in June, 1950. 

San Antonio joined the parade 
of record-breakers. New-car sales 
there in July amounted to 1,704 
units—well above the former high 
of 1,480, established in the preced- 
ing month. 

In Akron, new-car sales in the 
last week of July totaled 621 


: __ (Continued on Page 77, Col. 2) 
Sales Reports 
From Factories 

Nash 


Nash reached the largest volume 
of sales for July in the 49-year 
history of the company, according 
to Sales Vice-President H. C. Doss. 

Total July sales were 21,738 autos 
compared with 13,605 for the same 
month last year. The increase for 


greatest number of new cars into 
hands of the dealers at the earli- 
est moment.” 

He said pictures and details of 
the 1951 Packards would be made 
public in newspapers and maga- 
zines and on radio - television 


VEN if the House should drop 

the McKinnon plan of “trigger” 
controls, that issue still had to get 
by the Senate, since Senator Full- 
bright, Arkansas Democrat, was set 
to bring it up, but with the level at 
which the President must act at 6 








sue of Automotive News). 





ae CHIEF CELEBRATES 10TH YEAR—Eighty-eight members of Oldsmobile's top super- 
vi 


their general manager, S. E. 
of a decad : 


general sales manager, is shown with Skinner 


@ as general manager of the division. 


instead of 5 percent above June 15. 

These plans do not mean freez‘ng 
prices at 5 to 6 percent above June 
15, nor rolling them back to that 
date. They merely require the 
President to take some action when 
that level is reached. 

The House and Senate bills both | 
give President Truman the pow- 
ers he sought originally to allo- 
cate scarce materials, to requisi- 
tion property at fair compen- 
sation, to regulate all forms of 

(See CURBS, Page 73, Col. 2) 


Aug. 24. 

Greiner described the new cars 
as “sensational — completely new 
from tires to top and bumper to 
bumper.” 





R. I. Dealer Roster 


PROVIDENCE.—Its membership 
now includes 229 new-car dealers 
| and 180 used-car dealers for a total 
;roster of 409, the Rhode Island 
Automobile Dealers Assn. reports. 


Drive On to Strengthen NUCDA 


|local basis, seeking to form New | with Margaret Corell, secretary 


ETROIT. — Prospects for a 
strong National Used Car Deal- 
ers Assn. were seen rising last 
week as a result of these develop- | 


England and a New Mexico organ- 
izations. 
On a national basis, 





NUCDA 


i —— ae officers are negotiating with Eric 
trolled economy under which | Deubner, 45, who was assistant 
poorly organized business men executive secretary of the Na- 


would be easy victims of bureauc- | tional Retail Farm Equipment 

racy. | Assn. for 10 years. 

2. The prospect of enlightened Deubner was a director of the 

SS ae trade- | american Trade Assn. Executives 

The national association is press- for two FOES: and = the faculty 
of the National Institute, a sem- 


ing plans for a big membership |‘ 
drive and for a successful conven-|:nar on management and trade as- 


tion Nov. 8-12. }sociations at Northwestern Uni- 
* * * | versity. 
EANTIME, used-car dealers | is - 3 


are increasing activity on a HE IS predicting the NUCDA 


sociation needs 10,000 members to 
be fully effective. Deubner pre- 
dicts that 2,000 will attend the con- | 
vention in November. 
Deubner has been’ working 








Tucker Auction 
Opens Tuesday 


CHICAGO.—By order of Federal 
District Judge Michael L. Igoe, a 
public auction of Tucker Corp. 
plant and office equipment will be- 
gin tomorrow (Aug. 15) at the huge 
factory here. 

Prospective bidders were invited 
last week to visit the plant for 
purposes of making inspections. 
The Tucker Corp. trustees named 
Samuel L. Winternitz & Co. as 


Skinner (left), with a dinner party to mark 


drive on the idea that the as-| 





|bers, with experts in the field of 








G. R 
as gifts ere presented. 


Jones, Oldsmobile 


auctioneers. 


last of the major|the month was 59.7 percent. Rising 
Nash sales continue an upward 
trend started in 1946, Doss said. 


* + 


Oldsmobile 


Oldsmobile dealers sold 34,343 
new cars in July, it Was announced 
last week by S. E, Skinner, gen- 
eral manager of Oldsmobile. 

This was an increase of 35 per- 
cent over the 25,477 new cars sold 
in July, 1949, and the largest July 
sales on record. 

The July total advanced Oldsmo- 
bile’s retail sales for the first seven 
months of 1950 to 230,344 new cars. 
|This marks a gain of 47 percent 
}over the 156,190 delivered in the 
/same period last year. It also sur- 
passes the 1941 seven-month total 
| of 184,866. 

In the last 10 days of July, Olds- 
mobile dealers sold 12,636 new cars, 
according to Skinner. This was 32 
percent greater than the 9,549 sold 
in the last 10 days of July, 1949. 


ure was the 





Auto Trust Findings 


Referred to Capital 


CHICAGO.—It is learned that 
the grand jury investigation of 
the auto industry by the De- 
partment of Justice has been 
completed. Findings have been 
referred to Washington for con- 
sideration of indictments, 

Although more than 100 deal- 
ers were subpenaed in the trust 
investigation, it is understood 
that if indictments are issued 
they will be against line asso- 
ciations or factories, not indi- 
vidual dealers. 





of NUCDA, on a program of 





services to help members, as well : B e L 

as consulting on convention utc 

plans. Buick sales for the first seven 
months of 1950 totaled 330,375 cars, 


Convention plans are being built/yp 106,014 units over the same pe- 
around the idea of service to mem-|riod last year, Albert H. Belfie, 
general sales reported 
last week. 

At the present rate of sales, lasi 
year’s total figure of 377,115 cars 
will be exceeded this month, Belfie 
said. 


manager, 
legislation, sales, financing, public 
relations, advertising and mer- 
chandising being lined up as 
speakers. 

Clinics also will be held in con- Sates Garten the lest 30 days of 


nooner wan Cans sungecte. July amounted to 17,844 cars for a 
Walter Wilson, Dallas used-car/ monthly total of 47,407, an increase 


ileader, has been chairman of the|of 59.2 percent over the 29,774 sold 


national membership drive. during July of last year. 





STENGER EXHIBITS HITLER'S CAR—C. A. Stenger, Ford dealer in Dayton, O., created 
a city-wide stir with a four-day showing of the personal armored limousine of the late 
Adolf Hitler, dictator of Germany. Stenger estimated that 100,000 persons from Dayton 
and southwestern Ohio viewed the $100,000 specially-built Mercedes, which is being shown 
throughout the country as a ae of the futility of tyranny." There was no admission 
charge and souvenir photographs of the car were given away. 





———_____ 
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( yy THE way back from Colorado 

Springs I drove into Omaha 
early one morning. Taxicabs in that 
city sell display advertising space 
on the back of each cab. The space 
is about two by three feet in size. 
Imagine my surprise to see this 
advertising medium employed by a 
Dodge dealer. His message to the 
public was this: “$50 to $300 more 
for your used car.” 

Mind you, this was after the 
Korean crisis. Bear in mind too 
it was by a dealer whose factory 
had shipped no cars during the 
100-day strike. I was not only 
surprised and chagrined, but 
downhearted. 

It seems to me that it’s time to 
start raising a fund to buy new 
glasses for many shortsighted deal- 
ers whose vision is so limited that 
they see nothing on the merchan- 
dising chart but cut prices. 

I am not relating this instance to 
berate the efforts of one dealer. I 
am simply pointing out that in 
spite of the fact that demand for 
automobiles is greater now than 
at anytime in our history, still 
many dealers do not seem to real- 
ize that there are many successful 
and permanent merchandising 
methods available other than the 
only thing they see—price cutting. 

* . * 


Destroys Confidence 
es tears the floor 
out of business rather than 
builds it up. Such advertising de- 
stroys public confidence not only in 
the dealer who is guilty of it, but of 
the whole trade. It is particularly 
unfortunate just now. Dealers are 
building up public confidence again 
which was lost because of the acts 
of a few dealers during and after 
World War II, 

Such advertising, of course, is a 
hoax—an attempt to make pros- 
pects think they can buy cheaper 
from one dealer than from another. 
Upon investigation it is usually 
found that the dealer who publicly 
offers price concessions seldom al- 
lows more for used cars than his 
competitors. 

Such advertising is misleading 
too. In the first place the only 
figure that registers in the pub- 
lic mind is the $300. The cus- 
tomer that comes in to get that 
concession feels debunked and 
declassed when it is refused. 
Given sufficient length of time 
the public catches up with such 
a dealer and the advertising 
proves a boomerang. 

The public is suspicious of price 
advertising anyway. It is wary of 





Crab Feast, Golf Tourney 


Planned by Md. Dealers 


BALTIMORE, — Plans are now 
going on for the annual golf tour- 
nament and crab feast of the Mary- 
land Automobile Trade Assn. to be 
held at Hillendale country club 
Aug. 15, it was announced by 
Frank Marsden, president of the 
group. 

On the committee in charge are 
Bill Rennix, Ralph Smith, Joseph 
Rochlitz, Harry Thompson, Foster 
Talbott and Marsden. 
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sales tricks. It looks for the loop- 
| hole. Price cuts are substitutes for 
| good selling methods. Price cuts are 


dealers in the community maintain 
lthe price. If every dealer for his 
|own advantage would go on a binge 
|of cutting advertised prices there 
| would be wholesale liquidation, im- 
mediately, of dealers throughout 
| America. 

By any stretch of the imagina- 
tion, what can a dealer gain by 
cutting prices? “$50 to $300 more 
for your used car” is just not the 
truth. 


* * * 





Trick Advertising 

O BUSINESS or individual can 

prosper by falsifying. Such 
trick advertising, or price cutting, 
is nothing new nor is it smart. 
The price cutting technique is 
4,000 years old. 

According to history the first 
offenses were in the market 
places of Egypt. Since that time 
there have always been  busi- 
nesses and individuals that would 
cut the service rendered, or the 
quality of the goods offered, and 
price them for less than competi- 
tors. 

What was heartbreaking to me 
was that this announcement by an 
Omaha dealer, and I imagine it is 
happening in other communities, 

comes at a time when there is 
every indication that automobile 
production will be decreased; at a 
time when every automobile dealer 
ought to be scanning his prospects 
very carefully; at a time when he 
should be placing the cars available 
where they will do the most good; 
at a time when automobile dealers 
should be thinking about preparing 
themselves to take care of the 
transportation needs of their towns- 
people to keep their community 
mobile; at a time when we need 
to watch our ethics more closely 
and carefully than ever before. 

Sure, the peddler can promote 
price. But what can be done to get 

all dealers to keep their sights on 
the many powerful selling forces 
always available in merchandising 
automobiles? 

The scriptures say, “There is 


effective only because many other | 


The Man with the Axe. . 





From the Public Point of View 


Eprror’s Nore: In any transac- 
tion, there are two points of view 
—that of the buyer and the 
seller. The story below is obvi- 
ously biased. It is recounted here 
simply to inform dealers as to 
how the buyer sees the picture. 
And he sees price controls as 
inevitable. 

SPOKE to at least 25 dealers, 

some big, some small. I spoke 
to new-car dealers, used-car deal- 


|ers, garage owners who dabble in 


|selling second-hand cars, gas-sta- 
tion owners and attendants. 
I spoke to so many people I 


lost count after awhile. But I 
think I know what is happening 
now—and I don’t care what the 
newspaper headlines are saying. 
You see, I started out to buy a 
|car myself, preferably a used car 
|in good condition, at a fair price. 
At one point I became so discour- 
aged I was going to buy a brand- 
new car, even though I can’t really 
|afford it at present. 
terms are easy. I have a good job 
and it would have been no trick 
jat all to get a nice, shiny new 
1950 job—almost any kind-—-for a 
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confers with President Keith Wyman of the 
J. J. Verschoor, NADA director from that 
| Dakota's title law. 


Formed in 14 


| 

WASHINGTON. According to 
Chairman George Ziesmer of 
NADA’s Industry Relations Com- 
mittee, 14 states have completed 
plans for local industry relations 
groups. Most of the other states are 
now in process of setting up simi- 
| lar committees, he said. 


The 14 states reported as hav- 








Sunday Closing 
For U.C. Lots 
Pushed in Miami 


MIAMI, Fla.—T. W. McCarty, 
president of the Miami Automobile 
Dealers Assn., recently appealed to 


none so deaf as those who listen the Miami city commission to pass 
but will not hear; none so blind as|an ordinance forbidding used-car 
those who look, but will not see.” lots to open on Sundays or to en- 
ls force the city’s ancient Sunday 
Internal Relations blue laws against car dealers, 
RECENTLY ran across a book-| “Why don’t you just close up?” 
let entitled “Your Future at|Mayor William M. Wolfarth asked 
Galles Motor.” It is published by|the large group of dealers. “You 
the Galles Motor Co. (Cadillac-|Ought to have enough will power 
Oldsmobile-Chevrolet) at Albuquer-|to do it without a law. 
que, N. M. It outlines the policies} McCarty replied that 90 percent 
and ideals of the dealership for old |of the dealers want to close, “but 
and new employes, It is similar to|the other 10 percent ruin it.” 


statements I have seen by other 
dealers, but it is more complete. 

The text in this book goes a long 
way in promoting happy and pro- 
gressive internal relations of the 
employes of the institution. Public 
relations cannot be successful un- 
less good internal relations exist. 

This is particularly true with 
automobile dealers. Dealerships 
are a little group of individuals 
working together in a community 
in competition with many other 
dealer groups, the goal of each 
being to better satisfy the users 
of our product—automobiles. 

The publishing of such books 
goes a long way to prevent mis- 
understandings and internal bick- 
erings. The policies and ideals, and 
rules and regulations, are set out 
so all can see. One must under- 
stand policies and ideals before he 
can work cooperatively. Such books 
go a long way to establish that 
understanding. 

Herbert L. Galles, the publisher, | 
is president of the New Mexico 
dealers association. He is also 
NADA director for the state, He 
has been generous enough to agree 
to send copies of this booklet, with 
his compliments, to any dealer who 
will make the request direct to him 


The dealers finally agreed to a 
suggestion that they close Sunday, 
Aug. 6. Warrants for blue law vio- 
lation were to be sworn out against 
those who remained open. 

City Attorney J. W. Watson jr. 
suggested that the thing “might be 
a snowball that will keep rolling.” 
He pointed out that such things 
have happened in the past when 
hardware dealers moved against 
war surplus stores, other opera- 
tors moved against groceries and 
the thing kept growing until the 
campaign was called off. 


Resale Pact Urged 
By Rogers in Neb. 


LINCOLN, Neb.—Asserting that | 


a black market in new cars exists, 
President Noyes Rogers of the Ne- 


braska New Car Dealers Assn. has | 


urged that contract forms used dur- 
ing World War II be revived «nd 
followed by dealers. This contract 
provides that the purchaser of a 
new car must give the dealer who 
sold it first choice to repurchase 
for six months. 

Rogers asked 43 directors of 
NNCDA to consider starting use 
of such a contract form if the 
black market situation does not 





at Albuquerque, 


lighten in 10 or 15 days. 
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South Dakota Automobile Dealers Assn. and 

state, relative to proposed changes in South 


Industry Relations Groups 


States 


ing completed their industry re- 
lations set-ups are: 

Arkansas, Georgia, Indiana, Iowa, 
Maine, Nebraska, New Hampshire, 
Oklahoma, South Dakota, Texas, 
|Utah, Virginia, Washington and 
| West Virginia. 

Primary functions of the state 
groups, Ziesmer said, are: 

1. To screen and forward to the 
national committee on _ industry 
| relations all state and local factory- 
|dealer relations problems of a na- 
tional character which should prop- 
erly come to the attention of the 
headquarters group. 

2. The state committee has a 
definite responsibility to handle 
all problems of a strictly local 
character. 

It is estimated, said Ziesmer, that 
when all states have their commit- 
tees established, approximately 1,000 
dealers “will be organized in this 
nationwide network of industry re- 
lations committees set up to study 
and work on industry relations 
problems at the state level.” 


S. F. Dealers Give Dodge 


|As Safety Council Prize 

SAN FRANCISCO.—Following a 
practice of the last five years, the 
San Francisco Motor Car Dealers 
Assn. donated to the National 
Safety Council a new Dodge Coro- 
net as grand prize in the recent 
membership drive of that group. 

Ivar Larsen, secretary of the San 
Francisco office and Amos T. Crowl, 
manager of the association, were 
in charge of the affair. 

The car, which came from J. E. 
French Co., was won by A. B. Nel- 
son of San Francisco. 





Busy Panic Buyer Beats 
Hoarders to Stockpile 


PROVIDENCE, R. I.—Harry 
Sandager of the Rhode Island 
Automobile Dealers Assn. re- 
ports this quote from a woman 
shopper to a grocery clerk: 

“Give me 25 pounds of sugar; 
25 pounds of coffee; 100 pounds 
of flour, and 10 cases of assorted 
canned meets. I want to protect 


myself before these greedy 
hoarders grab everything in 
sight.” 
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|few hundred dollars over the fac- 
tory-established price. 


| + + * 
F COURSE, such cars have 
been driven five or eight or 


ten miles. But there is little doubt 
‘about their newness. 

| Had I gone to a certain dealer 
|for a new car, I would have had to 
| buy at least $500 worth of acces- 
sOries, many of which I didn’t have 


But credit|any earthly use for. 


| There are ethical dealers, 
|they are in the minority. 
| It is my considered judgment 
| that price controls are inevitable, 
because prices of cars of all 
kinds are rising so steadily that 
the public, before long, is going 
to demand price controls, not 
Only on food, but on other things 
that they regard as necessary. 
And you don’t need me to tell 
you that most Americans regard 
their automobiles as _ necessary, 
j}even in the face of a war. Such 
jis the force of habit. 
| The New York Times of Sunday, 
| Aug. 6, in its Business Section, car- 
| ried a story headlined: “Scare Buy- 
jing in Nation Is Waning as Con- 
/Sumers Regain Confidence.” 
| x * * 
HATE to be in disagreement 
with the respected New York 
| Times, and maybe its findings are 
|correct, but in so far as the auto- 


but 


DISCUSSING S. D. TITLE LAW—South Dakota Motor Vehicle Director Ed Goff (left)| mobile business in New York City 


is concerned, the buying has 
reached panic proportions. 


Most new-car dealers who also 
sell used cars have no_ 194ls, 
1942s or 1946s to sell. You can 
get plenty of '41s on the used-car 
lots, but most of them are what 
are aptly described as “dogs,” 

| “bums” or “loads.” 

When you try to buy a 1946 car, 
|if you are fortunate enough to find 
one being offered for sale, any- 
where, the asking price is usually 
|$1,095 to $1,250 for Chevrolets, 
|Plymouths, Fords, Pontiacs, Olds- 
mobiles and similar cars. 


If the price is below these fig- 
ures, the cars are usually in need 
of from $100 to $200 worth of re- 
pairs. 

* . * 

OW, probably none of this is 

startling and you may be won- 
dering why I devote so much at- 
tention to cars in this price range. 
I'll tell you why. 

In fact, one very smooth used- 
car dealer told me why, and it 
concurred with my own experi- 
| ence, 

“The average person today,” he 
said, “is looking for a car for $500 
|or $600. When he sees what he can 
get for that money, he is willing 
to go a little higher, maybe to 
|$750 or $800. People who can af- 
iford it are buying new cars and 
}are willing to pay almost anything 
|within reason to get them.” 


| Mich. Pishewe 
‘Warned Against 


'Tax Evasion 


LANSING. Chiseling dealers 
|were warned by State Attorney- 
General Roth last week that a 
battery of state agencies is watch- 
ing for sales tax cheaters. 

The Michigan official said the 
revenue depart’aent, secretary of 
state’s office, attorney-general’s of- 
fice, state and local law enforce- 
ment Officials all will concentrate 
on exposing sales tax cheating that 
may develop in “under the table” 
deals and where dealers force trade- 
|ins far below actual value. 
| Noting that some chiseling has 
already been reported, Roth said, 
“The state cannot set the prices 
}on cars, but it intends to collect all 
|che sales tax involved.” 

By preventing and minimizing 
unfair deals, Roth said, Michigan 
may be able to prevent the huge 
|s@les tax losses that resulted after 
jthe last war. 

“We may also be able to head 
off the bilking of thousands of 
people who needed cars and had to 
pay through the nose to get them,” 
he declared. 

The proposed campaign is sim- 
ilar to one conducted by Roth’s 
predecessor, Eugene F. Black, two 
years ago. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
cer or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Take a Careful Look 
At War Situation 


E THINK that far more dealers will distinguish them- 
selves through public service in this critical period than 
will disgrace the business. 








However, it may be well to remind dealers that they 
should take extra steps to protect their reputations in 
the months ahead. 


It is not enough that dealers conduct themselves well. 
They should also point out to their employes—who in effect 
are the ambassadors of the dealers—the advantages of 
maintaining good relations with the public, especially at 
this time. 


The fact that a dealer may have no cars to deliver to 
customers approaching him now is no reason to give them 
the brush-off. 


The auto market could change overnight—two ways. The 
war situation could smooth out. And the war situation could 
get worse. 


If it gets better, dealers will want the new-car cus- 
tomers they have to turn away today. 


And if it gets worse, dealers will want them as service 
customers, for the dealers may have no new cars to sell. 


A few dealers are acting as if the present situation is 
similar to that when the war ended and there was a four- 
year backlog of demand. 


They should remember that auto production has been in 
high gear for nearly five years. 


Many stories are reaching us concerning salesmen who are 
pushing customers around one way or another. Some are 
telling customers that auto production has already stopped 
-—to close a deal quickly. Others are shoving accessories 
down the throats of customers. Still others are simply giving 
customers the cold shoulder. 


We realize that salesmen want to make a dollar, just like 
anyone else. 


But some of those squeezed dollars could be very expen- 
sive, for this is certainly no time to get tough with the 
public. 
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Dealer 
Forum 


Eprror’s Note: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Avtomotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations. 

By George D. Gardner 

President, New York State Dealers 
F THERE ever was a time the 

auto dealer should make a com- 

plete survey of his business it is 
right now. Perhaps in starting a 
survey he should first apply the 
yardstick to himself to learn if he 








is devoting his 
share of time, tal- 
ent, and counsel 
to the enterprise 
that he is expect- 
ed to head up by 
the Big Boss who 
is the consumer 
of his commodi- 
ties; the manu- 
facturer who is 
vitally interested 
in the proper dis- 
tribution of their 





G. D. Gardner 
respective commodity, and last but 
not least, his organization of key 
personnel down to the last man, 
who would appreciate knowing a 
good strong active dealer heads up 
the enterprise in which they have 


elected to find advancement and 


security. 


By and large, many dealers 
have had experience during two 
World Wars, depressions, reces- 
sions, buyers and sellers markets, 


| good times and bad. Therefore, 


for many this experience will be 
helpful indeed. There is little 
doubt in my mind that this is 
just a Korean affair. For sure 
our nation must prepare for a 
total war, for one of the best 
assurances against aggression is 
to be strong, not weak, 

This means sooner or later, to 
one degree or another, allocation 
of steel and other materials, con- 
sumer credit controls, dislocations 
by draft and men called to service, 
and perhaps later manpower regu- 
lations, 

* * > 
HEREFORE, I believe every 
dealer should be cognizant of 

the fact it could happen—prepare 
for it now. If it doesn’t happen, 
you gain a better understanding 
of your business and have every- 
thing to gain. 

1, Check service and parts de- 
partment personnel—are_ they 
likely to be called into the serv- 
ice? 

2. Check equipment—now is the 
time to acquire new—replace 
worn out equipment (it may cost 
more later—if available), 

3. Check to find out how much 
fixed expense can be cut to be 
commensurate with fewer new 
vehicle units to sell. 

4. Check all available sources 
of income, buying and selling of 
used cars, finance reserves, serv- 
ice and parts. 

5. I believe dealers should re- 
tail used cars, and junk the 
junkers. 

Karl Richards of the Automobile 
Manufacturers Assn. recently stated 
before the New York state dealers 
at Saratoga, N. Y.: 

“If we were in a total war at the 
end of this year, we would have 
fewer cars per capita than we had 
at the beginning of World War II 
in December, 1941.” 

. & * 

[x VIEW of this statement, the 
new-car dealer will certainly be 
passing up an obligation to the 
public to furnish good transpor- 
tation and also to hold his organ- 
(Continued on Page 72, Col. 1) 
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‘In All Sincerity ..... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. 


Sensible Ad 


To let you know that all dealers’ 
ads are not quite so “vicious” as 
that portrayed on page one of July 
24 issue—am enclosing herewith 
tear sheet of one we used this week 
to combat this sort of stuff just a 
bit. In fact, we have consistently 
followed this theme right from our 
take off in the middle of ‘48— 
when they sort of piled up in the 
last months of '49 we used “WHAT 
IS THE BEST DEAL?” to sell our 
surplus at that time. 

Am also enclosing a little or- 
ganization folder we use to good 
advantage.—F. S. Meno.un, Long 
Motors, Inc., Cadiz, O. 

Epritror’s Note: Dealer Mehollin’s 
ad reads: 

“Sure we'll 
Dodge. 

“They have not been frozen—our 
allotments have not been cut, and 
there’s surely no reason for panic 
buying now. 

“Sure we’re behind on orders... 
we're just recuperating from a 
paralyzing 100-day strike ... but 
last week the factory produced 2,- 
132 more passenger cars than they 
did in the same week last year 
and their military commitments 
have not as yet affected their pas- 
senger car production. 

“Furthermore, you'll not have to 


deliver that new 


Biggest new-car demand in 1925 was coming from Florida, scene 
of a land-speculator’s holiday. Warm climate and easy money 
made it a paradise for real estate and automobile salesmen. 


But paradise was swept away 


in hurricanes and plunging land 


values a year later when the speculator’s bubble burst. 


—From the files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 





accept a new Dodge loaded with 
all the gadgets just because we’re 
short of cars. We still believe you 
have a right to determine just 
what you want. 

“So don’t work up a sugar com- 
plex on the matter of a new car. 
{f you’re going to need one we 
suggest you come in and talk with 
us... we'll tell you the truth and 
not kid you about delivery.” 


* * m 


Malpractices? 

I haye been reading your article 
in the July 31 issue reference to 
malpractice by automobile trade. 

I am wondering if you are not 
just a little quick in accusing the 
dealers of malpractice. I take ex- 
ception to the statement that a 
Detroit dealer offered a man $250 
for his car some three weeks ago 
and nqgw will only give him $25. 
I would make a wager that the 
automobile was not worth over $25 
and I think when you write a 
story of this kind you should in- 
clude in the story what type oft 
car this customer was offered $25 
for. 

I feel that when this dealer of- 
fered the customer $250 for this 
car that the customer was simply 
trying to chisel the dealer out of 
half of his profit and the dealer 
had to take it and like it. 


You make further statements in 
your article, one in particular about 
the Automotive News correspondent 
in Los Angeles declaring that sales 
were being made with $400 and 
$500 worth of accessories on the 
car. I believe I am safe to make 
the statement to you that this is 
not true. This may be true in one 
case out of a hundred, and I would 
also wager that the customer want- 
ed those accessories. 

For your information, I will as- 
sure you that the automobile busi- 

(Continued on Page 8, Col. 3) 
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Bud had hit it lucky when he finished high 
school, as any boy in town would tell you. The carriage 
factory where he’d gone to work had turned to the assem- 
bly of automobiles. A boy couldn’t have been happier 
if Buck Rogers asked him to help build space ships. 


Then, one day, a heavy Rutenber engine drop- 
ped from a testing block crushing Bud’s right hand. But 
even though his career as a mechanic was ended, he was 
still in love with automobiles. And because he couldn’t 
let them alone, before long he had got a job selling cars 
for a local dealer. 

Bud’s success was swift and sure. He furnished 
early proof of the truth so well-known today that the 
best asset any salesman can have is to know his product. 





And Bud believed you must never stop learning—so he 
took a correspondence course in accountancy. 


Even in World War I Bud joined the Army 
Transportation Corps where he learned more about auto- 
mobiles including Dodge dependability. Back in civies 
Bud started his hunt for a peacetime job with 
what proved to be a winning trump—the convic- 
tion Dodge offered more value than any other 
car built. Little wonder his first job was as 
salesman for a Dodge dealer close to his home. 


y) 

Bud’s climb was as steady as his selling @jtjas 

was spectacular. He was put in charge of used r 
cars. He started a business of his own. He moved 


Reading time: 1 minute, 52 seconds 


to a bigger town for greater opportunity. He attracted so 
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A Bad Break proved 
Bh the Fight Ereak'tor Bud 











many customers that the long-established Dodge-Plymouth 
dealer there asked him to “join up” as general sales man- 
ager. When his employer decided to retire about ten years 
ago, Bud made this break his best break yet by finding an 
experienced partner and gaining the approval of Dodge 
executives for the taking over of the dealership. 
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Now, as sole owner for the last several years, 
Bud certainly is living proof of how misfortune can turn 
out favorably when the essential experience and the urge 
to succeed are combined. Those two qualifications can go 
far today in giving any man a “good break” in the retail 
automobile business. . 


Write for our free booklet containing a 
number of these stories of accomplishments 
by enterprising men. Chrysler Corporation, 
341 Massachusetts Ave., Highland Park 3, 
Michigan. 
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PLYMOUTH « DODGE « DE SOTO « CHRYSLER * DODGE "‘Job-Rated” TRUCKS 


Fine Cars of Great Value 





DEALERS AID AIR SHOW—A racing pilot 
circles a pylon mounted on one of the 20 
trucks the Dodge dealers of Detroit provided 
during the Third International Air Fair at 
Wayne county airport. The dealers also pro- 
vided a large truck with a platform bed 
which served as a portable judges’ stand. 
Six trucks were mounted with pylons, and the 
others were used for towing planes to and 
from the starting line. 


As GM Boosts 


NEW YORK.—Ronald K. Evans 
was elected an executive vice-pres- 
ident of General Motors at a board 
meeting last 
week. Evans has 
been _ vice-presi- 
dent and group 
executive in 
charge of the 
General Engine 
divisions, 

A director of 
General Motors 
and a member of 
the Operations, 
Policy and Ad- 
ministration com- 





R. K. Evans 
mittees, Evans becomes the fourth 
GM executive vice-president. 

Cyrus R. Osborn, GM vice-presi- 
dent and general manager of the 


Electro-Motive division, was ap- 
pointed group executive in charge 
of the engine group to succeed 
Evans. Osborn is a member of the 
Administration committee. 

Cc. E. Wilson, GM _ president, 
named B. A. Dollens to succeed 
Osborn at Electro-Motive. Dollens 
is at present assistant general 
manager. The directors elected 
Dollens a vice-president of Gen- 
eral Motors. 

Evans was first employed by 
GM at Remy Electric Co. in 1920 
and four years later transferred 
to GM Export Co. He later became 
regional manager for Europe and 
in 1929 managing director of Vaux- 
hall Motors, Ltd., at Luton, Eng- 


Ford Sets Up 
Special Unit 
For War Work 


DEARBORN.—Creation of a De- 
fense Production division of Ford 
and appointment of Richard E. 
Krafve as its gen- 
eral manager 
were announced 
last week by E. 
R. Breech, execu- 
tive vice - presi- 
dent. 

The new divi- 
sion will coordi- 
nate all defense 
and mobilization 
planning for the 
company, and 
conduct negotia- 
tions between the company and de- 
fense agencies. 

Robert E. Busey has been named 





R. E. Krafve 


chief engineer of the new division | 
and product | 


in charge of design 
engineering. 


Krafve has been assistant to D. | 


S. Harder, Ford vice-president of 
manufacturing, for the past two 
years developing the new Ford pro- 
duction organization, including ex- 
pansion and decentralization of 


company-wide manufacturing oper- 


ations. 

Busey joined the 
chief engineer of Ford Internation- 
al on March 1, 1949. Prior to that 


| current bulletin, 





|is worse, because in the first place 


GM as an apprentice in the Dayton 
Engineering Laboratories Co. in 


company as| 
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Montana Dealers Vexed 


Giving Service Checkups to Cars Bought 


| In Other States 


HELENA, Mont.—Montana deal- 
ers are complaining about having 
to give 1,000 and 2,000-mile service 
checkups on cars sold in other 


|states, according to John J. Jewell, 
| secretary-treasurer of the Montana 


Automobile Dealers Assn. 

Writing in the association’s 
Jewell pointed 
out that hundreds of new cars, 
which need such checks, each 
year enter Montana in the three- 
month vacation period. 

“This is a real. imposition on the 
dealers of Montana,” he said, “Our 
dealers have no interest in the 
previous sale of the car. This serv- 
ice is a part of the consideration 
of the sale, and the selling dealer 
should be liable for it. 

“Warranty work on a new car 





Evans Gets Top Position 


Three 


land. Subsequently he was named 
general 
A. G. at Russelsheim, Germany. He 
held that position until he was 
elected a vice-president of General 
Motors and group executive in 1936. 


manager of Adam Opel 


Osborn was first employed by 


1921. 
After other assignments abroad 
and in the U. S. he became gen- 





C, R. Osborn 


eral manager of Adam Opel A. G. 
in 1937. 

Dollens joined General Motors in 
the Delco-Remy division in 1925. 
By 1929 he had advanced to plant 
manager. 


Dealers Checking 
Customer Labor 
Rates in Shops 


EPORTS indicate that some 
dealers are making careful 
checks of customer labor rates. 
Many dealers, according to the 
Pennsylvania Automotive  Assn., 
were frozen with ridiculously low 
customer labor rates during the last 
war. Some were as low as $1.25 an 
hour and hundreds ranged from 
$1.25 to $1.50. 

Meanwhile, the Rhode Island Au- 
tomobile Dealers Assn. appeared 
dubious as to the value of any 
assurance from official Washington 
that car rationing was not in im- 
mediate prospect. 

“Experience proves,” the associa- 
tion said, “that Washington has a 
disagreeable habit of saying one 
thing and doing something entirely | 
different the next.” 


Akers Named Head 
Of Insurance Firm 


JACKSONVILLE, Fla.—Forest H. | 
Akers, former Dodge vice-president | 
in charge of sales has been elected 
president and 
treasurer of the 
new Dependable 
Insurance Co., 
Inc., of Jackson- 
ville. W. W. Mas- 
sey, president of 
Massey Motors 
and the Atlantic 
Discount Co, 
both of Jackson- 
ville, was elected 
vice-president. 

Both Akers and 





F. H. Akers 


he was chief engineer for Willys- | Massey, together with W. T. May, 


Overland and executive engineer 
for the White Motor Co., where he 
worked on design of such heavy 
equipment as_ half-tracks, scout 
cars and trucks. Busey began his 
engineering career at Packard. 


president of May Motors, of Fort 
Lauderdale, Fla., are among the in- 
corporators of the insurance con- 
cern, which will have home offices 
in the Atlantic National 


| Building, Jacksonville. 


the 











bulletin 
franchises, 











Bank | 


Termed Unfair 


Answering his own question: 
“How are our dealers reacting 
to this imposition and injustice?”, 
Jewell said some tell the car 
owner they don’t have the time 
to do the work, while some per- 
form the service, charge the cus- 
tomer, give him a receipt and 
then “catch hell from the fac- 
tory.” Still others, he said, fol- 
low the factory policy and then 
they “are not fit to live with the 
rest of the day.” 


Other problems discussed in the 
include distribution and 


Jewell said that in one week he 
had visited 10 towns and found 
dealers in all makes of cars were 
complaining about distribution and 
about having to take hard-to-sell 
models to obtain wanted cars. 

On the subject of franchises he 
said “90 percent of the trouble 


could be eliminated by a specified 


term in the franchise and no can- 


cellation except for cause.” 


“One dealer,” said Jewell, 
“made the statement that if he 
had a franchise for ‘one year’ it 
would be much better than pres- 
ent conditions. 

“A franchise for a specified term 


and cancellation for cause only 
would do away with a vast amount 
of the present unrest because a 
dealer could plan for at least the 
term of the franchise. 


“This must come or there will be 


legislation. Let us hope that NADA 
can report actual 
instead of ‘progress’ at its next 
convention.” 


‘improvement’ 


dealer makes no profit, but 
takes a loss on such work .. . This 
plan might work to a certain ex- 
tent in the east as it would be a 
sort of give-and-take proposition, 
but in Montana it is only a give 
proposition for the dealer.” 








Dealer Conventions 
Sept. 7-6—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. ‘ 
Sept. 9-10—Maine Automobile 
Assn., Belgrade Lakes, Me. 
Sept. 9-11—South Carolina Auto Dealers 
Assn., Ocean Forest hotel, Myrtle Beach, 
Ss. C. 


Dealers 


Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 
Sept. 17-19—Kentucky Automobile Dealers 

Assn., Kentucky Lake, Ky. 
Sept. 18-19—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 
Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 
Sept. 28-29—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City. 
Oct. 8-10—Automobile Dealers Assn. of 
Alabama, inc., Biloxi, Miss. 

Oct, 8-10—Texas Automotive Dealers Assn., 
Texas hotel, Fort Worth. 

Oct. 10—Connecticut Automotive Trades 
Assn., Hotel Bond, Hartford. 

Oct. 13-14 — Tri-State Convention (Del., 
Md., Pa.), Haddon Hall hotel, Atlantic 

City, N. J. 

Oct. 15-16—New Mexico Automobile 
Dealers Assn., Carlsbad, N. M. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct, 16-17—Georgia Automobile Dealers 


Assn., General Oglethorpe hotel, Sa- 
vannah. 
Oct. 17-18—Federation of Automobile 


Dealer Assns. of Canada, Toronto, Ont. 
Oct. 22-24—Florida Automobile Dealers 
Assn., Biltmore hotel, Palm Beach, Fla. 
Oct. 23-24—Minnesota Automobile Deal- 
ers Assn., St. Paul hotel, St. Paul, Minn. 
Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O 
Nov. 8-12 — National Used Car Dealers 


— convention, Baker hotel, Dallas, 
ex. 
Nov. 13-15—Automotive Trade Assn. of 


Virginia, John Marshall hotel, Richmond. 
Nov. 15-16—Oklahoma Automobile Dealer 


ers Assn., !7th annual meeting, Tulsa 
hotel, Tulsa. 
Dec. 1-2—Montana Auto Dealers Assn., 


Rainbow hotel, Great Falls, Mont. 
Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention end exhibition, Miami. 


Dealer Auto Shows 
Jan. 27-Feb. 3, 1951 — Milwaukee County 
Auto Dealers Assn., Milwaukee. 
Feb. 17-25— Chicago Automobile Trade 
Assn,, International Amphitheater, Chi- 


cago. 
Mar. 10-18, 1951 — Seattle Auto Dealers 





That’s the Report from Missouri Trade. . . 














Coming Events 





Assn., Field Artillery armory, Seattle 

ash. 

Mar. 17-25, 1951—Indianapolis Automobile 
Trade Assn., Cattle Exposition Bida. 
State Fair Grounds. 

* * 


Aftermarket Shows 


Dec. 4-8—Automotive Service Industries 
show, Navy Pier, Chicago. 

Mar. 21-24, 1951—Pacific Automotive show 
Civic Auditorium, Seattle, Wash 

Apr. 26-29, 1951 — Southwest Automotive 
show, Oklahoma City. 


Allied Industries 


Sept. 13-15—National Petroleum Assn.. Ho 
tel Traymore, Atlantic City, N. J. 
Oct. 2-6—American Trucking Assns., !7tn 


annual convention, Waldorf-Astoria, New 


York. 
Oct. 23-27 — National Metal Exposition, 
Amphitheatre, Chicago. 

Nov. 13-l6—American Petroleum Institute 
30th annual meeting, Los Angeles. 
Jan. 22-24, 1951—Truck-Trailer Manufactur 
ers Assn. annual convention, Edgewater 

Gulf hotel, Edgewater, Miss. 


s 6¢« @ 
General 
Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 


Oct. 5-15—Auto Show, Paris, France. 
Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi 


cago. 
Oct. 18—Automobile Old Timers annua! 
dinner, Waldorf-Astoria hotel, New 


York. 
Oct. 18-28—Auto Show, London, England 
Oct. 22-28 — National Automobile Dealer 


Week. 
May 30-Sept. 9, 1951—World Transporta 


tion Fair, Santa Anita Park, Arcadia 
Calif. 
*s 2¢ 
Engineering 
Aug. 1416 — Soci of Automotive En 


ineers National est Coast meeting, 

Biltmore hotel, Los Angeles. _ 

Oct. 16-18—Society of Automotive En 
ineers transportation meeting, Hotel 
tatler, New York. 

Nov. 1I-3—American Society of Body En 
gineers, Rackham ‘Memorial Bldg., De 
troit. 

Nov. 9-10 — Society of Automotive En- 
ineers fuels and lubricant meeting, 

a hotel, Tulsa, Okla. 


Nov. 26-Dec. I—American Society of 
Mechanical Engineers, Hotel Statler 
New York. 





Decline in War Scare Buying? 


JEFFERSON CITY, Mo.—Scare 


buying is definitely on the wane 
here and appears to have tapered 
off to about normal levels. 
dealers have tires prominently dis- 
played in contrast to supposedly 
non-existent stocks a week or so 


Some 


recappers and new-tire 


dealers instituted charges of 50 
cents for mounting recapped or 
new tires. One such dealer said he 
posted his 


charges because so 


Ford-Ferguson 
Case Resumes 


BELFAST, Ulster.—Latest round 


in Irish-born Harry Ferguson’s 
$250,000,000 patent claim against 
Henry Ford II is taking place here 
in the capital city of Northern 
Ireland. 
mission which is taking testimony 
in the case is U. S. Judge Robert 
McMarsh. 


Presiding over a com- 


Also present at the hearings are 


13 American lawyers, most of whom 
practice 
ther testimony will 


in federal courts. Fur- 


| Coventry, England, and London be-|cars in almost all makes on dis- 
fore the commission completes its | play. 
work on Sept. 7. 


a national chain 
Ward) advertised lowered prices for 
recaps and free mounting service. 


many customers take their tires 
with them unmounted and it would 
have been an imposition on these 
customers to absorb this charge by 
raising the price. 


On top of this a local branch of 


In the automobile selling picture 


the three lower-priced cars were 
still behind in deliveries on most 
models. Some dealers had cars on 
hand 
display floors and windows were 
bare while others displayed higher- 
priced models such as hardtops, sta- 
|tion wagons or convertibles. 


in certain models. A few 


Apparently many car owners are 


of a mind to fix up their old cars 
and wait out the Korean war. A 
medium upsurge in service is re- 
ported but it is definitely not of 
boom proportions. 


Despite the fact that used cars 


are selling at $25 to $100 more 
than a month ago, the used-car 
dealers here have their lots fuil 
of cars. 
| supplies of the prewar vintages, 
be heard at|there are also plenty of postwar 


While there are ample 


Common visual observation of | 








VISITORS FROM OVERSEAS—Fourteen nations are represented in this group which recently | 
toured Pontiac plants. They are members of the U. S. Information and Education Exchange 
Program. Interested as they were in mass production, the foreign visitors were most im- 
| pressed by the parking lots filled with employes’ cars, Pontiac officials said. 





the activity does not reveal any 
tendency for buyers to form lines 
to buy. What waiting lines there 
are appear to be those with names 
on unfilled orders in the hands of 
dealers, and these would seem to 
(Montgomery |be subject to cancellation. 


Oklahoma Dealers 
Form Industry 
Relations Group 


OKLAHOMA CITY.—W. D. Dy- 


sart, Tulsa Studebaker dealer, will 
head the 17-man state industry re- 
lations 
homa Automobile Dealers Assn. 


committee of the Okla- 


Members beside Dysart on the 


Oklahoma committee are: 


Frank Clark (Packard), Okla- 
homa City; Shannon P. Hamm 
(Nash), Shawnee; Wat Henry 
(Pontiac), Tulsa; N. R. Jacobs 
(Oldsmobile), Muskogee; E. E. 


Kitchens (Dodge-Plymouth), Enid: 
M. E. Lane (Cadillac), Oklahoma 
City; Paul Million (Ford), McAles- 
ter; 
Hominy. 


Cal Newport (Chevrolet), 


Also Chick Norton (Buick), Tul- 


sa; W. W. Riley (Hudson), Okmul- 


gee; A. H. Scheldurp (Willys), Ok- 
lahoma City; Homer Smith (Kaiser- 
Frazer), Oklahoma City; Bob Steele 
(DeSoto-Plymouth), Norman; David 


Sutton, Lincoln-Mercury (Ponca 
City); Ed Trice (Chrysler-Plym- 
outh (Duncan), and P. H. Wel- 


hener (trucks), Oklahoma City. 





Some Milwaukee Deals 
Open Only 2 Nights 

MILWAUKEE.—The Milwau- 
kee County Automobile Dealers 
Assn. is canvassing its members 
on a proposal to keep their es- 
tablishments open in the eve- 
ning only twice a week. 

The association says several 
of its members intend to re- 
main open on Monday and Fri- 
day evenings, or in the down- 
town area on Monday and 
Thursday evenings, instead of 
the present five nights a week. 
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FACTORY ENGINEERED PARTS 


Group No 4 423 
Quentty TWO 

Pan No 1298451 
oennpnon Washer 


to speed transmission 


fepairs on Buicks 


controls govern each stage of their manufacture. ) 


W THAT is the big headache you want to avoid, on any 


transmission repair job? Gear noise! 


Whenever you’re working on a Buick you can side-step 
this trouble — and save yourself all kinds of time and an- 


noyance, in the bargain! 


(1) First of all, protect yourself against noisy operation 
by making sure all parts are a true precision fit. Get only 
Buick-engineered gears, shafts, gaskets and so on from 
your local Buick dealer. They cost no more — but they 


fit perfectly and mesh noiselessly. (Elaborate quality 


Do a quicker, better job 


(2) While you’re at the Buick parts counter, ask for the 
Transmission Gasket Kit, which is shown just above. 
Here you have 22 separate small parts — all the snap 
rings, retainers, gaskets and so forth which should be re- 


placed — packed in one handy moistureproof envelope. 


Just remember these two quick tricks — they'll save you 
time and costly teardowns. You'll be sure each job is done 
right. You'll be sure the customer is happy. And the cost 


is no greater! 


ENGINEER APPROVED ACCESSORIES 


Ue: 


with Buick parts 
mae aloe 
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Nebraska Ason. 
Reveals Its New 


Action Program 


LINCOLN, Neb.—President 
Noyes Rogers of the Nebraska 
New Car Dealers Assn. has an- 
nounced the executive committee’s 
action outline for the association. 

The program follows: 

1, Visit members of the legisla- 
ture and ascertain their attitude on 
submitting a constitutional amend- 
ment that would replace the per- 
sonal property tax on motor ve- 
hicles with a use fee. An effort to 
initiate such an amendment at the 
fall election failed by a few thou- 
sand signatures. 

2. Start local campaigns to 
change the assessment date from 
March 10 to Jan. 1. 

3. Test the constitutionality of 
the legislative act which now per- 
mits motor vehicles and farm ma- 
chinery to be assessed for a 90- 
day period while other properties 
are assessed on only one day of 
the year (now March 10). 

4. Association officers and man- 


Let Hyatt Help You 


Hyatt Hy-Load cylindrical roller bearings with wide and nar- 
row widths available in ten major types permit complete inter- 
changeability of parts and flexibility of design and assembly 


"REMEMBER WHEN’. . .''—Pottery carica- 
ture of the famous Model T starts two Chi- 
cago Ford sales executives reminiscing about 
the automobile business as it was 25 years 
ago, when Harold Heller (right), assistant 
manager, Chicago district sales office, joined 
Ford Motor Co. Heller wears in his lapel a 
25-year service emblem presented Aug. | by 
C. H. O'Donohue (left), Chicago district 
sales manager. 





agers are to hold regional meet- 
ings throughout the state to dis- 
cuss and explain association ob- 
jectives to the membership. 


procedures. 


And for applications where bearings are subjected to both 
radial and thrust loads, particularly where conditions tending 
to misalignment are present, Hyatt offers the Spherangular 


'|chasers any such deals. 





In the Letterbox 


(Continued from Page 4) 


lness here in Los Angeles is not in 
any condition to demand from pur- 
If any- 
the dealers here are still 





thing, 


}|trading long and I do not believe | 


anyone is asking, or getting, more 
than the list price for their new 
cars nor any more than a legiti- 
mate profit for handling a used 
car. I think we are selling as hot 
a car in our Mercury as is being 
sold today, and we cannot ask any 
malpractice deals nor are we do- 





Junking Rate Passes 
Prewar in Milwaukee 


MILWAUKEE, — A drive by 
the Milwaukee County Automo- 
bile Dealers Assn. has pushed 
the number of cars junked in 
the county past prewar figures. 

But the association warns its 
members that “to create a 
healthy market situation,” many 
more old cars should be taken 
off the road. 








ing such, and I further do not| 
believe that any other dealers in| 
Los Angeles are doing such. | 

I look to the Automotive News 
as being part of my business and 
I look to it regularly for advice, 
and I think most dealers treat it 
the same way. 

I think most manufacturers read 
and study the AvtTomotive News 
and I think you should be a little 
more careful in condemning the 
dealers who are responsible for its 
existence. Such articles as you 
have printed here tear down more 
good will in one article than the 
dealers can build up in the next 
year. 


Six months ago when the dealers 
were all trading long and custom- 
ers were taking advantage of this 
I failed to see one article in your 
paper condemning the purchasing 
customer, and I hope in the future 
your paper will be a little careful 
and print something of the dealers 
side—J. A. E1sere, Eisele Motor 
Co., Huntington Park, Calif. 


Editor’s Note: Automotive 





series of angular contact self-aligning bearings. 


Hyatt design experience is yours for the asking. Hyatt Bear- 
ings Division, General Motors Corporation, Harrison, N. J.; 


Detroit, Michigan. 


HYATT ROLLER BEARINGS 


’ mT} ss. 
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| St. 
O'Meara appointed manager of the 


years 





News did not condemn dealers; 
it condemned those particular 
dealers who are being short- 
sighted in the present situation. 
It is these few who are tearing 
down the goodwill of all dealers. 
(See editorial on page four.) The 
article you refer to made it clear 
that “auto dealers generally were 
holding the line.” 


Hudson Shifts 


Sumpter, Ernst 
In Sales Posts 


DETROIT.—Hudson Sales Corp. 
has made four executive appoint- 
ments in the corporation’s north 
and south central divisions, it was 
announced last week by N. K. 
VanDerzee, vice-president. 

Lew Sumpter has been named 
division sales manager for the 
south central division, with head- 
quarters in St. Louis, succeeding 
Walter A. Ernst. Urban Fellenstein 
has been annointed manager of the 





W. A. Ernst 


Lew Sumpter 


Louis zone and Frederick J. 


Memphis zone. Ernst has been ap- 


}pointed division sales manager of 


the north central division with 
headquarters in Detroit. 

Lew Sumpter, a veteran of 20 
in the automobile business 


joined Hudson as special repre- 


sentative in February, after hold- 


ing a number of executive sales 
positions with Chevrolet over a 
period of 17 years. He served in 
various executive field sales posi- 
tions, as well as with the central 
division. 

Fellenstein comes to Hudson with 


a background of 21 years in the 


automobile business. During that 


jtime he occupied executive sales 
| positions with Chevrolet, including 
|zone manager positions in Denver 
| and Minneapolis. 


Frederick J. O’Meara was with 
Chrysler for 12 years and in his 
latest post with that organization 
was regional manager in New Or- 
leans. He joined Hudson June 1. 

Ernst joined Hudson in 1944 as 
regional manager in Washington, 
D. C. He was appointed Washing- 
ton zone manager in 1945. In July 
of 1946 he was named southeast 
divisional manager. During the fol- 
lowing year he was appointed 
northwest divisional manager and 
in 1948 southwest divisional man- 
ager. He has been in the automo- 
tive business since 1936. 


Award to Dealer 


In Cancellation 


Is Upheld 


TEXARKANA, Tex.—The award- 
ing of $25,000 damages to C. W. 
Nebel, former owner of Nebel Mo- 
tor Co. (DeSoto-Plymouth), Long- 
view, Tex., for cancellation of his 
contract by a direct dealer was up- 
held here last week by the sixth 
court of civil appeals. 

The sum was awarded in De- 
cember, 1949, for cancellation of 


|Nebel’s franchise in 1946 by S. E. 


Wood jr., Marshall, Tex., the direct 
dealer. 

Attorneys for Wood appealed on 
the grounds that a direct dealer 
could cancel the associate dealer 
contract at any time _ without 
cause. The Texarkana appeal court 
said “this theory is rejected.” 

It also held that in case a manu- 
facturer or distributor is unable to 
furnish the requirements of a 
dealer due to causes beyond con- 
trol that they must prorate the 
available supply on a fair and 
equitable basis. 

Attorney for the plaintiff is Bas- 
com Gist, of Gist, Wilson & Pro- 
thro, Tyler, Tex. 
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) . This month, our friend Dusty meets a customer who wants 
to make his own financing arrangements. So Dusty sells both 
the foot remedy and the bargain in one easy-to-swallow dose. 
\ 
re DV RK KKK KH HK KH KUNIVERSAL CLT. & RX 


“What do you mean, a bunion derby?” he asks, as we 
walk into my office to close the sale. 


“Just this,” I shoot back at him. ‘You'll wear your 
legs down to the knees, if you scamper all over town 
trying to beat my deal on financing your car.” 





“Frankly, Dusty, don’t all finance people use the same adding ma- 
chines?” he chuckles. 


‘“‘Maybe so,” I come back, “‘but you’ll need an adding machine to 
count up all the things you’ll have to do to work out your own 
financing. First, there’s a hundred or more places in town where you 
can ask for a loan—you’ve got to pick one. 


‘“‘Let’s say you’re very lucky. You find a good outfit on the first try. 
Now you’ve got to get car insurance! So you hunt up your agent 
and work out the details. All finished? Not by a long shot. 


“Back to the bank or whatever it is. You’ve got to let them know 
about your insurance coverage, how much it is, who handles it and 
get it included in the loan. And, of course, somewhere along the line 
you’ve had to give me a call to find out the motor number and serial 
number—and everything else they’ll want to know. 


- 


~~ ieee 


‘*‘But even that isn’t the end. From there you stagger all over town 
hopelessly trying to get all the other vital protections of my Uni- 
versal C.I.T. plan . . . like Group Life Insurance, Towing and Road 
Service, Bail Bond Identification, Travel Emergency Credit . . . 


“Sounds tough? Well, it is. But if you take my plan you'll get the 
whole package of financing and insurance without fuss or footwork 
. . and at a fair price, too. Here’s where you sign.”’ 


He reaches for my pen—reaches for the contract—and reaches for 
his hat. 
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Given Veto Power Over Franchise Cancellation... 


Potent Packard Dealer Council 


Epiror’s Nore: This is the sec- 
ond in a series of articles on 
dealer advisory council plans in 
the auto industry. The first ar- 
ticle discussed the General Mo- 
tors and Chevrolet s:‘stems. The 
following article deals with the 
Packard plan: 

By Mac Gordon 
Associate Editor 
MORE stable and better ad- 
justed dealer force is the tar- 
get of Packard’s Dealer Advisory 
Council and unique Dealer Equi- 
ties Board. 

Born in June, 1945, the Dealer 
Advisory Council boasts a batting 
average of over .900, according to 
Sales Vice-President Karl M. Grei- 
ner. That means, he explains, that 
93 percent of the recommendations 
made by the nine-member group 
are either in operation or under 
further study. 

With dealer approval, says 
Packard, membership on_ the 
council is by appointment. Two 
new members are seated for the 
year-long term every’ three 


| months when the council con- 
| venes in Detroit with Greiner 
| and President Hugh J. Ferry. 
| The Dealer Equities Board gives 
Packard dealers a chance to re- 
'verse franchise cancellation edicts. 
The proviso explaining how the 
Dealer Equities Board works is in- 
{cluded in every Packard franchise 
agreement. No franchise can be 
;ecancelled for cause without the 
}unanimous consent of the board. 
| * + + 


Se ‘the board mem- 
4 bership are Greiner or C. E. 
Briggs, Greiner's assistant, the divi- 
sional manager, zone manager and 
district manager for the territory 
involved and the regional member 
of the Dealer Advisory Council, un- 
less he is the dealer being can- 
celled, in which event the council 
names another of its members to 
act. 

There is a council member for 
each of the eight Packard regions 
in the U. S., as well as Canada. 

In at least three instances, the 





council member of the Dealer 


Equities Board has vetoed a 
franchise cancellation of a dealer 
in his territory. 


says, “the individuals involved be- 
came better Packard dealers in ev- 
}ery respect.” 

+ > * 


5 ens is the procedure followed 


franchise contract: 

1. The board shall convene and 
consider the merits of the case as 
soon as possible, but within a 
maximum of 30 days from the date 
on which the proposal to terminate 
was sent to the organization and 
analysis department. 

2. In event of the inability of 
Equities Board to serve, he may 
designate an alternate to serve in 
his place. 

3. The board shall give the 
| dealer full opportunity to appear 





“In all three instances,” Greiner | 


by a Dealer Equities Board, as | 
given in detail in a Packard dealer 


any member of a Packard Dealer | 





PACKARD DEALERS CONFAB WITH PLANT OFFICIALS—Members of Packard's present 


| Dealer Advisory Council are shown conferring with factory executives on current and 


for- 


ward merchandising program. They are scanning suggestions and comments submitted by 


Packard dealers in U. 


other 
Thrall, Williamsport Pa.; 


Cleveland; R. S. 


Md. Seated, left to right, are E. V. Voight 


Tex.; C. &. 
| evidence or arguments in his 
| behalf, 

| 4. If a majority of the board 
|deems it necessary, a meeting shall 


|business to give adequate consid- 
}eration to local factors. 
5. Manufacturer has agreed to 





in person to present all pertinent |defray expenses of meetings of 


ye fpf 





YOUR GROWTH and OURS 


Associates 


grown on 


has built and expanded and 


a parallel line with the great 


automotive industry of which you are a 


part... specializing in financial helpfulness 


to automotive dealers and their customers. 
Last year Associates helped 273,147 


families buy cars through automobile dealers 


who called on us to handle their time 


payment financing. On June 30, 1950, 
Associates had $220,650,933 in motor 


lien retail 


branch offices in 


notes outstanding through 109 


28 states and the District 


of Columbia. And Associates is helping 


dealers carry their inventories through 


motor lien short term loans which exceed 
an annual volume of $250,000,000. 


Associates has been serving and helping 


dealers with time payment financing for 


a third of a century. There’s an impressive 


record of growth, a vast fund of knowledge 


and experience back of Associates’ position 


as one of the largest and strongest institu- 


tions of its kind in America today. 


Take advantage of it. 





Associates Investment Company : 


SOUTH BEN 


Associates Discount Corporation 


INDIANA 


D, 


Total Assets im Excess of § 320,000,000 


S. and Canada. Standing, left to right, are H. E. 


be held at the dealer's place of | 


Foulkrod, 


P. E. Amey, Toronto, Ont.; L. T. Perryman, 


Sacramento, Calif.; G. W. Smith, Bridgeport, Conn., and Royston T. Covington, Bethesda, 


LaCrosse, Wis.; Albert J. Meek, Fort Worth, 


Briggs, assistant general sales manager; Karl t1. Greiner, sales vice-president; 
John Babcock, Spokane, Wash., and George M. Couch, Atlanta. 


Packard Dealer Equities Coard, in- 
cluding reasonable expenses cf 
dealer to appear before such meet- 


ing. 

6 ALL hearings and submission 
¢ of evidence from either side 

shall be held in open meeting with 

both parties permitted to be pres- 

ent, 


7. Board shall consider merits of 
the proposed termination in pri- 
vate, and decision must be unan- 
|imous. If the board cannot arrive 
at unanimous decision, then deci- 
sion shall be deemed to have been 
given in favor of dealer. 


| 8. Board will render decision as 
|promptly as possible, but in any 
jevent within 60 days from receipt 
'of proposal to terminate by organ- 
ization and analysis department. If 
|board has not agreed at the end 
|of 60-day period, decision shall ve 
|deemed to have been given in 
|favor of dealer. 


The’ restyled 1951 Packard, 
| soon to go on dealership display, 
| will reflect suggestions made at 
meetings of the Dealer Advisory 
| Council, says Greiner, 
Between the quarterly sessions 
|'of the council, each member is Ob- 
|ligated to stay in constant contact 
with his constituents on various 
matters which they feel should be 
aired and acted upon. Some coun- 
cil meetings have been called to 
|order with as many as 500 letters 
on hand from Packard dealers. 
| * * * 
Tas agenda is prepared by coun- 
cil members themselves, who 
may at any time during the course 
of their all-day m:ecting call in any 
factory executives for discussicn of 
special matters. 
Ferry customarily opens council 
meetings with a full report of the 
Packard operation as_ currently 
manifest. Greiner and/or Briggs 
|may then make a brief statement, 
|but from then on until adjourn- 
;ment the council members are “on 
their own.” 

The more than 1,400 Packard 
|dealers are informed of decisions 
|made at council meetings through 
post-session letters from _ factory 
sales executives, and by reports 
from council members to their con- 
| stituents. 

“It is an accepted fact,” Greiner 
comments, “that membership on 
the Packard Dealer Advisory Coun- 
cil is a unique, informative expe- 
rience which broadens to every 
possible advantage the viewpoint 
of the dealer on one hand and, on 
the other, the knowledge of dealer 
problems which those at the fac- 
ped must have to do an intelligent 
| jo ig 


* * * 








No Dream 
Sleeping Motorist Gets 


Police Call Service 
HAMPTON, N. H.— (UTPS) 
Service stations or other business 
lestablishments are not allowed to 
operate along the state’s new super 
|highway in this area. But the mo- 
|torist in distress receives good 

| Service. 
| The police will change a flat 
|tire or fill an empty gasoline tank 
for him. 
| An example of their service was 
|given recently when a weary Mas- 
| sachusetts driver pulled off the side 
|of the super highway for a sleep. 
| A patrolman drove up, politely 
{told him he could pull further off 
ithe road and asked: 

“What time would you like to be 
called in the morning?” 
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| president of the U. S. All he has|soll, who we soon discovered was 
pes do is to put the “security muz-/answering our cables while our | 
}zle” on the headline hunters, sur- representative was touring France | 
|round himself with competent en-|with a “woman who could teach! 
|gineers, able manufacturers, ex- him the French language.” 
|perts in military scicnce and prob- | ; 
llems of transport and get out i Wilson had been elected on | | 
| production. the slogan He kept us out of | 


| 5 think Hlasrimean has the ia- | war,” so when Charlie Jeffery 





| went over to try to find our sales- 
SS gy _ _ man, he got passage on the Lusi- 
experience to do just that. N- | tania. His New York friends 
ny how in any great crisis—when 


. smiled when he outfitted him- 
| all the chips are down—a MAN = “™uled os Ss anes 
emerges. It makes a fellow be- self with a “life preserver suit, 


eve in Ged but it came in handy when he 

S 7 was struggling in the water for 
| When the first order for Jeffery) four hours off “Old Head of Kin- 
|Quads was placed by the Allies in| gale” when the Kaiser forgot that 














the First World War, the first; we were neutral. 
; |Shipment was destined for Serbia. “CT.” was never the same after 
sen 5 : . ’ > > 
for- Eprror’s Nore: Here is another |We began to receive a a * describing the scene of the sink- 
by in @ series of articles written es- |cablegrams from all over France ing of that ship, with drownin 
od, olall ; : News by |asking for quotations on the job. \'"& P, : 8g 
pecially for Automotive NE y 'men and women floating by ie — 
ie. 1 Ved Jordan, famed in the auto |I told Mr. Jeffery not to answer : Y + + + THOMAS-FARRIS MOTORS IN ROCKY MOUNT, N. C.—The building of this Kaiser-Frazer 
oe industry for the car he built |any of them until we could get a moaning. dealership is of plastic and glass. The firm is distributor for 19 counties in eastern North 
ent: (1916-1931) and the words he |man over there. He might find) General Hugh Johnson was the no 
wrete about 4. |himself with a lot of “implied con-|Originator of that effort to prove a , ba 
inn . ‘tracts’ on which, under French|that hope might triumph over ex- automobile industry .. . fix quotas what .. . crack down on him. 
of ( NE afternoon in the summer of|jaw, they could collect commis-| perience .. . known as the NRA,|. . . regulate prices and raise hell Edging as close to the door as 
Pt 1932 I ran_into Charles W.|sions. |symbolized by the Blue Eagle. He | generally. possible, I said: “General, may I 
Nash on the Baltimore & Ohio . *« * used to sound off before a small) In a momentary interval I ven- ask you one question? Then I've 
Limited, en route from Chicago : group at the University Club of) tured to ask how he was going to | 8°t to go.” “Certainly, certainly... 
- to Washington. He had been in- Learning French Chicago over a bottle of Scotch. handle Ford. He smashed the | Shoot.” 
ide vited by President Roosevelt to HE man we sent fell in with| One night he was telling about, table with his fist and shouted: “Did I ever tell you what I done 
= tions tawen ognal ona labor a very smart guy, named God-| how he was going to reorganize the, “Crack down on him. . . that’s |to Philadelphia Jack O’Brien?” 
— with a view to his assuming al _ 
: position as a sort of czar to adju- 
ot dicate the problems of industry. 
ae Mr. Nash, as usual with me, 
antl was in a relaxed, friendly mood, 
= und as we chatted in the chair 
ert car, he said, with a chuckle: 
= “Jordan, you’re a smart rooster. 
What do you think about my 
as going to Washington?” 
nae “Well, Mr. Nash,” I said, “if 
.y they were planning to manufacture 
"it something more economically than 
. : anyone else, I think you would be 
= a great help.” 
fr Nash bubbled with laughter and 
said: “Oh, you know they are not 
d going to manufacture anything. 
pe The president pictures this as a : ia : 
y, patriotic job in which I might be| With only four out of five cards he needs, 
— imereteg” lk ls Mac’s holding a losing hand. 
The Old Trouble But with four out of five cars on the 
- “\Y7ELL, Mr. Nash, if I were you road needing new shock absorbers, there 
| I'd be taken suddenly ill when ; i 
t ; : ‘ é 
ia you get off this train, call up the are plenty of extra chips for dealers in 
be 5 president, tell him your old trouble sales to more than 24 million autos. 
un- i has caught up with you again and » 
“A beat it back to Kenosha as fast Here’s a great market for Monroe 
ers as you can. Shock Absorbers, first choice of auto 
“Trouble?” roared Nash glee- . ‘ . 
fully and knowingly, “What engineers. Backing up this top product, 
un- troublet” — Monroe gives dealers the most sales help 
vho “Oh, tell him bursitis, flebitis, ‘ - ed . 
rse neuritis . . . anything. But, of | in national advertising, colorful display 
any course, it will be that old com- material and customer reminders. 
| of mon sense which you contracted ir ; 
on the farm. That's the thing| Stop missing this extra volume. See 
ncil which keeps men with real capac- | . : 8 
i ity out of politics... AND Wash- your jobber now—get set to cash in with 
itly ington.” Monroe Shock Absorbers and Monroe 
Bes : & * ° fi 
, . Conversion Sets. : 
= Come and Go 
“on | EFORE the death of Charles | 
_W. Nash in 1948 he must have | 
ard philosophized upon the procession , 
ons of good men who appeared on the 
ugh Washington scene and disappeared. 
‘ory That little anecdote was sug- 
orts gested by the recent appointment 


| Sms cee wae SHOCK ABSORBER 


iner es Buying ute | 


on 


ve | Mass. Tire Stocks CONVERSION SETS - for millions of Chevrolets, Fords, Mercurys, 


ery NORTH ADAMS, Mass.—Panic | 





oint | buying on the part of hoarders has S d b k Li | 1 

on dug deeply into the automobile tire | tu e a ers and inco n ephyrs 
aler market and at the moment it is| 

fac- practically impossible to buy the 

rent popular 6.00x16 size here, a survey | 


f: f local tire dealers disclosed. Nearly half the passenger cars in operation are represented 


There are some other sizes in 
Stock, but not too many, Some 
alarmed motorists have not only 
purchased the standard type tire, 
but have even stocked up on snow 
tires. One car owner purchased no 


by five makes—Chevrolets, Fords, Mercurys, Studebakers and 
Lincoln Zephyrs. 

Among these popular makes are millions of older model 
cars with old-style ride control mechanisms. There's a great 





) less than eight snow tires, “probab- profit opportunity to sell owners of these cars Monroe Shock 

ness ly to hang on the wall,” one dealer : : : pas ; 

1 to said. Absorber Conversion Sets—providing the smoother ride to 

iper 6 be gained from modern direct-action shock absorbers. 

oa syuthetie Outlook Good, Monroe Conversion Sets are installed easily and quickly 
Says Canadian Minister —no holes to drill; no special tools or training needed. 

flat OTTAWA. Canada’s synthetic , : ci I 

aide rubber plant at Sarnia is “capable There’s a Monroe Shock Absorber for every ride contro 
of producing all the rubber we re- need. Investigate now. 

was quire, says Trade Minister Howe. 

Woes This is being interpreted as most 

aide ‘ncouraging for the tire industry, 

leep. emphasizing that there is no basis 


. 


itely for the present “rush” for new 
oft tires by those fearing a shortage. Ps 
Want to b sell s ani A ei , . 
o be Mivestsent te on anion A oman Monroe, Mich. — World's Largest Maker of Ride Control Products 





WANT AD will bring quick results. 
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IT'S MORE THAN A CAR... IT’S A PACKARD roe As 
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More than a new model—it’s a daring __listen: We’ve been saving a select group 
new concept of everything a years-ahead _ of franchise opportunities —in ready- 
motor car should be! made markets — for this occasion! 
Packard dealers will see the complete 
line during the week of August 21. And 
you’re going to wish you’d been in Just pick up the phone and ask for Karl 
those meetings. M. Greiner, General Sales Manager, Pack- 
It all adds up to the greatest new ard Motor Car Company, Detroit. (Phone 
car program in all Packard history! And WaAlnut 1-5600.) And we mean today! 


Packade The one for 574 








You owe it to yourself to get the facts! 









CARD +. . Ask the Man Who Owns One 


—— 











Finesse in Closing 


Sell Car, Factory, Dealer, Service Before Giving 
Trade-In Appraisal, Urges Lewis 


READING, Pa. 
tomobile salesman must 


the tradein appraisal is made, says | 
H. Bertram Lewis in The August | 
Automotive Comment, published by | 
Credit Reliance Co., 420 N. Fifth | 
St. 

The good salesman will beat 
competition to the punch by 
making the prospect want the 
ear so badly that he won’t be 
lured away, Lewis pointed out. 


“Often, however, the prospect 


who wants the car badly will bog-|more for the old bus right down) High trades mean either an un- 


gle at the allowance figure in the 
hope of getting it boosted a bit| 
before he closes,” said Lewis. “A} 
good salesman knows how to make 
it seem completely reasonable by 
showing what the used car needs | 
before it will be salable at the full 
market price and what expense is 
involved in handling 
sale. 


“He works out a formula for use| 


it prior to} 












And inside this BF 


See for yourself on 


cross-threads. Free to 
Ride” — today’s big 


] In every tire thousands of cords 
flex as you ride. But the cords 
in most tires are as out of rythm 
as amateur stunt riders. Cord 
action is hampered by non-work- 
ing cross threads, 


WANT TO CASH IN on “Rythm Ride”? Handle B. F. Goodrich tires! 


A topflight au- | 
sell the|costs of reconditioning and _stor- | 
car, the factory, the dealer and the | age, advertising, sales commission, 
service on every transaction before | demonstration cost, warranty, cler- | 
and the| 
handling of a car or cars that may) 

| 


; ness. 


GENE AUTRY 


America’s Number One Cowboy says: 
‘LOOK INSIDE FOR INSIDE PROOF’’ 


“In stunt riding, top performance depends on 
horses and riders working in rythm”, 


tire performance depends on rythm, too.” 


Silvertown how cords are precision spaced with no 


in such situations, listing 


ical expense, insurance 


be traded in to sell it.” 


To illustrate his point, Lewis 
gave three examples of how sales- 
men should be able to answer 
prospective buyers’ questions and 
demands, 


The first discussion went like 
this: 
“Aw, nuts! I can get up to $206 


the street,” said the prospect. 
“And how much will the car you 

buy be worth a year from now?” 

said the salesman. “Have you com- 


|pared the used-car values of that 


line, year by year, with ours? You 
get what you pay for in this busi- 
When the public finds a cer- 
tain group of dealers going far 
overboard on trades they’re smart 
enough to guess that the product 





says Gene. 
G tire, | saw proof that top 


the inside surface of a BFG 


work in rythm to give “Rythm 
tire value—at no extra cost! 


With no cross-threads BF'G tire 

cords work in rythm like 
the rodeo stars above. They 
carry impact from one to an- 
other, smother road shock, 
reduce wear, cushion bumps. 


in the} 


|isn’t selling easily and that there 
|must, therefore, be something | 
|wrong with it. 
| “They therefore put it down | 
as a car that they don’t want to 
buy when used. So the car’s re- 
sale market is weak and the 
price that it brings as a used car 
is proportionately lower. You 
may buy it cheaper today—but | 
the minute you use it you lose as 
| much or more in value as the | 
over-allowance that you got when 
you bought it. 


| “I don’t know what dealer will | 7% 
|pay $200 more for your used car| . 
{than we will, for our price is the 
jtop of the market, less recondi- | 
tioning costs, but I’m absolutely | 
sure that you won’t really be that 
much ahead if you deal with him. 


ager of Covey's U-Drive, receives keys from H. 
Motor Co., for partial delivery of fleet of new 1950 Ferds for the firm's fleet. U-Drive has 





NICE ORDER FOR PORTLAND (ORE.) DEALER—Kari G. Steinbeck, right, general man- 


B. Damerow, general manager of Wolfard 


There isn’t any way to save that | instituted a policy of offering only new cars and new truoks in its for-hire service. 





much money on a new-car deal. | 


|popular car with a low resale price| more for my old Rocket 
or weak service backing—and gen- | 7 
lerally both. The quality car, sold | 
| by a strong dealer, is much the 
best buy in the end.” 
| So ran one salesman’s rebuttal 
|to a prospect's gripe about a fair, stand. If I were you I'd get the 
|allowance price. Another conver-| best bargain I could. But I 
sation ran as follows: | wouldn’t be hasty about it. Lots 
“Yeah, your car demonstrates all| of things that look like bar- 
right. But so does another where 


a sum like that. 
of money in my bank account.” 
“Sure, Mr. Fabbri, I under- 


gains don’t pay off that way 


Best tire value starts INSIDE... with 


B.E Goodrich 


“RYTHM RIDE”. 













. - GIVES YOU MORE SAFETY, COMFORT, MILES 


Look inside —then decide. 

“Rythmic-flexing cords” in 
every tire for every need are a 
B. F. Goodrich exclusive! The 
B. F. Goodrich Company, Akron, 
Ohio. 


3 In most tires, cross-threads 
make cords bunch and gap, 
causing weak spots, overworked 
cords. BFG cords are sealed in 
live rubber—spacing and tension 
are uniform. 


Let your BFG salesman give you the whole story. 


|they offer me a couple of hundred 
I just | 
can’t close with you boys and lose | 
Two C’s is lots) 


when the figures are all in. 
There’s always a reason why 
things are offered cheap. And, as 
I have shown you, our quotation 
| on your present car is the full 
| market price, less cost of recon- 
ditioning and handling. 
“Questions for you to ask your- 
\self before you buy where you get 
the biggest over-allowance on your 
Rocket are—first, how can a dealer 
jafford to lose $200 of his profit? 
He’s got to live. What comes off 
|when he seems to be making a 
|present of a sum like that? If he 
has to do it in order to get busi- 
|ness the buyer will pay the differ- 


ence somehow before he _ gets 
through with the car. 
“It demonstrates all right—but 


| will it, a year from now? And has 
jit the factors of safety, comfort 
;}and economy that can make such 
|a whale of a difference in its final 
|cost to me? Will the dealer who 
| Sells it stay in business if he loses 
sums like that on every deal—and, 
if he does, will he try to get them 
back in service overcharges? 


“You haven’t told me who the 
dealer is — and I'd rather not 
know, for I wouldn’t feel as free 
to raise such questions if I did 
| —but somewhere in this picture 
there’s a catch and you'd better 
find it before you buy. A good 
ear, sold at the right price by a 
sound dealer, is the best value in 
the long run every time. I’m 
certain that if you will study this 
| deal from all angles you'll find 
that’s so in this case.” 


| That was another 
comeback. 


Lewis said a third might have 
taken the prospect over to the car 
/and showed him, point by point, the 
features of design that make it 
safe, comfortable, durable and 
economical —and asked the pros- 
pect to compare them with corres- 
ponding features in any other car. 


i(K-F Nassns hind 
'To Midwest Post 


| WILLOW RUN.—Appointment of 
| Nils O. Eklund as midwestern sales 
}manager for Kaiser-Frazer has 
been announced 
by S. A. Girard. 
general sales 
manager, Eklund 
succeeds Dean B. 
Wartchow, who 
Was named cent- 
ral sales man- 
ager. 

Girard also an- 
nounced the ap- 
pointment of Hen- 
ry G. Taylor as 
assistant mid- 
western sales manager, and Lee 
D. Schwartz, former central sales 
manager, was named to the new- 
ly created post of Chicago sales 
manager. 

Eklund, who joined  Kaiser- 
Frazer in 1946, has served in vari- 
ous executive capacities at Willow 
|Run. He also assisted in the es- 
|tablishment of Kaiser-Frazer as- 
sembly operations and distribution 





salesman’s 








N. O. Eklund 


systems in Bombay, India, and 
| Rotterdam, Holland. Eklund was 
associated with the Kaiser inter- 


ests on the Pacific Coast from 1940 
to 1946. 


Bankers in New Rochelle 


| Walter R. Tynan is branch man- 
|ager of the recently opened New 
| Rochelle (N. Y.) office of the Bank- 
| ers Commercial Corp. James Lewis 
| is office manager and Carl Weber, 
| Westchester district manager, has 

moved his headquarters from New 
| York City to New Rochelle, 
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Your local salesman 
making his weekly calls 


That’s right. The Post is your local salesman. And if you could 
count the copies carrying your factory’s ads that are delivered 
into your community, you’d realize just how important this 
member of your sales force is! 


What’s more, the families the Post reaches are the important 
car-buying families. They’re your prime prospects. And they see 
your ads in full color—the next best thing to a trip to your 


showroom. 


That’s why ads in the Post work so hard for you. Every one 
conditions your prospects in favor of your car. It reminds them of 
you, their local headquarters for that make. So when they’re 
ready to buy their next new car, they’ve been strongly influenced 
to visit your showroom where you can close the sale! 
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reaches the people who mean business 
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- ca. IS something very familiar about the situation | o-. overfiowing again, the Union 
bobbing up in Washington these days. This correspon- | station is becoming a circus once 
dent was on the same sort of job here during World War I| more, the swank cocktail joints are 
and on exactly the same job during World War II. A look 
at the files of MoToR, American Motorist and Motor Life|i.. ‘taxicabs 
during 1917 and 1918—and “OEM, WPB, ODT and others—into haven't been doing so well for some 


earlier and later — will tell 
you how we tailed Roy Cha- 
pin, Howard Coffin, Charles WwW. 
Nash, John Willys, Henry Joy, 
Howard Marmon and numerous 
other automotive notables of that 
period around the Washington war 
agencies while the ferocious Kaiser 
Wilhelm was on the march. 

The files of Automotive News be- 
fore and after Pearl Harbor will| 
reveal how we followed the Roose- | 
velt alphabetical set-ups — NRA, | 
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IMPORTANT 





AUTOMOTIVE WASHINGTON 
Capital Taking On 
Familiar War Look 


By William Ullman |4% live, the 


Washington Correspondent 





William Ullman 


AUTOMOTIVE NEWS, AUGUST 14, 1950. 








into a worldwide conflagration. 
There is hope—and good reason 
to hope—that the fire that started 
in Korea will end there, but mean- 
time Washington is taking on 
again its former wartime look and | 
manners. 
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+ * * 


Crowded Capital 
LWAYS an expensive place to “ip 
cost of everything 
|here is going up by leaps and 
|/bounds, so to speak, The hotels| 








short of space and in the stores 
you can take it or leave it. Even | 
and movies—which | 





iia mN Glueck. 
and out of the|time—are taking on new life. . 
second world con-| And, of course, at the White, “Everybody asks for Smith—I 
flict. House and the big government de- | wonder why.” 

Now, here we|partments—State, Defense, Com- |— - — 

go again, with|merce and so 1 is ——. 
NSRB as the nu-/|tougher and tougher to make a : ; 
cleus, fountain or|contact either by phone or in per- way things are going now. 
what-have-you of|son. Good old Joe Doakes, who in| About the best way to see an 
whatever may/recent years has been fairly easy| old big-shot friend these days to 
come in war\|to talk with, is day by day going| get the lowdown on this or that, 
agencies as a re-|into more conferences that can’t is to camp on the front porch 
sult of the Korean|be interrupted. Not that Joe has| at his home—maybe until mid- 
blaze that could| changed; it’s the situation that has| night. 
easily be fanned|changed. Maybe Joe would like to! 














EQUATION 


WORLDS 
LARGEST 


. 





33 years exclusively supplying special service 
tools to Ford have made it that way! 





215 Main Street 


K. R. Wilson proudly signs this advertisement with: World’s Largest Manufac- 
turer of Garage Tools and Equipment. Time alone didn’t do it. Quality in think- 
ing, planning, doing—those are equally important factors. Countless thousands 
of servicemen know through experience that the famous KRW mark guarantees 
quality and performance unequalled in the field of special service tools. By keep- 
ing everlastingly at the job of quality improvement, we shall maintain KRW 


leadership in the future as in the past. 


World’s Largest 
Manufacturer of 
Garage Tools 


and Equipment 
Buffalo, New York 





miliar about the “new” situatior 
|here today. It seems we have beer 
through it before. 

| And it’s tough going for a fel 
| low who lives here, works here anc 
|must put up with it. 

| * * 7 


‘Critical of Profits Tax 


ro primary objective of both 
government and industry in de- 
fense or war production is to save 
manpower and materials. In a war 
both are extremely scarce and of 
|vital importance. The great prob- 
|\lem is how to get the needed pro- 
|duction and still conserve them. 
The best solution, says industry, 
is intelligent procurement. Despite 
the gravity of the situation in Ko- 
rea and throughout the world, 
there is no occasion for not ad- 
|hering to sound buying policies. 
|The two methods that have been 


_|used in the past to compensate for 


|the deficiencies and errors of pro- 


talk to you, but he just can’t the|curement have been (1) renegotia- 


{tion and (2) an excess-profits tax. 
'To this, the National Assn. of 
|Manufacturers says: 

“Neither of these procedures is 
wholly satisfactory. Resort to 
either is an admission, whether 

realized or not, that procurement 


Yes, there is something very fa-| 8®S not been competently and 


prudently done. At the present 
time, however, there is a renego- 
tiation law and it should be re- 
lied on to protect the interests 
of the government and the peo- 
ple in so far as the direct pro- 
curement procedures may fail of 
this purpose. 

“In general renegotiation can 
;accomplish much the same results 
|as an excess-profits tax, and is to 
|be preferred to that tax, if any- 
thing of the sort is deemed neces- 
sary. Of both renegotiation and 
excess-profits taxation it must be 
said that they put a premium on 
| wasteful use of manpower and ma- 
| terials. 

“There is no incentive, under 
jeither, to be concerned about cost. 
|Both amount to the same thing as 
|cost-plus contracting, a notorious- 
‘ly wasteful procedure.” 

* * aa 


Other Objections 


T= NAM points out there are 
| other strong and valid objec- 
tions to an excess-profits tax, stat- 
ing: 
| 1. Our experience has indicated 
|that it is impossible to draft an 
| excess-profits tax law that will ap- 
| Ply fairly under all circumstances 
jand to all cases. Even with the 
| best of intentions an excess-profits 
| tax is productive of prolonged and 
| expensive litigation, in many cases 
lasting for years after the end of 
the war during which the tax was 
| imposed. 
The sections of the last excess- 
| profits tax law designed to re- 
lieve hardship and other abnor- 
| mal cases could not be simply 
| and promptly administered. Thou- 
| sands of appeals were carried 
over to a postwar appeals board. 
| 2. It is likewise impossible to 
|draft an economically sound ex- 
|cess-profits tax law because of the 
jabsence of adequate and sound 
tests for determining just what is 
an excess profit. 
For administrative reasons the 
|law must select and abide by one 
or two entirely arbitrary tests of 
excess profits, whereas the real 
tests of when a profit is reasonable, 
|or in excess of reasonable, are as 
varied as the myriad conditions of 
different individual enterprises, 
Here, it is noted, is probably the 
|root of the immense volume of 
| protest and litigation which an ex- 
|cess-profits tax always engenders. 
* * + 


Channel Tunnel? 


ONSTRUCTION of a tunnel un- 

4 der the English Channel, a dis- 
tance of more than 37 kilometers, 
would give Great Britain access to 
three large European road _ sys- 
tems, members of highway groups 
in England were told last month 
by the French engineer, G. Andre 
Basdevant, at a meeting in Lon 
don, reported here by the Interna- 
tional Road Federation, located in 
Washington. 

Basdevant, who advocates con- 
struction of a tunnel for both road 
and rail traffic, said the proposed 
channel tunnel would open _ to 
Great Britain motorists a direct 
connection with the Trans-Euro- 
pean route (Calais, Brussels, Dus- 
seldorf, Berlin, The Hague, Bremen 
and Hamburg); the European- 
Asiatic route (Calais, Paris, Ge- 

(Continued on Page 21, Col. 1) 
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FOR YOUR DELUXE OIL FILTERS 


For top performance in DeLuxe Oil Filters always 
use genuine DeLuxe Cartridges—for only genuine 
DeLuxe Cartridges have the patented cone and 
spring which prevent cartridge collapse and assure 
correct direction and rate of flow for complete oil 
cleansing. 

Genuine DeLuxe Cartridges (made under DeLuxe 
patent No. 2,168,124) are now available in the 
Walker Oil Filter line in the four basic sizes: JC, 
CU, SD and DF. 

Don’t accept substitutes. Year after year the 
great majority of Maintenance Awards Winners use 
Genuine DeLuxe Cartridges. Year after year, na- 
tionally-known truck and industrial engine builders 
recommend and use DeLuxe Cartridges. 


*DeLuxe Products Corporation is a Division of 
the Walker Manufacturing Company of Wisconsin 
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Keeps Oil Cleanert>™ Oi 
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Here’s proof of how thoroughly Walker Oil 
Filters remove dust, dirt, metal particles and 
other engine-made abrasives from the oil stream 
.. . proof that Walker keeps oil cleaner in the 
critical period between oil changes. 

Walker ‘3-Dimension”’ Filtration actually 
removes abrasives as small as 2/10 of one mi- 
cron—gives engines a 25-to-1 safety factor over 
the danger size of contaminants. 

Only Walker has ‘3-Dimension” Filtration 
because Walker alone has the patented Laminar 


construction. It can’t channel . . . it won’t by- 


pass. It combines into one cartridge the three 
basic essentials of good filtration—surface, depth 
and progressive—multiple filtration to take out 
the many, different kinds of oil contamination, 
including moisture. 

Certainly you should sell your customers a 
periodic oil change to protect against oil oxida- 
tion, dilution and deterioration. But, equally 
important, install a new Walker Oil Filter Car- 
tridge to keep the oil clean between changes— 
to give them the added protection, the greater 


security of Walker ‘‘3-Dimension’”’ Filtration. 


WALKER MANUFACTURING COMPANY OF WISCONSIN - RACINE, WISCONSIN 
Oil Filters + Exhaust Silencers + Jacks + Lifts 
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'Testimon 


McGraw-Hill Publishes 


Plant Engineering Book 


NEW YORK.—Plant Engineer- | 
ing Handbook, a 1,955-page com- 
pendium of industrial know-how, 
which has, until now, appeared 
only in specialized reference works, 
is being published by the McGraw- 
Hill Book Co., 327 W. 42nd St., 
New York. This handbook tells 
how to manage, operate and main- 
tain industrial plants, and  pre- 
sents the essentials of good plant) 

fully-equipped 


SNE ARSCT IS practices in 77 ent Chevrolet dealership of Seymour Chevrolet Co., Inc., Owings Mill, Md., ‘just outside the 
areas of plant operation and main- | national capital. The company observed its second anniversary July 19. John W. Seymour, | 
tenance. | who spent 16 years with Chevrolet, is president of the organization. | Va., 


William Staniar, editor-in-chief, | jley case. — 
and the &6 contributing authors, said to have worked for five yours | managers, plant superintendents,| Last April, three common car- 


each a a ce bsg v2 red complete wane handbook. It is| | plant engineers and plant mainten- rier oe A Brooks Transporta- 
IN 143 LESS TIME | 


| WASHINGTON. The National | 
|Council of Private Motor Truck 
| Owners, Inc., announced here that | 
|it has formally moved to inter-| 
vene in the federal court action 
scheduled for Sept. 22 in Richmond, 
concerning the Lenoir-Schen- | 








GROWING CHEVROLET DEALERSHIP — Pictured above is the modern, 


for Federal Court... 





Private Haulers Take 
Hand in Test Case 


portation Co., Inc.,. and M & M 
Transportation Co. instituted a 
complaint alleging that the Inter- 
state Commerce Commission erred 


lin finding that the Lenoir Chair 
|Co, and Schenley Distillers Corp. 


were conducting their trucking op- 


lerations as private carriers. 


The ICC, after oral arguments of 
the issues involved, had ruled Nov. 
8, 1949, that the Lenoir and Schen- 
|ley firms were private motor car- 
riers not subject to full ICC regu- 
lation on interstate movements, 

In its ruling, the ICC said that 
the “primary business test” is the 
proper and controlling test to apply 
in determining the status of a car- 
|rier. The NCPMTO supports this 
view, adding that even if a manu- 
|facturer adds the cost of his own 
|delivery service to the price of his 
products, he is not actually en- 
| gaged in the “transportation” busi- 


|ness, but uses his trucks only to 
ifurther his own primary business. 


Automatic Transmissions Serviced. 
With Rotary Mechanic's Lifts 


















® Russell Reeves Company, a leading Oldsmobile 
says: “Our Rotary Mechanic’s Lift has cut the time of re- 
and replacing Hydramatic transmission 


old crawl-under 


moving, servicing, 


assemblies as much as one-third over the | 
creeper method. It is now only a one-man job to handle 


The possibility of 


these units, weighing almost 200 pounds. 
injury to the mechanic handling these heavy, compact units 
has been greatly minimized.” 

In the photo at right, a portable hydraulic unit is shown 
with platform being raised to the transmission. In the lower 


picture, the platform is in position to lower the Hydramatic 


| 


unit so it can be removed and worked on. 
Rotary Mechanic’s Lifts save time and cut costs on serv- 





icing all types of automatic transmissions. 

| 
| 
| 
| 


| 
| 


TIME-SAVER, MONEY-MAKER 
ON ALL TYPES OF JOBS 


There is practically no repair or service job that can’t be 
done faster and better on a Rotary Mechanic’s Lift. It’s the | 


Gives complete 





greatest aid to mechanics ever developed. 


accessibility to undercar parts; puts work right out in the 


. . . . | 
open where it can be done more efficiently, with less fatigue, 
and with greater safety. 

Many repair shops are providing a Mechanic’s Lift for | 


each mechanic, and report savings in labor costs up to 50%. 


| 





Ask your Rotary distrubutor for catalog and prices, or write 


ROTARY LIFT CO., 1139 Kansas, MEMPHIS 1, TENN. | 


The NCPMTO said that the three 


|common carriers opposing the ICC 
|ruling contend that private carrier 
|status is lost if any compensation 
|whatsoever is received, either di- 


rectly or indirectly, for the trans- 
portation service performed — re- 
gardless of whether the carrier is 


|transporting his merchandise in 


furtherance of or incidental to his 


own commercial enterprise. 


Ford Announces 


Industrial Arts 


‘Contest Winners 


DETROIT. — Four hundred and 
sixty-seven junior and senior high 
school students have been notified 
that they won cash prizes totaling 


| $13,000 in Ford’s 1950 industrial arts 


awards program. They were top 
entrants in a field of 2,340 students. 

Announcement of the winners 
preceded the formal opening, Aug. 


|7, of the industrial arts fair in the 
|Chicago Museum of Science and 


Industry. 

Benson Ford, general manager of 
Lincoln-Mercury, represented the 
company at opening ceremonies. 
With a number of prominent edu- 
| cators and Chicago civic leaders, he 
| attended a luncheon in the museum 
| dining room and viewed the exhibi- 
tion of winning entries. 

Thousands of Chicagoans and vis- 
itors to the city will see the crafts- 
manship display until Oct. 14, the 
| closing date. Besides the prize en- 
| tries, other projects of special merit 
are on exhibition. 

Student participation in the 1950 


| program, first to be sponsored by 
| Ford, was more than double that 


|of any previous year. Originally, 
;the event had been conducted by 
| Scholastic magazine, which relin- 
quished sponsorship to Ford when 
interest in the program had out- 
| srown the magasine's facilities. 


Mo. Auto Assessments 


Rise in Some Counties 
JEFFERSON CITY, Mo.— Mo- 


‘torists in about 80 Missouri coun- 


|ties may pay a little more taxes 
| on their automobile this year. The 
| Missouri state tax commission has 
decided that the average value of 
the Missouri motor car is about 
$328 and the commission has dis- 
covered that many counties are 
assessing below this figure. 

The county boards of equaliza- 
tion have been ordered to boost 


|their valuations from 5 to 100 per- 
|cent, according to Clarence Evans, 


commission chairman, who said 
the action was intended to equal- 


| ize valuations throughout the state. 


Cee-Bee Names Lesco 


LOS ANGELES.—Cee-Bee Chem- 
|ical Co., Inc., Los Angeles manu- 
| facturer of aviation, automotive 


|and industrial cleaning compounds, 


announces the appointment of 
Lesco, 2166 Market St., San Fran- 
cisco, as its representative for the 
San Francisco bay area and north- 
ern California. 





Want to buy or sell something? A small 
investment in an AUTOMOTIVE NEWS 





MECHANIC’S LIFTS 





WANT AD will bring quick results, 
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Italian Output Spurts 


New Record of 60,076 Vehicles Reached 
In First Half of 1950 


ROME. —Italy’s automobile in-|were also shown in the export of | : 
dustry set a new production record | vehicles. f 
of 60,076 cars, trucks and buses in | A major element in the motor in-| . 


well-cared for car. 


total, 54,389 have been automobiles|the 746 built in the first half of 
compared to the 31,816 for the same | 1949. 
Vehicle exports, which AP says 





period last year. The 1950 first half | 


the first six months of 1950, ac- | dustry upsurge has been new 
cording to an Associated Press|American machinery bought with 
report. |Marshall Plan funds, that have 
Production almost doubled the totaled $33,336,658 in the past three 
34,573 units that were made in the a Most ao era ae 
‘ or new machine tools and operat- 
— == — — Se ing equipment from the U. S., says 
\ I d |the AP. 
| Italy’s automotive industry post- 
° uto n ustry |war recovery is illustrated by pro- 
. soo ; iduction figures of the past three 
> 
Studie Ss Role in ‘years. For the first six months of 
° a2 | 1947 only 21,868 units were built. In 
Detroit Festival \the same 1948 period the figure 
DETROIT. — The Motor City | climbed to 29,976 and in 1949 it 
will celebrate its 250th birthday | WS 34,573. 
next year with a $1,000,000 festival,| Production jumped to 51,465 in 
in Which the automobile industry |<Be second halt of 100), totowed) . iciad 2 . side 
is expected to play a major role. |y the past six month’s 60,076, ee eee Sere See See 
At t cated mmittee | , Passenger cars have led the pro- |3,024 in the like period last year, 
ts peadering sevesnl ‘participation duction upsurge. Of the record 1950| and 1,878 buses compared with 
plans but no definite program will 
be formed before mid-September, 
the committee says. stents 
There has been talk of a national 
automobile show but the uncer-| 
tainty of the international situation 
seems certain to rule this out, a) 
spokesman said. Other plans being 
considered call for a joint SAE- 
Industry show or a giant pageant 
describing the motor car’s part in 
city history. 
Complete approval of the festival 
budget and of the financing plan | 
was given last week by the 24-man 


finance committee composed of 
Detroit business and_ industrial 
leaders, 


The finance plan calls for sub- 
scriptions from business and indus- 
try for the major underwriting of | 
the proposed seven-week festival, 
from July 24 to Sept. 9, 1951. 

Included on the finance commit- | 
tee are: M. E. Coyle, General Mo- | 
tors executive vice-president; Hugh | 
Ferry, Packard president; Henry | 
Ford II, Ford president; B. E. 
Hutchinson, Chrysler Corp. finance 
vice-president; Richard W. Jack- 
son, Hudson vice-president; George 
W. Mason, Nash-Kelvinator presi- 
dent, and William W. Slocum, 
United Savings Bank president. 


Solutions Listed 
For Problems 


Of Urban Trucks 


WASHINGTON, — Skyrocketing 
costs of urban truck operation are 
eausing unnecessary extra expense 
to manufacturer, trucker, merchant 
and customer alike, according to | 
an analysis made public by the 
transportation and communication 
department of the U. S. Chamber 
of Commerce. 

The study, entitled “Solutions to 
the Problem of Merchandise Pick- 
up and Delivery in Business Dist- 
ricts,” describes practical methods | 
applied successfully by merchants, 
shippers, truckers and city officials | 
in reducing local goods distribu- | 
tion costs. 

The booklet points out that an 
extra delay cost of approximately 
$2 an hour for every hour of nor- 
mal truck operating time results 
from causes such as lack of proper 
shipping and receiving facilities in 
downtown buildings, inadequate 
curb or alley loading space for | 
trucks and lack of coordination | 
and cooperation between truckers | 
and merchants. 

In question-and-answer style, the 
solutions are grouped according to 
what can be done to remedy the 


iT HAPPENS 


WE confess that the stampede shown above 
is a slight exaggeration. But the following 
statement is absolutely true: 

Car owners go in a great, big way for seat 
covers made of Textilene Sunsure fabrics in 
Superfine quality nationally advertised, 
for the benefit of the retailer, in the Saturday 


situation by businessmen, motor . ; 

carriers and city officials. Evening Post and Holiday. 

Subjects discussed range from F é g : : ; 
simple suggestions like keeping They like the fine-fabric feel of these 


someone on hand during the noon 
hour to receive goods, to more 
broad-scale plans such as_provi- 
Sion of union truck terminals and 
municipal zoning requirements for 
off-street loading facilities. 


smooth, strong Superfine weaves. They 


like the fade-resistant colors (in a 


Fade-Ometer machine, all Textilene 


Mo. Roadeo Aug. 27 | 


JEFFERSON CITY, Mo.—Dates | 
for the 1950 Missouri truck roadeo | 
are Aug. 27-28 at the Fruehauf | 
Trailer Co. lot, 12th and Burling- 
ton Sts., North Kansas City. Pre- 








OLD TIMERS GET TOGETHER—The car, purchaser and dealer, pictured above, are all 22) 
years older than when they first met. Dealer John Zook sold the model A Ford to Claus | 
Gomer for $575 in 1928. In 1941, when it had 14,000 miles on it, Zook bought it back and | 
has kept it for advertising purposes since. Recently Gomer came to look at his old but) 


SIT 


liminaries and finals will be held [Tar vauens a 
at the same place, according to THE SUN 
U. G. Lewellen, manager, Missouri 
Bus and Truck Assn. 
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*s. | Refrigeration on Wheels 


~ |Planned by Borden 


= SAN ANTONIO.—George T. Mag- 
gard, general manager of Borden 
Co. here, has announced the firm 
is in the midst of a conversion 
program whereby its entire truck 
fleet will be turned into “refriger- 
ators on wheels.” 


Already seven retail and seven 
wholesale trucks have been mod- 
ernized under the program which 
will cost some $50,000 when com- 
plete. 


The truck sides and tops are 
being insulated with four inches 
of spun glass, and the floors are 
covered with three inches of cork. 
An automatic thermostatic control 
keeps the temperature in the 
trucks within a two-degree range. 


Mack Gets Order 


CONCORD, N. H. — (UTPS) — 
Mack Motor Truck Co., with dist- 
rict headquarters in Manchester, 
has been awarded the contract by 
Gov. Sherman Adams and his ex- 
ecutive council to furnish three 
trucks for the state public works 
department. The firm’s bid of $14,- 
677 was the lowest submitted. 


are kept down by high production 
costs, gained 24 percent over the 
first six months of last year, A 
total of 9,644 units were shipped 
compared to 7,736 in the like 1949 
period. 





EVERY TIME 


Sunsure fabrics are able to withstand 200 
hours without objectionable fading). They 
appreciate the fact that these fabrics are cool 
in summer, always easy to slide over, don’t 
pick or snag. In short, they know that for 
every dollar spent, they are getting real value. 
Make sure that the seat covers you sell 
bear the TEXTILENE SUNSURE label. For 
samples or further information on these fine 
fibre fabrics, write us today. Export Division, 
E. W. Twitchell, Inc., 75 West St., 


New York 6, N.Y., U.S.A. 


MADE OF GENUINE 


ALE 
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Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 
| “Bulldozer is sold ‘as is.’” 


Attorney at Law 
After the purchaser had used the | 


RECENTLY a higher court held | 
in effect that if a purchaser| bulldozer for a few days he dis- 
it had defects and| 


a used automobile or|covered that 
refused to make further payments | 
claiming that the seller had verb- 
ally guaranteed the bulldozer. 

In subsequent litigation the high- 
er court held that the purchaser 
must pay the seller the full con- 
tract price and said: 

“Under the original terms of sale, 
all warranties were expressly ex- 
cluded.” 


tract contained this 


purchases 
other vehicle under a contract con- 
taining an “as is” clause he must 
pay the full contract price irrespec- 
tive of the poor or defective con- 
dition of the car, and also irrespec- 
tive of verbal guarantees made by 
the seller. 

For example, in Dreyer, Inc., v. 
Land, 216 S. W. (2d) 413, the 
testimony showed that a seller 


sold a bulldozer. A wri . ear a 
ee een SS ee oe ACCORDING to a recent higher 


court, state authorities may 
make valid regulations to approp- 
riate motor vehicles used unlaw- 
| fully. 

For example, in Atkins v. Man- 
ning, 56 S. E. (2d) 260, the testi- 
mony showed that county law po- 
lice officers stopped a motor vehi- 
cle to check the driver’s license. 

Finding that the vehicle was 


Md. Vehicle Receipts Up 

BALTIMORE.—Total receipts of 
Maryland’s state department of 
motor vehicles in the fiscal year 
ended June 30 hit an alltime high 
of $17,179,109.82, according to Ar- 
thur H. Brice, commissioner. This 
marks a jump of 13 percent over 
the preceding fiscal year. 











tune-up, tire rotation, 
driving checklist. 





other words, 
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RECONDITIONING 





FOR TELEVISION ADVERTISING—This scene is from a TV film spot produced with a new 
technique 4 to lower the cost and increase the ao of car dealers' film com- a 
mercials. For 50 seconds the television audience sees and hears this serviceman sell appear- i an 
ance reconditioning. In the last 10 seconds, the camera moves to a closeup of the board on | of a purchased automobile 
the wall. At the same time the local station superimposes on the board the local dealer's 
name and price for the service. Thus dealers in different cities can use identical commer- 
cials and still feature their own names and prices on the screen. The new technique is used | 
for the first time in a nine-film series produced for Pontiac dealers by Video Films, 1004 E. | 
Jefferson, Detroit. Other films in the series cover cooling systems, Hydra-Matic drive, engine 
wheel adjustment, 


brake adjustment, general service, 


and a safe 


tion and appropriation of the 
automobile violated the state con- 
stitution and also the commerce 
clause of the federal constitu- 
tion. 

The higher court held the con 
demnation and appropriation of th: 
vehicle and contents valid and law 
ful. 


No Title Delivered 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: If the title cer- 
tificate to an automobile is not de- 
livered by a seller to a purchaser, 
can the latter resell the automobile 
and give good title to the last 
purchaser? 
The answer is: The purchaser of 
an automobile must at his own 
peril ascertain the true ownership 


|mere possession does not warrant 
an assumption of legal ownership. 

For example, in Deahl v, Thom- 
as, 224 S. W. (2d) 293, it was 
shown that the owner, named 
Thomas, of an automobile sold it 


| 





transporting whisky, upon which | contents were appropriated by the 
no tax had been paid to the state, | state. 
the officers took possession of the 
vehicle as contraband property. In 
the vehicle and 








““YOU’VE GOT TO SHOW ME” 


And you can show him... 


with a Pittsburgh open-vision store front 


The owner of the automobile 
filed suit to gain possession of the 
its| vehicle, claiming that condemna- 


UTOMOBILE dealers all over the country 
have found that it pays to “show your 
wares.” And many of them have used a 
Pittsburgh open-vision showroom to show 
more of their wares. An open-vision front 
of Pittsburgh Glass and Pittco Store Front 
Metal places the entire showroom on dis- 


automobile showroom is an essential weap- 
on in the battle of competition. 
Remember this when you modernize your 
showroom: Modernization is an investment 
in the future of your business... not just an 
expense. So do a complete job—inside and 
out—for the greatest returns in increased 


play ... helps create a desire for displayed 
merchandise . . . often makes a sale before 
the customer enters. And even after the 
showroom is closed, an open-vision front 
goes on “selling.” 

Why not take advantage of the mag- 
netism of an open-vision store front to in- 
crease your business? A modern, attractive 


ranged if you desire them. 


coupon below. 





DISPLAY CREATES DESIRE. And with its extensive open- 
vision front this automobile showroom in Little Rock, Ark., 
displays the entire showroom interior and the auto- 







PITTSBURGH PLATE GLass 


business. Easy payment terms can be are 


For installations and descriptions of ac- 
tual Pittsburgh Glass and Pittco Store 
Front Metal installations, write for our free 
modernization booklet, “Modern Ways for 
Modern Days.” Just return the convenient 





place by durable Pittco Premier Metal. In addition to its 
protective value, lustrous, clean-cut Pittco Metal also adds 
to the showroom’s appearance. The two Herculite Doors 


mobiles and accessories for sale to the best advantage. complete the cheerful open-vision design. Architects: 

Store fronts The expanse of Polished Plate Glass is held securely in Erhart-Eichenbaum & Rauch, Little Rock, Ark. 
. . ane ne ea eee a a a ee NS ER i RNR eS eae 7 
d | t | Pittsburgh Plate Glass Company | 
an n erlors | 2173-0 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a FREE copy of your book on modernization. “Modern | 
e | Ways for Modern Days.” | 
by Pittsburgh | | ; | 
Vy | Dil icosauketckcoacenednenadinotoakuamacscces | 
| REIN, chiuuiwseauad mudd dete acwaencs eas | 
| | 
| | 
a 






COMPANY 


to a used car dealer who gave 
Thomas a draft for $2,950 on a 
bank payable to Thomas. 

The title of the automobile was 
attached to the draft. Before the 
draft had been paid or presented 
for payment, the dealer sold the 
lautomobile to one Deahl. 
| ‘The draft was twice presented in 
|due course by Thomas to the bank 
for payment for collection but was 
never paid because of insufficient 
funds on deposit by the automobile 
dealer. Then Thomas sued Deah] 
for possession of the automobile. 

Since neither the dealer nor 
Deahl ever received legal title to 
the automobile, the higher court 
held that Thomas could recover 
possession of the car from Deahl. 
This court said: 

“Hicks (dealer) had nothing to 
show legal title to the automobile 
or his right of possession of it 
when he sold it to appellant 
(Deahl). Neither did he give ap- 
pellant anything to show legal title 
to or any right of possession by 
appellant at the time he took pos- 
session of the automobile.” 
as o 7 


| Garage Liable for Cars 


In Its Care, Court Holds 

BISMARCK, N. D. — The state 
lsupreme court ruled last week 
lthat when a car is taken to a 
garage for repair the garage is put 
|under bond to take good care of it. 


| The court, in refusing a new 





trial to the Reservation Motor 
Corp., in its suit against Ervin 
Mayer, who alleged his pickup 


truck was set afire through neg- 
ligence on the part of a welder, 
said the damages to Mayer’s truck 
cancelled his unpaid bill to the 
garage. 


L-M Parts Chiefs 
Begin Training 


DETROIT.—A training program 
for all Lincoln-Mercury parts and 
accessories managers has been an- 
nounced by E. A. Erickson, man- 
ager of the parts and accessories 
department. 

Starting with a three-day indoc- 
trination period for regional parts 
and accessories Managers on Aug 
14-16 at Detroit, the training pro- 
gram will be extended to district 
and dealer personnel later in the 
month and in September. A series 
of six meetings in all districts will 
be held throughout the fall and 
winter months. 


|Northwest Willys Dealers 


'Attend Sales Meeting 


SPOKANE. Willys - Overlanc 
| dealers from western Montana 
northern Idaho and eastern Wash 
ington, about 60 in number, re 
cently met in Spokane for a sales 
jtraining dinner. 
| The meeting was conducted by) 
|James Martin, wholesale _ sales 
|} manager with the Sandifur Motors 
Co. of Spokane, northwest distrib 
utor for Willys. 

Sandifur Motors Co. has an 
nounced plans for a new sales anc 
service building. This will be < 
one-story building at the corner of 
Second and Benard St., and will 
|have a full basement with car 
storage facilities. It will be a ma- 
sonry structure with a front of 
porcelainized steel and kabob stone. 
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Automotive 





(Continued from Page 16) 


neva, Mont Blanc tunnel, Milan, 
Venice, Belgrade, Salonica, Istan- 
bul, Ankara, Iraq and Persia), and 
the European-African route (Ca- 
lais, Paris, Bordeaux, Bayonne, 
Madrid, Seville and Tarifa). 

The tunnel, he added, would 
combine the road network of Eng- 
land, totaling 292,800 kilometers, 
with that of western Europe, to- 
taling 1,490,400 kilometers. 

Statistics show, he said, that 
apart from the U. S., there are 
more motor vehicles circulating on 
the roads in Great Britain than in 
any other country. 

= * . 


Progress in Egypt 
THE Egyptian Ministry of Com- 
munications, says a recent con- 
sular report to the U. S, Depart- 
ment of Commerce, has drawn up 
several ambitious development 
plans which, if executed, would 
mark a turning point in Egypt’s 
national life, benefiting both com- 
merce and industry. 

Total cost of the program is es- 
timated at $280,000,000 (U. S.) to 
be obtained outside the ordinary 
budget, a large part from Post 
Office revenue and the remainder 
from an internal loan. 

According to the report, Egypt 
now possesses 4,000 miles of ma- 
cadamized roads. It is proposed to 
raise this figure to 10,000. 

Other sections of the plan cover 
a special pipeline, a new subway 
for Cairo and new telephone ex- 
changes. 

* * | 


* 
$359 Per Person 
TMHE U. S. Census Bureau last 

week reported that the total 
American tax bill in 1949 was $359 
per person. Of this, said the re- 
port, 71 percent or $253 per person, 
went to the federal government, 
while the state took $56 per per- 
son, and local governments the re- 
maining $50. 

This compares with collections in 
1942 which totaled only $171 for| 
each man, woman and child. Col- | 
lections in 1942 were still 2 percent | 
less than in 1948, but exceeded any 
other previous year. 


The total take in 1949 was $53,- 
586 million against $54,495 million 
in 1948. Corporate tax collections 
in 1949 amounted to $11,844 million, | 
which was 15 percent above 1948) 
levels, but was almost one-fourth | 
less than the take in 1945 when 
the excess-profits tax was in force. 

. * * 


Profit Recapture 


A BILL providing for the recap- 
+% ture, through contract renego- 
tiations, of “excessive profits” re- 
sulting from defense work is un- 
der study by the House Ways and 
Means committee. 

* * * | 


War Upset GOP Plans 


A CCORDING to top-flight politi-| 

cal reporters, all of the strategy 
mapped by the Republican high) 
command for use in the approach- | 
ing congressional elections has 
been scrapped under the impact 
of war in Korea, and a substitute 
set of political plans is being 
worked out cautiously by the mi- 
nority on Capitol Hill, 

The three campaign cries upon 
which the GOP had been count- 
ing heavily have been shelved 
for the duration of the hostili- 
ties, it is said. The three: 1, That | 
the Republicans are the “peace 
party.” 2. That taxes must be | 
reduced. 3. That governmental 
powers must be curtailed to fore- 
stall socialism, 

It is said that sentiment now| 
among Republicans is to give a| 
much more prominent place than| 
had been contemplated to Sen. Mc-| 
Carthy and his accusations against 
the State department. 

Ineptness and bungling there will 
be credited with bringing on the 
Korean crisis. All of which, of 
course, is contingent upon the Mc- 
Carthy charges—proved or un- 
proved—remaining alive through- 
out the campaign. 

* * * 


Adjournment Plans 
fONGRESS is divided on the} 

question of adjournment. 
Speaker Sam Rayburn wishes the 
Congress to pass the President’s 
Program, wind up “must” legisla- 








| 





contained by rationing and price 
controls. As soon as controls were 
lifted, the inflation became open 
and showed itself in the postwar 
spiral of wages and prices. 
| Yet both types of _ inflation 
; ‘ | stemmed from the cause: We paid 
tion and go home subject to the| people for making goods they could 
call of the President. |not consume, and we did not take 
Others feel that it would be |enough in taxes or sell enough to 
a mistake and that the public |them in bonds to mop up all the 
would criticize Congress for leav- | purchasing power we created. 
ing Washington at this time. This How was this done? Of the $323 
latter view is expressed em- (billion which the Treasury raised 
phatically by those members who | between mid-1940 and mid-1945, 
have election jitters. $87 billion came from commercial 


These members think it would be |2"4 Federal Reserve banks. Gov- 


best for Congress either to take a|/¢™Ment securities which are sold 
recess for a definite period or to individuals do not increase pur- 


recess subject to the call of its|°h@sing power; what the govern- 
own leaders. One of the latter ment spends the individual saves. 


: : But securities which are sold to 
peesecures sit -" ies | banks create money—conjure it up 


. |out of the inkpot, as it were—and 
How Inflation Works 


Washington 








|by adding to spending power, put 
CCORDING to Ysabel Rennie,|4n upward pressure on prices, 
noted writer on political econo- | Prices were held down by OPA 
my in the Washington Post: | controls, The pressure burst forth 
There are two kinds of inflation,| to some extent in black markets. 
and within the last decade we have| But, on the whole, people could 
seen both of them. | not spend all the money which 
During the war, we had sup- | was being created, so that the 
pressed inflation. This meant that | overhang of liquid assets at the 
there was excess purchasing | end of the war spelled inflation 
power exerting a pressure on | as soon as controls were off. 
prices, but that the pressure was | With the end of OPA, prices rose 
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THEY COVER THE NATION FOR DODGE TRUCKS—The five zone truck managers ap- 
pointed recently to contact Dodge regional organizations and dealers on truck sales, promo- 


tion, service and other business have spent several days in conferences in Detroit with home 
office executives. Left to right, are: George Malcomson, director of merchandising; W. Floyd 
Ivey, zone truck manager of the Atlanta and Greensboro regions; Robert S. Schuyler, zone 
truck manager of the Detroit, Cincinnati, Syracuse and Pittsburgh regions; William S. 
Woolsey, truck sales supervisor; E. C. Quinn, general sales manager; L. F. VanNortwick, 
director of truck sales; George A. Orphal, assistant director of truck sales; James R. Davis, 
zone truck manager of the St. Louis, Kansas City, Omaha and Oklahoma City regions; Sam 
C. Mitchell, zone truck manager of the Los Angeles, San Francisco and Portland regions; 
Alfred T. Howes, zone truck manager of the New York, Boston and Philadelphia regions, and 
E. C. Dock, business management manager. 


rapidly to their true levels. For | fixed incomes, inflation worked real 
unions which could win wage in-| hardship. 

creases, this entailed no sacrifice. 
But for teachers, civil servants, un- 
organized workers of all kinds, and 
above all, for the elderly living on 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 
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KENT-MOORE 


SPECIAL SERVICE TOOLS 








No doubt about it . . . Kent-Moore Special Service 





YOURS FOR THE ASKING! NEW 1950 


KENT-MOORE SPECIAL TOOL GUIDE! 


68 fact-filled pages! Describes and illustrates the 
entire line of Kent-Moore Special Service Tools cover- 
ing nine leading makes of cars through 1950 models. 
Gives essential application data . . . classifies tools by 
type of service, lists adaptations of each by car make 
and model. Contains complete, convenient price in- 
formation. And it’s absolutely FREE . . . yours for the 
asking without obligation. So send for your copy today! 





Tools can do a lot to improve efficiency in your shop. They elimi- 
nate the losses that are frequently caused by improvised makeshift 
service methods . . . save plenty of time in getting work done right. 


For you see, Kent-Moore Tools are truly “special.” Special in that 
they are developed in close cooperation with major automobile 
manufacturers to meet essential service requirements. Special be- 
cause each one is designed to perform a specific service operation 
for which no adequate standard tool exists. And special, too, because 
each tool in the Kent-Moore line is built to do its particular job 
right . . . better, faster, easier . .. with an assured profit for you and 
at a reasonable cost to your customers. 


No wonder, then, that on a great many important repair operations, 
you'll find manufacturers’ “flat-rate” standards based upon the use 
of Kent-Moore Special Service Tools. 


Kent-Moore 


ORGANIZATION, inc 
GENERAL MOTORS BUILDING © DETROIT 2, MICHIGAN 


Soles and Service Engineering Representatives in Principal Cities Coast-to-Coast 
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when you’re “shopping” for 
space in Sunday magazines 


‘MART advertising men don’t need to be told that 
S Sunday magazines are a great buy — and have been 
for a long time. Nor that this is the “Golden Age” of 
Sunday magazines. 


Their circulations are at an all-time high. And ditto 
their readerships. Unlike many another medium, they 
have not, cannot, will not suffer from the competition of 


expanding television. 


They put your advertising where you find the most 
people with the most money to spend. The people who 
can and do buy the heavy goods the Detroit area pro- 
duces. They deliver tonnage circulation to sell your goods 
in trainload volume. 


And...the biggest and smartest advertisers in America 
are regularly appearing on their pages. 


BUT...LOOK AT ALL THREE 


When you start planning your advertising strategy... 
when you start looking at the figures ... start comparing 
values, what do you seeP 


al, With a deep bow to the genius of the late J. Stirling Getchell who wrote 
o~ the quoted headline you know so well—and to Walter P. Chrysler, the 


great tradition-breaker, who had the imagination to publish it. 





Well... let the figures speak for themselves. 


Can any other Sunday magazine give an automotive 
advertiser an audience of Metro’s sizeP No! Can any 
magazine of any typeP No! Can any regular network 
radio show — even at the peak of its popularity? No! 


The Metro-Masses have 65 billion dollars a year to 
spend. They drive 12 million of America’s cars . . . use one 
huge chunk of America’s tires, batteries, sparkplugs, 
windshield wipers and all the products, big and small, 
connected with the automotive industry. And to them 
Metro is a great “Showroom-in-Print.” 


And the cost of putting your cars, your service story, 
your accessories on display in this “Showroom-in-Print” 
will get the Big Okay from value-conscious agency men 
and company treasurers, alike. 


Why not call in a Metro-man and have him tell you 
the full, fast, streamlined, fact-filled new story P Compare 
those facts and figures with comparable data from any 
other publications on the list. And when you come to 
Sunday magazines — look at all three! That’s Step No. 1 
in getting the most for your money! 





‘Look at All 





Individually edited by these leading Sunday Newspapers: 


ATLANTA Journal 
BALTIMORE Sun 

BOSTON Globe and/or Herald 
BUFFALO Courier-Express 
CHICAGO Tribune 
CINCINNATI Enquirer 


CLEVELAND Plain Dealer 

DES MOINES Register 

DETROIT News and/or Free Press 
INDIANAPOLIS Star 

LOS ANGELES Times 
MILWAUKEE Journal 


MINNEAPOLIS Tribune 


NEW ORLEANS Times-Picayune & States 


NEW YORK News 
PHILADELPHIA /nquirer 
PITTSBURGH Press 
PROVIDENCE Journal 


METROPOLITAN SUNDAY NEWSPAPERS, INC. 


Sales Offices for Metro Magazines and Metro Comics... NEW YORK * CHICAGO ° 


DET 
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les 


THREE... 


1. METRO 


Latest A.B.C. Well over. ......-. 14,000,000 


2. AMERICAN WEEKLY 


| Levee? GGG. «+ « +: +.0 a * Ve ee 4 * 9,645,541 


(Including publisher's estimate of 150,000 for New Orleans Item) 





3. THIS WEEK 


latest A.B.C. .....22+222+- 9,362,485 






ST. LOUIS Globe-Democrat and/or Post-Dispatch 
ST. PAUL Pioneer Press 

SEATTLE Times 

SPRINGFIELD Republican 

SYRACUSE Post-Standard 

WASHINGTON Star 


O°, DETROIT - SAN FRANCISCO - LOS ANGELES 








” 
a 
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Va. Gas Receipts Up 

RICHMOND, Va.—Gasoline tax 
collections in Virginia for the first 
five months of 1950 were more than 
$2,000,000 higher than in the same 
period of 1949, the division of mo- 
tor vehicles announced. At the end 
of May, collections added up to 
$18,955,336.79. 


NASH DEALER IN BERKELEY—Casho Motors, opened last April, has an attractive front 
in Berkeley, Calif. Proprietor of the dealership is John Melvin Casho. 





. . — until July 22 increase o 42,916 i 
Canadian Freight Up ao of ‘aalen come ane parts | B-W’s Australia Plans 
OTTAWA. Cars of revenue|compared with 32,244 cars in the} CHICAGO.—Universal joints, as 
freight loaded on Canadian rail-|similar period last year, Canadian | built in the U. S. by the Mechanics 
ways from the beginning of 1950/ government reports. Universal Joint division of Borg- 


+ * * 





in odaya Vow Site Classic...” 
PLEXIGLAS 
More than 60 Chrysler parts molded of PLEXIGLAS V 
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News in Brief 


, Warner Corp., soon will be manu- 





|factured in Australia by Repco, 
|Ltd., of Melbourne, it was dis- 


|closed here last week. The move 


|was described as “another step to- 
| ward making the Australian auto- 
|motive industry self-dependent” in 
|a joint announcement by D. E. 
|Callinan, director of Repco, and 
J. W. DeLind jr., president of Borg- 
| Warner International Corp. 

| * * * 


| Iowa Gas Tax Take Up 


| DES MOINES.—Iowa gasoline 


Pictures can’t begin to do justice. to the sparkling 
beauty of these parts molded of PLexicias V molding 
powder. They are only 7 of the more than 60 

similar parts being molded by the Bay Manufacturing 
Division of the Electric Auto-Lite Company for 

four divisions of the Chrysler Corporation. 


In choosing PLexicias V, Chrysler 


engineers 


recognized the brilliant color and clarity of this 
acrylic plastic. Other PLEXIGLAs properties were 


De Soto 


Horn Button example. On today’s Chrysler-built 


seen as important, too—high heat resistance, 
dimensional stability, all-weather durability, for 


cars functional 


and decorative parts molded of this gem-like 

outdoor plastic include tail light lenses, instrument 
dials and panels, clock and radio dials, rear reflector 
nameplates, steering wheel and front-end medallions. 


Full details of PLexicLas V are yours for the 
asking. Simply write our home office or our Detroit 
representatives:—W. E. Biggers and R. C. Oglesby, 
728 Fisher Building, Detroit 2, Mich. Telephone: 


Trinity 3-3200. 


PLexicias is a trade-mark, Reg. U.S. Pat. Off. and in principal foreign countries. 


CHEMICAIS ful 


FOR INDUSTRY 


ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


Bg 
to reCrystal Glass & Plastics, Ltd., 
if Avenue, Toronto, Ont. 











tax collections for June reached an 

alltime high of $3,967,617, an in- 

crease of $200,000 over the same 

montn last year, it was reported 

by State Treasurer John Grimes. 
+ * * 


Income Tax Hangover 


OTTAWA. — The income tax 
appeal board of Canada has ruled 
here that a person cannot deduct 
for income tax purposes ex- 
penses involved in defending 
himself against a charge of driv- 
ing a car while drunk. 

* * . 


Experts Hold Noise Parley 

CHICAGO.—The nation’s experts 
on noise will meet Oct. 20 at Ar- 
mour research foundation of Illi- 
nois Institute of Technology to dis- 
cuss excess decibels and how to 
get rid of them. 

About 300 persons are expected 
to attend a national noise abate- 
ment symposium where they will 
hear talks on the effects, measure- 
ment, and control of many types 
of noise. Joint sponsors of the 
national meeting are the National 
Noise Abatement Council and Ar- 
mour Research Foundation. 

* * * 
Turn-Signal Fines 

ST. PAUL.—In the first case of 
its kind in Minnesota, both the 
operator and seller of a new 
pickup truck recently drew fines 
for violation of a law requiring 
all new vehicles to operate with 
mechanical turn signals, The law 
became effective July 1, 1949. 

* 


* * 


R. I. Gas Sales Up 


PROVIDENCE. (UTPS) — 
Rhode Island gasoline sales in 
May totaled 14,239,507 taxable gal- 
lons. May gallonage was 397,376 
gallons over April and 681,174 gal- 
lons over May, 1949. 

* * * 


Schooner Swooner 


NEW YORK.—A piano was in- 
stalled aboard an American Over- 
seas Airlines plane so that radio 
singer Frank Sinatra could broadc- 
cast songs to the crew of the U. S. 
Coast Guard weather ship “Charlie.” 
The airline said it was the first 
time a piano had been installed 
aboard an airplane for entertain- 


| ment. 


+ * * 


Why the Rust? 


ST. PAUL.—The mystery of 
why Minnesota’s 1950 automobile 
license plates are rusting has 
thrown the secretary of state, 
attorney general, state purchas- 
ing office and the St. Cloud Re- 
formatory, where the plates are 
made, into a dither. A metallur- 
gist has been called in to find 
out the cause for the rusting. A 
Minneapolis police official said 
the state should give free dupli- 
cated plates to replace illegible 
ones. 


Five Star Parley 


MINNEAPOLIS.—The Five Star 
Mfg. Co., East Grand Forks, Minn., 
manufacturer of the Freeman 
Headbolt Engine Heater, held its 
first annual sales meeting at the 
Nicollet hotel here. In attendance 
were the following Five Star offi- 
cials: W. S. Kincaide, president; 
H. E. Smith jr., vice-president; Vin- 
cent J. Vanyo, general manager, 
and F. R. Clark, sales manager. 
Sales, advertising and merchandis- 
ing plans were outlined for the 
1959-1951 season. 

* 


* * 


Wis. Vehicle Chief Upheld 

CHIPPEWA FALLS, Wis.—Ben 
Marcus, Wisconsin’s motor vehicle 
department commissioner, was up- 
held here by Stewart A. Honeck, 
deputy attorney general of the 
state, in a county judge’s charge 
that Marcus had failed to honor 
the judge’s order to give an occu- 
pational driver’s license to a mo- 
torist. (In Wisconsin, after con- 
viction, a defendant in a reckless 
driving case, may demand an oc- 
cupational license to drive a car, 
but he may not use the car for 
purposes other than his regular 
work.) 

* + * 
Ornaments to Stay 


LOUISVILLE.—In the interest of 
safety, Mayor Farnsley thought it 
would be a good idea to remove 
the radiator ornaments on 60 Ford 
police cars. But he soon changed 
his mind. City Buyer Klapheke 
told the mayor the removal now 
and replacement of the ornaments 
before the cars were traded in 
would cost about $60 a car. The 
ornaments will stay. 
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Operating Expenses Cannot Remain Fixed 
Over a Period of Months 


| Dealer Business Counsel 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 

| RAN across an unusual situa- 

tion the other night while mak- 
ing a talk to a group of dealers in 
northern Illinois. 
I was explaining 
to this group the 
importance of 
controlling ex- 
penses in line with 
a combination 
sales and _ gross 
profit when one 
dealer spoke up 
and said that to- 
tal costs in his 
operation re- 
mained fixed each 





J. B. Van Tassel 
month. 


I was very glad he made this 
statement, because it gave me an 
opportunity to point out to the 
group the fact that very few oper- 
ating factors in this business are 
definitely fixed. 

Take for example your new- 
car department. Do you sell ex- 
actly the same amount of acces- 
sories with each new car you 
sell and do you sell every new 
car (including fleet accounts) for 
exactly the same price? These 
variations will cause your total 
percentage of gross profit to to- 
tal new-car department sales to 
fluctuate, 


In the used-car department I 
doubt if there is a dealer in the 
country who has a fixed tradein 
value and sales price for each used 
car that is constant, month after 
month. 


In the stockroom department you 
will usually find a price variation 
from time to time on parts sold 
for resale and parts sold to fleet 
accounts. Also, the range of vol- 
ume discounts on parts purchased 
and price changes will affect this 
department’s percentage of gross 
profit from time to time, and un- 
less you maintain the exact vol- 
ume ratio of each classification of 
merchandise and trade sold, month 
after month, your stockroom per- 
centage of gross profit will change. 

* . - 


7 THE service department there 
are numerous factors, such as 
the variation in amount of custom- 
er labor sales as compared with 
internal labor sales and outside 
work, idle time, non-productive 
time versus productive time, vaca- 
tion pay, guarantees and many 
other operating items that will 
cause a fluctuation in the percent- 
age of gross profit in this depart- 
ment from month to month. 

When you add total sales and 
gross profits of all these depart- 
ments you can readily see where 
it is almost impossible to have 
a fixed percentage of gross profit 
for all departments each and ev- | 
ery month in the year. 

However, where your expense 
shows that the total cost of opera- 
tions in all departments is exactly 
the same (if this is possible) then 

you can use your total sales dol- 
lar volume as the basis for con- 


Drivers Advised | 
To Fix-Up Cars | 








In Case of War 


DENVER, — Gilbert R. Carrel, | 
chief of the Colorado highway pa- | 
trol, last week advised all car own- 
ers to put their equipment in 
“tip-top” shape. | 

“Although there is little indica- 
tion at present that controls or'| 
restrictions on the use of vehicles | 
will be imposed, it would be eal 
to forestall being caught short,” he 
said. “Don’t put off necessary re- 
pairs or replacements of defective | 
parts.” 

Carrel further urged motorists | 
to care for their cars and tires a 
they did during wartime. 

“Conservation,” he continues, | 
“may again become an important | 
word in our daily lives. It would| 
be well for every car owner to see | 
that his automobile is in the best 
possible condition as at least par- 
tial protection against an uncer- 
tain future.” 


Automotive News.) 


trolling the individual expenses of | 
the business. Or you could use the 
new-car sales unit as the basis for 
your expense control because your 
relative departmental sales volume 
and costs would be the same each 
month. This would certainly be an | 


ideal situation and would greatly |... in line with a combination of ;from these new-car sales averaged 


simplify the management control 
of a dealership. 
« * * | 
ERSONALLY, I fear no contra- 
diction whatsoever in making 
the statement that not one dealer 
reading this column will find where 
the percentage of total cost of 
sales of all departments has re- 
mained exactly the same over any 
two or three consecutive months in 
his business. 

Therefore, it would be my rec- 
ommendation that every dealer se- 
riously consider the importance of 
controlling all expenses of his busi- 












- «A a3 
FEATURES LARGE SHOWROOM—Warner Motor Sales, Pontiac dealer in Chicago, has 
completed its new building which has a 400-foot frontage. Floor area totals 27,000 square 


feet. 


his total sales and gross profit as 
produced. 

Again let me remind you that 
you cannot spend money for ex- 
penses out of the sales volume 
dollar unless the sales dollar pro- 
duces a sufficient gross profit 
margin to pay the expenses and 
make a net profit. 

For example, let us assume your 
total expense budget for all de- 
partments amounts to $250 for each 
new car sold retail and you finish 
up the month with the same num- 
ber of mnew-car deliveries you 
planned. But your gross profit 





| 


RON 


only $225. On this basis of expense 
control you would lose $25 for each 
new car delivered. 

The same reasoning applies to a 
budget set up on the basis of total 
dollars of sales volume. Your budg- 
et and check on expenses must of 
necessity be figured on a basis of 
gross profit produced or to be pro- 
duced, as well as sales volume, if 
you expect to continue to operate 
on a profitable basis. 

Any questions on “Dealer Busi- 
ness Management” will be an- 
swered by J. B. Van Tassel, care 
of Automotive News. 





the U. S. total) 
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Aluminum Output 
In 2nd Quarter 
Tops Ist by 12% 


NEW YORK.—To meet the con- 
tinuing high consumer demand for 
aluminum products, the industry 
produced 360,707,827 pounds of pri- 
mary aluminum during the second 
quarter of 1950, Donald M. White, 
secretary of the Aluminum Assn., 
reports. 


This is about 12 percent above 
the first quarter of the year, and 
is the largest amount of metal 
turned out by the industry in any 
quarter since the second quarter 


of 1944. 


Shipments of aluminum sheet 
and plate by association member 
companies (about 98 percent of 
during the sec- 
ond quarter totaled 271,157,929 
pounds, about 4.5 percent above the 
first quarter, White stated. 


White also reports that mem- 
ber companies of the association's 
foundry division shipped 2,479,705 
pounds of permanent-mold rough 
castings (excluding pistons) during 


June; these shipments had a totai 
value of $1,100,600. 


SEAT COVERS 
as advertised in and > 


Give them what they want! More dealers are selling more 


fasl moving Howard Zink Seat Covers than ever before— 


and five humming plants keep shipping additional sets of 


covers to plug the holes on dealers’ shelves. 


Today, car owners are demanding Howard Zink Seat Covers. 


Every day, every week, more dealers are taking on the 
Howard Zink line. How aboul you? 








26 


AUTOMOTIVE NEWS, AUGUST 14, 1950 


Auto Market Page 


Houston Hits Peak 


By R. Fenoglio 
Staff Correspondent 

All postwar records for new-car 
and truck sales in Harris county 
(Houston) were shattered in July. 
There were 4,277 new cars and 895 
commercial vehicles sold during the 
month. 

The best previous sales efforts 
were chalked up in May of this 
year when 3,584 new cars and 781 
new commercial vehicles were reg- 
istered. 

Earl MeMillian (Ford) paced 
both the new-car and new-truck 
sales races during the month, 
selling 248 cars and 123 trucks. 
Richardson Chevrolet Co. was 
second in new-car sales with 200, 
while Knapp Chevrolet Co. was 
second in new-truck sales with 
64. Burkett Motors paced Plym- 
outh dealers with 97 new-car 
deliveries. 

New-car sales by makes in July 


Cadillac, 34; Chevrolet, 992; Chrys- 


ler, 73; DeSoto, 72; Dodge, 349; 
Ford, 685; Frazer, 6; Hudson, 99; 
Kaiser, 99; Lincoln, 44; Mercury, 
227; Nash, 108; Oldsmobile, 159; 
Packard, 59; Plymouth, 434; Pon- 
tiac, 203; Studebaker, 130, and) 
Willys, 29. 


Combined new-truck and com-| 


mercial-vehicle sales were: Auto- 


car, 1; Chevrolet, 276; Crosley, 1; | 
Diamond T, 9; Dodge, 75; Ford, 
327; GMC, 87;. International, 65; 


Mack, 11; Reo, 1; Studebaker, 15; 
White, 7, and Willys, 20. 


* * * 


Ottawa 
Some dealers here are beginning 
to raise prices of certain late-model 
used cars, and inquiries indicate 
a growing belief that such models 


may be in shorter supply than ever | 


within a brief period. 
At the same time, dealers report 


torists seeking to change their 
older models for later cars. This is 
unusual for this time of year, deal- 
|ers stress, adding that it is appar- 
ent that many buyers believe that 


|'war jitters may make it difficult, | 
impossible, to get a late-| J! 


if not 
model used car soon. 

So far, prices have been boosted 
for certain models by as much as 
$100 to $125, but what is even more 
significant, dealers are not showing 
jany great anxiety to dispose of 
such models. 

It is evident that some dealers 


are of the opinion that late-model | 
used cars of certain makes will go} 


|up in price even more because of 
|unusual demands for this time of 
year.—(M, L. Schwartz). 


! * * * 


Cleveland 
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TAKE ADVANTAGE og 
OUR Low 
OVERHEAD 


A « New sv fore 
. 


“IT don’t mind you keeping the 
overhead low but gimme back my 
pliers and screw driver you bor- 
| rowed while working on my car!” 


| months of this year, 45,956 new cars 
|were sold for a new alltime high 
for the first seven months of any | 


Boom sales have set new records | Year. 


lin the Greater Cleveland automo- 


Although there has been 








were: Anglia-Prefect, 9; Buick, 466; 


ON THOSE SUSPENSION JOBS 







SPINDLE BUSHING BURNISHER 


New! Expands bushings...assuring tight fit 
and long bushing life. Stops comeback on 
rebush jobs. 


EXPANDING TOOLS FOR 
FRONT SUSPENSION ARMS 


Especially developed for spreading arms the 
proper amount to prevent strain and assure 
a clean-cut, solid seat for bushings. A 
No. 3042-K Lower $9.75 
No. 3044-K Upper $8.00 


No. 3110-AA...$19.25 


SPINDLE SUPPORT SPOT FACER 


A “must” for preparing counterbore, enab- 
ling new plugs to lock properly. Removes 
burrs and sizes bore. 

No. 3052-L...$10.50 


SPINDLE BUSHING REMOVER AND REPLACER 


For fast removal and insertion of spindle 
bushings. Hardened and ground driver, 
knurled hand grip. 

No. 3110-K...$9.40 


Sensational 
VACOMAT MILEAGE TESTER 


For all cars and trucks 


Lets the car owner see for himself...watch 
consumption at high speed, low speed, and 
in fast starts. Permits continuous engine op- 
eration during any required number of tests. 

— Burette measures 1/10 U. S. Gal. 
No. M-371...$13.50 


SPINDLE BUSHING REAMER 


Designed for sizing the bronze bushings to 
factory tolerances. 
No. 3110-L...$12.10 






FOR CONVENIENCE AND 
ECONOMY Try Manzel 


.+.the one source for cranes, char- 
gers, engine analyzers, wheel bal- 
ancers, spray equipment, body 
tools, axle tools, transmission 
and clutch tools, engine 
tools... EVERYTHING. 















315 BABCOCK STREET, BUFFALO 10, N.Y. 


Factory authorized manufacturer and supplier 
of approved tools and equipment for servicing 
all Ford, Lincoln'and Mercury Vehicles. 












an unusually large number of mo-|bile market. For the first seven! slight stabilizing as the public 


realizes car production isn’t go- 
ing to be written off because of 
the war, the buying boom appears 
to be transferring to the truck 
field. Used cars also remain at 
a peak. 

The used-car market, in fact 
showed sales up 45 percent over 
1949, with this year’s seven-month 
figure pushing almost 41,000 ve- 
hicles. 

New-truck sales are up 40 per- 
|ecent to 4,460 and used-truck sales 
| show a 32 percent gain to 1,936 for 
|the seven-month period. 

There is no question in the 
minds of dealers and those con- 
nected with the automotive trade 
here that the Korean war turned 
a dipping market’ into’ the 
| “boom.” 
| For example, July new-car sales 
reached 7,840, up 46 percent over 
| the same month a year ago. For the 
| week ended Aug. 4, new-auto sales 
leased to 1,849. This was the fourth 
| week of gradual reduction since the 
outbreak of hostilities and it re- 
| flects both a moderately reduced 
factory output as well as a lessen- 
ing of “war fears.” 
| Used-car transactions in July 
| were 6,806, almost 2,000 more than 
|in July a year ago. For the week 


‘|ended Aug. 4, there were 2,869 used 


|cars sold, lowest in the last four 
| weeks. 

The truck market, however, 
shows a slightly higher movement, 
apparently reflecting the all-over 
industrial boom resulting from in- 
creased war orders, 
|  New-truck sales for the week 
| ended Aug. 4 were 247, biggest 
movement in over six weeks, 
while used-truck sales were 138, 
second largest in a similar period. 
Total sales of new trucks for 
July were 796, almost double 
those of a year ago. 

Here is the breakdown of new 
cars sold during July: 

Austin, 4; Buick, 699; Cadillac, 
132; Checker, 3; Chevrolet, 1,447; 
Chrysler, 302; Crosley, 11; DeSoto, 
| 190; Dodge, 529; Ford, 1,161; Frazer, 
19; Hudson, 254; Jaguar, 1; Kaiser, 
/150; Lincoln, 28; Mercury, 364; 
Nash, 266; Oldsmobile, 434; Pack- 


ard, 107; Plymouth, 910; Pontiac, 
456; Renualt, 2; Studebaker, 308; 
Willys, 67. 


The breakdown for commercial 
vehicles for the Greater Cleveland 
area for July: Autocar, 1; Chevro- 
| let, 309; DeSoto, 2; Diamond T, 18; 
Diveo, 33; Dodge, 65; Federal, 6; 
| Ford, 232; GMC, 12; International, 
|68; Mack, 6; Pontiac, 1; Reo, 2; 
Studebaker, 15; White, 19, and 
Willys, 7.—(Sanford Markey). 

* + ao 


New York 
Auto registrations in the New 
York area totaled 8,756 during the 
week ended July 29. This was below 
the previous week’s total of 9,775, 


but 5.1 percent above the 8,335 
registrations in the comparable 
| 1949 week. 


+ 
Richmond, Va. 

The highest sales gains registered 
here in June were recorded by mo- 
|tor vehicle dealers and merchants 
in the lumber - building - hardware 
field, according to the Census bu- 
reau of the U. S. Department of 
Commerce, Automobile dealers’ 
sales were reported 25 percent 
|above those of June, 1949.—(T. D. 
| Eaton). 








* * + 


Springfield, Mass. 

The threat of another world war 
and the mounting demand for new 
automobiles has caused both the 
| new and used-car market to spurt, 
| automobile dealers reported here. 
Without the war threat the au- 

tomobile market would still be a 

busy place, dealers said, since 

demand has tripled over the pre- 
war average. 

With the war cloud on the hori- 
|zon, thousands of people are rush- 
| ing to buy new cars. When the new 
| car is not available, people turn in 
| their old machines for later model 
| used cars with the result the used- 
|cCar market has been just about 
cleaned out. 

} One used-car dealer said he had 
| advertised for three days for good 
used cars but that he had not re- 
| ceived one call from an owner will- 
ing to sell. 

A month ago, dealers said, it 
would have taken a prospective 
buyer two or three months before 
he could get his new automobile, 
but the same dealers now say the 
waiting period has extended to 


(Continued on Page 28, Col. 1) 
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Wha a Cal It’s the 1951 Kaiser, hottest-selling car 


in America... sales up 281% and still zooming! 








The 1951 Kaiser DeLuxe 4-Door Sedan...one of 6 body styles and 12 models, 
Hydra-Matic Drive available in all models at extra cost. 





What @ franciiSe ! ass 


new Priceless Franchise! The franchise that gives you... 


| \ discount rate far more generous than the 
industry average! 


! 


? Complete protection against price declines and 
model changes! 


3 A price range that starts at the very top with the 
handcrafted 1951 Frazer...the 1951 Kaiser, the hottest 
car of the year...and goes clear below the lowest-price 
field with the sensational new Henry J, shortly 
to be announced ! 


‘ 4 ~ 
| . % 
@eeee 

If you want to know more about the unusual new 


Kaiser-Frazer franchise, wire or call Walter deMartini, 


Built to 


ft 


4 A cash bonus plan that’s tops in the industry... 
that starts with the first car you sell... that 
pyramids with volume...that becomes retroactive 
to the first car! 


A 100% reimbursement for labor costs on warranty 
work! Yes, Kaiser-Frazer values owner loyalty and 
owner good will...but it doesn’t forget the dealer! 


6 Passenger cars and only passenger cars to sell! No 


& 


by-products or specialized vehicles! 


- 


} 












Sales Manager, Kaiser-Frazer Sales Corp., 
Willow Run, Michigan, today! 


Better the Best on the Road! 


Kaiser*Frazer Sales Corp., Willow Run, Michigan 
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Auto Markets 


(Continued from Page 26) 


six months and “you’re lucky if 
you get the car then.” 

The tight situation in the new 
and used-car market has brought 
booming business to automobile 
body repair shops as hundreds of 
people failing to get a new car or 
a good used car, attempt to restore 
their present machines. 

“I guess the people are deter- 
mined not to get caught in another 
rationing drought. They're going to 
have some kind of car to carry 
them through the next war, if or 
when it comes,” one garage man 
said.—(John A. Noll). 

> 


+ * 


Lincoln, Neb. 

New-car sales in July increased 
by 22 over the June total in Lan- 
easter county (Lincoln), Neb. In 
June, 502 new-car certificates were 
filed; while the July score was 524. 
July new-truck sales totaled 122, 
against the June figure of 73. 

The breakdown by makes for 
July: Buick, 32; Cadillac, 10; 
Chevrolet, 112; Crosley, 1; Chrys- 
ler, 12; DeSoto, 14; Dodge, 28; 
Ford, 105; Frazer, 2; Hudson, 13; 









News, Advertising, Readership 


Devoted to Building a 
Better Civilization 


Kaiser, 14; Lincoln, 9; Mercury, 


27; Nash, 3; Oldsmobile, 23; 
Packard, 14; Plymouth, 45; Pon- 
tiac, 44; Studebaker, 13, and 
Willys, 3. 


New-truck sales were: Chevrolet, 
34; Diamond T, 2; Divco, 5; Dodge, 
21; Federal, 1; Ford, 30; GMC, 6; 
|International, 16; Studebaker, 5; 
White, 1, and Willys 1-—(G. W. 


Kline). 
* * 


* 
Omaha 
New-car sales in Omaha during 

July totaled 1,652—just 21 units be- 
low the June figure of 1,673. The 
decline seemed due more to a short- 
age of new cars rather than to any 
buyer antipathy. 

New-truck sales during the 
month showed increasing 
strength. There were 370 new 
trucks sold in July, against 268 
in the previous month. 

New-car sales by makes in July 


were: Chevrolet, 366 Ford, 279; 
Plymouth, 175; Pontiac, 128; Buick, 
125; Dodge, 107; Oldsmobile, 97; 





Mercury, 74; Studebaker, 53; De- 
Soto, 52; Chrysler, 44; Nash, 40; 





Cadillac, 29; Kaiser, 28; Packard, 
23; Lincoln, 13; Willys, 11; Hudson, 
6, and MG, 2. 

New-truck sales were: Chevrolet, 
136, Ford, 80; International, 65; 
GMC, 33; Dodge, 19; Studebaker, 
15; Willys, 9; Diamond T, 5; White, 
5, and Mack, 3.—(Arthur R. Ole- 


son). 
* aa * 


Toronto 

Used-cars are going up in price 
in Toronto. Models from 1947 to 
1950 are now up at least $75 since 
the start of the Korean war, ac- 
cording to a number of Toronto 
used-car dealers. 

Reason for the increase is said to 
be the slump in sales of cars to 
dealers. There are now fewer used 
cars of recent vintage available, 
and dealers have to pay more for 
such cars. 

Prices of older models have not 
been affected as yet. New cars are 
still difficult to obtain. — (James 


Montagnes). 
* * . 


Pittsburgh 

New-car registrations in the 
Pittsburgh district during the week 
ended July 29 were exceeded in only 
one other week this year, the Uni- 
versity of Pittsburgh reports. 

The boom in car sales helped to 
raise the district’s business index 





OPENED IN DAVENPORT, 


Neu, Inc. (Oldsmobile), has been completed. The structure is located at 


1A.—The new showroom and service ae of Vincent J 

‘ourth and lowa 
Sts., contains 11,000 square feet of floor space. The firm's other building at Second and 
Pershing Sts., which contains 13,400 square feet, is now the used-car sales building. At 
Fifth and lowa Sts. a 16,000-square-foot parking lot is located. 





212.3, the university said. The index 


able 1949 week. 
* 





when 621 units were sold. In the 
preceding week, sales totaled 593, 


Make fast a 
major market with 


DEPTH OF PENETRATION 


Modern management has learned the wisdom of directing its sales message 
at a specific market and of anchoring it there. This calls for penetration to 
the major interests and desires of that market. Such penetration is often 
one of the most difficult problems in advertising. 

When you advertise in THE CHRISTIAN SCIENCE MONITOR, you are sure you 
are reaching the basic buying impulse of MONITOR families in the most con- 
vincing manner. MONITOR readers go out of their way to buy goods adver- 
tised in this, their favorite newspaper. Leading merchants throughout the 
country tell us that MONITOR readers ask for nationally-advertised brands 
seen in the MONITOR. Furthermore, the “spendable income” — money avail- 
able for the good things of life—is definitely above average among MONITOR 


readers. 


May we prepare for you a tailor-made program of advertising in this 
newspaper ?—THE CHRISTIAN SCIENCE MONITOR, One, Norway Street, 


Boston 15, Massachusetts. 


SPEAKING OF DEPTH OF PENETRATION, HERE IS WHAT ONE ADVERTISER SAYS: 
“Our full-page advertisements have appeared several times in all the leading newspapers 
of the country, from coast to coast. Three papers have surpassed all others in the amount 
of business produced, per dollar spent. The Christian Science Monitor is one of these three.”’ 


The (“H RISTIAN 
SCIENCE 


MONITOR 


An International Daily Newspaper 





Listen every Tuesday night to 


Branch Offices 


LONDON, W.C. 2: 
163/4 Strand 


“THE CHRISTIAN SCIENCE MONITOR VIEWS THE NEWS” 
with Erwin D. Canham, Editor, over the ABC network 


NEW YORK: 588 Fifth Avenue 
CHICAGO: 333 N. Michigan Avenue 
DETROIT: 3-101 General Motors Building 
KANSAS CITY: 1002 Walnut Street 

SAN FRANCISCO: 625 Market Street 

LOS ANGELES: 650 S. Grand Avenue 
SEATTLE: 824 Skinner Building 

PARIS: 56 Faubourg Saint Honore 


Connaught House, 


GENEVA: 28 Rue du Cendrier 


for the week to a record high of 


during the week ended July 29,| 


in the preceding week was 203.6, | 
while it was 156.5 for the compar- | 702 sold in the week ended July 29, 


| 
| 
| 
| 


* . 

Akron 
New-car sales bounced right 
along in Summit county (Akron) | 





while in the comparable 1949 week, 
the score was 362. 
Used-car sales followed suit with 


against 688 in the preceding week 
and 535 in the same week of last 


year. 
* > > 


Texas 
Texas retail sales in the auto- 

motive industries showed an _ in- 
crease in June of 39 percent as 
compared with sales for June, 1949, 
according to the Bureau of Busi- 
ness Research, University of Texas. 
The average increase for the state 
in all lines of retail business was 
18 percent.—(J. H. Reed). 

* 


* * 


Detroit 

New-car sales in Wayne county 
(Detroit) during July fell below the 
postwar peak reached in June, but 
not very far below it. 

Sales totaled 19,192 units in 
July, against 19,913 in the pre- 
ceding month. New-truck sales 
hit a postwar peak, however, with 
1,815 sold in July, compared with 
1,552 in June—the best previous 
postwar sales month. 

Used-car sales by new-car deal- 
ers also hit a crest during July 
when 15,814 were sold to surpass 
the previous high mark of 15,762, 
sold in June of this year. 

Used-truck sales in July totaled 
820 unts, falling just one vehicle 
short of the year’s peak of 821, 
reached in March. 

New-car sales by make during 
July were: Austin, 1; Buick, 1,271; 
Cadillac, 413; Chevrolet, 3,612; 


| Chrysler, 552; Crosley, 2; DeSoto, 


517; Dodge, 1,231; Ford, 3,927; 
Frazer, 27; Hudson, 692; Kaiser, 
507; Lincoln, 143; Mercury, 940; 
Nash, 4150; Oldsmobile, 877; Pack- 
ard, 123; Plymouth, 2,165; Pon- 
tiac, 1,283; Studebaker, 415; 
Willys, 41, and miscellaneous, 3. 
New-truck sales were: Autocar, 
1; Chevrolet, 695; Diamond T, 6; 
Diveo, 18; Dodge, 157; Federal, 3; 
Ford, 746; GMC, 65; International, 
66; Mack, 14; Reo, 1; Studebaker, 
22; White, 6; Willys, 11, and mis- 
cellaneous, 4.—(Bob Gordon). 
+ + + 


Laredo, Tex. 

For the 16 days since June 25, 
the date of the start of the Korean 
war, registrations of 1950 vehicles 
in Laredo, Tex., totaled 139, as com- 
pared with the registration of half 
that number for the same length of 
time preceding June 25. 

+ + + 


Kokomo, Ind. 


Persons with new cars on order 
are becoming increasingly nervous 
awaiting the arrival of their cars, 
according to Kokomo (Ind.) auto- 
mobile dealers. 

Those who have decided recently 
that they, too, should order a new 
car have found a waiting list ahead 
of them. The lists are not so long 
as the lists of 1946 and 1947, but 
demands for new cars are increas- 
ing. The prices of used cars in this 
area are also going up.—(Leslie E. 


| Dunkin.) 














Dealers: 

Why is your 
Front End Dept. 
in the Red? 


(See page 66) 
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Merchandising 


Memos to Dealers 





By Bob Finlay 





‘YREENLEASE -O’NEILL (Cad- 
J illac- Olds), oldest dealer in 


Kansas City, has a new slogan that]: - - 


fits in well with its role as an auto- 
motive pioneer and calling atten- 
tion to its stability: 

The slogan used in its newpaper 
idvertising reads: “We'll be here 
tomorrow to back up what we say 
today.” 


Life Blood 


SES SUR service offered by the 
Nickerson Garage, 610 W. 7th St., 
Jamestown, N. Y., was promoted in 
a newspaper ad built around the 
question: “Life Blood of Your Car 
Draining Away?” 

Copy read: “Modern accessor- 
ies often overload electrical sys- 
tems, run down batteries where 
an inadequate generator is pres- 
ent. Let us install a heavy duty 
generator in your car that will 
carry the load. 

“We are thoroughly familiar with 
all automotive electrical systems. 
If you are having trouble with the 
wiring in your car, bring it in. 
We'll fix it quickly and reasonably.” 

o . > 


* o 


Accident Policy 
PAYMENT-GUARANTEE acci- 
dent policy is given with the 
purchase of any used car from the 
Taylor Automobile Co. of Los An- 
geles. 

This move was worked out 
jointly by Frank A. Taylor, presi- 
dent of the Taylor Automobile 
Co.; Truman D. Vencill, vice- 
president of Joy and Davidson of 
Nevada, insurance brokers, and 
the Continental Casualty Co. of 
Chicago. 

“This new policy,” Taylor says, 
“offers complete assurance that in 
case of total disability to one of 
our customers, their car payments 
will be made, as specified by the 
terms of the policy.” 

* * 


Brash 


N ADVERTISING claim that 
caught our eye: | 
“World’s largest independent 

(unauthorized) new-car dealer.” 
Skyline Motor Mart used it in 


advertising in Dallas. 
* 7 * 


. 


Catchy 
ITY GARAGE, Jamestown, N. Y., 
made a bid for body work with 
a catchy newspaper ad built around 


the theme: “We'll Take The 
Dimples Out!” 
Said copy: “Whether it’s a major 


repair job, or just a dimple in a 
fender, you'll find our bodv-building 
service exactly what you’ve been 
looking for. See for yourself. Drive 
in tomorrow. We cater to your 
car.” 
* * * 

Bvzgone Days 

RE-KOREAN war advertising in 

Kosciusko, Miss.: “Our Tradin’ 
Britches Are On!” by S. A. Jackson 
Auto Co. (Chevrolet). 

And Mid-State Motor Comnany, 
(Chrysler-Plymouth) stated: “Trad- 
ing is our meat and gravy—we'll 
take in anything on a car or truck 
from a one-eyed jack to your 
mother-in-law! Just make us a 
proposition .. .” 

> 


X-Ray 
IKE A Doctor’s X-Ray Ma-| 
chine,” is the heading of an ad- 

vertisement by Homer Houston 

Motors (Buick), in Bastrop, La. 

“As a doctor knows the human 
body, so do our mechanics know 


Ky. Drivers Must Use 


Signals When Necessary 


FRANKFORT, Ky.—A new Ken- 
tucky law requires installation of 
mechanical signals on vehicles so 
constructed or loaded that a hand 
or arm signal is not visible from 
both the front and rear. 

Under the rule, explained Assist- 
ant Atty.-Gen. Squire N. Williams 
ir., there is no penalty for failure 
to attach such devices but there 
may be a fine of $10 to $100 for 
failure to use one when necessary. 


* . 





your car. Furthermore, they have 
wonderful equipment to work with 
Homer Houston, owner.” 

* * 7 


Must Please 


USTACE WOLFINGTON, Phila- 

delphia’s largest DeSoto-Plym- 
outh dealer, is advising readers in 
advertisement that “You’re The 
Judge.” 

The Wolfington name, in busi- 
ness for 74 years, was “the name 
on your grandfather’s brougham,” 
the ad points out. 


When you buy an automobile 
from Wolfington’s,” the ad says, “it 
must please you—or your full pur- 
chase price is refunded! If you're 
not 100% satisfied, bring the car 











PRECISION ENGINEERED FOR A LIFETIME OF SERVICE... 


LES 





Finest, most 


spot in your 


CHOICE OF... 
Aero-Aluminum Pearl Gray HAMMERLOID 
or Anodized Aluminum—Embossed, Rigid 


FOR NEW AND UNUSUAL AUTOMOTIVE ACCESSORIES, IT'S 


CASC 


efficient 
developed! Superlative Casco styling, 
rich chrome plating plus famous Casco 
engineering makes this the brightest 
sales 
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SHINES AT NIGHT—This is the new dealership of Harry Maher, Inc. (Pontiac), North 
Hollywood, Calif. Indian head sign is believed to be the largest sported by any Pontiac 
dealer, the division states. 


back—get your money back! No | ing of war-scare items by inserting 
questions asked. This is an iron-|the suggestion, “Let’s Quit Grab- 


clad money-back guarantee.” bing,” in one of its recent news- 
* * * paper ads. 
7 . * 
No Grab 
| Ruby's 


ORTHWAY CHEVROLET, Au- 
burn, N. Y., lent a hand to the a. CHEVROLET, INC., 
government’s efforts to curb hoard- est Chevrolet dealer in 


larg- 
the 





AY 7" 


pea) A 


complete circle, up or down. Handy 
finger-tip on-off switch. Sealed-in lu- 
brication. Long-life sealed beam unit. 
Completely assembled and thoroughly 
pre-tested. 





spotlight ever 


picture. Turns in 


lu. Ss, 
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is taking full advantage of 
its recently opened used _ truck 
center in Chicago’s south shore dis- 
trict, 

The means employed to focus at- 
tention of truck buyers upon the 
center included advertising in the 
display columns of the Chicago 
newspapers and over the radio. 

Stress throughout was placed 
upon the _ reconditioning jobs 
done by Ruby and the confidence 
with which truck users may buy 
the vehicles. 

Here were some of the state- 
ments: “Choose from 85 per cent of 
the truck types in use today”; 
“Ruby O. K. used trucks are all but 
rebuilt from the wheels up”; “live 
steam de-sludges, de-greases the 
engine”; “Ruby completely repairs 
used trucks — replacing needed 
parts”; “High tread tires—perfect 
traction”; “All work fully guaran- 
teed,” and “Pay for your Ruby O. K. 
used truck on convenient terms— 
while it earns for you.” 


Stewart Names Davies 
Officials of the Stewart Co., Texas 
distributor of Ford tractors and 
Dearborn farm equipment, have 
announced the appointment of 
Russell L. Davies jr. as parts man- 
ager. 


The finest money can buy. 
-The best for you to sell! 








CaCO TKN) 5: 


their money ... and assures you of fast, 


Tay 











NOW...Ist IN SALES! 


COAST-TO-COAST 


Outsells all others by 2 to 1! Exclusive Casco styling with 
blended-to-body beauty gives your customers the most Tels 


high profit sales. 


ONE MODEL FITS 90% OF ALL CARS 


for divided or one-piece windshields 


NATIONALLY va IN 


CASCO PRODUCTS CORPORATION, BRIDGEPORT 2, CONNECTICUT Post *< 
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On the Financial Front... 
ee ee nea 


Analysts Pick Stocks 
For War or Peace 


By George Deery 
Associate Editor 


a. Korean combat and possible 
further repercussions from the 
Soviets have set the advisers on 


stock buying busy with recom- 
mendations on what issues to ac- 


quire in a wartime or peacetime | 


economy. 

Stocks in firms allied to the auto 
industry come in for a good share 
of representation. 

As a group, selected oils seem 
to be most heavily favored be- 
cause of the hedge they provide 
against the inflationary trend. 
A sampling of what several ad- 
visors like now includes: 

Texas Co., Continental Oil, Phil- 
lips, Humble, Standard of Ind‘ana, 


Skelley, Creole, Sinclair and So- 
cony-Vacuum. 
Copper, too, is favored for the 


protection it might give against a 





general price spiral. Tabbed in this | 


classification are Phelps Dodge and 


Kennecott. 
* * * 


a plastics, and goods 
for the aviation industry, in 


|addition to rubber products, have | 


|enhanced the outlook for Goodrich 





Auto Stocks 
Aug.7 July 31 


Chrysler 68% 66% 
Crosley ‘ 3% 3% 
General Motors 39% 85% 
Hudson 14% 14% 
Kaiser-Frazer 6% 6% 
Nash-Kelvinator 18% 18 
Packard 4 3% 
Studebaker 30% 28% 
Tucker 10 10 
Willys-Overland 9 8 
Average for oe aa 
10 Stocks 24.54 22.96 





We, Pe 


Successful dealers know that it takes 
than the conventional, 
servative sales approach to move 
large numbers of cars off the lot 


more 


swiftly and profitably. 


Wagner Changeable Copy Displays, 
for years a principal sales medium 
of show business, have now been 
developed into the car-sellingest de- 
vice ever produced for the used car 


lot. 


con- 


WAGNER STEEL PANEL ASSEMBLIES 
AND WAGNER LETTERS 


(Pat. No. 


get folks on your lot, where you can sell them. Spectacular, 
radically different, they shout for attention, spotlight your 


offerings. 


Effective by day and may also be illuminated by floodlights, 
spotlamps, gooseneck reflectors or fluorescent tubes for pow- 


erful nighttime selling. 


Wagner Plastic or Aluminum Letters are quickly mounted 
directly on the background so that the sales message of 
today can be quickly changed to a new and freshly interest- 


2224069 


Other patents pending) 


ing message for tomorrow. 


Wagner Steel Panel Assemblies consist of a series of porce- 
lain enamelled stamped steel panels, seven inches high with 


galvanized metal uprights and attractive metal border. 


Available in any length, in multiples of five feet, and in any 
height in multiples of seven inches, starting at twenty inches. 
Easily and quickly assembled on the job and installed on 
simple framework supports or against any wall. The entire 
assembly is handled in small sections that fit securely into 


place in proper alignment. 


Easy to keep clean. 


No dirt catching channels or other 
obstructions. Water and soot drain to the rear of each panel, 
preventing accumulation. 

100% machine-produced for finest quality at unbelievable 
low cost. Sold everywhere through dependable dealers who 
plan each job and supervise the installation. Send coupon 


today for details and prices. 


AUTOMOTIVE NEWS, AUGUST 14, 1950 


lin the opinion of some observers. 
“Reports about increased syn- 
thetic rubber output, government 
stockpiling and anxiety about Far 

Eastern crude supplies are evi- 
| dence of the importance of rub- 

ber products in an armament 
| program,” says Goodbody & Co., 
| members of the New York stock 
exchange. 

This firm points out that “Good- 
rich is in an excellent financial 
|condition with net working capital 
at the end of 1949 equal to about 
$60 per share and with property 


|additions since the war equivalent | 


to about $50 per share.” 


|of 1949) is an indication of its fav- 


-|orable position on an invested capi- 


tal base in event of an excess 
profits tax, and the high average 
earnings in the recent 1946-49 
period (over $20 a share) might also 
be helpful. 
* * * 

Spi strong product demand 
and higher prices, 


this year could exceed $20 per share | 
before arbitrary reserves. The regu- 
lar $1 quarterly dividend rate will 
|probably be supplemented at the 
year end.” 

Bendix Aviation also gets the 
in Goodbody’s latest bulle- 


nod 
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“The high book value of the com- | 
}/mon stock (about $125 at the end| 


earnings | 
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FEATURES THREE LEVELS FOR 


suowrnooms 





USED CARS—The used-car showrooms of W. R. Shadof 


| (Chrysler-Plymouth), Fourth and Locust Sts., Pomona, Calif., are located across the street 
| from the new-car building. The first floor has 7,800 square feet of floor space while the 
| second floor gains extra space by being extended three feet over the sidewalk. The second 


|and third floors are serviced by a hydraulic elevator. 


there is a reconditioning and upholstery shop. 
tin. “With output increasingly 
heavy in aeronautical products 
and strong in automotive items, 
Bendix appears to be an excellent 
investment hedge in these uncer- 
tain times.” 

Earnings for the fiscal year end- 
ing Sept. 30 should be more than 
$7.50 per share and in addition to 


the present 50 cents quarterly divi- | 


dend there should be a year-end 


aan 


OW BUSINESS 





/ USED CARS & TRUCKS 
“¢ SPECIAL TODAY ONLY 


946 PLYMOUTH 





racic xeatee $845 





At the rear of the second leve 


extra payment in the opinion of this 
brokerage house. 

Thompson Products is cited in a 
recent issue of the Outlook pub- 
lished by Standard & Poor's Corp., 
as serving three major markets: 
automotive products, marine and 
industrial engines. 

Earnings for this year are esti- 
mated at $13 a share, it says, giv- 
ing effect to a recent 20 percent 
stock dividend. 

“The company is well situated to 
participate fully in any armament 
program that is developed and the 
World War II record suggests that 
the showing after taxes would be 
excellent. 


‘Reo Net for Half 
‘Put at $390,795; 
Backlog $50 Million 


Reo reports for the six months 
ended June 30, a net profit after 
taxes of $390,795, equal to 80 cents 
|a share, compared with a net loss 
of $600,731, after refund of federal 
income taxes, for the first six 
months of 1949. Profit before taxes 
amounted to $629,795 for the first 
half of 1950. 


Although sales for the first six 
months of the current year included 
only $325,000 of military revenue, 
since volume deliveries of Reo-built 
Army trucks did not begin until 
July, the 1950 sales figure of $13,- 
813,038 represents a 12 percent in- 
crease over the first half of 1949. 


Reo has unfilled government 
|truck orders on hand in excess of 
$50,000,000, it states. 


For the three months ended June 
30, the company reports a net profit 
|after provision for federal income 
taxes of $340,409, equal to 69 cents 
|a share, compared with a net loss 
|of $396,727 for the corresponding 
| quarter of 1949. 


|Mack Nets $64,402 
‘In First Half 


| Consolidated net earnings of 
| Mack Trucks totaled $64,402 for the 
|first half of 1950, equal to four 


jcents a share of common stock, 
j}after provision for federal and 
|Canadian income taxes, Chairman 


| E. D. Bransome reported. This com- 
| pares with a net loss of $1,653,294 
| for the same period last year, after 
provision for a reserve of $900,000 
for revaluation of inventories and 
; after credit for federal income tax 
| carryback of $1,111,000. 

| Sales for the six-month period, 
j} ended last June, totaled $53,638,935, 
compared with $35,271,347 for the 


same period of 1949. 
* * * 


Associates Investment 
Earns $5,045,485 


Consolidated net income of As- 
|sociates Investment and all sub- 
sidiaries for the six months period 
ended June 30, 1950, amounted to 
$5,045,485 as compared to $4,212.- 
637 for the same period last year, 
Chairman E. M. Morris announced 
These earnings were equal to $4.84 
per share, compared to $4.04 for 
the same period in 1949. Finance 
| subsidiaries during the six months 
ended June 30 acquired a gross 
|volume of receivables aggregating 
| $358,347,822, compared with $300,- 
140,072 in the same period of the 
previous year. The receivables out- 
standing at June 30 amounted to 
$276,136,124 as compared with $209,- 
097,581 at the same date last year 

“The purchases of motor lien re- 
tail installment notes_ increased 
! (Continued on Page 31, Col. 1) 
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Financial 


(Continued from Page 30) | 


ubstantially, which is particularly |sales compared with 2.6 percent 

eratifying because it is from this | last year. 

class of business that the company Net earnings for the quarter 

cerives its principal income,” Mor-| ended June 30, after all charges, 

rs said. tame oe |including reserve for contingencies, 

totaled $4,921,382, or $2.06 a com- 

Towmotor Lifts Income /mon share, compared with net of | 

v ” ° | $3,279,941, or $1.12, in the second 
0 $478,996 in 6 Months | quarter of 1949. Net sales for the| 
Towmotor Corp. earned a net/second quarter of this year! 

profit of $478,996, equal to $1.53 @/ amounted to $160,947,206, compared | 

share, in the first half of 1950,| with 136,792,403 for the comparable 

President Lester M. Sears aN-| period of last year. 

nounced. The profit represents a} ae 

28 percent increase over earnings | 

of $375,296 or $1.19 a share in the Alleghe v Steel 

corresponding period last year, and 7 





an increase of 73 percent over Sets High Net 


figures for the last half of 1949. In 
the period just ended $258,717 was | 
reinvested in the business, 
working capital rose from $3,184,- 
579 to $3,440,307. 

Net sales for the six months were 
$5,816,310, comparing with $5,735,- 
027 in the first half of 1949. 


White Ups Net 
Sharply in 
First Half 


Net sales of $44,417,989 for the 
first six months of 1950 for White 
Motor were reported by President 
Robert F. Black. That net profit 
after all charges including depreci- 
ation and including estimated pro- 
vision for federal and Canadian | 
taxes on income computed at the 
rates in effect at June 30, amounted 
to $1,466,912 for the period. This 
amounts to $2.13 per share of com- 
mon stock. 

Net sales for the first six months 
of 1949 were $39,685,876. Net profit 
for the same period a year ago was 
$185,490, equivalent to 27 cents per | 
share. Sales of trucks and buses | 
during the first six months of 1950 | 
totaled 6,532 units as compared with | 
5,456 for the same period a year) 
ago. 

Black said that “. . . Although | 
sales were at comparatively low} 
levels at the close of 1949 and dur- 
ing the early weeks of 1950, there | 
was a substantial upsurge in busi- | 
ness even before the recent de- | 
velopment in Korea. The new pro- 
ducts, particularly the 3000 series | 
trucks, developed in recent years) 
put the company in a favorable! 
position to take advantage of this 
increased demand. 

“This increase in volume, 


Allegheny Ludlum Steel during’ 


lished record sales and net earn- 
|ings while giving employment to 


|its entire history. H. G. Batchel- 
\ler, chairman, reported that first- 
half sales totaled $78,288,590 and) 
resulted in net earnings of $4,571,- | 


com- | 
bined with the economies in manu- | 
facturing made possible by the 
capital expenditures for tools and 
equipment, together with better 
control of distribution costs, has 
resulted in an improved profit 
margin.” 


Tide Water Oil 
Shows Profit Gain 


President William F. Humphrey, 
of Tide Water Associated Oil re- 
ports consolidated net income of 
$14,734,087 for the first six months 
of 1950, compared with an income | 
of $14,255,244 for the corresponding 
period of last year, or $2.25 per 
share, as against $13,910,558, or} 
$2.17 per share, for the first half 
of last year. 

Total volume of business trans-| 
acted in the six months ended June | 
30, 1950, amounted to $171,166,795, 
compared with $184,225,261 reported | 
for the first half of 1949. 


U. S. Rubber Nets 


Over $8.8 Million 


Net earnings of U. S. Rubber for | 
the first six months, after all! 
charges, including a _ reserve for 





in beauty and all-around 


and the first six months of 1950 estab-| 


|the greatest number of workers in| 






You give your customers the utmost 
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PATE CHEVROLET CO. IN WINTER HAVEN, FLA.—The main building of its new quarters 
covers 18,000 square feet and the used-car lot and reconditioning department, 13,500. 


| 

171 equivalent to $3.36 per share quarter, William B. Given jr., presi- 
after provision for preferred stock|dent, reported. Earnings of $1,- 
dividends. | 557,280 for the second quarter were 
Batcheller reminded the direc-| equal, after preferred dividends, to 
tors that the company had financed | $1.37 per common share, compared 
its $30,000,000 improvement pro- | to earnings in the second quarter 
gram with earnings, except for of 1949 of $1,236,373 or $1.04 per 

about $10,000,000 acquired through |COmmon share. 
the issuance of preferred stock. | Shipments for the second quarter 
s & amounted to $25,021,435, compared 
with $23,502,446 in the second 
{quarter of 1949 and $21,468,281 in| 
the first quarter of this year, Un-| 


. filled orders have increased since 
American Brake Shoe Co. sales the beginning of the year from 


amounted to $46,489,716 during the $13,400,000 to $16,000,000. Net income 
six months ending June 30, continu- | for the first six months of this year 
ing the upward trend of the first | was $2,529,800 or $2.15 per share of 


American Brake Shoe Net 
Continues Upward 





INSIST ON 
GENUINE 


for thorough customer satisfaction. 


practi- Stock the seat covers that are 


31 
common stock. In the first six 
months of 1949 earnings were $2,- 
703,095 or $2.32 per common share. 


Profits, Sales 
Rise Sharply 
At Studebaker 


Studebaker and its subsidiaries 
in the six months ended June 30 
earned a consolidated net income 
of $14,424,382, after all charges, in- 
cluding depreciation and provision 
for federal and Canadian income 
taxes. 

This is equivalent to $6.12 a share. 
It compares with a net income for 
the six months ended June 30, 1949, 
of $11,724,931 after all charges. 


In the quarter ended June 30 the 
company earned a consolidated net 
income of $7,500,671, after all 
charges, equivalent to $3.19 a share. 
This compares with a net income 
of $6,517,131 after all charges, for 
the quarter ended June 30, 1949. In 
the quarter ended March 31, 1950, 
the company had a net income of 
$6,923,711, or $2.93 a share. 

Studebaker’s net sales in the first 
six months of 1950 totaled $256,011,- 
147, as compared with $238,217,658 


(Continued on Page 62, Col, 1) 


IPS THE FABRIC THAT SELLS THE SEAT COVERS! 






@ FOR BUILT-IN COLOR! 





@ FOR CAREFREE ENJOYMENT! 


@ FOR GREATER SALES 


PROFITS! 





contingencies of $1,500,000, were $8,- | 
848,757, compared with $6,655,010, 
or an increase of 33 percent cant 
the corresponding period of 1949, | 
according to Chairman Herbert E. | 
Smith, and President Harry E. | 
Humphreys ir. This is equivalent | 
‘o $3.55 a share on the common| 
tock, compared with $2.30 in 1949 | 
ifter providing for preferred divi- 
lend. 

Net sales for the half were $291,- 
78,706, compared with $258,302,914, 
or an increase of 13 percent over 
the corresponding period of last | 
year. Earnings were 3 percent of | 


cality when you sell them auto seat 
covers of genuine Suskana Saran. 
For Susquehanna Mills brings its 
long years of experience and 
reputation in the textile field to the 
weaving of wonderful, wear-proof 
saran—to produce the finest of seat 
cover fabrics. 


Feature by feature, you can’t beat 
Suskana Saran. It’s tops for sales- 
appeal and fast turnover in seat 
covers that are setting a new pace 


RIGHT 
IN STYLE! 


nationally advertised ... nationally 
preferred . . . seat covers of genuine 
Suskana Saran. 


* SUSKANA fabrics for Auto Seat Covers, 
Upholstery, Men’s Wear, Women’s Wear, 
Neckties, Prints on Vinylite. 


4 Susquehanna 


A @ Mills ine. 

















B. S. Ruddick, a Buick-Oldsmo- 
bile dealer in Manhattan, Kans., 
for the past 31 years, has been 
appointed the General Motors com- 
munity relations chairman for 
Manhattan and vicinity. Ruddick | 
will make available a variety of | 
educational material in the form 
of motion pictures, booklets and 
presentations to schools and local 
organizations. 

* 


* * 


Champaign (O.) Dealers 
Elect Frost, North, Miller 
Officers elected by the Cham- 


paign (O.) County Automobile 
Dealers Assn. are: Clyde Frost, 
president; John D. North, vice- | 


president, and F. D. Miller, secre- | 


tary-treasurer. 
+ + * | 


Grossman—Hopkin, Minn. 

Suburban Chevrolet, Hopkin, 
Minn., founded 25 years ago by 
Max Grossman, will build a 165 
by 130 foot building to be oper- 
ated in conjunction with present 
facilities. The new plant is to 


|was secretary and general 





be completed in October along 


AUTOMOTIVE NEWS, 


with extensive remodeling of 
present quarters and a new 240 
by 215 foot used-car lot. Officers 
include Grossman as president; 
his two sons, Harold and Bud, 
and Ed Johnson. 


* * * 


Keefer Buys Dealership; 


Rodenfels Reorganized 

John Keefer has left Rodenfels 
Chevrolet Co., Columbus, O., to 
|operate his own Chevrolet firm in 
| Delaware. It will be known as the 
| Keefer Chevrolet Co., formerly the 
Delaware Motor Co. Keefer has 
been with Rodenfels 24 years. He 
man- 
| ager. 


Leo Rodenfels, who has been 


|president of the Rodenfels com- 


pany since it was established in 
1924, has been named chairman of 
the board. Richard R. Rodenfels is 
the new president and general man- 
ager. John L. Rodenfels is vice- 


president, treasurer and sales man- 
lager; Marie A, Rodenfels is secre- 
tary and Howard C. Lloyd will con- | 
|tinue 1 as used- ~car _manager. Lloyd | 





Marketing Data 


for Advertisers 


The Plain Dealer’s Mar- 
ket Survey Department can 
assist you in checking your 
merchandising coverage 
with current market data 
for Cleveland. Write for 


information. 





ecu menace 


AUGUST 14, 


Elwood Motor Co. (Studebaker), 


jhas been with the company 24 | 
years. 
* * * 


Hulbert Bros. Builds 


A 70-by-200-foot building is now} 
under construction for Hulbert) 
Bros. Motor Co. (DeSoto-Plym-| 
outh), at 1014 Herrick Ave., Racine, | 
Wis. The structure will be in addi- 
tion to the present quarters of 
12,000 square feet and will house 
the showroom, offices" and Parts 





a NE uw : 





ARROW? 


1950 


PLENTY OF PARKING SPACE—One of the most appreciated facilities of Haralson &| 
Hollywood, 
surrounds the attractive 50 foot by 60 foot building on three sides. 


Fia., is the black-top parking area which 


and service departments. The pres- 
ent space will be for a used-car 
showroom and reconditioning plant. 
The opening of the new plant will 
|celebrate the firm’s 20th year with 
DeSoto-Plymouth. 

* * 


* 


25 Years with Chrysler 
A. L. Morrison, president of 
Berkshire Motor Car Co., 425 Cent- 
ral Ave., Albany, N. Y., has re- 
ceived a desk set in | recognition of 


PM 


Your sales program may be as superb an instrument 

as a champion’s 60 pound bow. But, as that bow 

is useless without an arrow—and a target—so your sales 
program needs a vehicle and a market if it is to 

sell cars. One of the most important markets is the 
Cleveland area, among the nation’s leaders in new car sales. 
And in Cleveland, you need the Plain Dealer, long a 

leader in new passenger car lineage. The P. D.’s intensive 
and extensive coverage of this tremendous 

Cleveland market is a major factor in the maintenance 

of Cleveland’s high new car sales record. 


CLEVELAND 


PLAIN DEALER 


Cleveland’s Home Newspaper 


A. S. Grant, Atlanta 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 





his 25 years’ service as a Chrysle: 
dealer. 
+ * o 
| Zellner Named President 
Of Hamilton (O.) Dealers 
The Hamilton (O.) Automobile 
Dealers Assn. has elected Earl 
Zellner, president; Gus Motzer, 
vice-president; Donald L. Mitch- 
ell, secretary - treasurer. Zellner 
succeeds J. D. McFarland. 
* > * 


Texas Reports Charters 


For Three Auto Firms 


Three incorporations of auto 
firms in Texas have been reported 
by the secretary of state’s office 
jhere. The firms are: 
| Adrian Cahn Motors, Abilene; 
capital stock, $50,000; principals, 
Adrian Cahn, A. V. Cooper and 
Constance Cahn; Bill Ayers-Nash, 
Harlingen; capital stock, $100,000; 
principals, W. E. Elma and William 
H. Ayers; and Huaco Motors, 
Waco; capital stock, $25,000; prin- 
|cipals, David B. Kultgen, Arthur 
|S. Bird and WV. E. Cureton. 


| Ahlburns Sais 25 Years 


With Chevrolet in Hyndman 


L. J. and H. L. Ahlburn will ob- 
serve their 25th anniversary with 
Chevrolet in Hyndman, Pa., this 
| month. 
| Their company was one of the 
|\few establishments that escaped a 
| blaze that ravaged the business dis- 
|trict last Christmas Eve. 
| Both Ahlburns played an active 
{role in rescue work at the time 
|of the fire and have aided in plans 


|for community reconstruction. 
* * 





| Wayne-Holmes Assn. Elects 


| Howell; Picnic Set Aug. 16 


Carl H, Howell, Dodge-Plymouth 
| dealer in Orrville, O., has been elec- 
|ted president of the ‘Wayne- Holmes 
| Counties Automobile Dealers Assn. 
Bernard Snyder (Pontiac) was 
named vice-president. 

The organization has planned a 
| Picnic for Aug. 16 at Legion park 


| near Wooster, oO. 
| * - 


iin Incorporates 
| Incorporation papers have been 
| issued to Lakes GMC Truck 
Sales, Inc., 4400 Superior Ave., 
Cleveland. It will handle auto- 
| mobiles. Incorporators are Ray 
| T. Miller, E. L. Brandt and L. 
| W. Adams. 


Ellis Retires in Minn. 
Carlos Ellis, Ellis Motor Co., 
| Rochester, Minn., has sold his 
| firm to Smith-Sonnenberg Motors, 
Inc., and retired after 45 years 
in business. Ray Sonnenberg 
and W. Robert Smith, new own- 
ers, will continue the Dodge- 
Plymouth franchise. James Be- 
| atty remains as office manager, 
Emil Pelinka, body and fender 
manager, Elmer Johnson, parts 
manager, and Chellis Ferguson 
as service manager. 

* 7 


| North Side Chevrolet Opens 


|New Indianapolis Home 


North Side Chevrolet, Inc., In- 
dianapolis, has opened its new 
$500,000 home at 1045 Broad Ripple 
Ave. Constructed in a U_ shape 
with a customer drivein reception 
center, the building covers over 
38,000 square feet. 

Bill Kuhn is owner and presi- 
dent of the dealership. Paul Kuhn 
is vice-president; Bill Conner, gen- 
eral manager, and Clarence Myers, 
sales manager. 





. . 


Kissack Sells to Usher 
| Floyd Kissack, in partnership 
| with Art Usher in Usher-Kissack 
| Motors (Ford), Seneca, Kans., has 
| sold his interest to his partner. 
os * 


| O’Donnell Buys Nash Deal 

| The Paul Eyolfson Nash dealer- 

| ship in Vancouver, Wash., has been 
purchased by R. J. O'Donnell. Firm 
name has been changed to Bob 
O’Donnell—Nash. The new dealer 
started in the automotive business 
in 1931 in Boston as a tire sales- 
man and became a service station 
operator in Portland in 1932. 

* * * 


Klein Opens New Site 

| Klein Motor Co. (Cadillac- 
Oldsmobile), owned by William 
Klein, is operating from its new 
$65,000 headquarters in St. Cloud, 


Minn. The building, measuring 
(Continued on Page 33, Col. 1) 
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(Continued from Page 32) 


62 by 132 feet, has 12 work stalls. | 
Klein was one of two Oldsmo- 
bile dealers in the U. 8. who 
served on the 12-man General 
Motors Dealers’ Council for five 
years, from 1941-1946. His firm 
sells and services Cadillac-Olds- 
mobile lines. 
> * * 


Folkestad Builds Addition 


A 30-by-70-foot addition has been | 
idded to the Folkestad Chevrolet 
building in Kasson, Minn. A one-| 
story layout, the structure will| 
house an auto paint shop and 
other repair and service facilities. | 

* * « } 


Yeager Heads Drive 

C. Yeager, president of Yeager 
Motor Co. (Buick), South Bend, 
has been appointed chairman of 
the industry division for the 1951 
Red Feather campaign for the 
South Bend Community Chest. He 
will be assisted by Lloyd F. Water- 
son and Joseph F. Dillon. 


* - * 


Berry Adds Outlet 

Berl Berry Motors, Inc. (Lin- 
coln-Mercury), 2260 E. Tremont 
Ave., Bronx, N. Y., has opened 
an additional showroom at 582 E. 
Fordham Rd., Bronx 58, accord- 
ing to V. F. Oehlerich, vice-pres- 
ident. Morton Kaufman has been 
named sales manager of the new | 
outlet. 





| 


. * * 


Ainsworth Ups Ward 
J. S. Ward, general sales man-| 
ager of Ainsworth Motors, Ltd. | 
(Chevrolet), 2391 Yonge St., To-| 
ronto, has been elected a director | 


of the company. 


59 N. Y. Healers 
Observe July 


Anniversaries 


The New York State Automobile | 
Assn. has extended congratulations | 
to the following New York dealers, 
who marked the anniversaries of | 
their business last month. 

Celebrating its 39th anniversary | 
is Guay’s Garage & Machine Shop, | 
Dunkirk. 

36th—DeWitt Genesee Auto Sales, | 
Inc., DeWitt. 

31st — Schell’s Garage, Lafarge- | 
ville; Glove Cities Chevrolet Co.,| 
Gloversville. | 

30th — East Greenbush Garage, | 
East Greenbush, 

29th — West End Motor Sales, 
Beacon. 

27th — Schebler 
Schroon Lake. 

25th—Mt. Morris Sales Corp., Mt. 
Morris; Wiesner’s Garage, Gran- 
ville; Whitney & Wood, Panama; 
Vernon Pontiac Co., Inc., Mt. Ver- 
non; Tillner Chevrolet, Inc., War- | 
saw. 

23rd—T. J. Ryan, 
burg. 
22nd—Wolfe-Dole, Hamburg. 
19th — Utica Oldsmobile Corp., | 
Utica. 
17th—Benischek Motors, Inc., Bay | 
Shore; Gifford Motor Sales, Johns- 
town; Sanford Chevrolet Co., Inc., 
Margaretville. | 
14th—Ralph Horgan, Inc., New| 
York. 
13th—Wm. H. Frye, Rocky Point. | 
12th—Parsons, Inc. of Amster- | 
dam, Amsterdam; Graff Motor| 
Sales, Springville. 
11th—East Side Sales & Service, 


Motor Sales, | 


Inc. 


Platts- 





Afton; Gates Pontiac, Watkins | 
Glen. 

10th—H. R. Sivers Ford Service, | 
Inc., Fulton; Bellevue Motor Sales, 
Schenectady. 

7th Swanekamp Motors, Inc., 


Hamburg; A. Kenneth Slack, Mid- 
dlesex. 

5th—Cartwright Sales & Service, 
Inc., Troy; Flint Motor Co., Inc., 
Oneonta; Budman Motors, Oswe- 
go; Bernie Heiman Motor Corp., | 
Johnstown; Geilich Motor Co., Inc., 
Brewster; Bulson Bros., Hoosick | 
Falls; Frederick’s Garage, Kings- | 
ton; Packard-Flushing, Inc., Flush- | 


ing; Kent Motors, Inc., Wood- 
haven. 
4th — Maloy Brothers, Clyde; | 


Frank W. Howell, Newfane; Dunn | 
Buick Co., Fulton; Taylor Motor | 
Co., Seneca Falls; Greenlee Motors, | 
Inc., Brooklyn; Van Curler Motor | 


Co., Inc., Schenectady; Hugh Fur- 
man Motors, Patchogue. 
3rd—Bard Chevrolet, Inc., New- 
burgh; McCredy Motor Sales, Sher- 
burne; South Park Lincoln-Mer- 
cury Sales, Inc., Buffalo; Nash 
Sussman, Inc., Liberty; Mal Pierce 
Pontiac, Inc., Bethpage; Ryan Mo- 


|tor Corp., Rye. 
2nd—Tacey Buick, Inc., Geneseo; | 


Wright Chevrolet, Inc., Scarsdale; 
Rifkin Motors, Inc., Monticello; 
Ripley & Watts Motor Co., Ithaca; 
Mt. Vernon Lincoln Mercury Corp., 


Mt. Vernon; Endicott  Lincoln| 
Mercury, Inc., Endicott. 
1st—Stilwell Motors, Inc., Hud- 


|}son; Baldo Pontiac Sales & Service, 


Oneonta; Warder Motors, Inc., Ni- 


agara Falls. 
* * * 


Topeka Studebaker 


Wiley-Fisher Motors, Inc. (Stude- 
baker), 1400 Kansas Ave., Topeka, 
Kans., incorporated at $50,000. The 
new firm is successor to Nagels 
Motor Co., Inc., at the same ad- 
dress. Incorporators are James L. 
Wiley and Boyd M. Fisher of To- 
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peka, and Arthur F. Newcomer of 
Emporia, Kans, 
7 * 7 
Blanton Nominated 
Dewey B. Blanton, head of Blan- 
ton Motor Co. (Ford), Chesnee, 
S. C., was nominated on the first 


|ballot as a member of the Spar- 


tanburg county legislative delega- 
tion for 1951-52, Blanton placed 
third in a field of 25 candidates. 
Currently Blanton is serving as 
foreman of the Spartanburg county 
grand jury. 


* * * 


Packard Names Smiths 


Greater Cleveland’s newest 
Packard dealership has _ been 
opened in Maple Heights by 
James O. Smith and his wife, 
Fannie Mae. Sales manager is 
Howard T. Rhoad. 

* * 


Baston-Barrington Expand 


Baston - Barrington Chevrolet, 
Minneapolis, has purchased _ the 
building owned by Bloodhart Mo- 
tors (Packard) on Hennepin Ave. 
The building adds 33,000 square 
feet of sales and service space to 
the present 14,000 square feet oc- 
cupied by the firm on W. Lake St. 
The new facilities will house car 
make-ready, used-car recondition- 
ing and body shops. Carr C. Bar- 





al 
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FISHER PONTIAC CO. DETROIT—Has remodeled its plant. Showroom, service and parts 
department were enlarged. A well-lighted used-car lot adjoins. 
rington, partner-owner, is president |sents a two-year extension of the 
of the Minneapolis Automobile | present contract. 
Dealers Assn. 7 oe 


* * *¢ Switzer’s New Addition 


Lorin Names Skinner Doubles Service Area 

William Skinner has been named} Dp, G. Switzer, owner of Switzer 
sales manager of Lorin Packard| Chevrolet, Mifflintown, Pa. an- 
Co., Sioux Falls, S. D., according}nounced that a new addition to 
to Herbert H. Lorin, president.|his building has provided the deal- 
The firm has received a Packard|ership with twice as much space 
gold-seal contract, a_ three-year|for repair work, as well as a sep- 
agreement awarded to dealers|arate paint and body shop. The 
meeting high standards. It repre- 


(Continued on Page 34, Col 1) 


TIMAEN-DETROI 


BUILDS THE WORLD'S ONLY 


FAMILY 


F ADVANCED-RELATED DESIGN 
REAR DRIVING AXLES 


Seven sizes or capacities from smallest to largest in evenly spaced steps. 


Each axle is identical to all the others in design and construction, differing 
® only in load-carrying and torque-transmitting capacity. 


Three types of carriers (hypoid single-reduction, hypoid-helical double- 
reduction and two-speed hypoid-helical double-reduction) each inter- 


changeable in the same axle housing using the same axle shafts. 
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AXLES 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 








TRADE MARK REGISTERED 


PLANTS AT: DETROIT AND JACKSON, MICH. e OSHKOSH, WIS. 
UTICA, N.Y. e ASHTABULA AND KENTON, OHIO e NEW CASTLE, PA. 
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recent expansion and remodeling 
program, according to E. T. Ander- 
son, president. Added were a new 
|Showroom, four sales offices and a 
|general office along with a remod- 
|}eled parts and equipment store and 
service department. 
* - - 


Spitzer to Westerbur 


Jay Westerbur has purchased 
the interest held by Roy Spitzer 
in a Hudson dealership in Pipe- 
Stone, Minn., and is now in part- 
nership with Ernest Bille. The 
| concern has moved from its Sec- 

ond Ave. location to a new build- 

ing recently vacated by Pierce 
| Auto Co. on Highways 75 and 
| 47. 


Dealer Doings 


| 
Continued from Page 33) 





service department now has | Philadelphia. In an advertisement 
square feet as a result of the|he said that his buyers would be 
three-story addition. calling on dealers within the next 
Ernest Switzer, brother of the|few days. He said that the buyers 
owner, is service manager and_| will be visiting “not to price or ap- | 
also supervises the body shop. Two | praise, but to buy.” 
new employes have been added > 2. 2 
ao ae building aa a2 Ditz Sells Showroom 
ole . a ae The one-story automobile show- | 
— eS ee room, 3304-06-08 N. Broad St. |= 
ciate ies Philadelphia, has been sold by | & 
Davis Moves | Gus Ditz Pontiac, Inc. The lot ' 











eS. a a a A ie the assessed | one OF MAINE'S MAIN SHOWROOMS—Up in Lewiston, Me., Puritan Chevrolet, Inc. PR. 
i ’ -| valuation 8 oAv; . h f the state's | + and t d i tups. Incorporated in vouye . 
ee re ae et, oe eo’ hes, one of the state's largest and most modern service and sales satuns: \ncorporsied it/ Gillis Gets Mercury Deal 
inco a ys ’ linea tenn ‘ general manager. Leslie Gillis has purchased 
+711 Genesee Bt to 2007 Genesee St. Schroeder Paves Lot ' a tr < (eae er ore aa ; ed — Central Motors (Mercury), in 
eee Schroeder Motor Sales Co., Sagi-|yna, Minn., since 1937. He will| for the new firm on First St, at| Fitzgerald, Ga. The name of the 
Dunh naw, Mich., announces it will build| .ontinue to handle the Oldsmobile |the corner of Green and is ex-, firm has been changed to Gillis 
Spencers Name Dun ae | — SS ee sot = employes | tine. pected to be ready for occupancy — . © = 
Spencer Bros. Corp. (Kaiser-| parking and storage 0 ¢ 2. 38 |this month. Principals are Sam H. a 
Frazer), Jackson, Miss., has an-| used automobiles. ‘tdalia N : F | geverett, Sirs, Evelyn Leverett and Dodge Names Ledbetter 
nounced the appointment of Lee | rn Vidalia Nash Charterec ———-_ = 8 | Ledbetter Motor Co. has been 
Dunham as service manager. Teinke Buys Outlet Vidalia Nash Motors, Inc., Vida- |" — - 6. % named Dodge-Plymouth dealer in 
dese lia, Ga., has been granted a su- . Walnut Ridge, Ark. Charles Led 
Purchase of the Range Motor |", , ; . ge, es 
Jacobs Opens U. C. Outlet | service Garage, Ironton, Minn., has | Perior court charter and will main- Anderson Expands better is the owner. 
Harry Jacobs has opened a used-|been revealed by Gust H. Teinke, tain headquarters in that city. A Anderson Chevrolet Co., E, Lake : = * 
car showroom at 4721 Chestnut St.,| Oldsmobile Crosley dealer in Cuy- | large building is being constructed | St., Minneapolis, has undergone a McCoy to Build 








ee ae Construction will start shortly on 
a new home for McCoy Auto Co 
(Pontiac-Cadillac-W hite trucks), 
Vancouver, Wash. The new site, 
plant and equipment will repre- 
sent an investment of $250,000, ac- 
cording to Austin B. McCoy. 
* . * 


J Sullivan Buys Interest 
McReynolds Nash Motors, 225 S. 
Jefferson St., Cookeville, Tenn., has 
announced that Roy H. Sullivan 
Roe, 


has purchased a half interest in 
the business and that its name is 
now McReynolds - Sullivan Nash 


AUTHORIZED es. S 


Capital Motors—Bismarck 
Dealer 7 | Capital Motors, Inc, (Dodge- 

ad Plymouth), has moved from 112 
Second St., Bismarck, N. D., to a 
new building at 100 Thayer Ave. 
G. H. Heller is president. The 
Gierke Bros. Garage, Inc. (Kaiser- 
Frazer), former occupant at 100 
Thayer Ave., has relinquished its 
franchise and discontinued opera- 
tions. Ted Reinig is sales man- 
ager and Henry Gierke is service 
manager of Capital Motors. 

* . . 


Creighton Joins Leland 
Leslie Creighton has joined Le- 
land Motors, Inc., Canton, N. Y., 
as part owner and general man- 
ager. He formerly operated his 
own auto sales and service business 
in Madrid, N. Y. 

* 


* * 


Thieme Remodels 


Max Thieme Chevrolet  Co., 
Winnfield, La., has remodeled its 
building on Main St. and converted 
|space in front of the building into 


a showroom for cars. 
* * * 


Dealer Takes a Wife 


| Robert G, Mackie, Studebaker 
|dealer in Carlinville, Ill, married 
|Lucille M. Townsend, of Spring- 


oo 


field. 
| > > > 
— ; Judd-Monroe Opens 
Universal Underwriters Limits Its Services in the Judd-Monroe Motor Co. (Chrys- 
A ler-Plymouth), Houston, held a for- 
Automotive Industry to the AUTHORIZED DEALER mal opening in its $250,000 build- 
ing at 5819 Gulf Free Way. 
. > » 
By limiting our services to the authorized dealer— Miller-Magnuson 
. : e , H. R. Miller, formerly manager 
and selecting the preferred-risks of the entire class of a Ford garage in Sioux Falls, 


S. D., has purchased the interest 


Universal Underwriters has enabled every Ast Maakuten, tananaer of the 


dealer-policyholder to save at least 30° of his Odegard Garage (Ford), Prince- 
: rt ton, Minn. 
fire insurance cost. Se « 
Baker, Mont., Chevrolet 
You can share the saving, broader protection, and aah aunes of Anchask Chances 
specialized services made possible by Universal in Baker, Mont., is Ervin Keirle, 
FIRE, 3 , j i é ; who has purchased the concern 
WINDSTORM Underwriters. Write us there’s no obligation! from Wendell Arehart and P. J. 
and Johnson. 
ALLIED . ’ * * 
Eee eS Studer Sells to Wacker 
ae After 29 years in business, Ed 
o "i | Studer has sold out to Milo 
RIZED ) ’ cs 
ppc deeteahiee AT aU man Z /¢ VLE Kl (PK4 Wacker at Stewart, Minn. Under 
the new owner, Wacker Auto and 
DEALERS Mamneibtice- 1000 R: A; Lone Bide Implement Co. will handle Chev- 
se rolet and I-H lines. 
issour 7 > > 


Williams Buys Ford Deal 


James B. Williams jr., Hutchin- 
}son, Minn., has assumed manage- 
| (Continued on Page 35, Col, 1) 
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Doings 


(Continued from Page 34) 


ment of A. J. Marquardt Motor 
Sales Co. (Ford), Appleton, Minn. 
\Villliams has changed the name to 
Jimmie Williams Motor Co. after} 
resigning as vice-president of Wil- 
liams Motors, Hutchinson. 

* * . 


Carlson Firm in Velva, N. D. 

Sale of his interest in Star City 

Motor Co. to Fred Carlson has 

been announced by Kenneth An- 
derson at Velva, N. D. 
* * * 


Retail Business Sold 


Retail business of Northwest 
Willys Co., Fargo, N. D., has been 
assumed by Bearson Motor Co., 
a Fargo Packard dealership. 
Northwest Willys continues as a 
wholesale distributor of the Wil- 
lys line. 





Yoen Brothers 

Clarence F. Moen has purchased 
interests in Kenmare (N. D.) Mo- 
tor Co. held by his brother, R. O. 
Moen. The brothers bought the 
dealership in 1939. R. O. has joined | 
the Warner Motor Co. (Lincoln- 
Mercury) at Salem, Ore. 


* * * 


Giberson Sells 


W. R. Giberson has sold the Gib- 
erson Garage and Oldsmobile fran- 
chise at Grand Rapids, Minn., to 
Arthur Johnson. Staff members, in- 
cluding Norman Kaatz, Floyd Ly- 
man and Ed Jensen, will remain 
with the new management. Giber- 
son also owns Giberson Motors 
(Olds-Chevrolet), Deer River, Minn. 

. . . 


Trippe in New Home 


Auto Sales Co. (Oldsmobile) has 
held a grand opening in its new 
building on W. Madison St., Bas- 
trop, Pa. E. S. Trippe is the owner. 

* > 7 


Buffalo Firm Chartered 


West-Herr Motors has been in- 
corporated in Buffalo, with capital 
of 200 shares. Incorporators are 
John H. West, James E. Schall 
and Joseph J. Herr jr. 

> * + 


Hannah Joins Lineham 

William V. Hannah has become 
a partner of Tom Lineham in Line- 
ham Motor Co. (Studebaker), Van- 
couver, Wash. He purchased the) 
interest held formerly by E. H.}| 
Swayze and Jack McLin. McLin is | 
continuing with the firm as sales) 


manager. Swayze has not an- 
nounced his plans. 
* > * 


Hudson Names Dworin 

Hy Dworin, president of Dwo- 
rin Motors, Inc., 476 Connecticut 
Blvd., East Hartford, Conn., an- 
nounces his appointment as a 
Hudson dealer. Dworin said that 
the company’s salesroom has 
been redecorated and new equip- 
ment installed in the service de- 
partment. At the same time, 
Dworin announced the appoint- 
ment of Herb Hyman as sales 
manager. 

= * - 


Wis. Firm Chartered 


Vernon County Motors, Viroqua, 
Wis., has been chartered by Don R. 
McNamara, Vincent McNamara, 
James Buchen and Parnell Kin- | 
ney. ; 

* 


O’ Neal Names Wilbanks 


P. M. O'Neal, general sales man- 
ager of Andress Motor Co., Inc.| 
(Ford), Shreveport, La. has an-| 
nounced the appointment of Edwin 
F. Wilbanks as sales manager of 
the company’s truck and commer- 
cial department. 

* * * 


L-M Names Reinhardt 


Reinhardt Motors Co. (Mercury), | 
Russell, Kans., has held its for-| 
mal opening. The firm is operated | 
by Milton, Martin and Arnold} 
Reinhardt and James Sherman. | 
These men also own and operate | 


the James Motor Co. in Hays, Kans. | 


* * * 


Hobart Deal Sold 


Hobart Motor Sales, Gary, Ind., | 
has been bought by Walter L.| 
Fatch and his son-in-law, Richard | 
J. Harkin, from William Gullic. | 
Fatch, who has been in the auto- 
mobile service business for 31 
years, will operate the mainten- 


ance division of the company, while 


Harkin, a former sales engineer, | 


will be in charge of sales. 
* * * 
White Reenters Politics 
Virgil D. White, owner of White's 


Garage (Ford), Center Ossipee, N. | 


and former state motor vehi- 
has filed as a 


H., 
cle commissioner, 


candidate for delegate to the state | 


Republican convention. 
* * * 


Davis Changes to Tucker 

The name of Basil Davis Chev- 
rolet Co., Elk City, Okla., has been 
changed to Tucker Chevrolet Co., 
and the firm has been chartered 
with a capital stock of $107,500. 


* . * 
Clarke Simpkins Building 
Clarke Simpkins, Ltd., is building 
modern showrooms with a spacious 


service garage and complete fa- 
cilities for all types of work in 


-|connection with Mercury, Lincoln} Kessling Motors 








San Ga- 
briel, Calif., Lincoln-Mercury dealer, was so 
happy delivering his 1,000th car of the year 
that he presented a floral horseshoe to Ar- 


LUCKY DEALER—Henry Kearns, 


lene Anderson, Queen of Alhambra's recent 
Hi Neighbor civic fiesta, Arlene rode the 
| Mercury convertible in the Alhambra parade 





plant will be located at Broughton 
and Georgia Sts., Vancouver, B. C. 
* * * 


Kessling Appoints Kane 

Walter Kane has been appointed 
|new-car sales manager for Bill 
(Nash), Spring- 


West Grand Auto Parts and was 
associated with his brother in the 
Kane Auto Parts. 


* * * 


Washington Buys Lot 
Washington Motor Sales (Chrys- 
ler-Plymouth), 107 S,. Washington 
St., Kokomo, Ind., has bought a 
lot adjoining its quarters. Build- 
ings on it are being razed and the 
lot will be resurfaced for use early 

in September as used-car space, 

* * * 


Williams Gets Mack Deal 


James J. Williams, Spokane, 
Wash., has been appointed distrib- 
utor for Mack trucks, buses and 
fire apparatus. His territory in- 
cludes 11 counties in Washington 
and in northern Idaho. Ardin Far- 
‘s has been named parts manager. 

* * * 


Hillcrest Motors 
Hillcrest Motors, Ltd., has been 
incorporated with authorized cap- 
italization of $25,000. Registered 
offices are at 1412 Bay Ave., Trail, 
me. ©. 


* . + 


B. Theel Now Sole Owner 


Bruce Theel is sole owner of 
Theel Chevrolet, Rolla, N. D., fol- 


and Meteor cars. The concern’s' field, Ill. He formerly owned the| lowing his purchase of the inter- 


PI 





HOW 





y°’ see a lot of changes these days along the streets of 


Southern cities. 


Storefronts are being opened wide with glass. Side- 


walks are becoming aisles of stores. And, because it is 


so easy to see in, more 


The Visual Front is 


people are going in—to buy. 


good merchandising everywhere 


... for car dealers as well as bakers. All kinds of stores. 


all over the country, are coming out from behind old 


style fronts that blocked vision and sales, 


Some store owners keep putting it off because they 


wonder about the cost. But why wonder? Have a Libbey: 


Owens*Ford Glass Distributor give you an estimate on a 


For a modern VISUA 







GLASS DISTRIBUTOR 


ONT see your nearest 


LIBBEY- OWENS - FORD 


| | | 
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est held by his brother, Karl. The 
two brothers started the bus:ness 
in 1940, with Karl selling because 
of ill health. 


* * * 


Birrell Leases Building 


Grand Ave. Willys Co., Kansas 
City, has leased a two story build- 
jing at Nineteenth and McGee Sts., 
plus a lot on Grand Ave., for ex- 
panded operations, according to 
owner Wilfred H. Birrell. 


* * * 


Krapohl Incorporates 


| Krapohl-Ford Sales Co., has filed 
articles of incorporation with the 
Michigan corpcration and _ securi- 
ties commission. Incorporators are 
Robert H. Krapohl, Grand Rapids, 
Mich.; Harold A. Krapohl, Bay 
City, Mich., and F. Arthur Kra- 
pohl, Owosso, Mich. Capitalization 
is set at $100,000. 


* * * 


Grismer Returns 


Frank C. Grismer has returned 
to the automotive dealership field 
by taking over Hughes-Burnett, 
Ine. (Dodge-Plymouth), Cleveland. 
A veteran of many years in the 
automobile business, Grismer is 
keeping on the entire staff of the 
dealership. 


¥ 


Wwe 


a 


Bond's Bakery, Monroe, La. 


Architect: H. H. Land, 


new front. Remember. he’s a 





Monroe, Lo. 


STORES ARE CAPTURING MORE CUSTOMERS 


local businessman who 


knows local conditions. Knows architects and contractors 


who do store modernization and can help you get the 


most for your money. 


As for storefront materials. he has the best and most 


complete line you can find 


L-O-F Polished Plate Glass, 


,olden Plate to reduce fading of displays, Thermopane 
Golden Plate t 1 fading of displays, 7/ I r 


insulating glass to reduce steaming and frost. Tu/-flex* 


doors to open up entrances, Vitrolite* glass paneling to 


beautify exterior surfaces. 


Send the coupon for name of your nearest L:O-F dis- 


tributor who can give you this complete, helpful service. 


Libbey*Owens*Ford Glass Co. 


7085 Nicholas Building, Toledo, Ohio 


Send me your book on Visual Fronts and the name of 
the nearest L*O*F distributor. 


Name 
Address 


City _ ‘ 


State 
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Harris B. Kort has been ap- 
pointed assistant to Fred Henneke, 
plant superintendent of the Insu- 
line Corp. of America, radio-tele- 
vision parts manufacturer, Long 
Island City, N. Y., according to 
Samuel J. Spector, president. Kort 
was previously with North Amer- 
ican Philips and the tube division 
of RCA. 

* * * 


C.LT. Names Bridenbaugh 


Sioux Falls Branch Chief 


George D. Bridenbaugh has been 
promoted to branch manager of the 
Universal C, I. T. Credit Corp. of- 
fice at Sioux Falls, S. D. 

Before his appointment, Briden- 
baugh was employed by his com- 
pany as a collection and credit 
man and later advanced to branch 
manager in training at the Omaha 
branch. Se 

7 


Cordes Named Sales Head 


At U. S. Steel Subsidiary 


Wilmer H. Cordes, manager of 
market development and advertis- 
ing of American Steel & Wire Co., 
has been named general staff man- 
ager of the company’s sales de- 
partment, it is announced by H. M. 
Francis, sales vice-president of the 
U. S. Steel subsidiary. 

In his new capacity, Cordes suc- 
ceeds Paul L. Lindsay, recently ap- 
pointed Cincinnati district manager 
of sales. Cordes, a native of Chi- 
cago, has been associated with 
American Steel & Wire since he 
started at the age of 16 as a mes- 
senger in the company’s Chicago 
sales office. 

. « 


Lipps Named to Head 


Sales for Simoniz 

The appointment of Charles V. 
Lipps as general sales manager of 
Simoniz Co., Chicago, is announced 
by Gardner Baker, executive vice- 
president. 

Lipps formerly was eastern divi- 
sional sales manager for the Carna- 
tion Co., and prior to that served 
as sales supervisor for a soap prod- 
ucts company. 

> * 


Minnesota Mining Ups 


Corbin and Rivard 

Minnesota Mining & Mfg. Co., 
St. Paul, Minn., has promoted two 
members of its tape division. 

James E. Corbin, former super- 
visor of the tape technical service 
group, becomes technical service 
manager. Roy P. Rivard has been 
named manager of the tape pilot 
plant, according to the announce- 
ment. 

* ” 


Timken-Detroit Appoints 


Kloepper to Sales Post 


Val C. Kloepper has been ap- 
pointed sales representative for 


Timken-Detroit Axle Co. an- 
nounces R, H. 
Trese, sales vice- 
president. 


For the past 18| 
years Kloepper| 
has been associ- 
ated with Ford, 
serving as zone 
manager, service 
manager and 
sales. engineer. 
During World 
War II, he served 
as plant superin- 





Vv. C. Kloepper 
tendent in the Rouge general su- | 


perintendent’s office. 
- - * 





Kennedy Heads Coast Sales 
For Chanslor & Lyon 


Chanslor & Lyon Co. has named 
Scott Kennedy as sales manager of 
its Southern California division, 
according to Roy D. Adams, sales 
vice-president. 

Kennedy was formerly associated 
with a piston ring and an engine 
parts manufacturer. He also was 


assistant director of sales for 

Maremont Automotive Products, 

Inc. | 
. - 7” 


Craig. Kilbane Transferred 


tn Hudson Sales Districts 


Harry Craig, Hudson Sales Corp. 
district 2 manager, has been trans- 
ferred to district 3 as manager to| 
replace George Ezzo, who has re- 
signed, it is announced by J. A. 
Wilson, Cleveland zone manager. | 





Craig’s former position is being 
filled by Jerry Kilbane. 

Griffith Otte has been moved up 
to car distribution manager in 
district 2 to replace Kilbane and 
James Prakup succeeds Otte as 
car distribution clerk. 


* * * 


Fleet Supervisors Elect 
McGill as President 


Theodore McGill, district super- 
intendent of the New York City 
department of sanitation, has been 
elected president of the Society of 
Fleet Supervisors. Other officers 
elected include Thomas Berk, vice- 
president; John Kavanagh, secre- 
tary, and Walter Langseder, treas- 
urer. 

* * * 


Chrysler Names Director 
Of Pensions, Insurance 


Walter J. Simons has been ap- 
pointed to the newly created po- 


sition of director of pensions | 





and group insurance of Chrysler | 


69% 70% gex 


6.2% 6.2% 


Jen Feb 








International Harvester, points out features of a new LD-305 Roadliner to J. W. Zimmerman 
| ir-, 


Chain Co., division of Borg-War 
ner Corp., has announced the ap 
|pointment of J. Nall Candler a: 
his administrative assistant. Cand 
|ler formerly was assistant genera 
|manager of the Norge division oi 
Borg-Warner. 

. 


B-W Ups Black 


Appointment of Robert N. Black 
as supply manager of Borg-War 
ner International Corp, has beer 
announced. Black recently re- 
turned from a six-months’ business 
tour of all South American coun 
tries. He joined Borg-Warner In 
| ternational in April, 1947. Previous- 
|ly he had been an accountant with 
General Motors in Buffalo. 

* * * 
Nixon Joins Group 
sales manager, motor truck division of | Robert J. Nixon, treasurer of 


‘Motor Products Corp., Detroit, has 


second from left, manager of International's Emeryville (Calif.) works, L. A. Hanson, | ge 
right, Eastern region manager. The | been elected to membership in the 





ANOTHER DIESEL BY |I-H—W. K. Perkins, left, 


ast Central region manager and Duane F. Kuntz, 


i 

| LD-305 is one of a new line of heavy-duty, diesel-powered trucks being introduced by| Controllers Institute of America. 
| International. Trucks of the new line are designed to carry greater payload weight while 
remaining within legal limitations, the company states. 


* * * 


Case Retires at GM 

: ai , Lewis B. Case has retired from 
his association with Chrysler, |the industrial hygiene department 
he worked in public accounting. | of General Motors Research Labor- 
. ) no 3 a 1 }atories. His retirement marked the 
ler for the last seven years do- ° lend of a 39-year research career 
ing special assignment work on | Hawley Names Aide |with General Motors that started 
the comptroller’s staff. Prior to | F.M. Hawley, president of Morse | (Continued on Page 37, Col. 1) 


Corp., announces H. A. Davies, | 
treasurer. 


| 
| 
Simons has been with Chrys- 


Another Big 
steady 








That’s a heap of income for July—a month that finds farmers 
in most states still waiting for a cash crop. 

It just proves again how the crop variety of Pennsylvania 
farmers pays off ...all through the year... every month! 

Cash crops all the time mean cash to spend all the time. 
That’s why Pennsylvania farmers are the top buyers for the 
farm and home—dall year. 

The surest way to reach and sell this steady market (see 
chart) is via PENNSYLVANIA FARMER— the tailor-made 
farm paper for Pennsylvania farmers. 


Steady Buying Power—Look at this 12-month chart of farm 
income. Here’s your proof that Pennsylvania farmers can buy all 
year as few others can. Moreover, these progressive farm people 
can point to steadiness over the last 100 years that mighty few 
other states can equal. Two that can are Michigan and Ohio, served 
by MICHIGAN FARMER and THE OHIO FARMER. Get the 
facts on all three. Write 1013R Rockwell Ave., Cleveland 14, Ohio. 


* 
sien thal Based on 3-year average. 
9.0% 9.9% 10.1% 


Apr May June July Avg. Sept Oct Nev Dec 





New booklet shows big market for garden tractors, barn 


building materials, silos and barn equipment on Penn- 
sylvania, Ohio, and Michigan farms. Send for your 


copy today! 


PENNSYLVANIA FARMER 
Harrisburg 


Michigan Farmer, East Lansing 


The Ohio Farmer, Cleveland “ 


| 
| 
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in 1911 when he was hired by the 

former General Motors Company 

to work in its chemical laboratory. 
. * * 


Hirsig, Brantley Join Firm 

B. W. Hirsig and Bruce T. Brant- 
ley have been admitted as part- 
ners 
Co., Manufacturers’ representatives 


from Jacksonville, Fla. 
7 * * 


Auto-Lite Ups Maley 

Promotion of Frank C. Maley to 
district manager in Cleveland for 
the Merchandising division of 
Electric Auto-Lite Co. has been 
announced by H. R. Butts, division 
sales manager. He replaces Ralph 
L. Jeffress, who has been trans- 


ferred to Memphis as_ district 
manager. 
* * * 
GM Lab Aide Named 


Charles L. McCuen, general man- 
ager of General Motors Research 
Laboratories, has announced the 


appointment of Donald J. Henry 





in Lawrence M. Hirsig &| 


|}as assistant head of the metallurgy 
|department. Henry, formerly a 
| Senior project engineer, 
jassistant to Alfred L, Boegehold, 
|department head, in addition to 
{Clarence J. Tobin, who has been 
| assistant department head the past 
| 16 years. 

+ + 


* 
McDermott Takes Reo Post; 
Resigns from Government 


W. E. McDermott, director of the | 


import allotment division, Depart- 
ment of Trade and Commerce, Ot- 
|tawa, has resigned his post and 
accepted a position with Reo, ac- 


|ecording to official announcement. 
* + * 


Three Executives Move Up 
At Ford’s Buffalo Plant 


The executive staff of the Ford's 
assembly plant in Buffalo has been 
|}expanded to cope with the fac- 
|tory’s recent production and em- 
|ployment increase, Plant Manager 
|W. J. Swallow announced. 
| William M. Fiorito has been pro- 





becomes | 


| 


moted to assistant plant manager. | 
Jennes T. Edgcomb and Raymond | 
|F. Landgraf have been named gen- 
|eral superintendents of production. 
Fiorito was general superintendent 
of production. Edgcomb was su- 
perintendent of body construction. 
Landgraf was superintendent of 
chassis and final assembly. 
* * . 


Spector Hires Son 

Myles Spector has joined the Na- 
tional Electronic Mfg. Corp., Long 
|Island City, N. Y., in a sales engi- 
neering capacity. He is the son of 
Samuel J. Spector, president of the 
firm, which makes_ auto- radio 

equipment. 
* 


* * | 
Schofield Joins Superior | 
Appointment of Ray Schofield as 
assistant manager, School Coach 
division, Superior Coach Corp., is 
announced by H. W. Potter, vice- 
president. Schofield comes to Su- 
| perior from the Linn-Baker Equip- 
ment Co., Lansing. 
* + 


* 


Howard Heads Up Region 
For Clark Equipment 


| Ivan E. Howard, hydraulics and 
lubrication engineer, has_ been 
named regional supervisor for the 
Clark Equipment Co.’s Industrial 
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WEST-COAST ARCHITECTURE—This mission-style dealership is the recently revamped home 
of Peterson and Ellison, Pontiac dealer in Aberdeen, Wash. Service and parts facilities were 


also modernized. 


ral _ territories. 
will be in Peoria, III. 

Prior to joining Clark, Howard 
was store manager of a Hyster Co. 
fork-lift truck distributorship op- 
erated by the company in Peoria, 
with a branch in Milwaukee. Dur- 
ing World War II he served with 


the Coast Guard temporary reserve. 
oa * 


Collins & Aikman Elects 
| Baldwin Vice-President 


| Election of P. B. Baldwin as a 
| vice-president of Collins & Aikman 
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| Truck division in the south cent-|Corp. has been announced by the 
His headquarters | firm’s board of directors. 


Baldwin will be responsible for 
sales and merchandising. At the 
same time it is announced that Jay 
Weemhoff will succeed Baldwin as 
director of sales. 

+ + * 


Grizzly Appoints Four 


New Division Managers 


Bruce Nash has been appointed 
division manager of Grizzly Mfg. 
Co. John L. Hall was named man- 
ager of the Pacific Northwest 
division and Harry Morrow suc- 
ceeds Sid Wrightsman as manag- 
er of the New Orleans division. 
Wrightsman will take charge of 
Grizzly’s Texas division. 

* + * 


Superior Names Schively 





To Head Pathfinder Buses 


Yale R. Schively has been elected 
vice-president and general manager 
of the Pathfinder Coach division 
located at Kosci- 
usko, Miss., it is 
announced by J. 
H. Shields, presi- 
dent of Superior 
Coach Corp., 
Lima, O. 

Schively will 
have general re- 
sponsibility for 
the new division 
which was _ re- 
cently formed to ’ 
manufacture an Yale R. Schively 
economy line of school buses, am- 
bulances and funeral coaches in 
the south. Schively recently re- 
signed as president and director of 
the Wayne Works, Richmond, Ind., 
a company he served for 22 years. 


Marshall Plan 


Veteran Traveler Says 


It’s Unpublicized 


NEW YORK. — An insufficient 
job is being done on bringing the 
facts of the Marshall Plan to the 
common people of Europe, I. Rob- 
ert Caplan, president of C & C 
Sales Corp., observed upon his re- 
turn from his 90th trip abroad. 

He said they do not know what 
the Marshall or European Recov- 
ery Plan is, what it is doing, and 
how it affects the life and econ- 
omy of their countries. 

“Certainly the respect that has 
been developed in these countries 
for the American brand name can 
|and should be followed up by sens- 
\ible, sincere and responsible pro- 
motion of the idea behind the Mar- 
|shall Plan. It is most important 
for the foreign trade future of the 
U. S. that the people of Europe 
know and understand what we are 
| doing,” Caplan concluded. 

His latest visit took him to Spain 
and Portugal for the first time 
since before the war. He reported 
that a five-year plan under way in 
Spain is progressing favorably and 
that a large bearing factory is un- 
der construction which should be 
able to meet the demands of the 
country. 
| In spite of this, Caplan continued, 
Spain will prove to be a large po- 
tential market for all industrial 
materials. However, Portugal, due 
mainly to its size, will not be so 
|large a customer, he added. 


Out of Bounds 


NEW YORK. Inter-city bus 
|}companies will no longer be per- 
|mitted to use the city streets to 
| load and unload passengers, Mayor 
|O’Dwyer has ruled. The mayor’s 
|decision came after an inspection 
lof the new bus terminal being 
| built by the Port of New York 
|Authority at a cost of $24,000,000 
| closely following reports that some 
|bus companies were hesitating to 
|contract for use of the terminal, 
which is scheduled to be finished 
in December. 
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Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 


N WHAT it seeks to do, all ad- 

vertising has the same objective. 
You may be a national advertiser 
in the magazines or over the air, 
you may be a retail advertiser in 
the newspapers or charity pro- 
grams, you may send out mail 
order catalogs or you may pin your 


faith to roadside signs or skywrit- | 


ing. 

No matter hcw you advertise, no 
matter what you advertise, what 
counts is the urge to buy. 

There is variety, of course, in 
the manner of purchase. In the 
case of, say, a small drug store 


item, you walk to the counter | 


and toss out a few coins for the 
thing you want. When you're 
buying by mail, you write out a 
check or money order and drop 
it into the nearest mail box, 

You may buy an insurance policy 
or a Fuller brush when a salesman 
ealls at your door. And you expect 
to see a demonstration when you 








LONG RADIATORS 


Long radiators and maximum heat 
exchange have been synonymous 
throughout the automotive world since 
1903. Fin-and-tube design and con- 
struction provide clean, unobstructed 
water courses. Capacities range from 
passenger car models to heaviest-duty 


|go in debt for an automobile or a 
television set. 


No matter. Whatever the manner | 


of purchase, giving people the urge 
to buy is the paramount job of 
advertising. 


* * * 


Make People Hanker 
OW do expert copy writers give 
people a yen for this or that 
product? My friend, Albert White, 
|a Los Angeles agency man, sums 
it up beautifully, as follows: 


| “People are given a hankering by | 


| what a product does rather than by 
what it is.” 

Now Ab is not saying that your 
copy should go light on product 
facts. When the information is 
pertinent and important’ the 
| reader should be told what your 

product is made of, how it is 
made, what it costs, why 
worth what it costs, etc. 

But these facts must be inter- 
|preted in terms of human needs 
‘and wants. Your words and pic- 


commercial vehicle types. 








| 
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DETROIT 


TORQUE CONVERTERS * CLUTCHES ¢ RADIATORS ¢ OIL COOLERS | 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


12 and WINDSOR, ONTARIO 


it is | 


|tures must tell the reader what 
|your product will do for him. 
Take, for example, the Toni home 
permanent. The copy tells the 
reader about Toni’s “exclusive 
|gentle-action formula.” But what 
|gives the reader a yen is the as- 
surance that “Toni looks as lovely 
as a $20 permanent 
as naturally curly hair.” 
+ * * 


| Describe Results 


HOENIX MUTUAL'S advertising 
does not describe in detail what 
|its retirement income plan is. The 
|copy bears down heavily on what 
ithe plan does—namely, guarantees 
your future with $200 a month, 

| Now the foregoing, my dear Wat- 
son, seems elementary. So it is. But | 





feels as soft) 


| at a special dinner party. Spea 
manager of Chevrolet, and W. C. Kuhn, zone manager. 





|a lot of advertisers don’t believe it. | 

Here, for instance, is a full- | 
color page that cost enough to | 
buy you a nice home on Long | 
Island. The product is a spark- | 
ling water. The copy? Merely | 


LONG TORQUE CONVERTER 


Here’s velvet-smooth power transfer, with torque 
multiplication of better than 2 to 1 at stall. Air- 
cooled for trouble-free service. Assembly units 
fabricated almost entirely from stampings for 


low-cost production. 


LONG CLUTCHES 


Effortless operation, dependable per- 
formance in stop-and-go traffic driving. 
At highway speeds, semi- centrifugal 
design gives increased torque capacity 
... less slippage, less wear. Long 
clutches have equipped millions of cars, 


trucks, buses and tractors since 1922. 











DEALER HOSTS GARAGEMEN—More than 65 owners of independent garages in the 
Winchester, Va. area were a guests of the B. & M. Chevrolet Sales Co. of Wincheste 
e 


rs at the meeting included J. P. Love, assistant zone 





kept it First in Public Preference 


this: “For over half a century— r 
for Over a Quarter Century.’ 


the symbol of America’s Finest 
Beverages.” That’s all. By not ae 
so much as a single syllable does How to Get Action 
the ad tell the reader what the | NTERPRETING a product in 
product will do for him. | terms of what it does, making 
And here’s a color page for a|the reader want to do the thing 
spark plug. What will it do for the |you are ‘eeeahh —" -— a for 
ist? , |skill in appealing to the emotions 
a. a ues oe he eake hes Listen to Robert Collier, one of the 
: : t il order experts who 
this particular make because “Its ae out rot = paper: oe 


Quality and Dependability have “To get action, you need to arouse 


emotion on the part of your reader 
You may convince his intellect that 
the thing you want him to do is 
right and is for his best advantage, 
but until you arouse in him an 
urgent desire to do it, until you 
make him feel that whatever effort 
it requires is of no account com- 
pared with the satisfaction it will 
bring him, your letter is lacking in 
its most important essential. It has 
everything else, but if it lacks that 
faculty of arousing the right feel- 
ing, you might as well throw it 
‘away. It will never make you 
| money.” 

| Appeal to reason by all means. 

Provide facts that will give 
people a sensible reason for buy- 
ing, a logical excuse for spending 
their money. Win confidence by 
supplying product information 
and guaranteed satisfaction. 

“But,” says Robert Collier in his 
fine book, “if you want to sell 
goods, if you want action of any 
kind, base your real urge upon 
some primary emotion.” 

In other words, tell your reader 
what your product will DO for him 
—in terms of human needs and 
yearnings. 


Ala. Law to Halt Vehicles 
Not Paying State Gas Tax 


MONTGOMERY, Ala. State 
Revenue Commissioner Roy Blair 
reports that a law enacted by the 
1935 general assembly, but never 
‘enforced, may soon mean an ad- 
|ditional $200,000 a year for the 
gasoline tax fund. The law was 
reactivated July 1. 

“The 1935 act,” Blair explained. 
“prohibits all motor vehicles from 
using, on state highways, fuel on 
which the Alabama tax has not 
been paid. 

“In effect,” he continued, “the 
law means that a motor vehicle is 
|prohibited from filling up its tank 
|with fuel before it gets to Alabama 
;and then crossing the state without 
|paying tax on the fuel.” Blair 
pointed out that all the states sur- 
rounding Alabama have similar 
laws. 


‘Hart Pressed Steel 


\Hikes Prices 10% 


ELKHART, Ind. — A 10 percent 
price increase on all standard cata- 
log items has been announced by 
Hart Pressed Steel Corp. Higher 
costs for raw materials were 
blamed for the hike. 

The firm has also eliminated all 
combination group prices and has 
stopped the fifth or lowest quality 
bracket. 


Campbell-Johnson 
John G. Campbell, president of 
Buffalo Transit Co, and James- 
town Street Railway Co., has 
purchased the Chevrolet dealer- 
ship of Sam Johnston, 653 Fill- 
more Ave., Buffalo. Campbell 
plans to devote his full time to 
operation of the dealership, which 
he will conduct under the name 
of Community Chevrolet, Inc. 
Johnston has not announced his 
future plans, 
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Iowa Gallonage 
Up 6.7 Percent 
Over Year Ago 


DES MOINES. Gasoline con- 
sumption in Iowa in the first four 
months of the year increased 17,- 
461,194 gallons to 279,104,851 from 
the same period in 1949. The ad- 
vance amounted to 6.7 percent. 

April gallonage increased 1.4 per- 
cent from a year earlier to 92,331,- 
767, according to state reports. 

The 12 largest companies in Iowa 
|reported a total of 136,884,453 gal- 


Auto News from Britain 


$ High Price of Unrationed Gasoline Keeps 
Demand Below Expected Levels 


LONDON.—(UTPS)— Unrationed |say demand will vary and may ul- 
gasoline has jolted the garage and|timately not be much more than) 
service station industry back into|10 percent above present levels. | 
top gear here—even if demand has/Controlling factor is the lack of | 
not yet boomed to the limits ex-| necessary cash to finance increased | 
pected. | buying. 

During the long rationing peri- a, ea 
od, short hours, limited service 
and low sales were the rule at a 
gas stations. Now, with coupon- 





Scottish Reaction 
| First Scottish reactions to the| 


es gry a pe 20 en eee from top © bottom is the Highway 
| : aaah arage, on Highway , Lampasas, Tex. R. E. Welch and Leo Bales, owners, report that 
the free gas, “service” is booming jend of gasoline rationing has been the firm's 20th anniversary as a Studebaker dealership was celebrated along with opening-day |lons for the first four months, up 
ste ad, Ee F an upward swing in car prices. Es-| ceremonies. The new 70 foot by 120 foot building is of especial interest in that a steel super- 5.2 percent from the same period 
ane again. |timates vary, but average advances | structure bears the weight rather than the walls. The 33 foot by 35 foot showroom has last year 


indirect lighting and plastic tile floor. Five doors permit quick entrance and exit to the 


| Longer hours, Sunday opening, t 
service area. 


late night service, intensified adver- 
tising—are all features of a new 


are from $150-$300 higher than a 


| The rest of the state’s dealers 
month ago. 


}accounted for 142,260,398 gallons, or 


ice 


trend. There has also been a boom | 


in used-car deals—although volume 


Then prices were rising slight- 
ly to meet the annual seasonal 


at the lowest possible prices, which 
makes the present a bad time to 


only within reason. No sensational 
increase has been noted, due again 


an 8.2 percent increase. 
For April, the 12 large firms re- 














f potential sales is limited, by the| @emand for holiday cars. That shop. to the money question. Most own- | ported a total of 42,715,206 gallons 
small amie a good pci = cir-| TiSe was accentuated — but not Hence, the possibility, already | ers are determined to get the most |#nd the smaller companies reached 
culation. | seriously. apparent, that buyers may hold | out of their new freedom but are/|@ total of 49,616,561 gallons. 

a i i i | Th is not enough money/ off and try to bring prices back | watching pennies with equal care. eat Weiceawreee 

Service stations have increased ere is no & y ry & P gp q r ° - 

ng ia A ‘ae ieabeneee by about|@round to allow any sensational| again to a more satisfactory fig- | Service stations and petrol sta- K-F in Owensboro, Ky. 
ng 50 percent. Actual withdrawals advance in car prices. Most buy-| ure—from their point of view. tions report an advance in week- City K-F Sales, Fourth and St. 
for from their pumps had been far|ers are still considering their pen-| Warm weather has also stimu-|end demand, in the region of 10| Elizabeth Sts., Owensboro. Ky., has 
= below that level. However, motor-|nies carefully. They want to buy/lated gasoline sales — but again | percent. | received a Kaiser-Frazer franchise. 
od ists still either don’t have the cash| oe —_ ts ohana aa . : aaa aaa anaes 
for extended motoring or are econ- 
omizing in view of approaching 
use holidays. 
ler Biggest benefactors under the 
hat new situation are the garages in aa oe 
1S the isolated areas, where traffic 
ge, had been dead for years. With * a = oe 
an the approach of touring time, 
tee these stations should again reap e @ 
or a harvest. Many have been CHOOSE YOUR Onn corr” 
all closed for years, although some com. 
vi have been reconditioned within Ui Take advantage of this latest major develop- 
a the past year in anticipation of | and se more cars! ment in seat cushion spring construction. 
s this boom. 
hat While it is impossible to assess | 
el- future demand, some oil people (A demonstration 
it consider that a peak of 50 percent 
you more will be hit on holidays and does it!) 
| other high-usage periods. Others 
is. ee a ee ee oe 
v - - i iz 
- 15 New Members 
ng ‘2. 7 
~ Give MEWA 
on 
Record Roster 
- CHICAGO.—Addition of 15 more 
— jobbers to the 35 earlier announced 
any é has brought membership in the Mo- 
_ tor and Equipment Wholesalers 
Assn, to an alltime high, it was 
der disclosed at headquarters here. 
lm The newly added firms are: 
and Angert Auto Parts Co., Inc., Buf- 


falo; Associated Auto Parts Co., 
Linden, N. J.; Automotive Electric 










Co., Inc., Johnson City, Tenn.; 
? Balco-Pedrick Parts Corp., Buf- 
. falo; W. I. Cross, Oneonta, N. Y.; 
ate Fernwood Auto Parts, Inc., Ro- 
sale chester, N. Y.; Forest Auto Parts, 
the eee ee ee A ee FY ererrrrrrrETTrTyTTTrT errr ry ry 
Engineering Co., Inc., Jamaica, 
= N. Y. 
a Harry Lane Supply Co., Inc., Mc- 
ae Pherson, Kans.; Lehman & Clark, 
, Seattle; Meyer Motor Parts Co., 
Queens Village, N. Y.; Molin Serv- 
ed, ice, Inc., Buffalo; Niagara Auto 
or Parts, Inc., Buffalo; Niles Auto 
o Supply, Inc., Syracuse; Smith Auto Unless the entire sprina cush- 
net Supply, Lyons, Kans., and Special- ion is a ~'Select-O Seat” de- 
, ized Brake & Ring Supply Co., sign, the extra pocketed coils 
the Buffalo. cannot be added to prevent 
> Is eT tee this discomfort, shown above. 
ank Tillotson Launching , 
ma : 
out New Service Plan Me: 
lair TOLEDO.—A program to pro- ae 
jur- vide nationwide service facilities , 
ilar for small engine carburetors and ry 
fuel strainers has been announced 
here by H. R. Schausten, president at 
of Tillotson Mfg. Co., builders of 
carburetors used as original equip- 
ment by small engine producers. New car dealer service men 
Designed to assist and augment | can flip as many extra springs 
ent © the service and parts activities of it’s easy to convince every new car buyer and owner how indispensable “Select-O- es desived inte base of cush- 
ita- dealers of the small engine manu- Seat” is for lasting satisfaction. A simple demonstration shows how it can be sore eaee totes Coeny e008 
by facturers, the program will estab- adjusted whenever desired. for “personalized” comfort. 
o oe A prin a ae att 2 aa Just remove the cushion, turn it over and, without disturbing the upholstery, flip 
throughout the country, Schausten a few extra adjusting coil springs into the open spaces of “Select-O-Seat's” special 
all said. Inaugurated under the direc- design. 
oe tion of E. A. Petsch, Tillotson The result is greater firmness for those who have special comfort requirements, 
lity service manager, the plan already or who need increased eye level for safer driving vision. Only “Select-O-Seat”, 
is said to have been put into effect (factory-installed in over 3,000,000 new cars of eight leading makes), can be so 
in numerous cities and towns in adjusted by the dealer to assure greater comfort for life! 
the east, midwest and south. : 
7 + Wh desired, ‘Select. 
> jenever esired, ect- 
of Possley Opens Home alle Oteef” con te edtected to 
a Ray Possley, recently named minutes for greater than aver- 
Federal truck distributor in Chi- age buoyancy, and to raise 
tt —_ has ee a — CH008E YOUR Qwa ComForr” \ eye level for safer vision. 
1d vuilding at Fs ooseve 
ell Rd. The formal opening drew L. A. YOUNG SPRING & WIRE CORPORATION 
= factory officials, including Carl 
Loud, general sales manager; GENERAL OFFICES: DETROIT Tl, MICH CANADA: YOUNG INDUSTRIES. winosor 
me 8 HY. Hamernik, assistant sales - ® = oa » OB, om, 
hc. manager; E. A. Hurme, regional 
his manager, and J. R. Taylor jr., 


service representative. 





One after another, the nation’s rail- 
roads have changed over to the “‘stream- 
liner’? idea—to cars of welded, unit- 
frame-and-body construction. These 
cars have set completely new records for 
safety, riding comfort and popularity. 





On highways, too, you see the trend. 
As fast as production can be converted, 
makers of buses and truck trailers are 
switching to welded, unit-frame-and- 
body construction...for greater 
strength and greater load capacity. 


The Great Step Ahead in tl 





It is now 10 years since Nash adapted to automobile 
construction a great basic development—the welded, 
unit-frame-and-body. 


This is the modern structural principle that has 

literally revolutionized all mass transportation—the 
streamliner, the airliner, the bus and truck trailer, 
even the ships at sea. 


In an automobile it meant, for the first time, an end to 
the separate body and frame. It eliminated the bolted 
connections. It greatly expanded passenger room 
without incurring a weight penalty. It resulted in 
higher horsepower-per-pound ratios, which led to better 
performance and economy. 


Our cars of Airflyte Construction cost far less to 
operate and maintain. They keep their new-car rigidity 
and quietness years longer. Owners and engineers 

unanimously agree that these are safer cars. 


All Nash automobiles—even convertibles—now have 
Airflyte Construction. 
















the Automobile Industry” 


obile In ever-increasing numbers, automotive engineers and And this is our pledge. We shall continue to crusade, to 
led, designers are realizing the vital importance of this pioneer, to challenge the best that we and the rest of the 
better way of building automobiles. They see it as the industry have done. We shall continue to produce 
inevitable next step forward for the industry as a whole. automobiles that are more modern—that set the pattern 
We think it is significant that this, too, was pioneered for cars to come. We shall continue the unflagging 
by Nash, the company famous for introducing so drive for progress that has enabled Nash to record a 
many vitally needed improvements in the comfort, postwar sales gain 5 times as great as the average of the 
safety and economy of the automobile. rest of the American automobile industry. 
0 


Ve 





THE AMBASSADOR + THE STATESMAN + THE RAMBLER 


’ Great Cars Since 1902 Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 


THERE’S MUCH OF TOMORROW IN ALL NASH DOES TODAY 


Every great plane that is flying today 
has an integrally-braced body-and- 
frame, with the added strength of Mo- 
nocoque skin-stressing —each part rein- 
forcing the other—built on principles 
identical with Airflyte Construction. 
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Backshop 





--+ by Jack Weed 





7 I was at the Bear front- 
end school checking on the av- 
erage time it takes to do a front- 
end job, balance wheels and switch 
tires—Bear’s Papa Bill Dammann 
and Vic Day practically turned the 
place over to me—I ran into a con- 
dition which every dealer and front- 
end man should know about. 

There are five makes of cars 
in specific year models that the 
boys at Bear are kind enough to 
designate as “sensitive” but which 
I bluntly would catalog as having 
poor front-end engineering. 

All five makes, when the toe-in 
set is made statically (with the car 
at curb weight and with no driver), 
change the steering geometry radi- 
cally the minute that passengers 
get in and baggage weight is in- 
cluded in the trunk. Some of these 
ears change from an %-inch toe-in 
on a static set to as much as a 
%-inch toe-out with four passengers 
and 100 pounds of luggage in the 
trunk. 

a * o 

HIS means that even when a 

conscientious dealer or operator 

makes a front-end adjustment on 
one of these cars without load and 
the owner takes the car out, loads 
his family and luggage in it for a 
trip, he is in trouble the minute he 
starts away. 

He can ruin a set of front tires 
in 2,500 miles and it will be 
neither the driver or the opera- 
tors fault—except that operators 
should know these cars and make 
the toe-in setting for the average 
load. 

If he knows the owner is going 
touring with a full load, he should 
compensate for it in making the 
setting. 

e © o 

ILE checking for the average 

time it took a good operator 
and a “greenie” to go through the 
new suggested type of “package” 
front-end service, the boys ran a 
number of makes of cars over the 
“scuff check” machine to demon- 
strate this change in steering geom- 
etry that takes place between a 
static set and a loaded condition. 

Some cars change verv little 
and some practically do _ not 
change at all but the five men- 
tioned change radically. 

It is up to dealers and operators 
to know the characteristics of each 
model and year of their own cars 
at least so that they can make 
proper allowance for those cars 
which do change radically under 
load. 

se s s 

7HILE at Bear, Papa Dammann 

showed me an interesting little 
“gadget” he picked up while touring 

recently —and is now making in 
limited quantities. It’s a block of 





JITH both traffic and volume 

continuing to drop in the av- 
erage dealer’s service shop, many 
dealers may be interested in the 
results obtained by Miller-Piehl, 
Inc. (Lincoln-Mercury), Rock Is- 
land, Ill., since it started a diag- 
nosis department and actively be- 
gan to use this method of selling 
service to promote better customer 
relations. 

Fred J. Piehl, a member of the 
firm and intensely interested in 
the service operation of this me- 
dium-sized dealership in the heart 
of the tri-city area, claims that 
the diagnosis department has not 
only increased service business 








wood with holes bored on one side 
and a rubber sponge glued on the 
other. 

For cleaning off bugs and de- 
bris from the windshield, it beats 
even the well known corncob and 
is much superior to the dope that 
gas stations use as it cleans the 
glass without leaving a residue 
that will streak the windshield 


‘Continued on Page 58, Col, 1) 


ITS LATEST bulletin, 





Combining Alignment, Balance, Rotation... 





VEN before the current tire 
shortage, there was a definite 
need for a new service to be added 
to those now being offered by fran- 
chised vehicle dealers—a “pack- 
age” service to save undue tire wear 
and to promote better steering. 
All so-called experts agree there 
is a need for a periodic rotation of 
tires and wheel balancing after 
each tire switch. These men, rep- 
resenting vehicle factory service 
management, tire service manage- 
ment and dealer service managers, 
| recognize that the public is losing 








AERA Demand Points Up 
Old Dealer Need 


the Automotive Engine Re- 


builders Assn. reports a resolution adopted May 20 at 
the annual meeting, taking the automotive shop equip- 


ment manufacturers to task for not furnishing the re- 
builders with “parts lists covering replacement parts of 
equipment at the time the sale of the equipment is made 
and’... that the manufacturers of equipment shall extend 
to the jobber sufficient discounts on replacement parts so 


that he can take care of the 
to the trade.” 


handling of said repair parts 


This is one of the principal points of controversy be- 
tween the service executives of the vehicle manufacturers 
and the shop equipment builders—and one that this pub- 


lication has brought to the 


attention of the equipment 


builders from time to time over the past number of years. 

At the present time, this point, plus the need for man- 
uals that will enable the dealer’s mechanics to properly 
service the equipment they have in their own service 
shops, is the crying need of the equipment-builders’ most 


important customers. 


It is one of the principal reasons why more makers of 
heavy shop equipment in particular should never miss an 


opportunity to make contact 


with the car and truck dealer 


body at conventions and meeting places just as often as 


possible. 


The vehicle dealer is recognized as the motivating force 
behind the adoption of any new servicing machine or 
tester. If the dealers take to a machine or tool in large 
numbers, the independent shops and chain service organ- 
izations are forced to buy the same equipment to continue 
to capture the percentage of the business they presently 


enjoy. 


Yet up to this time, the vehicle dealer is largely ignored 
—as far as his most pressing after-sale needs are con- 
cerned. Those firms who do make provision to adequately 
service the products of their manufacture, in the hands 
of the dealer, gradually acquire a larger and larger per- 
centage of the business—and the firms who don’t, con- 
tinue to ignore the dealer as a prime customer and be- 
come irate over the success of the firms who do meet the 
purely basic needs of their most important customers. 

It is to be hoped that the AERA is able to bring about 


what the franchised dealers’ 


spokesmen have been unable 


to do as yet except in a pitifully few cases. 


but has eliminated “come backs” 
and customer “kicks” on service. 
The firm has had but three 
“come backs” in over 300 diagnosis 
operations, including internal, that 
have gone through the department 
since the first of the year. Two of 
these were due to faulty workman- 
ship which happened before the 
company began rechecking every 
job before it went out, and one was 
due to a faulty part. 
* * 7 


OMPARED with a report of 
4 steady service business growth 
in the Miller-Piehl shop for the 


first six months of this year, dur- 
jing which time the firm had its 


diagnosis department in operation, 
|reports from the field indicate that 


dealer service customers generally | 
fell off as much as 14 percent last | 


month, especially in some large 
cities and that service volume de- 
clined approximately 12 percent. 
The only three service opera- 
tions showing a gain in June as 
against figures for the first quar- 
ter of the year were lubrications, 
which appeared on 38.6 percent 
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if they do not take these two serv- 
ices as well as periodic front-end 
alignment. 

Tire men estimate that at least 
one-half of the safe, usable mile- 
age now being built into tires is 
being thrown away due to one of 
three causes: tires not being 
switched at proper and frequent 


enough’ intervals; unbalanced 
wheels, and _ faulty front-end 
alignment. 


Both tire and factory service ex- 
ecutives also recognize that as these 
services are not being sold in a 
“package,” it is costing the aver- 
age owner much more than he 


should have to pay for this protec- | 


tion when bought separately. 

This package service of tire 
switch, wheel balance and front- 
end check and correction can be 


One Detroit dealer, with a $3 labor 
rate, is inaugurating this service 
|at $9.95 for labor only, parts extra. 
+ * * 

SERIES of test runs was re- 

cently made in the school of a 
front-end aligner and _. balancer 
manufacturer. This series of tests 
showed that it took but 16.5 min- 
utes for an average man to check 
for toe-in or out, use the “spinner” 
to determine unbalance condition, 
check front-end caster, camber, 
{turning radius and check for worn 
|parts in the steering assembly. 
| In the same series of tests it 
| was found that a good fast man 
can do a complete front-end cor- 
rection and actual repair of cast- 
er, camber and toe-in in 30 min- 
utes, while a student or slow man 
might take an hour. 

A fast man can do a steering ad- 
justment, including Hi-point, in 35 
minutes, where it might take an 
average or slow man 75 minutes. 

Any experienced mechanic with 
the proper tools and _ facilities 
should be able to switch tires in 
at least 45 minutes. 


| Balancing wheels, 
spinner test, removing, balancing, 
and remounting averaged 45 min- 
utes. 

As there is a repetition of some 
operations in performing’ these 
various services, it is felt that with 
a “package” operation even an or- 
dinary mechanic capable of doing 
these services, should be able to 
complete the job in from 2% to 
three hours. 

* * 7 
ifMODAY dealers—and other serv- 
ice stations are charging from 
$17.50 to as high as $30 for doing 
these operations separately. In one 


| 


Detroit shop recently the three 
services were offered as a “special” 
at $25. 


Tires are often thrown away 
because they show flat spots and 
uneven tread long before the car- 
| cass has shown any evidence of 





wear and while the rest of the 
tread is in good condition. Expe- 


Dealer C laims Diagnosis Cuts Come backs 


more repair orders; brakes, which 
gained 2.2 percent, and chassis 
and front-end service, which 
gained approximately 5 percent. 
Minor motor work, as indicated 
| by a review of over 500,000 job tick- 
jets taken from dealer files on a 
|national basis, fell off nearly 7 per- 
cent and major motor work dropped 
about 1 percent, while body and 
paint shop work remained practic- 
ally static as did oil changes. 
Norman L. Thompson, service 
manager of Miller-Piehl, is not only 
very enthusiastic about the _ in- 
creased volume of business which 
ithe diagnosis department has 
(Continued on Page 57, Col. 1) 


profitably sold by the average deal- | 
er, it is claimed, for not over $10. | 


including the | 


Front-End ‘Package’ 


rience shows that some cars wear 

tires much faster than others and 

that tires wear out far faster in 

some sections of the country than 

in others. 
| Cars with very flexible springs 
| designed to give a “soft” ride seem 
|to need this “package” service more 
|than others. 
The series of tests run off at the 
| front-end school also indicate that 
|'some makes of cars must be set 
|for toe-in with the weight in the 
car that is normally going to be 
carried. One car that was ad- 
justed to a perfect %-inch toe-in 
|light, or to curb weight, threw out 
over %4-inch when loaded with four 
passengers and the equivalent in 
touring baggage. 

* * oJ 

HIS car, therefore, could have 

been checked and_ corrected 
perfectly by the dealer’s service 
department, and still caused its 
owner great tire wear and much 
unnecessary expense if he loaded 
| his family in the vehicle and went 
for a touring vacation. 

Every dealer—or his service per- 
sonnel—should know this charac- 
|teristic of the cars they sell and 
|service. If they have such cars 
|coming into their service depart- 
|ment for this “package” service, 
they should either find out what is 
;the passenger load the owner usu- 
|ally has in his car or make allow- 
ance for this change in steering 
geometry in making the toe-in set- 
ting. 

While tire company service 
managers estimate the average 
tire mileage obtained by all own- 
ers as approximately 20,000 to 21,- 

| 000 miles, it is well known that 
| in a state like New Jersey, where 
| the majority of roads are fairly 
| level, well paved and free from 
many sharp turns, fair mileage 
| is obtained. Other states, like 
| North Dakota, with its hills, 
gravel roads and sharp curves, 
| may wear tires twice as fast. 
| About 12,000 miles may be high 
in such territory. 

In setting up this service, the 
dealer should start a new owner 
off with a complete service and 
|correction service at 5,000 miles or 
|earlier, and then sell the owner 
;}on repeating at least every 10,000 
miles thereafter. 
| Tire switch or rotation should 
| really be done at about 2,500 or 3,000 
| miles—but since many new cars are 
|in the factory warranty period at 
|that time and the dealer might be 
expected to provide this service 
| (Continued on Page 56, Col. 1) 


Gas Consumption 
Increases 11.1% in 


37-State Check 


NEW YORK.—Gasoline consump- 
jtion in May was up 11.1 percent 
jin a 37-state area estimate, re- 
| ported by the American Petroleum 
Institute. 

Total gallonage for May in these 
sections was placed at 2,587,426,000, 
compared with 2,328,434,000 for May 
of 1949. 

Virginia had the highest percent- 
age increase of the eight states 
reported on by the APT last week. 
|It was up 21.9 percent to 70,728,000 
|gallons. Other leaders’ included 
| Utah, up 15 percent to 18,613,000, 
and Florida, up 14.9 percent to 71,- 
691,000. 

Illinois was the leader on a gal- 
lonage basis, with 230,026,000 for a 
14.7 percent increase. That was an 
alltime record for the state, top- 
ping the 200,502,000 gallons used in 
| May, 1949. 
| Other states reporting increases 
| were New Mexico, Maine, Kentucky 
and Colorado. 
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Efficient Service Demands Proper Lighting i“ 7 


Glare Called Major Fault 


By Sanford Markey |cation pit and the lift are targets |occur of the attendant who thought 

Staff Correspondent of observation. The customer who|the car was thoroughly clean only 

CLEVELAND. — A service de-|can “look in” and “look under” |to have the customer drive out- 

partment that operates in the dark | while the mechanic is working feels |Side and discover many missed 
ean seldom be in “the black.” |pleased and satisfied. dirty spots. 

To be in “the black” there must | To help provide this “look in” This can be avoided by re- 





be light; that type of planned (.nq “Jook under,” the lift racks| flecting large areas of bright- 
lighting that provides for effi- 6; pits should be equipped with| mess on the body of the car, 
cient servicing of autos in the |jighting that will not only please| Just as the sky, outdoors, pro- 
least amount of time and at the /the customer, but “insure prompt| Vides large reflecting areas. To 
best possible working conditions. | ~ompletion of lubrication and re-| realize this indoors, says Dorsey, 
Lighting engineers at General |jateq service work.” the car-washing sections should 
Electric’s Nela Park in Cleveland | Pit lighting, according to Dor- | have light colored walls and 


point out that the worst enemies, . a ; . . floors made bright by fluorescent 
of any service unit include such | ao alk Racenoaas ee tahuaean light sources. 

factors as glare, shadows, dim| a in wall niches pe ey on | The mechanics’ bench can be 
light and poor maintenance Con-| Gitner side of the pit. As for bee = i ca te Sa eee NECESSITY OF PROPER LIGHTING—Adequate illumination makes it possible for the 
ao oo Se podg serviceman to locate dirty or hard-to-get-at fittings, thereby assuring the customer an 




















, ditions. . -" 

‘oa To eliminate these faults, ac-| ait isa can be at |waste unit. One assurance of the) |... ste and conatate toe 

ei cording to R. T. Dorsey of the! ge / : y \former is a work bench lighted by 

oe ‘ : ‘ divi-| In pit lighting, wall niches can| pith individual fi t ‘ ‘ 

than General Electric engineering divi- i ‘ either an _ individua uorescent | one section of the shop from the|can serve as a subtle reminder that 
sion at Nela Park, a progressive |be staggered on either side or they|jamp, or by a continuous row of | a / 

‘ |may be positioned to cover the un-| 3 ~ | other, this is the proper time to replace 
ae service department may well rea- y Pp C r the two-lamp, 40-watt fluorescent fix ; : ; 
rings lize the difference between an up-|derbody areas with ample light to | ture. Then there is the customer |the battery, windshield blade, tire, 
seem to-date dollar-saving unit and just |See Most tasks. These units are| Today, many agencies have the| waiting room that can be utilized i or other part that has been 
more another department. | covered with protective glass to|opportunity to provide a flair of| to stimulate sales of parts and | acting up and needs replacement. 

According to Dorsey, glare is ™inimize breakage and to provide|dramatics in their service units.| 2ccessories. Give the customer light; let him 
t the one of the most frequent and for easy cleaning. |For example, lighted markers can| A well-lighted display stand, or|see, and he becomes a_ happier 
that serious lighting faults. Glare, he In car washing, many instances|be used to highlight and identify|a stand spotlighted or floodlighted, | customer. 

. = adds, is “uncomfortable light usu- . : — — ———_ as EE — ——---- - ———_—___ 
. Zc ally originating from windows or 
° q. from filament lamps and to a 
sale lesser degree from fluorescent 
, out tubes. Reflections from shiny 
four surfaces also contribute to this 
& in glare condition. Even if not 
| blinding, glare is tiring.” 
Shadows are another problem for 
the mechanic. Many shadows are 
have caused by cams, lifts, or work 
cted benches. These shadows, or bright 
woe and dark areas in the field of view, | 
its cause eye discomfort similar to 
1uch 
aded 
vent 
per- 
rac- 
and 
cars 
art- 
vice, 
it is 
usu- 
iow- 
ring 
set- $ 
AIDS EFFICIENT WORK—Placing a fluores- 
ice cent fixture such as this just above machines 
Ze on work benches makes seeing much easier. | 
Two white fluorescent tubes may be used in| 
“fl fixtures of this type. 
iat glare because “the eye concen- 
re trates on only one item at a time. 
rly However, the eye is aware of other 
ym things in the surrounding field of 
ge vision. If a worker, concentrating 
ke on his task in front of him is 
Is, aware of much brighter or darker 
PS, surfaces in his field of vision, that 
st. strongly contrasting surface may 
gh become as tiring as direct glare.” 
According to Dorsey, these 
the flaws, including brightness con- 
ner trasts, can be reduced by the 
ind simple expedient of using light 
or colored paint on _ surrounding 
her walls and ceiling. 
000 Also, permanent overhead light- 
ing, supplying illumination of ap- 
uld proximately 50 footcandles should 
000 be basic. Here, the standard cool, 
are white, fluorescent lamps are highly 
at satisfactory for general lighting 
be since they give “interiors a clean, 
ce fresh appearance.” 


Besides, each of the instances 
where glare is encountered, “prop- One Sa le le ads t0 a nl other! 
er shielding and position of light s 
sources with respect to the work- 
} er and his task” can be planned so 
that this problem can be remedied. 


Each of the major subdivisions 
of a service unit should have ad- 








p- g ditional supplementary lighting 

nt best designed to meet specific : 

eta tasks. Dorsey points out that in OT only do more motorists buy Quaker State than any other 

m the body shop, where large areas Pennsylvania motor oil—but three ¢ ' eve ive ter State 
and low brightness are encoun- °. ; i : . ee out of every five Quaker State 

ai tered, the fluorescent unit offers users have been buying it for five years and upwards! 

0, the “most satisfactory general 7 . ; 

- eeesheniiinn * | bl Yes, Quaker State makes and keeps friends—and that’s a mighty 

"4 For many motorists, the lubri-| profitable setup for more than 100,000 dealers throughout the 

es Baltimore Olds Dealers civilized world. Are you getting your share of this business? 

k. . ops ° 

00 Exhibit Design Advances Quaker State Motor Oil is made from 100% pure Pennsylvania 

>d A contrast in automobiles was | 4 . . : ‘ . : 

0, recently exhibited by the Baltimore grade crude oil. It is refined with the most modern oil processing 

Ee Oldsmobile Dealers Assn. when the equipment...and technical skill unsurpassed in the industry. Jt is the 
1950 Palm Beach Holiday coupe ; , B ¢ 

"a was @uelayed aheneside 0 160i finest motor oil, we believe, produced anywhere in the world, 

a ' Oldsmobile in a hotel. 

in The 1901 car was a one-cylinder 

D~ model while the Palm Beach fea- 

in v tures green alligator leather and 
nylon Irish linen upholstery, lac- 

2S quered wicker panels and golden! 


y flax floor mat. | Quaker State Motor Oil - Quaker State Superfine Lubricants - Quaker State Oil Refining Corporation - Oil City, Pennsylvania 
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TRENTON, N. J.—Reluctance of 
grand jurors to indict persons 
charged with causing death on the 
highways “appears to be the prin- 
cipal weakness in the present judi- 
cial process in fatal accident cases,’ 
State Motor Vehicle Director Fer- 
ber asserted in reporting on a 
three-year survey of highway fa- 
tality prosecutions in New Jersey. 

Ferber said an average of 90 
of every 100 cases presented to 
a grand jury were dismissed, and 
of indictments obtained only 
slightly more than half resulted 
in convictions. The latter, he 
noted, also shows a general re- 
luctance of petit jurors to vote 
convictions after trials. 

“Most people, including jurors,” 
he declared, “drive automobiles 
and a number of them, presumably, 
occasionally violate the traffic laws 
when driving. Thus, it is not easy 
(unfortunately for traffic safety) 
for some jurors sitting in judgment 
in fatal accident cases to exclude 
from their minds the uneasy feel- 








Killers Get Off Easy 


New Jersey Finds Grand Jurors Reluctant 
To Indict Fatal Accident Drivers 
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ing that ‘there, but for the grace 
of God, go I.’ 

“If it were possible to select as 
jurors only those who personally, or 
whose immediate families, had suf- 


’| fered from traffic accidents caused 


by careless or irresponsible drivers, 
I am sure that a reversal of the 
present low prosecution’ trend 
would follow.” 

Ferber based his findings on a 
survey of highway deaths in New 
Jersey for the years 1947, 1948 
and 1949. There were 1,827 per- 
sons killed on New Jersey streets 
and highways during this three- 
year period, he said. Of the 1,331 
drivers who survived the acci- 
dents, only 139 were indicted by 
grand juries. 

Seventy-six of the 139 were con- 
victed and of those convicted only 
15 defendants got jail terms rang- 
ing from six months to two to 
three years. The balance were given 
fines ranging from $150 to the 
maximum of $1,000 or received 
suspended jail sentences or r proba- 













FINISHING TOUCHES BEING APPLIED—The Ernest Ingold Chevrolet used-car building, 
San Francisco, is now open for business. The building has over 60,000 square feet of space 


for displaying, reconditioning and storing used cars. The dealership has been praised by 
Chevrolet officials for its broad use of the OK emblem which is so conspicuous on the 
| new building. 


tion. Some got combinations * division of motor vehicles of 
two or three of these penalties. violations that were responsible for 
Declaring that any serious viola-|the fatal accidents.” 
tion of the traffic or motor vehicle | 
statutes that is ~ =. | 
of a fatal accident shou e suffi- ? 
cient evidence for consideration of | Tony Piet Motor Sales, Inc., Chi- 
an indictment, Ferber added: cago, was honored with Pontiac’s 
“It is interesting to note that in|“Better Dealer” award. The com- 
284 of the 1,192 cases that were|pany’s president, Tony Piet, for- 
dismissed in the grand jury room|mer Chicago White Sox baseball 
there was evidence on record in/|star, received an oil painting of 
both the municipal courts and in/|Chief Pontiac. 


Pontiac Honors Piet 


“Our Linco/n Lubricating Equipment 


gives us the 


=. 
<5. 
ee 


John M. Anderson 
Service Mgr. 
Southern Motors, Inc 
Oldsmobile-Cadilloc Dealer 
Memphis, Tenn. 


best in dependable, 


trouble-free service.” 





“Our new Lincoln lubrication department, consisting of two six- 
unit Cabinet Lubreels supplied from remotely located Lincoln pumping 
units, has given us the best in dependable, trouble-free service. 


“The distinctive styling of the cabinets assures our customers that we have the latest 


in modern designed lubricating equipment. 


With hose outlets for all services 


centralized in the Cabinet Lubreels located between the lifts, we save time and 
steps, and have increased the number of lubrication jobs we can handle per day.” 


John M. Anderson, Service Mgr. 
Southern Motors, Inc., Memphis, Tenn. 


LINCOLN EQUIPMENT IS GUARANTEED 


by over 25 years of dependable service. Service 
outlets, stocked with genuine Lincoln parts and 
staffed with factory-trained mechanics, are stra- 
tegically located, coast-to-coast, to serve every 


Lincoln user. 


REPLACE LOST AND DAMAGED FITTINGS WITH 
LINCOLN BULLNECK* FITTINGS 


The modern fitting with the Ball-in-the-Top... 
the choice of original equipment manufac- 
turers in the automotive and farm implement 





For more information on Lincoln Business Building Lubri- 
cating Equipment, ask your Lincoln Wholesaler or write 


LINCOLN ENGINEERING COMPANY 


5709 Natural Bridge Ave. . 





industries. Seals dirt out... grease in. 


St, Louis 20, Mo. 


INCREASE YOUR BUSINESS WITH 


Linco/n 
(Engine 


LUBRICATING EQUIPMENT 


e@ INSURES Dependable Performance 
@ ASSURES Fast, Easy Operation 

@ PROVIDES Trouble-Free Service 

@ BUILDS Customer Confidence 


*Registered Tradenome 
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Business Census 
Sees Auto Trade 
Growing in Mich. 


DETROIT.—The motor vehicle is 
playing an important role in Michi- 
gan’s growing retail, wholesale and 
service trades, according to the 
latest U. S. census of business. 


Preliminary results of the 1948 
census show a great expansion of 
business activity for the state since 
1939, both in dollar volume and 
employment. It also indicates that 
a large share of this increase in 
trade is traceable to the motor ve- 
hicle and its use. 

Nearly 18.5 percent of the busi- 
ness establishments in the state 
covered by the census were auto- 
motive. These firms accounted for 
16.4 percent of all 1948 sales and 
receipts tabulated. They provided 
|13.4 percent of the total employ- 
ment reported by Michigan retail. 
wholesale and service businesses, 
the bureau of census said. 


For the census year, the report 
lists 18,967 retail automotive estab- 
lishments in Michigan. This figure 
includes vehicle dealers and mer- 
chandisers of parts and accessories 
These enterprises took in more 





._|than $2,000,000,000 during the year 


}and employed about 77,650 Michi- 
| gan men and women. 

A total of 8,492 gasoline service 

| Stations were counted, whose sales 
|and receipts amounted to $347.358.- 
| 000. Employes numbered 13,335. 
| Michigan automotive wholesale 
supply houses, numbering 478, em- 
ploved 4,493 persons and sold nearlv 
| $121,000,000 worth of goods. There 
|were 3,677 automotive repair and 
service shops, with total 1948 sales 
;and receipts of $61,059,000 and 6.432 
employes. 

Petroleum bulk plants and ter- 
minals numbered 1,074. The volume 
of their business reached $494.776.- 
000 and they employed 4,760 


Parts Shortage 
Hits Old Cars 


In Australia 


SYDNEY. — (UTPS) — The ques- 
|tion of spare parts for old cars is 
a problem not only for the motorist 
|but for the dealer and distributor 
because of the large amount of 
capital now needed to stock the 
Shelves of service stations. 


More than 20 percent of the cars 
| registered in Australia at the pres- 
ent time are over 20 years of age 
and to provide parts dealers have 
|to carry a wide range of slow sell- 
jing lines. One dealer is known to 
ibe carrying over $67,000 worth of 
| parts on his shelves. 


During the war, overseas manu- 
|facturers ceased making parts for 
| many old models and the industry 
| in Australia has had to rely en- 
|tirely on local products to meet the 
jneeds of old cars on the road. 


Now the position has _ been 
reached when the local manufac- 
turers will not accept orders for 
| small quantities because to do so 
upsets the output of the plant. 

The fact that a huge increase 
has taken place in the number of 
vehicles registered means that not 
;only the old cars but the flood of 
new ones have to be serviced. Thus 
|part orders for old cars cannot be 
|supplied quickly and often have to 
be ordered months ahead of re- 
quirements. 
| To meet the demand many plants 
are working overtime at time-and- 
|a-half rates, which means that the 
|parts cost more and more. In fact, 
|the position is fast arriving when 
}an old-model car will be too ex- 
pensive to weep on the road. 


|Wilkening to Handle 
'Siloo and Loosite 


NEW YORK. — The Siloo and 
Loosite products of Petroleum Sol- 
vents Corp., New York, now are 
also distributed by Wilkening Mfg. 
Co., Philadelphia, maker of Pedrick 
| piston rings, a joint announcement 
| by the two companies states. 
| It was pointed out that the Wil- 
|kening distribution means addi- 
tional outlets, and is not intended 
|to conflict with the established 
merchandising practices of Petro- 
\leum Solvents Corp. The products 
| distributed by Wilkening will carry 
the Pedrick trade name along with 
Siloo and Loosite, it was said. 
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increase Road Development, Allman Urges. . . 





Highways ‘Bound’ to Wear Out 


DETROIT. — Highways are not, superior 
monuments to be preserved for! labor. 


conditions 
it moves the 


working 
In addition 


posterity, says L. C. Allman, presi-/families of working people from 
dent of the Truck-Trailer Manu-|slum or blighted areas into more 


facturers’ Assn. 


healthful neighborhoods where 


They are part of the American|they can obtain better conditions 
industrial system and, like a ma-|in which to raise families.” 


chine which produces, can be ex-| 
pected to and should wear out in| 
the course of time, Allman believes. | 


“The highway plant is not a 
static thing, it cannot remain as 
it is any more than the automo- 
tive industry can continue to pro- 
duce the same types of cars and 
trucks year after year.” 
Emphasizing that highway de- 

velopment can proceed without a 
crushing burden of taxes, Allman 
declared: “We are at the cross- 
roads of highway development in| 
America. We can freeze it where} 
it is or we can go forward with 
plans for wider, better roads with 
resultant better service to our 
people and industry.” 

Bridges present a problem to 
truckers that is frequently over- 
looked, Allman says. In many 
cases they are not strong enough 
to permit the legal maximums, | 
thus preventing an operator from 
taking advantage of the law. 


The trucking industry’s posi- | 
tion in regard to this condition, 
says Allman, is: “If we have 
weak bridges, engineers should 
strengthen them. If we contem- 
plate new bridges, we should 
make very sure that they are 
strong enough to handle what- 
ever traffic and loads the future 
may indicate. Bridges last from 
50 to 75 years. Therefore, they 
represent a ceiling on load limits 
on that road for that period of 
time.” 

The proper approach to any pro- 
gram of road building, Allman be- 
lieves, is first to determine what 
industrial demands will be made on | 
the highway plant in the future. He | 
says it is possible to make a close} 
conjecture on this point and it is 
unwise to settle for less. 

“The highway is part of our in- 
dustrial pattern and what we pro- 
vide in roadways has a direct bear- 
ing on our industrial operation. 
Also, industry has a right to expect | 
this consideration because all taxes 
for the building and maintenance 
of highways come, directly or in- 
directly, from business.” 

In commenting on the develop- 
ment of the trucking industry in 
America during the last two de- 
cades, he expressed the opinion 
that it had contributed a great 
deal to the change in the living 
habits of Americans. 

“According to a recent survey 
in Fortune the average American 
family spends more money for 
transportation than for any other 
item in its budget with the 
possible exception of food. 

Stating the public does not al- 
ways give full weight to the con- | 
tribution trucks have made in| 
raising the standard of living in| 
America, Allman said, they have 
made it possible for many folks| 
to enjoy the benefits of suburban | 
or country life without sacrificing | 
the conveniences of city life. 
“Indirectly,” he said, “they have} 
contributed a great deal more} 
toward the decentralization of in-| 
dustry by permitting industry to| 
move out of the congested, indus- 
trial areas usually in the core of 
our cities to better, more modern 
plants on the outskirts of the 
cities. 
“And this, in turn, provides | 





Jambor Adds 500 Items 


To Bull Dog Line 

MILWAUKEE.—Expansion of the 
Jambor Tool & Stamping Co. here | 
is marked by the addition of about 
500 items to the Bull Dog line of 
automotive replacement parts, ac- 
cording to Hans Hossli, sales man- 
ager. 

The line, manufactured for na-}| 
tional distribution and export, now} 
consists of 3,000 replacement parts 
for all leading makes of cars 
through 1950. Recently added items 
include valves for all makes and 
models; motor and chassis parts 
for Buicks; complete motor mount 
Setups for all automobiles, and a 
More nearly complete line of water 
pumps for popular makes, it states. 


More retail centers are moving 
out of congested areas in the 
city and more industry is aban- 
doning traditional sites because 
trucks have brought to the 
people and to industry, a lower- 
cost, faster and more flexible 


service, Allman noted. 


“There are few, if any, isolated 
outposts in America today. The 


for farmers or the rural villagers can 


|purchase the same quality of fresh 
foodstuffs that once were available 
}Only to those within easy access to 
|the cities. The old general store is 
|a super market with a tempting 
array of fresh meats, breads, 
|pastries and frozen green vege- 
itables . . . all delivered daily by 
| truck,” he said. 


}census of the present highways of 
any state would show that a very 
large part of the motor vehicle 
miles are for this purpose, he said. 





| The highways of all nations have | 
| been built primarily to facilitate | 
the conduct of business and a/| 
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lhree Great 
GOLDEN 
\AMVERSAR} 


Lights 









| : , 
PACKARD HONORS J. EARL WATERS FIRM IN ST. PETERSBURG, FLA.—The dealership 
| was cited with the Gold Seal plaque. J. Earl Waters, president, has been associated with 
| Packard since 1934, Left to right: Waters, Loretta Laidlaw, office manager, Walter Dyer, 
service manager, and William Lange, parts manager. 








HASTINGS HEAVY-DUTY SETS FOR TRUCKS AND TRACTORS 


@® More than four years of field testing have confirmed the 
Hastings principle of putting chrome where it is most needed — on 


the oil control rings. 


Hastings heavy-duty Chrome Sets, with Chrome-Faced Steel-Vent 
and Chromlube oil rings, are out-performing all previously known 
ring combinations. They greatly increase expected piston ring life 


even under severe conditions. 


Under any operating conditions, you'll get greater resistance to 
scuffing, less cylinder wall drag and longer life with Hastings Chrome 
Sets. Available now for nearly all trucks and tractors. 


HASTINGS MANUFACTURING COMPANY .- 





Hastings Ltd., Toronto 
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HASTINGS, MICHIGAN 






Hairline Contact 


The chrome-faced edge of Hastings steel 
segments is not flat, but round. This rounded 
edge gives a fine, hairline contact with cylin- 
der wall—helps the ring seat properly with 
greatly reduced cylinder wall drag. 


STEEL-VENT 
PISTON RINGS 


NGS 


CHROME-FACED FOR HEAVY-DUTY SERVICE 











TIRE CHANGER—Salsbury Corp., il6! €. 
Florence Ave., Los Angeles, has announced 
that it has been granted an exclusive license 
by Raymond A. Weaver and Bonnie Day 
covering world manufacturing and sales rights 
to the machine developed by them. A new 
streamlined model has been designed and 
is now in production. Model ''C"' incorpor- 
ates the same basic features of the past, 
and in addition, many new improvements 
have been developed to reduce service prob- 
lems to a minimum and provide for longer 
trouble free service in hard usage, the com- 


pany states. 
+ * 





MAKES SIGNS SHINE—A new Scotchlite 
reflective sheeting that makes signs “brightly 
visible to motorists both day and night, in 
any kind of weather,’ has been announced. 
The material is expected to be used on both 
roadside and over-hanging signs, at auto 
dealerships, service stations and used-car lots. 


Other uses will include reflectorization of 
traffic signs, outdoor advertising signs, and 
trucks and buses. It reflects auto headlights 


ey at night—up to 220 times brighter 
than ite paint, it was announced by Minne- 
sota Mining and Mfg. Co., St. Paul. As a 
result, sign shops can now make signs that 
reflect brightly in full color at night, regard- 
less of weather and regardiess of the angle 
from which the sign is seen, the company 
states. The material retains 90 percent of its 
reflective brightness “under even the heaviest 
rainfall," the firm said. 





TWO-POST LIFT—Joyce-Cridland Co., Day- 
ton, O., 3, has announced the new Joyce 
Model 27 Deluxe Shopmaster lift. This new 
lift now ready for delivery has been proved 
in service to save up to 40 percent on many 


typical service operations, the firm states. 
It is floor-flush when the lift is down and 
has completely automatic door action. The 


front cradle is self-centering and self-adjust- 
ing, the maker adds. It fits all cars with no 
manual adjustment. The front cradle has a 
deep throat which gives maximum accessibil- 
ity and vision. Metal front wheel locator wells 
made as an integral part of the front door 
assembly make quick spotting easy. 





REPLACEMENT FENDER WELT — 
Quick-Trim Co., 8637 W. 3rd St., Los Angeles, 
states that its product offers an exclusive 
drive-in feature which means that it can be 
put in place firmly and smoothly in a matter 
of minutes. There is no need to remove 
fenders or even loosen them, the old bead 
is merely trimmed off and Quick-Trim in- 
serted between fender and body, it adds. 


Martin 
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PULLER FOR SERVICE WORK—A larger 
capacity Mighty Midget model has been an- 
nounced by Coffing Hoist Co., Danville, Ill. 


A hand-operated hoist or puller, it weighs 
9/2 pounds, takes up less than a foot of 
space, handles a full 1,000-pound load on 
any lifting, stretching or pulling job, the 
manufacturer says. | 

* * * | 








WILLARD'S LATEST—The Heavy Duty De- 
Luxe battery withstands the higher tempera- | 
tures of today's underhood installations, and 
provides more cranking power for today's 
higher compression engines, the Cleveland | 
manufacturer states. An entirely new sealing | 
compound and re-designed container are 
credited with the new battery's resistance to | 
heat, according to C. H. Endress, Willard | 
chief engineer 





| 
REVERSIBLE DRILL—A standard duty, '/2- | 
inch electric drill with built in toggle-type | 
reversing switch, has been announced by 
Cummins Portable Tools, 4740 Ravenswood | 


| chain, 
| nounced by Round Associate Chain Compa- 
| nies, 











LOOKING BACKWARDS — Supersite Corp.., | 
384 Canal Place, New York, has introduced 
its No. 57 four-inch head side-view mirror. 
It comes with two polyethylene gaskets to per- 
mit mounting on curved or straight surfaces 
and can be used on either the left or right 
side, the company says. The mirror glass is 
available in gunmetal, gold or clear colors. 
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| troit 27. 








new bar-reinforced tire 
Round T-Bar, is an- 


ROUND-T-BAR—A 
known as the 


Outstanding feature of the new chain 
is a series of triangular shaped safety cross 
bars double welded to contact links of the 
cross chains, it is stated. These provide dou- 
ble the usual chain metal thickness at points 
of maximum road contact, according to the 
manufacturer. They greatly increase chain 


| life and make possible far greater traction 


and driving safety than is possible with con- 
ventional type chains, it claims. Are avail- 
able from all Round Associate Chain Com- 
panies. These include The Cleveland Chain 
& Mfg. Co., Cleveland; The Bridgeport Chain 





Ave., Chicago. The drill was designed for|/g mtg. Co., Bridgeport, Conn.; Round Cali- 
deep we in heavy timbers, creosote | fornia Chain Co., South San Francisco and 
planking and sappy wet lumber, says Cum-/1o, Angeles; The Round Chain & Mfg. Co., 
mings. |Chicago; Seattle Chain & Mfg. Co., Se- 
|attle; The Southern Chain & Mfg. Co., Bir- 

° * ° | mingham, Ala., and Woodhouse Chain Works, | 


| Trenton, N. J 








SELF CANCELLING DIRECTIONAL SIGNAL 
—Parker Products, Inc., Minneapolis, manu- 
facturer of automotive accessories, recently 
announced a 2500 series Direct-A-Lite direc- 
tional signals to fit most all makes of pas- 
senger cars and trucks. Is available for either 
automatic or manual operation and includes 
@ patented flasher. It comes complete with 
master control switch assembly and all neces- 
sary wiring and equipment for easy installa- 





GREASE-FITTINGS DISPLAY—Universal Lu- 
bricating Systems, Inc., Oakmont, Pa., has 
taken its 20 styles and sizes of fittings out 
of bulk cartons and has begun prepackaging 
them in small, transparent Pliofilm pouches. 





| Ferndale, _ ay E 
| Chrysler, Plymouth, Dodge and DeSoto, and|Co., 836 W. Kinzie St., Chicago 22. 


| 
| 
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VANITY HORN RING—A full ring with an| 
illuminated mirror and a_ vanity compart- | 
ment, designed to fit all Ford models from) 
1941 to 1950, has been placed on the market | 
by Link Engineering Co., 13845 Elmira, De-| 
The ring is I! inches in diameter | 
and has at its center a maroon plastic me-| 
dallion which serves as a lid for a maroon| 
plush-lined vanity case which affords a con-| 
venient place for keeping compact, lipstick, | 
cigarets, pencil, memo pad, etc. A push of 
a button permits the medallion to be swung 
upward, disclosing on its under side a steel 
mirror illuminated by a bulb which turns on 
automatically when the medallion is raised 





FORD PYLON—Neon Products, Inc., Lima, 
O., produces this plastic pylon for Ford deal 
ers' used-car and truck lots. It is 15!/2 feet 
high and rests on a two-foot concrete base 
The interior frame, of rigid fabricated steel 
does not shadow the face. The main body of 
the sign is of 3/l6-inch yellow pigmated 
plexiglas. There are 10 fluorescent lamps in- 
side the stem. 


* co * 





COOL MOTORING—This triangular device, 
known as "'Koolbreez,"’ clamps onto the front 
lend of the rotating ventilator window. When 
|the latter is opened wide, the Koolbreez 
catches the inrushing air and throws it down 
to the car floor. The draft thus created forces 
engine heat out and cools the motorist's 
feet, says the manufacturer. It is offered in 
a choice of crystal-clear or an assortment of 
four glare-reducing clear Tenite colors. The 





TROUBLE LIGHT—Standard Portable Cord 
division, Lincoln Park Industries, Inc., James- 
town, N. Y., has added a permanent hyflux 
adinico magnetic base extension light to its 
line. It can be attached to any ferrous sur- 
face and the bulb, on a universal ball swivel 


joint, can be turned in all directions, the es P 
plastic is said to be tough and non-shattering, 

company reports. easy to clean and resistant to weather. It 
* * * is attached by rivets to a metal clamp which 


fits over the rims of the car windows. Kool- 
breez is a product of Blake Mfg. Co., Tulsa 
Okla. 


* * 2 








FITS 5 CARS—A stainless steel shield for| 
the filler pipe opening has been introduced | 
by Denton Hassell, 195 W. 9 Mile Rd., 


LIQUID SOLDERING FLUX—Divco No. 229 
Mich. The shield fits the 1950|has been made available by 


Division Lead 
This 
To install the shield it is only| liquid flux eliminates practically all of the 
necessary to remove the gas cap and press/cleaning and burnishing of metal parts usu- 
onto the filler pipe neck No bolts are ally necessary before a soldering job can 
required and no drilling needed be done, the maker gtotes. 

* * * 


the ‘49 Ford. 





EXTENSION BOOM WRECKER—A new wrecker developed by Ashton Power Wrecker 
Equipment Co., Inc., Detroit has a boom that not only swings in an 80 degree arc but 
can be extended by power or manually from the normal 8!/2 feet to approximately 14 feet 
in length. In full elevated position the boom head on the wrecker is over 16 feet from 
the ground. This not only facilitates loading bulky items into the wrecker body or other 
vehicle but becomes extremely useful in many other wrecker operations it is claimed. The 
heavy cold drawn seamless steel tubing extension section is adjustable to six positions from 
103 to 168 inches. Head can be extended with either two-ton hand winch or 7'/2 ton 





The smali-unit container is fabricated by 


tion, the firm states. 
Shellmar Products Corp., Mount Vernon, O 


power winch. 
(Continued on Page 47, Col. 1) 
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a built-in magnet speaker. The 


custom model 503 has a separate 
control panel and full-size speaker 
Jobbers are being offered a (for installation behind the instru- 
ment panel 
Model 
control. 


or under the dash. 
505 also has pushbutton 








BRAKE-DRUM LATHE — Model DL-2I-FM, 
with a drum capacity of 25 by 7 inches, is 
announced by Dixie Machine Tool, P. O. Box 
625, Cincinnati. The unit is powered by a 
V-horsepower motor, which is housed in the 
ase. This model has an automatic feed and 
shut-off and it handles most drums in one 
cut, says the firm. 


RU 
| Speed Way Reports Addition 


| 
|Of New Drill to Line 
SpeedWay Mfg. Co., Cicero, IIl., 
announces an addition to its line of 
type 400, half-inch capacity speed 
drill. Its new drill, the firm says, 
|weighs only 8% pounds and deliv- 
lers a full half-horsepower at the 
drill point under normal load. 
The new drill is characterized by 
a compact design and streamlined 
appearance, it is added. 
| * 


* * 





DRESSES UP CAR—A chrome-plated, drive- 
lin fender welt, suitable for replacing old 
fender welts or conventional black welts, is 
| announced by Marson Corp. of Revere, Mass. 
Named Chrome Zip-Welt, it goes on with- 
out loosening or removing the fender. The 
welt is constructed with rustproof, tooth-like 
| clips about 3 inches apart. The clips are in- 
serted between the car body and fender. 
(Continued on Page 48, Col, 1) 








a ILL LA 
PROFITABLE ELECTRICAL 


DIAGNOSIS AND SERVICE 


1. F/AD THE TROUBLE WITH 
ALLEN Déat-Chek 


Dial-Chek saves time — increases profits 


— promotes the sale of parts 


and labor — 


and makes satisfied customers for you! 
Dial-Chek is a new method that makes 


trouble location faster, easier 


and positive. 


2. FAX THE TROUBLE WITH 


ALLEN “PAC 


KAGED” 


SERVICE DEPARTMENT 


Do all the work in your own shop — keep 


all the profits for yourself ! 


Here is a com- 


plete department for testing and servicing 


BATTERIES, 


GENERATORS, REGU- 


LATORS, STARTERS AND CABLES. 


SEND FOR THIS 


Complete information 


customers. 


Nome___ 
Street 
City a 
SO eiccatiens 


ION 

= |New Catalog Describes 

New Products  Preeeenrs aes 
| new complete line folder on 
’ (Continued from Page 46) | Prest-O-Lite batteries which is 
, | designed for a jobber catalog in- 
An illustrated, 12-page booklet,|at low temperatures has been an- sert, according to A. A. Feld- 
“In the Shop with Armco Cold nounced by Master, 4444 Brook- man, sales manager. A two-color 
Rolled Paintgrip,” outlines aP- lyn Ave., Los Angeles. catalog showing the construc- 
ee a sae mere ht = Fog-gone remains effective for a tional and service advantages of 
perry I ay ser rg long period of time and at low tem- the Hi-Level battery as well as 
coated and bonderized sheet metal. M ‘lai the constructional features of the 
It is published by Armco Steel | Peratures, Master claims entire Prest-O-Lite line, it is 
Corp., Middletown, O. 4 available to wholesalers and 

* * dealers. 

In an introductory spread, the 
folder explains why the Hi-Level 
battery needs water only three 
times a year in normal car use 
and gives 70 percent longer life, 
the company states. Other pages 

| list types of bus, truck, tractor, 
marine and diesel starting units, 
and there is a page devoted to 
Passenger-car replacement data, 
* * * 
1951 Car Radio Models 
ale nn ll Introduced by Philco 
AIL S—Five models of Dynatone ; ‘ : 
extensions are announced by Goerlich's, 619). Philco Corp., Philadelphia, has 
Smith St., Toledo. The devices, says the firm, | introduced three 1951 model radios. 
7 = wore oraree Pe a ee = Model 501 includes five miniature 
ima, | chrome. The model names are the cornet, ; 
deal |18 Diplomat, T9 Aristocrat, TIO Firefly and tubes, rectifier, tuned RF stage, 
» feet | TIL Wasp. three-gang permeability tuner and 
base _ ——— - ee 
steel, 
ndy of 
mated 
ps in- 
SAVES FLOOR SPACE—A new long parts 
shelving unit designed specifically for the 
storage of long, awkward parts has been 
developed by the automobile shelving depart- 
ment of Berger Manufacturing division, Re- 
public Steel Corp., Canton, O. No. 1428 
eliminates cluttered aisles since it stores long 
parts in a vertical position between dividers 
which are easily adjusted to meet the re- 
quirements of various sizes and types of 
parts. The long parts section measures 36 
inches wide, 48 inches high and 24 inches 
deep. Overall size is 36 by 96 by 24 inches. ion 
The cross bars which hold divider bars are + eis. 
— up and ge one-inch centers, <vOunst gure Roe p 
and the front to rear divider bars are ad- 45% gpittht: - FROUy 
justable across on two-inch centers “SS 70 ENGive ae 
* * * 
adel 
levice, 
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= 
LIFE-SIZE PROMOTION —A floor display 
which features an assortment of Hygrade 
Fingertip System kits for carburetor rebuild- 
ing is announced by Hygrade Products divi- | 
sion, Standard Motor Products, 35-35 35th St., 
Long Island City, N. Y. The assortment is also 
furnished with all tools and testers necessary 
to set up a carburetor department, says the 
firm 
+ + * 
lo. 229 
| Lead 
. von 
of the 
ts usu- 
ib can 
a 
Diagnosis and Tune-Up Service is Big Business — 
CAR ENGINE HEATER—It is being offered it can be one of the biggest money-making depart- 
or the first time in this country by Gen- 5 
eral } et ll Industrial Heating divisions. | ments in your shop! Allen DIAL-CHEK finds the 
e alrod engine heater pre-warms the ‘ 
coolant which surrounds the car's engine trouble at once and without doubt as rN Ite “Pack- 
block. It reduces engine wear and starting - : A C 
load on the battery, G-E engineers said, and aged” Electrical Testing and Service Department 
Se spends warmup of the car heater. In 
ty ah etl bed bee eee Merchandiser contains all the equipment necessary 
mersion type) that is not affected by anti- | f - P 
freeze compounds, the company states. It or complete, efficient and profitable repair work. 
is rated 400 watts at 115 volts to provide a i X * 
ample heat even to sub-zero temperatures, This systematic procedure makes Diagnosis a 
s 
Ss oe chargeable flat-rate operation. 
Nrecker " " si 
rc but Fog-Gone Said to Prevent 
ee 
yt from Fogging of Glass, Plastics yaN i i a nN 
r other : . , i . : 
od. The 5 A liquid which is said to prevent aes LLU EQUIPMENT CO 
is from forgvi 
My ton ogging of glass and transparent KALAMAZOO, MICHIGAN 


Plastic in humid atmospheres and 





744 


on Allen DIAL-CHEK 


and Allen “PACKAGED” 
SERVICE DEPARTMENT — 
A n7e be CoM Lol Leo LiLEy 
better service, and happier 


ALLEN ELECTRIC & EQUIPMENT CO. 
1844 N. Pitcher St., Kalamazoo, Mich. 


Please send us the free book ‘‘Dial-Chek Takes the 
Mystery Out of Diagnosis.” 








Phenolic plastic cloth and plas- 
metal 
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of plastic tubing, in which the | 
fixed part of the antenna rests. In 
addition to its novelty appeal, the | 


permanently repair 
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pletely with a minimum of rub- 
bing. It is applied with a soft cloth, 
then wiped clean. In addition to 
,its use as a spot remover it can 
|be employed for removing wax 
|from car surfaces preparatory to 
| applying new silicone type polishes, 
| Speco says. 


rusted out or damaged mufflers, 
fenders, body sections, and fills in 


cracks, dents and scratches, says 
Pioneer Chemical and Mfg. Co.,|that draws a minimum of current 
Marine division, 1828 Columbus|from the car’s battery. 


Rd., Cleveland. 

No skill or special tools are re- 
quired, the company says. Pioneer 
claims it can also repair gas tanks, | 
oil and gas lines, motor blocks and | 
cylinder heads, 


* * * | 


Illuminated Antenna Doubles | 
As Parking Safety Light 


A lucite-enclosed auto radio an- 
tenna that lights up along its bot- 
tom section is being marketed un- 
der the name “Tenna-Beam” by In- 
suline Corp. of America, 3602 35th 
Ave., Long Island City 1, N. Y. 

The illumination is furnished by 
a six-volt bulb in the casting that 
forms the base of the aerial, un- 
der the cowl. 








“Tenna-Beam” 
also as an efficient parking light | 
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THERE WAS an old woman who lived in a shoe, 
She had so many children she didn’t know what to do; 
She gave them some broth without any bread, 
Then whipped them all soundly and sent them to bed! 


bee aa 


one-piece windshield cars, 
Corp. of America, 83! S$ 
cago. The one model fits most cars and trucks | 





“aristocrat” 


says 


is claimed useful | 





visor is 
transparent and designed for hardtops and 


Vision-Visor | 
Wabash Ave., Chi- | 


. . Thus was solved the biggest inventory problem in history; 


but the dickens of it all was t 


hat this solution oiYered only temporary 


relief, for with every morning the poor old woman woke 


to find her inventory problems with her yet. 


NOT SO with your automotive paint inventory headaches, 


for you can whip these problems permanently with the high-precision 

R-M Tintometer Color Matching System. You can, whether you are a Jobber 
or Refinisher, maintain a very small paint inventory, yet quickly and 
accurately PREPARE ANY CAR COLOR AS NEEDED. You can assure 


yourself a consistent stock turnover and increase your operating profits! 


Drop us a card or call us now for details! 


RINSHED-MASON 


COMPANY 


5935 


| saturation breaker plate for 








BREAKER PLATE—Machined Parts Corp., 
6209 Hamilton Ave., Detroit, offers a long 
Ford and Mer- | 
comes packaged with a | 
sweep type rotor and Mapco power jets. | 
The combination is said to give up to 30) 
percent better acceleration, 10 to 20 percent | 
higher speeds and increased point life. | 


cury. The plate 


* * * 


| Speco Develops Cleaner 


For Spots, Car Surfaces 


Taraway, a liquid tar and road 
oil remover for automobiles, is an- | 
nounced by Speco, Inc., 7308 Asso- | 
ciate Ave., Cleveland. According to 


‘ ‘ _| and it is clamped to the rain gutter without > ‘ » ae 
The light is con drilling holes, the company says. The lucite the manufacturer, Taraway re 
panels are available in blue or green. moves spots quickly and com- 


MILFORD, DETROIT 


HIGH CAPACITY—A 


batteries 
Batteries, 


le old woman solved the... 


10, 





Inc., 





MICHIGAN 


line of Rebat HC 
has been announced by Reading 


Box 916, Reading, Pa. Rated 
| from 115 to 160 ampere hours capacity, the * * * 
| batteries were designed to offer greater re- 

serve power for hard 
electrical loads, says the company. 





BIG SUPPLY—Roll-O-Matic Chain Co., 200 
Wyandotte, Kansas City, says it is prepared 
to fill any jobber or dealer order for its tire 
chains. Because rollers enable the crosslinks 
to turn, thus distributing wear on both sides 
the company claims longer life for its chains 
The cross links are also said to snap on and 
off eliminating the need for tools in replace 
ment. 





starting and heavier 





| BRAKE BLEEDER—This One-Man automatic 


| model is made by Arsco Mfg. Co., 451 10th 
| Ave., New York. One, or all four wheels can 
be bled at one time by attaching an as- 
sembly to each wheel cylinder, the company 
states 





OUT-OF-SIGHT STORAGE — An all-steel 
| compartment, which fits under front seats of 
| 1949-50 Chevrolets, Fords, Plymouths, Mer 
curys, Dodges and Oldsmobiles, is announced 
by General Steel Products Corp., 133 Avery 
Ave., Flushing, N. Y. AutoDrawr, which comes 
in black, grey and brown, has over 350 cubic 
inches of space, says the firm 





SHUTS OFF ENGINE—A switch for trucks 
buses and other vehicies, which automatically 
stops the engine after two minutes’ idling 
time, is announced by Transportation Safety 
Appliances, 343 S$. Dearborn St., Chicago 
| Idie-Miser is said to cut the ignition instantly 
if the vehicle is overturned, thus preventing 
fires. The unit mounts on tne engine side of 
| the fire wall 





* * a 


Wheel Weights Offers Book 
On Wheel Balance Line 

The L & H Balance Weight cat 
alog, issued by Wheel Weights, Inc. 
Detroit 34, describes the com- 
pany’s complete line of wheel bal- 


ance weights for both cars and 
trucks. 
The line features two series for 


cars and seven types for trucks 
j}and buses. The catalog also intro- 
iduces the L & H_ intermediate 
{truck weight, designed for light 
(Continued on Page 49, Col. 1) 
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dercoats according to the color . tm Camden, N. J. Silicones have been 


of the finish. Accompanying the added to the pure carnauba wax 
e W r Oo Uu C t S color chips are writeups of every 


content of all Whiz lusterize wax 
: i oe including Sa. | _ a in the firm’s Auto 
tions of the advantages of dif- eauty ; 

ee ee In addition to a pint can of the 
lusterize liquid wax with silicones, 
the kit contains a pint of lusterize 
liquid cleaner for cleaning and 

preparing a car surface before 

waxing. 


ferent types, how to apply them, | 
commercial vehicles. Also de-|stations, garages and car dealer| drying time, and recommend 
scribed as an improved “thin type” | Shops to serve new and older types} amount of reduction. 
weight for wheels with limited|°f hydraulic transmissions. 
clearance. The set will service the Hydra- | 
Matic transmission oil pan plug, | 
‘flywheel cover bolts, Hydra-Matic | 
we fluid coupling drain plugs, dyna- 
pare << | flow torque converter drain plugs, 
|old-type Hydra-Matic fluid coup- 
jlings, drain plugs and MHydra- 
| Matic oil pan plugs, the company 
| says. 


* * * 





|_Martin-Senour Offers 
_Undercoating Manual 


A manual for refinishing un- 


x 
= 


HEAVY-DUTY BUMPER JACK—Duralift op- 
erates hydraulically, is 36 inches high, weighs 




















| ridge refill fuel tanks and a single control 


, . | Ave., Dubois, Pa., i for inside d i i © 
any refinishing undercoats man ce ee, ee ee ace ere A combination of two auto pol valve turns the torch on and off and adjusts 


| upholstery. It comes in 10 colors and may); 
ual, it is said. The chips will be used to hide worn spots or dress up| ishes has been announced by R. M. | the flame, the company says. 
permit refinishers to select un- | cheaper upholstery, says the maker. | Hollingshead Corp., 840 Cooper St., (Continued on Page 50, Col. 1) 


, 200 

sared dercoats has been prepared by 15 pounds and has a capacity of 3,000 

s tire | the Automotive division of Mar- pounds, according to Hydra Prod, 164 W. 

slinks | tin-Senour Co. Chicago, for re- Ferry St., Buffalo 13. 

ain a | e r : POTS—T! P 

oli pecmwesen im | lease to jobbers through the Na- | 7 oe of te tee OTS—the LP ges torch mode 
eats | tional Automotive Parts Assn. | ° one oe ian ‘° 

) and o ener 16 cman seme | Hollingshead Adds Silicones | Rochester, N. Y., is said to light instantly 

lace oer A feature is the presence Of | DOOR PROTECTOR—Cov-ra-door, made by | To Whiz I . W without preheating and reach a temperature 

| color chips for the first time in A. N. McCreight, Inc., 301 W. Washington, 4 ? iz Lusterize Wax of 3600 degrees. It is portable, takes cart- 








COIL SPRING CATALOG — Maremont | 
ey Automotive Products, Inc., 1600 S. Ashland | 





Ave., Chicago, has entered the replacement | 
coil spring business. Maremont's catalog | 
offers complete coverage of the market with | 
52 numbers for front and rear applications. | 


















































matic A feature of the line is the exclusive use of - 
10th centerless ground bar steel, says the firm. -" 
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Not one motorist in ten knows how tire in- 
_ FOR VALVE WORK—A valve-facing machine | flation for neighborhood shopping, continuous 
is announced by Cedar Rapids Engineering | . 8 es 
Co., Cedar Rapids, la. The Kwik-Way Model | city driving, or country cruising affects ease of 
beet CV has a wet-grinding feature built in with . + ae : * 
on a coolant pump integral with the machine steering, riding comfort, or tire safety. 
ts of base. The coolant pump is a centrifugal type 
Mer- designed to prevent coolant from reaching | But all ten should know from you! 
inced pump bearings. | 
Avery a ae In two minutes, you can make a never-to-be- 
a forgotten impression by explaining Schrader 
Modern Tire-Air Service—pressure accurately 
gauged to driving needs and doubly sealed by 
Schrader Cap and Core for safety and economy. 
Every dealer gives “free air’—be the excep- 
tion who gives tire insurance. Check missing 
caps, explain how slow leaks blamed on tubes 
are often caused by sand or mud in an uncapped 
valve. 
And charge for the replacement! Your cus- 
tomer expects to pay for accessories, and puts 
BEARING KITS—An assortment of front a value on the service by the price you charge. 
wheel bearing kits containing bearings for 
all cars and trucks has been introduced by 
Staniey W. Tull Co., 1618 Harmon Place, 
Minneapolis. According to the company, only 
six of these kits will cover 90 percent of all 
popular makes of cars and trucks. Each kit 
contains inner and outer bearings, encourag- 
ing the installation of both when one bearing 
is replaced, the company says. 
* * . 
ucks, 
cally 
dling f 
afety 1 . . . 
= Modern tire-air service is not complete without Schrader Caps and Cores 
‘i 
~~ Standard the world over, there are no bigger values in the automotive market than 
Schrader Valve Cores and Caps. Schrader Cores are precision produced with watch-like 
accuracy. The two-piece swivel plug holds failure to an absolute minimum; the wedge-fit 
k washer makes o perfect air seal and the full length spring at the bottom of the core 
| permits maximum inflation speed. Double-seal this with a Schrader Valve Cap that 
ual be Gas Gee ee Monuies- withstands 250 pounds pressure and you have @ combination that gives maximum tire 
cat- Park Ave., Cranston, R. |., Seal-Test consists insurance to your customers. Use them in tube repairs—sell them by the set. 
ne. of a primer, fluid rubber and dryer. It 
m- adheres to rubber (any form), glass, steel, 
0 fabrics, etc., the company states. 
bal- 
and ad > . Pee - “ive vev up-to-date with the latest bo cauinbonenes taste shout te ettouts of 
A q re ees HE WOR eat build-up from city or country driving? Write for, FREE: — (a) fact-pac’ 
Transmission Lubrication . LLL Bulletin A-125 and (b) two-color ‘Guaranteed Tube Repair’’ window strip. 
= Wrench Kit Available 
tee é Blackhawk Manufacturing Co., a eT. ’ N 
Sai Milwaukee 1, has announced a vet ® 
wrench kit for transmission lubri- ols a : ; 
ght cation service. It is designed, the Per Tae ae Division of Scovill Manufacturing Company, Incorporated 


firm reports, for mechanics, service 
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|Christmas Promotion Plan 
Belnap & Thompson, Inc., 1516 


announced 
available 


|dise awards, has 

|Christmas promotion 
sales managers. Printed 
color, it is based on the theme of 
making every salesman a “Santa 
Claus” for his family. The cam- 
paign will feature a line of mer- 
chandise prizes conforming closely 
with established retail buying pref- 


to 


* * * 





Moisture Eliminator 


For Air Brake Systems 
A petcock which reportedly au- 





FOR BRAKE LININGS—Barrett Equipment | 
Co., 2ist & Cass, St. Louis, says its bond- 
tester checks the security of bonded lining, 
thus eliminating guess work that may lead to 


tomatically ejects moisture and oil 
from air brake systems, air line 
brake failures. The tester incorporates an|traps and air compressors is an- 
air-operated ram, adjustable to manufacturer's;nounced by Master Equipment 
specified pressure, that tests and marks the|Corp., 15 N. Broadway, Dayton, O. 
lining to show bond is safe, Barrett claims.! The new product, called Drain 


YOU DON’T GET A NEW CAR 
OFTEN, SO... 


keep the power you bought 





BUY 100% PURE 


TT CVE 


MOTOR OIL... 
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Fer your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements ore entitled to carry this emblem, 
the registered bodge of source, quality and membership in 


ASSOCIATION 


ovr Association 


PENNSYLVANIA GRADE CRUDE OIL 


O11 City, Peonsylvanie 





Advertising like this is promoting 
100%, Pennsylvania Oil to millions 
of readers of LIFE, SATURDAY 
EVENING POST, HOLIDAY, 
COUNTRY GENTLEMEN 
and PROGRESSIVE FARMER. 
Wherever you are, readers of these 
magazines as a group, have the 








highest percentage of new model 
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cars, are the best prospects for top 
quality oil. 


erences, says Belnap & Thompson. | 


"| Belnap & Thompson Develops | of the equipment. 


|S. Wabash Ave., Chicago, creator of | 
incentive programs using merchan- | 
ai ge 


in full) 





Only 

















Don’t bury your Pennsylvania oil sales potential | 
in the sand. Take full advantage of the terrific | 
advertising program that month after month is 
telling your present and potential customers why 
100% pure Pennsylvania oils are the world’s finest. 
This advertising will produce extra sales for you if 


you let motorists know you sell Pennsylvania oil. 


A simple card on a wall in your service depart- 
ment can say “Keep the Power You Bought... 
Change to 100% pure Pennsylvania oil.” A note 
in your newspaper ads on service can say the 
same. Your service personnel can say it to their 
customers. A// these are little things in themselves, 
but they will make a big difference in your oil sales 


and profits. 


For your protection, only oils made from 100% 
Pure Pennsylvania Grade Crude which meet our 
rigid quality requirements are entitled to carry 
this emblem, the registered badge of source, 
quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oil City, Pennsylvania 


| 





| excessive choking, prevent rich mixture, 


| of valves. 
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| Master, is two inches high and| 
weighs 3% ounces. According to | 
the manufacturer, it operates on| 
the build up and relief of pressure, | ' 
automatically ejecting all water | 
and oil, twice for each operation | 
1 
+ . * | 2) 
| ll 
| ko 
| Ci 
LOT LIGHTS—All-weather fluorescent Post- | ar 
lites are available from W. H. Long Co., 110 tu 
tare Ilinois St., Chicago. The company handles FITS ALL CARS—A light that emits a so 
20 models, verticles and horizontals; two-tube, glow from the inside of the car's ashtray pl 
| four-tube, six-tube, eight-tube and 12-tube| announced by Tray-Lite, Inc., 39 East St p! 
| units. | Oxford, Mich. The device, which is installe i m 
| by tapping the wire into a light circuit, stop i al 
° * * | groping and searching for ash trays at night i th 
| the firm reports. ' tr 
Sparkler Introduces Filter ine: « ; at 
: 7 s ! ve 
For Gas, Diesel Engines 2% 
A gasoline line filter for gasoline | ‘ 
and medium-sized diesel engines | ; 
has been introduced by Sparkler 
Mfg. Co., Mundelein, Il, 
PAINTER'S BLOCKS—Sand-No-More abra-| Jt provides a seal against leaks | J 
sive blocks will remove paint, enamel and | sass : | 
varnish from wood and metal, rust and grease by utilizing a series of V-shaped | 
from metal and will smooth ragged edges of | filter discs so arranged within the| 
wood and plaster, says Carter Products Co.,| high-pressure cast aluminum hous- | 
Box 1924, Columbus, O. The company claims | ing that they can be bolted di- | 
the one block, made of synthetic mineral, will | ‘ 5 
handle the complete abrading job from | rectly into the housing cover, Says | 
coarse to fine cuts. |the company. 
| 
| 
| 
° OIL CHANGER—Chislom Industries, Inc., . 
| Lynn, Mass., announces a smaller oil changer 
which it says is ideal for automotive or farm be 
use. The number I5 is said to change oil in Ec 
less than two minutes. A steel suction tube be 
| fits into the dipstick hole and then about Be 
| 12 manual strokes remove oil and sludge. It ne 
comes with a transparent, non-collapsible, al 
| valved hose and will fit any five-gallon pail, al 
Chislom claims. 
ith thi 
with this... 
1 ee 


PAINT BOOTHS — A series of standard 
packaged dry type spray booths has been 


announced by Kellogg division of American 
Brake Shoe Co., 230 Park Ave., New York. 
There are 198 standard models. Booths are 


constructed of steel sectional panels—flanged 
and precision punched—which can be as- 
sembled by bolting together. Improved type 


distributing plates give more uniform air i 
distribution throughout the entire spray n 
booth, it is said. t 
* * * t{ 

e 
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FOR LITTLE HOLES—The only moving part 
in the Walcon Micro drill is the spindle. It 
is said to drill holes as smali as .0016 
diameter with a minimum of drill point 
breakage. Made by the Walcon Engineering 
Co., it is distributed by Dudley Cohen, 116 
W. 72nd St., New York. 





VAPOR-DOME—This appliance is designed 
to correct improper vaporization in the mani- 
fold, to reduce carbon formation, eliminate 
cut 
and prolong life 
Manufacturer is Hot Spot Corp., 
73 Main St., Oshkosh. 

(Continued on Page 51, Col. 1) 
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(Continued from Page 50) 


Users of d-c motors, from % to 
100 horsepower, are offered an 
illustrated 12-page bulletin by the 
Reliance Electric and Engineering 
Co. Design, construction, selection 


and ordering information are fea- | 


tured in the booklet. 

Available in “drip-proof, splash- 
proof, totally-enclosed, explosion- 
proof, blower-ventilated and gear- 
motor construction,” these motors 
are said to meet conditions found 
throughout all production indus- 
tries. Copies of the 
available on request to the com- 
pany, 1088 Ivanhoe Rd., Cleveland 
10, 


' 


Hollingshead Announces 


| asa Duty Brake Fluid 
Introduction of Whiz No. 4 hy- 


| firm. 
bulletin are) 
| inch, and 5% inch and % inch. Overall lengths | 
lrange from 5% 

inches for ‘the largest, and all of them| 
are chrome plated. | 





FOR TIGHT 


Kenosha 
Head 
wrenches 
wrench plus 
when working 
They a 


sizes: ¥% inch 


8%, 


Wis., 
wrenches. 
provides 


AUTOMOTIVE NEWS, AUGUST 14, 1950 


| in a temperature range of more 
| than 70 degrees to over 300 de- 
grees, the new brake fluid is said 
to eliminate vapor lock or brake 
| seizure under almost every con- 
| dition involving fluid perform- 
|} ance. In addition to the new 
| No. 4 heavy-duty fluid, Hollings- 
| head also manufactures Whiz 
| No. 3 hydraulic brake fluid, 
which is a moderate duty fluid 
exceeding SAE specifications, 


SPOTS—Snap-On Tools Corp., | * * e 
has announced three Fiex-| 
Construction of these} 
the power of the socket 
clearance advantages | 
obstructions, says the) 
in the following | 
Y/y inch and 9/16 | 


greater 
under 


re available 
and 7/16 inch, 


inches for the smallest to 


* * * ! 





HARDTOP VISOR—Dieterich Products Corp., 
1033 South Bivd., Oak Park, Ill., has devel- 
oped mounting kits for attaching visors to 
cars with one-piece windshields, hardtops and 
| other cars without rain gutters. Drawing one 
shows the pillar post mount for attaching 
standard visors to automobiles without rain 
gutters. Drawing two shows the roof mount 
for attaching visors to cars with one-piece 
windshields. 





* * + 


Cannon Says Its Polish 
|Requires No Rubbing 


51 


l Car Care requires no rubbing, puts 
a lasting protective coating on a 
new car at a saving of two to 
jseven man hours and brings out 
color brilliance with a hard finish. 


* * + 





FOR CORRECT CHOKING—Sisson Choke 
| division, Pierce Governor Co., Inc., Anderson, 
j Ind., offers a special choke that is said to 
assure correct choking at all temperatures. 
It can be installed on most cars having a 
carburetor designed for an automatic choke. 
| An electromagnet supplies power for the ini- 
tial choke and a thermostat spring helps 
flatten the choking curve during the warmup 
period, according to Sisson. 


|Car Can Be Waxed, Washed 


|At Same Time, Says Allied 


Allied Home Products Corp., Be- 
|loit, Wis., claims it has developed 








la method of applying a wax coat 


draulic brake fluid, a new heavy- 
in 30 minutes. It also 


duty fluid said to exceed SAE | | Lecton Car Care is a newly- -in-/on a car 
specifications, has been an- | BUMPER GUARDS—Erie Mfg. Co., 2635 S.| troduced product of Cannon Chem- | says the wax can be applied while 
Wabash Ave., Chicago, has expanded its line| ical Co., Cambridge, Mass. The ithe car is being washed. It works 


nounced by the R. M. Hollings- | of Tubegards. They feature a new "'VEE" de- 


| sign which is said to closely match the car's | 


| product is not a wax, and ee eee way: a combination of car- 


| cannot oxidize, the company claims. 


Inc., 
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FAST WORKER—A _ brake shoe lining 
bonder and de-bonder, developed by Barrett 
Equipment Co., 2Ist and Cass, St. Louis, 
is said to complete permanent lining-to-shoe 
bonds at the rate of one shoe per minute. 
Barrett says its machine provides new engi- | 
neering and design for bonding equipment | 
and eliminates the ordinary baking oven 
and heating arrangement. 





MAGNUS REMOVES SLUDGE—An 
sion solvent cleaner, 
by the Magnus Chemical Co. 
N. J., is said to remove hard carbon, var- 
nish and sludge from motors in one hour's 
time, without disassembling the engine. While 
the company does not claim that the clean- 
er's use will reduce the consumption of 
crankcase oil, it says this is invariably the 
case when the rings are not worn. 


emul- 


Inc., Garwood, 





York Tool Warehouse, 
1903 W. Market St., York, Pa., is said to 
catch the pulverized rust sediment that cir- 
culates through the cooling system. This is 
said to prevent damage to motors due to 
overheating, increase cooling efficiency and 
eliminate the use of chemical rust inhibitors 


RUST TRAP—Rusco, 





LOUD NOISE—Hadley Mfg. Co., 
O., intends to introduce, for commercial use, 
a line of air horns such as it developed from 
Ordnance. Quoting from an Ordnance letter, 


Defiance, 


Hadley says, ‘This horn is the loudest horn 
ever tested by the Ordnance department, and 
s considerably lighter than any commercial 
nit available."' 


Magnus 755, developed | 


den, N. J. 


Designe 


| 
| head Corp., 840 Cooper St., Cam- 
|. 


grille. Erie says they are rustproof, 


d to perform efficiently | plated and easily instalied. 





chrome | 


' It is further claimed that Lecton ' 


nauba wax and a detergent are 


«c Continued on Page 52, Col, 1) 


NOW GRUELING TORTURE TESTS 
~ PROVE WATER 


VS Beaty 


ut 





16 hours under sea water! To determine its resistance 
to waterlogging, the cartridge was submerged in sea water 
after the initial oil flow was measured. It was removed 16 
hours later and the oil flow measured again. The new FRAM 
Water-Resistant Filcron retained its high clean oil flow! 


& 5 s 
LAA CO 


leans the Oil that Cleans the 
.. even when water is present 
Yes, et new F ram Water-Resistant Filcron Cartridge 
continues to deliver clean oil, without removing de- 
tergents or additives . . . even when water is present. 
This new water-resistant development by Fram 
Engineers adds another important advantage to the 
Fram Filcron . . . already famous for its high efficiency 
in removing particles as small as one micron (.000039” 
Across the nation, motorists are feeling the impact 
of Fram advertising, the industry’s biggest campaign. 
And Western Union Operator 25 makes Fram adver- 
tising your advertising. See your Fram Jobber for 
further details. 


Only FRAM Offers Complete 


Engine Protection 


four great Fram Filters that seal in engine per- 
formance and power—seal out deadly contaminants 
that rob miles from engine life—remove harmful 
impurities formed internally. Fram Corporation, 
Providence 16, R. I. In Canada: J.C. Adams Co., Ltd., 
Toronto, Ontario. 





CAN'T CLOG NEW 
CARTRIDGE 


Frozen stiff ... four times! After the initial oil flow was 
determined, the cartridge was frozen and thawed alternately 


4 times, then flushed with water for 
rate was measured again, the new 


an hour. When the flow 
water-resistant FRAM 


Filcron cartridge retained its high clean oil flow! 


OIL- AIR - FUEL 
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dissolved in a small amount of wa- 
ter. The car is then washed in the 
regular way with a lint-free cloth. 
As the car drys, the luster is said 
to become bright. 


| 





& 
ITEMS—Designed to 


FOR PARTS, OTHER 
increase availability of storage space under 


counters, the F-G-M Rotabin Counter, pro- 
duced by Frick-Gallagher Mfg. Co., 250 S 
Broad St., Philadelphia, provides aisle access 
to 72 compartments in twelve 28-inch diame- 
ter independently rotating trays. In addition, 
four stationary spaces are available for large 
items. Built entirely of steel, the counter 
measures 6 feet 3'/, inches long by 27 feet 
deep by 41% inches high. 
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strument that tests starting, charging, 


tion and lighting circuits is announced by 
Hickok Electrical Instrument Co., 10649 Du- 
pont Ave., Cleveland. The unit weighs 3!/, 
pounds. 

. * * 


Chem Industrial Offers 
A 4% Silicone Polish 


Silon, a cleaner, polish and sili- 
cone coating for automobiles, is 
announced by Chem Industrial Co., 
Hippodrome Bldg., Cleveland 14. 
This polish contains 4 percent sili- 
cone, which, according to the man- 


theres nothing Uke MORTEX 


Every car purchaser and owner is a sure prospect when you show him just 
how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 


1 Your profit on the application 


2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this “tightening,” rustproofing, 


sound 


It pays handsome dividends to merchandise Mortex. Soundproofing is 


proofing undercoating. 


ufacturer, forms an invisible pro- 
tective coating that gives added 
depth and richness to colors, repels 
water and guards finishes against 
weathering, sunlight and surface 
scratches. 


In one application Silon is se} 
| 





puted to remove dirt and grime, 
polish to a high luster and deposit | 
a glass-like invisible silicone pro- 
tective coating. It is applied with | 


i 


a rag, allowed to dry and wiped off. | 


In addition to car finishes, Silon 


can also be used on glass and | - 
chrome, according to the maker. | © 


* * * 


R. L. Polk Releases 
Mailing List Catalog 

To aid business concerns in | 
obtaining mailing lists, R. L. | 
Polk & Co., Detroit, compiler of 
city directories throughout the 
country, has issued a new mail- | 
ing list catalog, which describes 
and cross-indexes more than 6,000 
different categories of mailing 
lists. 

The catalog gives approximate 
counts of the number of names | 
available under each classifica- 
tion, together with prices. In ad- 
dition, counts within each state 


j 
| 
| 
| 
| 


explained in free booklet, “There's Nothing Like Mortex.” Send for your 


copy now. 


LARGEST MANUFACTURERS OF SOUND DEADENERS 
: 


* Listed with 
UNDERWRITERS’ LABORATORIES 
Re-examination Service. 


are tabulated on many of the 
classifications. Copies of the cat- 
alog may be obtained free from 
R. L. Polk & Co., Mailing List 
division, 
troit 31. 


PLASTIC-COVERED CO/L—Mallory Electric 
Corp., Detroit, uses alkyd plastic coil tops. 
|The plastic, made by Plaskon division, 
Libbey-Owens-Ford Glass 


said to resist electrical leakage, 


431 


}ance and dimensional 
' temperatures. 


Use the KNUCKLE TEST 


Ask your customer to rap on 
the hood of any untreated 
car. It will sound tinny. Now, 
let him rap on a door panel 
and notice the differencel 
It's solid, firm sounding, 
having been sound deadened 
at the factory. 


Co., 








Howard St., De- 





Toledo, 


arc resist- 
stability under high 


of 


SERVICE SECTION 


CLEANS WINDSHIELDS — This 


nounced by Bear Mfg. Co., Rock 
iIl., features a cleansing head of 
rubber and/or cellulose. The 


mounted on a wooden block, 
reversed will remove insects, 
the firm states. 





is 


rod ea 


FLAMELESS TORCH—The Thermal-Jet elec- 
tric heat gun is announced by Kinetic Prod- 
ucts Corp., 31 S. 18th St., Philadelphia. Multi- 
layers of paint, enamel or varnish can be 
| reduced by the device to a flaky ash, which 
can be removed in one stroke, says the 
manufacturer. The unit is used like a torch 





but it does not burn or scorch the surface, 
it is claimed. 


PORTABLE ADDING MACHINE — This 
model, designed for small business and home 
| use, is announced by Underwood Corp., | 
Park Ave., New York. Its 10-key keyboard 
permits the printing of figures just as one 
would do with a pencil, says the firm. To list 
$123.45, for example, the keys are touched in 
normal order and the machine places these 
| figures automatically in the proper columns 


* > * 








| SNAP-ON BEADING—A stainless beading 
| has been developed by Spotrim Corp., 1530! 
| Mack Ave., Detroit, for dressing up edges 
| © products made of plastic, wood, leather, 
| metal and other materials. A hand tool is 
|used for applying small toothed clips at 
| intervals along the edge. The moulding 
snaps over these with a permanent gripping 


action, concealing the clips. (See inset.) 
| This trim is being made now in %-inch 
diameter for edges .100 of an inch thick 
Other sizes will follow 

* * * 





EXHAUST TONERS—Goerlich's, 619 Smith St., 
| Toledo, announces a line of dynatone tail pipe 
| extensions. In five different designs, they are 
| said to give cars a snappier appearance, 
| improve exhaust tones and stop bumper 
smudge. They are made of cold-rolled steel, 
triple-plated with nickel, copper and chrome. 

(Continued on Page 53, Col. 1) 
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Suggested steps for removal and | rubbing or buffing has gone into 
installation of replacement curved | production. It’s Lustre-lox, a pro- 
windshields and backlights in late| duct developed by S. P. Hambro, 


model automobiles are outlined in a | 


32-page manual published by Lib- 
bey-Owens-Ford. 





head of Associated Chemists, Inc., 
of Portland. 





PRE-LUBRICATOR—Miracle Power division, 
AP Parts Corp., 1801 Spielbusch, Toledo, an- 
nounces dgf-123 ‘'Lubri-Sprayer'’ for preven- 
tion of frictional troubles in new or rebuilt 
engines. Two or three ounces sprayed on en- 


Taber Bulletin 


A bulletin (No. 5003) on its new 
model 140 standard abrasion testing 
set is offered by Taber Instrument 
Corp., 111 Goundry St., North Tona- 
wanda, N. Y. 





CREST LOCK—Designed to add distinction 
to Ford nameplates or crests, and at the 
same time protect them from theft, this 
Keller emblem nameplate lock is a recent 
development of Keller Research Corp., 12727 
Stout Ave., Detroit. The locks, made of die 
casting zinc and chrome plated, fit over the 
edges of the crests and are fastened from 
the inside of the. hood and trunk lid. 


Color Guide 


Scientists and technicians con- 
cerned with color measurement are 








information in 


lished by the National Bureau of 
Standards and available from the 
U. S. Government Printing Office, 
Washington 25, D. C. 

* a” oa 





CLEANS VALVES—A cleaning tool to re- 
move carbon deposits from engine valves, 
straight or mushroom stemmed, up to % 
inch in diameter and nine inches in length, 
is being introduced by E. H. Tott & Co., 
2870 Webster St., Oakland, Calif. The tool 
is said to complete the job in 15 seconds or 
less. The valve cleaner mounts on any stand- 
ard bench grinder and does not interfere 
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FOR TRAVELERS—Bain Mfg. Co., 6103 Ves- 
per Ave., Van Nuys, Calif., is making this 
auto garment rack. It is said to attach easily, 
has a telescoping feature which permits open- 
ing of doors without disturbing clothes, and 
holds garments In place with rubber disks. 





TAILPIPE DEFLECTOR—Chrome-plated with 
an aluminum "'fin,"' which is electrolytically 
colored in a shade cf magenta, this device 
is produced by Motor Unit Parts Co., 2532 


gine parts before assembly are said to = 
an oil-retaining and acid-resisting grap ite | 
film of protection. 

DYNA CAN CUTTER—Manufactured by Hy- 
draulic Products Co., 509 Westminster St., 
Providence, it cuts the top and bottom of 
oil cans in a single stroke, freeing all he| 
oil and permitting instant flattening of | 
empty cans for storage. It folds the top and 
bottom, according to the company. 








12TH EDITION—A quick reference parts 
catalog published by the National Automo- 
tive Parts Assn., 705 Fox Theater Bidg., De- 
troit, is being distributed to repairmen by 
NAPA jobbers. It contains virtually complete | 
information on all parts normally used in| 
cars and popular trucks. 


HUSKY HITCH—Available in high and low 
models, the universal husky hitch is said to be 
engineered to fit any car and to act as a 
bumper guard when not being used with 
a trailer. It has a chrome-plated removable 
cover, safety chain opening and a railroad-| 
type cast steel base. It is made by Husky} 
Hitch Co., Monrovia, Calif. 





Supplied by 





| You can 


PORTABLE AIR TANK—An on-the-<pot air | 
supply for car lots, service shops, truck and} 
auto fleets and car owners is offered by Har- | 
ben, Inc., P.O. Box 5997, Dallas. Harben says 
its tank will inflate five flat auto tires to 30 
Pounds of pressure, and can be refilled with 
air at any gas station. The unit, which is 
24 inches long and weighs 19 pounds, can 
also be used for cleaning and spraying, the 
company says. 


* * * 


New Auto Finish 


A new type of wax-like finish for 
automobiles which, its maker says, 
Can be sprayed on without need for 








Motors Parts Corporation 


Mopar parts 
ar dl 


promised helpful 
a 


new booklet, Colorimetry, pub- 


with grinder's other uses, says the firm. S. Indiana Ave., Chicago. 





Of course, MoPar engine bearings last longer! 
Their thin babbitt lining lasts two to three 
times longer than the ordinary lining used in 
many other bearings! 

What’s more, MoPar Engine Bearings are 
factory-engineered and inspected . . . to seat 
evenly and firmly and to distribute bearing 
load properly. 

No wonder you can depend on them to help 
give longer . . . smoother . . . more reliable 
engine operation! 






Chrysler 


Build customer good will by using MoPar 
engine bearings in Chrysler Corporation-built 
vehicles and industrial engines. 


get PRU ROM CSM act) Meme a css 


CARS* DODGE “Seb-Roted’ TRUCKS 
GORE MUR Vis teil as 


...and from most independent garages 
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Overloaded Units 


‘Potential Killers,’ 


N. Y. Police Told 


man Leo P. Noonan has appealed 
to local police departments to help | 
the state keep overloaded trucks 





Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 
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Truck registrations by states are 


released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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the highways. 


Sean NEWS, AUGUST 14, 1950 


“Overloaded | 


trucks are dangerous trucks 


potential killers, 
| “The small force of state troopers | was the “greatest public property | 


| 


” Noonan asserted. 


| sembly committee 


hicles. 


He told the police officers that the 


| 
on motor ve- | 


rests, 


state’s $5,000,000,000 highway system | nan said. 


‘cannot begin to adequately patrol| investment in the state,” but said | 


ithe 102,000 miles of pavement in| it 


Assn. of Chiefs of Police. 


_Noonan is a member of the as- | 872 load violations by truckers last | hand column did 
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less protection from | 

ROCHESTER, N. Y.—Assembly- | New York,” he said at the annual | pavement-breaking overloads than | 

| are of the New York State/| roads of any other important state. 
| While Pennsylvania reported 16,-| 
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38 States Previously "50, 140) 177) 25802 25| 347/246) 4382/98) 19044) 22) $240, $829/ 47/ S4I| 109/225) 23 2598) 477) 1507 38 States Previously 
Reported for June 49 92|  97| 21982} 61| ~—«318}_—-271| 7480) —7|_ 9425) ~—s13|_ 5546) 5203) 38} 366) 46] 189) 33] 3548) 501; 1766; 148) 57190 49 Reported for June 
Arkansas "50 | 280 | 4) | 165 ‘| 207) ; 69, 56 | 6 2 5; | 2 23 i 845 |'50 Arkansas 
49 | 284 64 | 212 | 66 50 | 1| 3 | Si} 20 751 | '49 
Kentucky "50 2 | 766) 6| 3; 103 1; 514) | 162| 180) | 3| 5| | 55) 6 «BI | 1887) "50 Kentucky 
49 i 664) i 5 2} 185 1} 236) } 166} 131] 6| 2 | S7} wi 44 5! 1517) '49 
Minnesota 50 i | 800) I 17 Hy 113) | 625) | 134) 265) 2) 30 5| | ; tg 14,30 1; 2179)"50 Minnesota 
49 2 | 969 2 4 5, 198 1} 317 | 127) ~— 214} 6 | 5 } 192 5| 26 2) 2075|'49 
Mississippi ‘50 1 | 785 110 | 806) | 1% 113) | 3 1 | 79) 4 26 | 1824) 50, Mississippi 
49 516 4 156 251 | 173); 86 | 3 | 7| 99 3 3 3) 1333) '49 
Missouri "50 | | 1403) | 2| 1) 152| | 868) 1; 297, 268) 7| 5 5 | 128) 26) 43 1} 3208)"50 Missouri 
49 | 1000 1 9 4|  287| | 374] | 272} 190 2 7| | 103} 5} 94 6} 2354) '49 
Montana *50) | 324) | 5) | 33| 3; 190) 51) 85) 1 | 2\ | 36} | 64, | 794 |'50 Montana 
49 | | 236| 4) ot) 93} tsa | of] se) 2) 4 | 3| | 70 2] 62 i} -741/'49 
Ohio "50 16| 3) 1913 2; 30, ~=«29| +440 1} 1355) | 320) 498) 60) i: = | 168) 101) 63 1; 5026|'50 Ohio 
49 3] | 1160 5} 2t| 29) 434 12} 527] 2} 232] 393 24) 5} 10 | 177) 64) 91 | 3189) '49 
Oregon 50 2 | 374 1 @ 3) 62 344 134) «114, ; 14 | 3| i 49) 6) Oo 8, 1214)'50 Oregon 
49 3 | 368 2 - 6| 164 7| 172 | 139) 107 3} 55 1 1| 48 4} 62 10} 1160|'49 
Tennessee "50 i | 1132) l 6 7| 206 653) | 242) 190} | 13) 2 4) 1 83) 40, 38 3) 2622|'50 Tennessee 
49 | 709 2 3) | 209 | 284} | 184) = 144 6 | 7 | 95] 151 60 | 1718)'49 
Texas 50 2 | 1666 1; 10 8, 163) | 1371} | 414) 283 3 14) 3| 6 164; 31,93 2; 4234)"50 Texas 

= 49 4 2514! 4) 21 20 904 1) 1056 | 796} 586 a | 47 | 5091 35| 242) 41-6764) '49 
Wyoming 50 | 193 | 1 | 40 % 1 45, 44) l l l 14| | 50 | 484)'50 Wyoming 
co 49 1 138 5 | 44 | 63 57 42| 1 4| | 31 2| 42 1} 432|'49 
All States "50, 166 180) 35438, 30, 436; 308, 5969, 104) 25773; 24, 7304, 7926, 63) 690) 138) 271) 25) 3520) 905; 2109, 133) 91512|'50 All States 
_for June ‘49; +106 97; 30540/ 79) 402) 338) 10218' 91! 13038 15| 7849, 7200 47; (481/ —«52}_—- 25334} 4980) 647! 2540) 217) 79224) '49 for June 
Year ‘50, 973,  987/185844| 230, 2631, 1805, 37562) 603 145440 154, 41991, 46030, 263, 4608, 906; 1529| 167, 22764) 5014| 10063, 864) 510428) ‘30 Year 
to Date 49, 944! 775\172491| 583) 2950) 1904] 58002; 744 82167! 194 39557/ 45316) 215! 3038) 216! 2171; 123) 28259! 4193) 20073| 1666! 465581 to Date 
The following advertised-delivered prices 945.75); bus. cpe., $1,385.75. Deluxe P20— 
Se oe. — at = e e 4-dr. sed., $1,566; club cpe., $1,534.25. 
‘ac’ . y include je excise Special Deluxe P20—4-dr. sed., $1,644; 
taxes and factory handling charges, and ( urrent Prices on New Automobiles club cpe., $1,617.50; conv., $1,997; ‘stat. 
— ea = handling charges. wag., $2,387. 
y jo clude transportation . 
charges, state or local sales taxes or | 153.75; S-pass. 4-dr. sed., $2,875; club cpe., | $1,511; club cpe., $1,511; stat. wag., $2,-/conv., $3,949.50; Capri, $3,405. (Mydra-| 745 Nice ‘Stator Sadr ved $1994 
optional equipment. $2,133.75; stat. wag., $3,183.75. Windsor | 027.50. Custom Deluxe Eight—4-dr, sed., | Matic optional on all models at $174.25.) | (ae $1,789); club cpe "31 G04 (dels 
AUSTIN—A40—4-dr. sed. (Devon), $1,-|—4-dr. sed., $2,348.50; 8-pass, 4-dr. sed.,|$1,637; 2-dr. sed., $1,589.50; club ecpe.,| MERCURY—4-dr. sed., $2,032; Model 72|$1.789. conv. deluxe, $2122. Catalina de. 
539; stat, wag. (Countryman), $1,649. | $3,069.75; club cpe., $2,327.50; conv., $2,- | $1,595; conv., $1,948; Crestliner, $1,710.50; | oiyh < 5 ean eee ad 7) St.7e0; comv, Golem, S6.208; Catauas de- 
= ‘i. anny > 46 club cpe., $1,979.50; Model 72-A club cpe., | luxe, $2,000 (super deluxe, $2,058); stat. 
A90—Atlantic conv. manual top, $2,460/761; Newport, $2,656.50; Traveler, §$2,- | stat. wag., $2,106.50. $1,875; conv., $2,411.50; Monterey, $2,146; | wa Pe $2,264 (del $2,343); b . 
(hydraulic top, $2,634); sports sed., $2,865. | 579.75; lim., $3,196. Saratoga—4-dr. sed.,.| FORD OF BRITAIN—4-dr. sed. (Prefect, | stat. wag., $2,560.50. ee | S871.” Obs sscte Eachte bdr. cen Shs 
(Delivered in New York.) $2,667.25; club ‘cpe., $2,641. New Yorker | cloth), $1,040; 4-dr. sed, (Prefect, leather), |" WV ycu eye can “Geen See aoa tee; 
BUICK—Special series 40—4-dr. tour-|—4-dr. sed., $2,783; club cpe., $2,756.75; | $1,077; 2-dr. sed. (Anglia), $947. (Deliv-| _NASH—Rambler Custom—conv., $1,808; | (deluxe. $1,908); 2-dr.| sed, $1,763 (de- 
back sed., $1,941 (deluxe, $1,983); 4-dr.|conv., $3,263; Newport, $3,157.75. Town | ered in New York.) stat. wag.. $1,808. Statesman Super—4-dr. | luxe. | $1,858); club che., $1,763 (deluxe, 
jetback sed., $1,909 (deluxe, $1,952); sed. | & Country—Newport, $4,027.75. Imperial—| FRAZER—4-dr. sed., $2,359; Vagabond, | $¢4., $1,738; 2-dr. sed. $1,713; club cpe., | $1,858); conv. deluxe, $2,190; Catalina de- 
cpe., $1,856 (deluxe, $1,899); ‘bus. cpe..|4-dr. sed., $3,080. Crown Imperial—4-dr. | $2,399. (Hydra-Matie optional on all mod- | $1,735; bus. cpe.. $1,633, Statesman Cus- | luxe, $2,069, (super deluxe $2,127); stat. 
$1,803. ‘Super Series 60—4-dr. tourback | sed.. $5,278.75; lim., $5,383.75. (Presto-| els at $158.50.) tom—4-dr, sed., $1,897; 2-dr. sed., $1,872; | Wag. $2,332 (deluxe. $2,411); bus. cpe.. 
sed., $2,139; 4-dr. Riviera sed., $2,212; | matic optional on Royal at $120.90, stand-| HILLMAN MINX — 4-dr. sed., $1,495; | Club cpe., $1,894. Ambassador Super—4-dr. | $1,640. Streamilner Six—4-dr. sed., $1,724 
sed. cpe., $2,041; conv., $2,476; Riviera, | ard on other series. ) conv., $1,745; stat. wag., $1,797. (Deliv- | S¢4-, $2,064; 2-dr. sed., $2,039; club cpe., so aeee $1,819); sed. cpe., $1,673 (deluxe, 
$2,139; stat. wag., $2,844.. Roadmaster| OROSLEY—2-dr. sed., $882; conv., $882; | ered in New York.) $2,060. Ambassador Custom — 4-dr. sed., | $1,768). _Streamliner Eight — 4-dr. sed. 
Series 70—4-dr. tourback sed., $2,633; 4-dr. | stat. wag., $915.50; roadster (Hotshot), HUDSON — Pacemaker — 4-dr. sed., | $2:223; 2-dr. sed., $2,198; club cpe., $2,- $ — (deluxe, $1,887) ; sed. cpe., $1,742 
Riviera sed., $2,764; sed. cpe., $2,528;|$872. Super—2-dr.’ sed., $951; conv., | $1,933; 2-dr, sed., $1,912; club ecpe., $1,-| 219. (Hydra-Matic optional on Ambassa- “— ee $1,837). (Hydra-Matic optional on 
conv., $2,981; Riviera, $2,633" (deluxe, | $953.50; stat. wag., $984; roadster (Super |933; conv., $2,428; bus, cpe., $1,806.50, | dor models at $158.50.) all models at $158.50.) 
$2,854); stat. wag., $3,433. (Dynafiow | Sports), $925. Pacemaker Deluxe—4-dr. sed., $1,959.25; OLDSMOBILE ‘ - 4-dr. sed., RENAULT — 4-dr. sed., $1,035. (Deliv- 
ows = enente, sin0'0) on Spe- DeSOTO—Deluxe—4-dr. sed., $2,008.75; | 2-dr. sed., $1,927.75; club cpe., $1,959.25; | $1,978 (deluxe, $2,056); 2-dr. sed., $1,920| ered in New York.) 
clal an uper models a . 20. 8-pass, 4-dr. sed., $2,698.75; club cpe., | conv., $2,443.75. Super Six—4-dr. sed., $2,- | (deluxe, $1,998); sed. cpe., $1,904 (deluxe, THD E 7 
CADILLAO—Serles 61—4-dr. sed., $2,- | $1,995.75; Carry-Ali, §2,213. Custom—4-dr. | 105; 2-dr. sed., $2,068; club cpe., $2,101.75; | $1,982); club cpe., $1,878 (deluxe, $1,956); | seq gr ore Bae Oede pion Custom, 4dr. 
866; club cpe., $2,761. Series 62—4-dr. sed.,|sed., $2,196.25; 8-pass. 4-dr. sed., $2,-|conv., $2,628.50. Super Eight—4-dr, sed., | conv., $2,294; Holiday, $2,162 (deluxe, $2,-| Che’ $1'513.75: bus. epe.’ ee ates 
$3,234; club cpe., $3,150; conv., $3,654; |885.25; club cpe., $2,178.25; conv., $2,-| $2,189; 2-dr. sed., $2,152; club cpe., $2,-| 267); stat, wag., $2,520 (deluxe, $2,662). | "lon Deluxe d-dr sed’ $1,497 25: Ode 
Coupe DeVille, $3,523. Series 60 ‘Special— | 600.50; Sportsman, $2,511.25: stat. ‘wag., | 185.75. Custom Commodore Six—4-dr. sed., | Series 98—4-dr. ‘sed., $2,299 (deluxe, $2,-|Plom Deluxe —f-dr. | sed.. $2,597.29; 2dr 
4-dr. sed. $3,797. Series 75—4-dr. 7-pass. | $3,115.25; Suburban, $3,201.25. (Tip-Toe | $2,281.50; club cpe., $2,257.25; conv., $2,-|393); 4-dr. town sed., $2,267 (deluxe, |°re'’ "si 497 Chas ain Oe woo 
sed., $4,770; 4-dr. 7-pass. Imperial sed.,|Hydraulic Shift standard on Custom, op-| 809.25. Custom Commodore Eight —'4-dr. | $2,361); sed. cpe., $2,225 (deluxe, $2,319); | {Ps," $2;497,, Campion Regal peluxe— 
$4,959. (Hydra-Matic standard on Series | tional on Deluxe at $120.90.) sed., $2,365.50; club cpe., $2,341.25; conv.,|conv., $2,772; Holiday, $2,383 (deluxe, alah c ~ "$1 670 75: a ee #31 DSi 25: b F 
62 and 60 Special, optional on Series 61 DODGE—Waytfarer—2-dr. sed., $1,755; | $2,893.25. (Super-matic optional on all | $2,641). (Hydra-Matic optional on all mod- cpe. $1 576. Cor OY.» ee = na = 
and 75 at $174.25.) roadster, $1,744.50; bus. cpe., $1,628.75. | models at $199.31.) els at $158.50.) sed.. $1,902.50; 2-dr. sed., $1,871; club 
CHEVROLET — Styleline Special—4-ar, | Meadowbrook—4-dr. sed., $1,865.75. Coro-| KAISER — Special — 4-dr. sed., $1,989;| PACKARD — Eight — 4-dr. sed., $2,249| Che'’ $1 97.25.. Commander Regal A 
sed., $1,450; 2-dr. sed., $1,403; club cpe., |met—4-dr. sed., $1,944.75; 8-pass. 4-dr.|2-dr. sed., $1,939; club cpe., $1,959; 4-dr. | (deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, | "44, sed. $2 023 75: 2-dr. oo a 002. 
$1,408; bus. cpe., $1,329. Styleline Deluxe | S¢4., $2,634.25; club cpe., $1,931; conv., | utility, $2,089; 2-dr. utility, $2,039; bus. | $2,358). Super—4-dr. sed., $2,633 (deluxe, | Qiyp cpe., $2,018 25; conv., $2 ee Land 
—4-dr. sed., $1,529; 2-dr. sed., $1,482; | $2,346; Diplomat, $2,240.75; stat. wag.,|cpe., $1,889. Deluxe—4-dr. sed., $2,099; | $2,919); 7-pass. 4-dr. sed. deluxe, $3,950; | Grniser—4-dr. sed... $2,186.75. (Automati 
club cpe., $1,498; conv., $1,847; Bel-Air, | $2,882.50. (Gyro-Matie optional on Coronet | 2-dr. sed., $2,049; club cpe., $2,069; 4-dr. | 2-dr. sed., $2,608 (deluxe, $2,894); conv. optional on Commander and La . 
, , ; , , ; , - A ‘ nd Cruiser 
$1,741; stat. wag., $1,994. Fleetline Spe- | Models at $94.60.) utility, $2,199; 2-dr. utility, $2,149; bus. | deluxe, $3,350; lim. deluxe, $4,100. Cus-| niogeis at $201.25.) 
FORD—Deluxe Six—4-dr. sed., $1,471.50; | cpe., $1,999. (Hydra-Matic optional on all|tom—4-dr. sed., $3,935; conv., $4,480. — 


cial—4-dr. sed., $1,450; sed. cpe., $1,403. 
Fleetline Deluxe—4-dr. sed., $1,529; sed. 
cpe., $1,482. (Powerglide optional on De- 
luxe models at $158.50.) 

OHRBRYSLER — Royal — 4-dr. sed., $2,- 


2-dr. 


sed., $1,424; 


Deluxe Eight — 4-dr. 


sed., 


$1,497.50; bus. 
Deluxe Six—4-dr. 


sed., 


bus. 


sed., 


cpe., 


$1,332.50. 


$1,545; 2-dr. 


cpe., $1,419. 


Custom 


$1,558; 2-dr. sed., 


models at $158.50.) 
LINCOLN — 4-dr. 
pe., $2,528.50; Lido, $2,721. 


— 


-dr. sed., 


$3,239.50; 


sed., 


$2,575.50; 
Cosmopolitan 
club cpe., $3,187; 


club 


(Ultramatic standard on Custom, optional 
on other series at $185.) 
PLYMOUTH — Deluxe P19 — 2-dr. sed., 


$1,507; 


Suburban, $1, 


$1,492.82; 


WILLYS-OVERLAND—Four — Jeepster, 
stat. wag., $1,604.27 (four- 
wheel-drive, $2,010.22). Six—Jeepster, $1,- 
855 (Special, $1,-| 597.75; stat. wag., $1,688.52. 
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hand nion Request Held Threat to ICC Efficiency . . . 
re on 
“ | ATA Hits Pl Truck W 
= | its Flea on fruc ages 
Mex- WASHINGTON. Answering a| affords no basis for finding that the!ture of many motor carriers may at 
vada petition of four labor unions that| reporting of the lower salary figure| be distorted”—ATA answered that ee 
amp- trucking companies be required to| requested would assist the Com-|“the Commission is in a consider- 
report to the Interstate Commerce | mission in any way or serve any|ably better position to detect 
ian a all a a |interest other than their own.” | abuses of the reporting require- 
muneration in excess of $5,000, the| ATA pointed out that the Com-|ments, and is capable of taking ap- 
Amertean Trucking Asens ’ has | Mission has, on several occasions,| propriate steps to guard against 
charged that the sole aim of the|t@ken the stand that its authority | any such abuses, should they oc- 
unions “is to utilize the offices of |t® Tegulate motor carriers will not | cur,” =" og “a l el 
* er hoir| be exercised for “general social,| presently report the total compen- ‘ E ; 
the Commission to strengthen their ; > . ; r 
position for collective ‘Tesenhaiee | economic or business purposes. | sation and average yearly compen- és i oe saa taketdtoms teases a gy Bg ee By Bee ym 
urposes.” Concerning the second union rea- | sation paid to officers, owners and | Guy tow truck. When the crane boom is lowered into the truck bed, the vehicle becomes 
os ees : son—that “the whole fi sial pic-| Partners, as well as all other classi-|a pickup for hauling parts and assemblies. The new branch has 2,000 square feet of floor 
< “The public interest would not/|*~" ~ ns : € — eee oor fications of employes.” This in- | space and serves the coal and manufacturing area near Pittsburgh. 
2 = ee he ear te aoe | formation plugs any “serious gaps”| ————™S eRe ee eee ears el 
granted. would entail extra work | . . lj j mati iv he e . ° |out loss of production and should 
| 356084 , on the part of both the Commis-| Testers Announce ba Aggy rep en to t ieee oe a sunieiek saen, Fhe Siemaeae 
)|_ 254770 sion’s staff and the motor carriers ‘ : ail " most Completec 3 am 
| a7 —— ee ata | Book on Rubber | ments that the csiney reporting re- PLAINFIELD, N. J.—Mack Mtg. | Brunswick —, manila a 
| 9875 reply said. ; | PHILADELPHIA. — The Ameri- | quirement should be lowered to|Corp. has announced the “substan-|transmission and rear axle assem- 
8317 The ATA reply pointed out the/can Society for Testing Materials, | $5,000 because union officials, under | tial completion” of its consolidation | blies and will continue the manu- 
6515 real purpose of the labor groups in|1916 Race St., has announced its|the Taft-Hartley law, are required | move which will liquidate its plant | facture of engines. 
5557 filing their petition is disclosed in| 1950 edition of “Standards on Rub-|to report such income to the Sec-|at New Brunswick, N. J., and ex-| 
| os their statement that “the ‘inability | ber Products.” 'retary of Labor, ATA stated that|pand its operations here and in| ; 
aa to pay’ subterfuge which is =| The 652-page book includes all|the union salaries are not, under | Allentown, Pa. Wertz to Tague 
3175 stantly prevalent in wage negotia- | standard and tentative test methods | rules laid down by the Secretary of} A. N. Morton, vice-president, | Floyd Tague has _ purchased 
| 15628 tions can be examined more posi-|and_ specifications pertaining to | Labor, ever a matter of public/said the move from New Bruns-| Wertz Motor Co, (Chevrolet-Cadil- 
10313 tively if the reports to our govern-/ rubber products, said ASTM. record. | wick was being accomplished with-!lac), Morris, Ill. 
4599 ment are complete.” sneniesnnieanstaashstaatsteiinstl piace iaiemaieitna - sensitisation _ = 
1893 “In other words,” the ATA state- 
, sahee ment said, “the unions will be in 
S281 better position at the bargaining 
28609 table if the Commission will require 
| S004 the carriers to disclose whatever | 
| 4702 economic information is desired by | 
. 11708 the unions. The unions’ petition | 
| B16 pots aman i 
| 25459 


—‘a Builders Attack 

















750 + an. 
1 Validity of Md. | 
|| 583937 
ae Wage Board 
Vaalata BALTIMORE.— Validity of a new | 
= Maryland law setting up a state | 
commission on prevailing wages | 
was challenged by Wilson K.| 
Barnes, attorney for the Assn. of | 
Building Contractors of Maryland, | 
Inc., at a hearing conducted by the | 
commission a week prior to the! 
are effective date of the new statute. 
~ 3 Barnes told the commission that 
te- ' “the act is unconstitutional and 
3 void and you have no authority.” 
He later said he would seek an 
hemi injunction in one of the circuit | 
June courts in Baltimore, asking that the | 
krkanans commission be forbidden to enforce | 
od any wage rates it may set. He did| 
Centucky not indicate on what grounds the | 
acces constitutionality of the law would | 
innesota be attacked. 
gees At the hearing, John B. Funk, | 
state engineer and commission 
Missouri chairman, asked building and high- 
ee way contractors from all parts of | 
Montana the state to supply the commission | 
sr promptly with information on the ee ¥ e 
hio number of workers employed dur- } by ‘ YoU 
ees ing the past year and the rate of m vying my car rom eee 
ee pay in effect during that period. 
nnesse Funk explained it is the —- * * é 78 39 
a sion’s duty to establish prevailing | ? q UNDE RSEAL 
Texa rates of pay for specified types of | you ve yo enuine © 
en work in given areas, so that these 
yyoming rates may become parts of con-| 
States ; aT tiles meade aoe can | True story from R. W. Turnbull, Secy., ais yee a eee ‘ ‘i 
une . a] ° convince him tha e substitute undercoating 
Year _ Pointing out that the rates estab- | Colonial Motors Inc., Hartford, Conn. pegyper Het was as effective as ‘UNDERSEAL’ Sather. 
a. lished will be based on wages paid | ized Coating applied by Colonial Motors. We closed the 
a plurality of the workers involved | eo E th ‘UNDERSEAL’. I am certain 
in any given area, Funk said: Mr. Turnbull writes... ‘‘A prospect had deal for a new car wi ga cake ae 
> P20 “ sys : me os : that this deal would have been lost had it not been for 
534,25 The prevailing wage determined been given a complete sales presentation ‘UNDERSEAL’ Rubberized Coating.” 
Poe on this basis may be the union on a new car and on the virtues of nica —e g- 
ai scale, more than the union scale or ‘UNDERSEAL’. The deal was not closed because the Heavy national advertising pre-sells the customer on 
‘2. less than that scale. This is to be | prospect wanted to ‘think it over’. In a few days the the life-of-the-car guarantee, the advantages of a 
$1,694 a factual determination, not a mat-) prospect called to ask if Colonial Motors would be willing rubberized coating and the famous brown color. Don’t 
a ter of anyone's opinion. to ‘UNDERSEAL’ a new car if he bought it from another risk using cheap materials. Offer your customers 
; stat “The only way we can make a| dealer. During the conversation he revealed that the other genuine ““UNDERSEAL” Rubberized Coating. It’s 
esas mistake is for us not to have| dealer had offered a few dollars more for his old car but was the finest. 
a cae enough information—the type of in- 
deluxe, £ formation we have been securing | 
ina de- and which we are asking for again | 
, now. After that, it is just a matter 
$1,724 for the calculating machines.” 
— Due to the fact that the state | 
“$1,742 expects to invite bids on a number | 
onal on of contracts during August, Funk | 
said the commission probably would | 
(Deliv set up tentative, temporary rates | 
which may remain in effect no | 
ye 9 longer than three months or for 
Cham- even as short a time as 30 days. 
2. 
5; yo eae ——- 
— GM Names Robertson 
5; bus Robertson Motors, Ltd., 1515 Dan- } 
. forth Ave., Toronto, has been ap-| 
Deluxe Pointed a Chevrolet - Oldsmobile | 
$1,992; dealer by General Motors Products | RARE cor OE ap ona is eneeenee ageens — ae ~ —— a iMede in v.s.4. by Mnnmeora Mnanc o Mva. Co., 
+ »f ¢ . i aster wi is ‘‘Scotch’”’ ron Taper. Unit’ cinch wi ‘amous “‘Scotch’”’ or © BSIVES A! iS Div., *iquette Ave., 
tomatic Z Canada, — cack eo - delivers pre-taped aprons o “Seoteh”™ Mask- No. 202. It’s stretchy, sees oa = yalie Detroit 2, Mich, General Offices: St. Paul 6, Minn. 
Cruiser Pp esident of company. His build-| Pa f Ce licati ae areenall 1 d Mons U Also makers of “‘Scotch’’ Brand Pressure-sensitive 
$ ry ‘features ‘a modem. all-glass| Tier me a ectaetiagie” aeRO. 5, Yet holds securely under wot sanding: Use Tapes, ouch” Sgund Recording Tape Sept 
epster, showroom as well as a service de- ly $13 ‘ine , ki 1 pron ‘aper for taster lite” _Refiective Sheeting, “Safety-Walk” Non- 
(four- : ‘ J only at your jo e. masking at lower cost. Slip Surfacing, ‘“3M”’ Abrasives, ‘‘3M’’ Adhesives. 
or, $1,- partment with an outside ramp to| 


utilize roof parking area. In Canada: Canadian Durex Abrasives, Ltd., Brantford, Ontario, 


General Export: Durex Abrasives Corp., New Rochelle, N. Y, « 
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Front-End ‘Package’ Needed 


(Continued from Page 42) saved if the owner is not careful 
free, most factory men feel that|in watching his air pressures, has 
the initial deal should be sold at|a bad run-out condition or has one 
the 5,000-mile mark. or more wheels badly out of bal- 
2 = (s | ance. 
bbw may be too late to save all Experience indicates that, while 

the mileage that should be|many mechanics may be pushed 


NAME THIS SERVICE PACKAGE! 
Automotive News, 


Penobscot Building, 
Detroit 26, Mich. 


Mr. Editor: 


I suggest the name of 


to designate the new “package” service being proposed that will 
include tire rotation or switch, wheel balancing, and front-end 
alignment or steering correction. 


Name 
Position 
Dealer 
City 


OR ls ae 


WZ 2) ' ox WIZE d 


oO 


a7 





a little to make their customary 
|income the first time the customer 


|brings the car in, if the job is} 


| priced properly to attract a volume 


iflow of this business, he will more) 
|than make up for it on all repeat- | 


|ers—even at 10,000-mile intervals. 


According to experienced front- 
end and balance men, once the 
| caster, camber and toe-in are 
correctly set, only a bad bump 
| or the natural “set” of the front- 
| end parts will change this setting 
to any degree and only a minor 
| correction will be needed to rec- 
tify the damage or wear. 

The same is true of wheel bal- 
ance. 
is necessary to do at each tire 
switch is to move the weight 
slightly to compensate for the 
slight static unbalance of the wheel 
assembly with the tire in its new 
position. 

Once in a while a bent spindle 
will cause more than the usual 
;amount of time to locate and cor- 
rect, and all the toe-in and wheel 
| balance in the world will not over- 
come the steering difficulty and 





gle bat KF 2 fbr 


We’ve got a sure-fire way to help you make 


more contacts...and sell more cars. 


Ask your 


Socony-Vacuum Representative for details, 


SOCONY-VACUUM OIL COMPANY, INC, 


Usually the only thing that | 


NEW QUARTERS OF GETCHELL MOTOR 





| 
|tire wear caused by a spindle that 
|is not true. 


* 7 * 


ee men say that it is 
best to take three readings on 
‘each front wheel, one at dead 
| straight ahead, one at full left turn 
|and the other at full right turn. 
|The readings should be the same 
|for each wheel as to plus or minus 
|readings—and if they aren’t, look 
| for an out-of-line spindle. 

| One thing is badly needed, how- 
| ever, in the promotion and sale 


S 


SOCONY-VACUUM 





|managed the parts and 


SERVICE SECTION 





S—This Pontiac dealer in Englewood, N. J., 


boasts easy access for customers, Service gains were apparent immediately, Getchell reports. 


of this package steering and tire 

service. And that is a name that 

the public will understand—one 
that so fully describes the serv- 
ice that they will buy it without 

a long and technical explanation. 

As none of the manufacturers of 
front-end or wheel-balance equip- 
ment or service experts have come 
|/up with a name for this service 
that adequately describes it, AUTo- 
motive News is publishing a box 
‘in this story asking the service 
managers and mechanics among 
our thousands of dealer readers for 
a good all-inclusive name for the 
package deal, 

When we get your suggestions 
|we will publish them and run a 
|contest to determine the name that 
the majority of service men in the 
field feel will be comparable to 
“tune up,” “brake adjustment” or 
“lubrication,” just to mention a few 
package services that adequately 
describe the service offered and 
which the public seems to under- 
stand. 


Eight Distributors 
Named by Monroe 


MONROE, Mich. — Eight new 
warehouse distributors have been 
jappointed by the Monroe Auto 
|Equipment Co., manufacturer of 
|airplane type shock absorbers. 
| They are: Dimmick Supply Co., 
|Lake Charles, La.; Economy Auto 
|Supply, Newark; Pittsburgh Auto 
| Equipment Co., Pittsburgh; Puget 
| Sound Auto Electric, Tacoma, 
Wash.; New England Wheel & 
| Rim, Boston; Creel Brothers, Wash- 
ington; Chanslor & Lyons, San 
| Francisco, and The Durham Co., 
|New York. 


Graphite in Crankcase 


Said to Give Economy 


| PORT HURON, Mich.—A 235,000- 
|mile test run on a Plymouth car 
showed that the addition of col- 
loidal graphite to engine oil re- 
|sulted in an average saving of 30 
;}percent in oil and 10 percent in 
gasoline, it is claimed by Acheson 
Colloids Corp. 

On one occasion, it was said, the 
|ecar was driven from Philadelphia 
|to Washington with no oil pres- 
|sure showing on the gauge. After 
|six quarts of oil were added, no 
|}evidence of damage was found, the 
| firm claimed, adding that the prin- 
ciple is applicable to any internal 
| combustion engine. 


| Miller Named to Manage 
Prehn’s Drive-Ur-Self 

Harold Prehn, Inc., Springfield 
Ill, has promoted Loren Miller to 


general manager of the Prenco 
Driv-Ur-Self division of the com- 





|pany. Harold L. Hull has_ been 
|named used-car manager. 


Miller, with Prehn since 1944 
used-ca! 
departments before his present pro 
motion. Hull has been with the 
company since June, 1949. 











Dealers: 

Why is your 
Front End Dept. 
in the Red? 


(See page 66) 
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lUsed-Car Racket 
In South Broken 
With 3 Arrests 


ATLANTA.—A ring which alleg- 
edly purchased used cars in Geor- 


Dealer Lauds Diagnosis 


Rock Island Retailer Says It Cuts 
Comebacks on Service 





(Continued from Page 42) 























brought and the much better cus-|ber of customers has been quite : ses ‘ 
tomer relations which he feels cer-|notable—last year they served = ae. with checks on # padded 
tain this department has played 4/3498 customers for the six months’ a on 8 Senne ae ae 
major role in developing, but is period as against 4,029 this year— been broken in Birmingham, Ala., 
happy over the ease with which also when most de le police here report. 
the service is sold to customers. As ae See Police said Sol M. Oppenheim 
of Aug. 1, the company had sold porting a drop in customer follow- 24, and Harvey 8 Seseal 29 both 
87.2 diagnosis jobs for every 100| '!M8. f Tullah T ” ia” aa 
attempted sales. | Parts sales for the period this . ullahoma, Tenn., and Milton 
Piel eee. | year are down in both total dollar meneeten, ™ « Chattanooga, eee 
jie dealership’s average R. O.| volume and in average parts sales arrested in Birmingham. Metcalf 
N. J., from the diagnosis department | per ticket—the latter being $7.07 for and Frank Drew, 23, also of Chat- 
=— | ‘ih. a i Seeaean the six month period of last year cacaee vee 8 ee 
; = is Tal ’ ; ; witnesses, 
tire S with many diagnosis department | © ap $6.04 for the six months Oppenheim and Messed w 
hat ? repair order averages. | of this year. EASTERN MOTOR EXPANDS IN ATLANTIC CITY—A Dodge dealership, it recently added | ch i i a ry 
sme ' Miller-Piehl is running through | The proof of the pudding is in | sales and service facilities at 210 N. Albany Ave., according to G. F. Steinhardt, treasurer = arged with cheating and swind- 
rv- approximately 65 diagnosis jobs |the eating however, as pointed out | °° 9enera! manager. The firm is also at Arkansas and Arctic Aves. Eng after they were returned here 
out per month right now. The firm |by Thompson. They have had num- =| from Birmingham. 
ion. has averaged 39.6 jobs per month |erous repeat diagnosis sales—or | Nylon-Constructed Tires manufactured in all-nylon construc-| Police said Oppenheim and Mes- 
a two-week period when the oper. |°uys—a# the customers come in| Announced by Goodrich |. Saenestilte unk Teese cn. teen 
— er course when diagnosis jobs diagnosis deal. One customer has|s AKRON. — Goodrich has an-|sent a flatter design to the road sg Me Ah lage With checks 
ae dropped to 22 for that month. been back for his fourth diagnosis nounced that its line of Super High- | so that rate of tread wear is de- oetice said ‘ee heck wis Ween 
cme The company has one full-time Se eee ee when he had his way truck tires, sizes 8.25-20 creased and allows a higher per-|they had opened the account was 
vice diagnostician and another trained rst “run through. through 11.00-24, are now being|centage of recaps. worthless. 
long man who can be called in at any a an Re eee ane $e 
| for time when the regular operator has 
the more work ahead than he can do. 
Every job that goes through the 
ions ; department is checked after the 
na | work has been done to make cer- 
that tain that no workman has slipped 
the in doing his part nor that a faulty 
to part has been installed that would 
, or prevent the repair job from being 
few the perfect job it should be. 
— NWILLER-PIEHL had written 
io some 4,029 customer repair 
orders this year through July, of | 
' which 236 or about 6 percent were | 
| diagnosis jobs. 
's i It is evident from this that if a_| 
; dealer wishes to cut his number of 
e ; comebacks and customer com-| 
plaints to the core, he doesn’t have | 
new to sell the diagnosis treatment to} 
een any very large percentage of his 
uto | total customer following. 
of Average diagnosis repair order 
during this period was $19.90 
Co., labor and $11.29 parts for a total 
uto | average of $31.19 per diagnosis 
uto job. 
iget While the average labor increase | 
ma, per ticket this year over last year, 
& i (when Miller-Piehl had no diagno- | 
sh - ; sis department) has been only a} 
San ; matter of cents—$11.77 against 


e., ; $12.02—the gain in total dollar vol- 
ume has been worth while—$98,187 
as against $101,021 for the same 
period. And this vear national fig- 
ures show that the average fran- 
chised dealer has lost in dollar vol- 
ume of service as against last year. 


* * 
car - 
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| 
on | Gasoline Dealer 
the Sees Price Plot 
: 


THE reflection of the diagnosis | 
department in increased num-| 








hia 
Oe. ° 
ee In Milwaukee | 
od MILWAUKEE. —Harry Tann, a| More than 10 years ago Ranco developed millions of car owners. Today this famous 
the gasoline dealer on Milwaukee's : . ‘ . , 
a south side, has gone to federal | and introduced the Fresh Air Heater Control Ranco control is widely accepted by the 
nal court in Chicago, claiming that bring! ‘ -_ A 
three major companies and 11 —bringing a new kind of driving comfort to automotive industry. 


smaller firms, including six oper- | 
ating in Milwaukee, are conspiring | 
to put him out of business if he | 
does not raise his gasoline prices. 

Tann asks $360,000 damages, 


comfort made to order! 


The Ranco control is tailor made to fit the ‘‘weather’’ 





to which are treble the amount he ; 
1co claims due him for suffering dur- requirements of each car. Foul weather becomes fair—when 
at + “ ane Suet — ree | a dependable, trouble-free Ranco control is on the job. 
: rms named in e y nn | i 4 
! are: Zenith Gas & Oil Co., Milwau- | No wonder smart manufacturers state with pride: 
44 | kee Super Gas, Inc., Clark’s Super “It’s comfort-controlled by Ranco!” 
al Gas Co., Inc., Black Eagle Oil Co., me y ’ 
ro Power Oil Co. and the Bluemound ni 
he Oil Co. 3% 


Others named in the suit are 

Phillips Petroleum, Socony-Vacu- 
=— um Oil, Martin Oil Co., Carbon- 
= dale, Ill; Road King Petroleum | 
Products Co., Inc., Chicago; Glove 
Oil & Refining Co., Lemont, IIL: 
Deep Rock Oil Corp., Chicago, and 
Fiore Coal & Oil Co., Madison. 

In his suit, Tann alleges that} 
the companies named “used threats | 
and cut off gasoline supplies” in rm 
attempt to force him to bring his 
prices into line with those of other | 
dealers. The firms named have de- | 
nied using any such pressure. | 

The Wisconsin attorney gen- 
} eral’s office at Madison has also 
3 been investigating the complaints 


made: by Tann. | WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 
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the finest cars are comfort-controlled by Ranco 
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By Jack Weed 


Backshop... 
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tration and engineering courses 
|they had been studying. 

Over 5,000 people attended the 
graduation ceremonies at which 
M. E. Coyle, executive vice-pres- 
ident of General Motors, gave 
the principal talk. The affair also 
marked the last graduation cere- 
mony which Maj. Albert Sobey, 
the originator of the school, will 
supervise as president and direc- 
tor. He resigns to become presi- 
dent emeritus on Sept. 1 and will 
be succeeded by Guy R. Cowing, 
who has been assistant director 


for the same period of time. 
«oe 


later when it is needed to wipe 
off rain. 

Bill doesn’t know yet whether ae | 
is going to make and market these | 
windshield cleaners—or just make | 
them for a “give away” at the) 
shows. In either case, I am certain | 
that this gadget is going to make | 
a lot of drivers who push their | 
buggies through bug-infested coun- | 
try very happy. The one he gave| 
me made me happy at least no later | 
than last week-end. | 

I ended up at a friend’s cottage | 
with my windshield so filled with | 
bug juice I couldn’t see through it | 
when driving against the sun, but} 
it didn’t take me a minute to clean | 


: Curriculum 
it off so that it really sparkled 
* * J : T= INSTITUTE has several 
ALSO attended an affair recently | different courses open to its 
that I wouldn’t have missed for | Students -ranging from _ special 


anything—now that I have seen one | courses that take but a matter of 
and that is the graduation cere- | weeks to complete up to full tech- 
monies of the General Motors Insti- | nical courses, such as engineering 
tute. Here I saw over a thousand | and plant management, that take 
young fellows from every state in|as much as five years to finish. 
the union and many from foreign| Roughly the courses are grouped 
lands getting their graduation cer-|under 1. General Motors coopera- 


tificates in the business adminis-/tive training programs, 2. plant 


The oye service station 
oI enin America that a ales 


akon 
motorists 
in all 





management training, 3. technical 


and special training, 4. training for 


the distribution organizations, 5. 
training for specific groups and ad- 
|visory service, and 6. spare time 
training. 
Two of my good friends in the 
| Cadillac service department, Jack 
Dunn and John Chenoweth, were 
graduated in this class that I 
saw go through, They had been 
taking a mechanical engineering 
| course for their B.M.E. and were, 
| I believe, in the five-year group. 


igrees in dealer non-cooperative 
|training were boys from India, Ice- 
|land, Norway, Afghanistan, Iraq 
jand Argentina. Among those from 
|outside the United States and Can- 
ada graduating in engineering were 


Africa, Brazil, India, Switzerland, 
Belgium, New Zealand, Argentina, 
|England and Sweden. 

The institute also offers dealers 
in other than Chevrolet cars a two- 
month dealership management 
training program that is very simi- 
lar to the Chevrolet Post-Graduate 
School of Modern Merchandising 
'and Management. 
| Both schools have the objective 
of endeavoring to furnish training 
facilities for the young men whom 
the dealer looks forward to taking 





tered Rest Rooms . 


boards 
selling aids. 
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In the group getting special de- | 


boys from Mexico, France, South | 


jing to depart from usual practice | 


jtools for a 





ERE’S the welcome sign, right across 
H the country, to millions of motor- 
ists every day. It attracts business. 
Tourists from coast-to-coast depend on 
it, look for it, stop where they see it — 
for nationally-famous Texaco Products 
... for the convenience of Texaco Regis- 
. . for the courtesy 
and services of Texaco Dealers. 


This sign is just one of the many selling 
advantages enjoyed by Texaco Dealers. 
It is backed up by powerful magazine 
advertising, on television, radio, bill- 
plus many Texaco Dealer 


THE TEXAS COMPANY 


SAY Ch1Cf ana FIRE-CHIEF casounes 
HAVOLINE and TEXACO MOTOR OILS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 


MARFAK CHASSIS 


‘SERVICE SECTION 







RE fhe 


REMODELED FROM OLD BUILDING—McAndrew-Lace Pontiac, Inc., Tuckahoe, N. Y., say 
service volume is up 218 percent and service employes have increased from five to 24. 


over the management of his busi-|cost of the tools to the dealer, 2 
ness some day. more small dealers being required 
¥ : . |to buy the complete packing and 
ee ‘ 9 3. if it is the start of a swing away 
Direct 7° De alers: ; |from the vehicle manufacturer's 
ig’ ptosis I do not go in for/appointing a special tool source to 
~“ rumors, but the grapevine re-/| develop all of the special tools that 
cently brought a whisper to me/ dealers require to properly service 
that a certain manufacturer is go-|the vehicle. 

If it is the latter, it will be in- 
teresting to watch and see if 
throwing the special tool busi- 
ness over to a bid and purchase 
basis, which will in some cases 
entirely eliminate the present 
sources, will result in better or 
this radical departure from stand-| lesser service to the dealer body 
ard practice results in: 1. lesser| at new model time. 

. — It is bad enough now with the 
| special sources knowing what they 
have to prepare for and having 
|}ample time to do what is their ma- 


jor, instead of a “sideline,” job. 
. 6 @ 


in the distribution of the special | 
certain new device 
and that he is going to buy the 
tools from the maker and sell to 
the dealer direct. 


It will be interesting to see if 


Hook, Line & Sinker 


(= of my old fishing pals today 
| is one of the happiest men in 
| Detroit. In fact he is so pleased 
|with himself that he has caused 
photos to be made of himself with 
| the ten-and-a-quarter-pound lake 
jtrout he recently caught and has 

good 


jing to take my copy of Karl Gou- 
| geon of Chrysler Motor Parts and 
|his fish out to my own lake “hide- 
|away” and put it up on the wall 
|alongside of a couple of myself in 
the same category—that I am quite 
| proud of. 
You know there is something 
about fishing—and catching a 
| more than normal sized fish— 
| that gets under your skin. 
| Even our own Bob Finlay is get- 
ting bit by this bug, whose bite is 
not only catching but lasting. Some 
of us go in for pictures of ourselves 
-and some go in for having the 
| fish mounted. 
| I have been guilty of both—and 
|if I can remember to take movies, 
|I am on a project of making a 
|movie library of different types of 
| fishing for different types of fish 
in various parts of the country. 
But the trouble is that I like to 
fish so well that I forget to take 
the pictures—or to have someone 
| else do the shooting. 
* * 








* 
Inspection Notes 

| [THERE has been such a recent 
interest in compulsory motor 
| Vehicle inspection that the Automo- 
| bile Manufacturers Assn. has got- 
ten out a map of the U. S. which 
shows the states that have state- 
owned inspection stations, the 
states with private stations appoint- 
ed by the state and the states which 
| permit cities in the state to require 
inspection. The map shows that 24 
states and the District of Columbia 
have some sort of a compulsory 
inspection regulation. 

Maxted of Collier’s sent me the 
advanced copy of his publication's 
Preventive Service Campaign for 
Fall 1950 last week and in it are 
reproductions of the ads they will 
carry in their issues of Sept. 2 
Sept. 30, Oct. 21 and Nov. 11. 

They mail copies of this pro- 
motion to approximately 5,000 
jobbers around the country and 
in other ways make an effort to 
get the trade set and ready to 
service the thousands of owners 
of motor vehicles who may be 
inspired to follow their sugges 
tions and get their vehicles ready 
for cold weather driving. 

Collier's points out one fact i: 
this promotion that it is well fo 
|all franchised dealers to heed 
| especially those who are doin; 
}nothing about promoting their serv 
jice department activity. That i 
the fact that some 9,662,000 postwar 
cars are—or soon will be—in the 
age of major repairs—that is ove! 
two years old. 

And the average dealer’s major 
service is still on a steady decline 
jin volume. 
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| Lakey Foundr 
Uncle Sam, Too $: , Ups p ducti f 
f New York Bank Urges That U. 8. Also Delay ea sae 
‘3 MUSKEGON. - Substantial in- 


| Unnecessary Spending During Crisis 


NEW YORK. Contending that, 
any increase in federal taxes should | 
be preceded by curtailment in non- 
essential spending, the National | 
City Bank of New York asserts in | 
a monthly letter that cutbacks in| 
govermental expenditures that) 
would release $5,000,000,000 for de- 


creases in unfilled orders over the 
past two months have enabled 
Lakey Foundry to place its No. 5 
foundry on a two-shift basis and 
production in its No. 3 foundry 
will be increased correspondingly 
by mid-August, J. O. Ostergren, 
president, announced last week. 
Employment then will be approxi- 
mately 2,150 compared with 1,800 


programs that the President pro- 
posed to start this year at an ag- 
gregate cost in fiscal 1951 of $956,- 
000,000. These included, among 
others, new aids to education at 
a cost of $320,000,000 the first 
year, and medical schemes partly 
to be financed by new payroll 











Y., say fense requirements could readily be | 
o 24. achieved. taxes, partly by charges on the at present and 1,440 last Decem- 
A still larger sum could be treasury. ber, he said. 
er, 2 realized, the bank adds, “if the “Some of these items Congress The backlog of unfilled orders, 
juired needs of the a a j|has already rejected, “the bank Becomes. |mostly for shipment this calendar 
r and courage of government officials, |notes. “They are things we have , ; | year, was $7,625,000 on July 1, the 
away administrators and legislators— | gotten along without and presum- va. soseaity aqined. iy Son bolle Goer We coe Gail cat ar te Gee Suy. highest level since late 1948, he 
urer’s demanded it.” lably can still forego.” | structure has radiant heating throughout. Penind: "| said. “So far as we can determine, 
ce to Pointing out that the possibility Citing proposed expansion of ex- |the war in Korea has not been a 
| that of curtailing non-essential govern-|isting programs as a “fertile area”| lic works generally,” the bank | mated” in the annual budgets The |factor in bringing about the in- 
rvice mental expenditures in the light of |for cutbacks, the bank adds that| declares, “simply requires courage | original estimate for the 1950 fiscal | CTe@Sed business,” Ostergren stated. 
. the Korean hostilities is a matter|the budget document is “studded”, to see that public works on such |year, made in January, 1949 was | “It reflects the generally high op- 
-in- | that seems to have escaped notice,|with such increases. Listing one| a seale represent an inexcusable | $4,500,000,000, while the amount|¢rating level of the automobile, 
e if the bank continues: item, public works, the bank points; waste of money and— oneray ‘actually spent in that year was|household appliance, agricultural 
USi- “This is what the citizen is ex-|out that the army corps of engi- meedea fer mere eaittel “ | $3,500,000,000, the bank notes. |and industrial equipment indus- 
hase ’ pected to do in his budget when his |neers and the reclamation bureau a a It adds that the President’s esti- | tries which are heavy users of gray 
noes taxes are increased. He is entitled |are scheduled to spend a record-| PO*®™ mate of funds needed under this| TO" castings.” 
sent to wonder why, if he is to forego|breaking $961,000,000 on rivers and| The bank further contends that) program for fiscal 1951, amounting | os —_—_—— 
iody some of his spending plans, that the | harbors work. the needs for the European recov-|to $3,250,000,000, “is generally ac-|, vestment ih an AUTOMOTIVE NEWS 
y ini . a e } . y z a | investmen nan A I q ows 
y Sa a i cae a | “A drastic cut here, and in pub- (ery program have been “over-esti- cepted as excessive. ____| WANT AD will bring quick results ee 
1 the pect a shakeout in non-essentials— | 
they and everyone knows they are there | 
aving = before resort is had to tax in-| 
‘"ma- § creases.” = 
ob. , Citing five “areas” in which cut- : 
‘ backs could be made, the bank p1adde 
, warns that the President's recent 
oday |} directive to trim down “as far as | 59722 9321 
nin practical” projects non-essential in 
~ased ; the present international situation 
used “will take a lot of following up.” 
with Left to itself, the bank asserts, 
lake bureaucracy is not likely to find 
has many cuts “practical,” while the 
good number of projects that can be gum 
' found “essential” to the war pro- lava a 
1 go- | gram is “truly astounding.” « Yr >] 
Gou- | The bank notes that in the area Nall pele 
and | of housing, the President has al- Pa 
hide- | ready acted in a manner to affect Richa amr 
wall | the budget by asking the Federal rene] 
If in | National Mortgage Assn. to re- lal easel 
quite duce its holdings of mortgages. 
It had been assumed that the as- 
ling sociation, known as “Fannie Mae,” 
; es would add another $990,000,000 to 
h— its holdings in the 1951 fiscal year, 
but the effect of the President’s 
get- request could be to wipe out this 
te is total of expenditures and produce 
some an inflow of funds to the treasury. 
elves ff An even bigger “swing” in favor 
the | of the treasury is potentially pos- 
sible in agriculture, according to 
and } the bank. The Commodity Credit 
vies, k Corp. had been expected to spend 
ig a ‘ $952,000,000 in the fiscal year to sup- 
's of port farm prices, while another 
fish $114,000,000 was scheduled to be 





y. ' spent by the Department of Agri- 


























eto culture for the “removal of surplus 
take agricultural commodities.” 
eone “With the widespread anxieties 
over possible shortages,” the bank ee & 
declares, “expenditure of $1,066,- 
000,000 in public funds to hold up 
cent prices and remove agricultural F L ; 
otor aoe? from the —, “~~ 
more an ever indefensible. In- 
mo. Mend, sling from the vast existing ENGINEERED FILTRATION & ENGINEERED SELLING 
hich stocks might possibly return as) 
much as a billion dollars to the — | 
—_ treasury during the course of the A D D U P TO B | G S A L E S A D V A N T A G E S F O R Y O U ‘ 
»int- year.” 
hich Another general area for cut- 
uire backs, the bank says, lies in new WIX doesn’t stop with the production of of oil, and you’ve got a sales combination 
t 24 engineered filter products that deliver that rings with money-making action. 
— Tighter Transfer Law ee ee cae both = eh wae Pscednictig § number of ype api 
sor} . . + engine equipment and in replacemen Manufacturers have recognized and ac- 
Sought = Louisville service. Engineered Selling is a big plus cepted as original equipment the built-in 
ane ane ane cies i ata ame WIX provides for Car, Truck and Tractor seals, electronically controlled, Micro-pore 
fae Semeehihen tin en deimamiiad by Dealers the famous Cabinet Mer- filtrant construction and _ lithographed, 
are County Clerk Queenan here. Claim- chandiser is a literal pump-side or repair rustproofed, prick-punched Filterefils 
will ing that many dealers fail to trans- department sales counter that sells Fil- WIX has pioneered. Similarly, the advan- 
- 2, fer cars that they take on trades ters, sells Replacement Cartridges and tages WIX offers Dealers to spur replace- 
to their names, he said, this en- sells Oil! Add the WIX Dirtector, the ment service sales have combined to 
ro- ables dealers to escape payment sensational sales aid to SHOW customers make this Line the leader. Ask us to 
000 i of the $1.50 transfer fee and some- not alone the level, but the CONDITION show you what WIX can do for you. 
ind i times saddles a buyer with three 
to ; or four such fees. 
to : Queenan added that this also 
ers : results in a dealer sometimes ee 
be shifting the 3 percent state usage Write for this catalog——32 
es- tax, plus muddling the work of Pages of up-to-the-minute 
TU police and tax officials because Filter sales and profit in 
only the name of the earlier owner formation compiled for Car 
- is on record. and Truck Dealers. 
o 
+a | McCoy Building 
: : Construction has been started on 
age a new building to house McCoy| TRADE MARK REG. 
wa} Auto Co. (Pontiac-Cadillac-GMC- | OIL FILTERS FILTEREFILS 
the 4 White trucks), Vancouver, Wash. e 
ver ’ The new -“ with its site and 
: equipment, will represent an _ in- A 
ajor | vestment of $250,000, states Austin WIX ACCESSORIES CORP’N e@ GASTONIA * NeCe 
line B. McCoy, owner. 


CANADIAN FACTORY: WiIX ACCESSORIES CORP, LTD., 11 Wabash Ave., Toronto 3, Ont. 
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ied: Car Auction Prices 


Market Trend 


Used-car prices continued on the upgrade last week. The overall 
average price rose $48 to $1,079. This was the largest weekly gain 
this year and the highest the average has been this year. 

As in the preceding week, most of the gain was concentrated in 
postwar cars, although all models showed increases last week, The 
largest gainers were '50s, which leaped $108 to an average of $2,126. 
The average price of 1950 models has climbed $217 since the market 
began its upswing following the Korean war. 

There were indications, however, that the price increases were 
slowing down. Several auctions noted on their reports that the mar- 
ket was “steady,” while at least two said prices were somewhat 
softer. 

The buyers weren’t quite so eager last week, either. At eight 
auctions, 66 percent—or 992—of the 1,504 offerings were sold, In 
the previous week at the same auctions, 72 percent—or 941—of the 
1,314 offerings were sold. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


MANHEIM, PA. 





oe ed TH — '47 4-dr., $920. °46 2-dr., 



























$765 
PONTIAC—'49 Chieftain (8) 2-dr., 


(Manheim Auto Sales & Auction, Inc. $1,950, 
Sale every Friday. Prices are for sale of ’48 (8) conv., $1,420; 2-dr., $1, ‘500, ‘47 
July 28.) en” $1,155, $1,075; (6) 2-dr., $975. 

(Sold 84 units out of 143 offerings.) ’46 2-dr., $890. 

I iS — '48 . 525. ’ 
BUICK "49 RM sedanet, $2,170; 4-dr.. $1,- Ten pike Ra Sune, Geen. “er 

940. '48 Super 4-dr., ,520, ’ Super ‘ELL a: % 

4-dr., $1,240. '46 Super 4-dr., $1,085. '41 eee ANEOUS 40 LaSalle coupe, 

Super club coupe, $430. ‘39 4-dr., $580. - 

CADILLAC — ‘49 (61) 4-dr., $2,900. °46 ~ sw 

(62) 4-dr., $1,415, $1,400. KANSAS CITY 

CHEVROLET—'49 FL Deluxe 2-dr., $1,- (Kansas City Automobile Auction. Sale 


580, $1,535; SL Deluxe club coupe, $1,-| every Wednesday. Prices are for sale of 


550. "48 FM 4-dr., $1,350; club coupe, |S‘ oy 
$1,215. ‘47 FM “S's a FL (Retail market slowing in this area. 
CURYSLEN. to Town . Soukery Newport Prices @ little lower than in preceding 
an eu. ¥, 66, 1 Swe) ce Se ow 


sor, 4-dr., $1,160. BUICK—'50 Special 4-dr., $2,142, $2,050. 


DeSOTO—'47 Custom 2-dr., $1,290. ; ; ‘ 

DODGE—'49 Coronet 4-dr., $1,895; club guess sar, hike 47 Super conv., 
coupe, $1,540. ane ae, . a 

FORD—'50 conv., $2,120. '49 conv., $1,410; CHEVROLET "50. o-dr." g1°800. $1,747. 
Seae” TUtOe. “ST comv., G1,008, 180 conv., | 40 3-dr., $1,568, $1,487; d-ar., $1,400, 

: 33 ,325, $1,310. ’ : 

FRAZER—'49 4-dr., $950, '47 4-dr., $880. eee a" > sol Et, serose- 

RAISER 2 oe “3000 am club coupe, $1,312; 2-dr., $1,215. 

KAISER—'49 4-dr., $990. mer 

ear $1,110. 0 club coupe, $2,200. °47| “Windsor 4-dr., $1,882. "47 | Windsor 
-ar., ’ . 

NASH—'47 Ambassador 4-dr., $820. ‘46 gnnnth. ta 4. ar., $930. 


(600) club coupe, $810. DODGE—'49 club coupe, $1,607. '47 club 


$2,575; 


eS een ee a: a Sa, se: business coupe, 
. , i 5 ; -ar., ’ . 

170" 1 26 tabs eedae $1,085.) | FORD—'50 GD (8) 2-dr., $1,982, $1,940, 
PLYMOUTH—'48 SD 4-dr., $1,325, 47 sp | $1,577; station wagon, $2,055. "#9 Stand- 

2-dr., $1,100. '46 SD conv., $1,020; 4-dr ard (6) 2-dr., $1,240; Custom (8) 2-dr., 

——— eee ‘| $1,500, $1,472, $1,452, $1,420; (8) 4-dr., 
PONTIAC—'50 (8) conv., $2.530, '49 (6) | peyoan 51800: 51438; conv, $1,605, 

conv $1,900; sedan, $1,890. ‘48 (8) ’ . . me. “" P 

Sedan, $1,475. °47 (6) 4-dr.. $1,205, '4¢ | H#UDSON—'49 4-dr., $1.472; 2-dr., $1,285. 

8 aan. $1,000 7 . . "48 club coupe, $1,410. 

(8) sedan, $2,000. KAISER—'47 4-dr., $837. 

LINCOLN—'47 4-dr., $850. 
MASON CITY, IA. MERCURY 49 4-dr., $1,685, $1,597; 2-dr., 

(Lapiner’s Used Car Auction. — or pe .- 47 conv., $920; ~dr., $1,102, 
Wednecday. Prices are for sale of Aug. 2.) oe , - 

(Market shows continued strength. Sold ar a _ sone $1,835. °49 4-dr., $990. 
ee rete ee et eee inet 49 Super | CLDGMOBILE — ‘49 (88) 4-dr., $2,010, 

4-dr.. $1.915%, $2.000°. '47 Special 4-dr.,| $2/027. . $1,000, $1800; ae eos 

$1,270. $1,225, $1,060, $1,005. 4-dr.” $1522. vere 
CADILLAC—'47 (62) 4-dr., $1,675. cet ‘ 2 
CHEVROLET—'50 Bel-Air $2.405°, oe -aee: PAoo2, ee Oe, TR A Oe. 

$2,245; conv., $2,120, .055, ‘oon’ | PLYMOUTH — '49 4-dr., $1,490, $1,450, 

$2,015; FL Deluxe adr.» oe oie. Sio50, | $1.405, $1,340. 748 4-dr., $1,050, $1,010; 

Sore: Mio Sie Deluxe’ Qa, gicsvo,| IMB coupe, $1,177. "47 Z-dr., $959, $877, 

$1,550, $1,525. $1.430*; 4-dr., 2 at $1,- Pe * & - * 

#10, 81.800 Tis Pil 2-dr- $1:250, $1,436, [PONTIAC 80 (%), 2dr. $2,190, 40, (8 
hee ee te 9nces 40 1a S1See. (48 (8) S-dr., $1,200, $1,155. 
CERYELER— "60 NY  4-dr., $2,806, STUDEBAKER—'47 Champion 2-dr., $1,- 

Windsor 2-dr., $1.930; NY conv., $2,025. 130; Commander 2-dr., $962 

att S-o.. Shae. WILLYS—'48 Jeep, $485. "46 Jeep, $400 
DeSOTO—’'50 Custom 2-dr., ae ea. Qe , . , R 

"48 Deluxe 2-dr., $1,000. ° ‘ustom 

4-dr., $1,085. '46 2-dr., $935. DENVER 
DODGE—’50 Coronet 4-dr., $2,375. °49 

Meadowbrook 4-dr., $1,795. (Denver Auto Auction, Inc. Sale every 
FORD—'50 CD (8) conv., $2,245, $2.125*; | Tuesday at Englewood, Colo. Prices are 

station wagon, $2,225; 4-dr., $1.900*,|for sale of Aug. 1.) 

$1,755". °49 Custom (8) 4-dr., $1,410, (Prices steady and demand strong.) 

$1.295: station wagon. $1,345. BUICK—'49 Super conv., $1,960; 2-dr., 
FRAZER—’'51 4-dr.. $2,150*. 48 4-ar.,| $1,795, $1,830, $1,905*; RM 4-dr., $1,690, 

$870. ; $1,795, $1,855", $1,865*. °48 ar 

DSON—’'48 Commodore (8) 4-dr., $1,130, 4-dr., $1,200. ‘47 Super 2-dr., $1,015, 
KATRIN — ‘Rl 4-dr., $1,985. °49 4-dr., oo $1,210. ‘41 Super 4-dr., $385, 

$1,555, $1,175. . 7 

ERCURY—’50 2-dr., $2,235, $2.200: 4-|CADILLAC—'49 (62) 4-dr., $3,005*, $3,- 
ma "32.235. "49 stale sedan, $1,765*%;| 215%; (61) 4-dr., $3,145*. °47 (60) Spe- 

2-dr.. $1,550*, $1,510, $1,545. °48 4-dr., ie $1,975. '46 (62) 4-dr., $1,570*, 

$1,005. ,670. ; 

—' 49 00) 4-dr., 1,450; Ambas- | CHEVROLET—’50 station wagon, $2,340*; 
— 7, {9 o) eto $ 5 conv., $2,285, $2,290; FL Deluxe 4-dr., 
PACKARD—'50 2-dr.. $2.210. $2,205, $2,225*; SL Deluxe 2-dr., $1,900, 
PLYMOUTH—'50 Suburban, $2,050: conv., $2,000, $2,005, $2,040, $2,055, $2,200*; 

$2.155. °49 Suburban, $1,475. '47 conv..| 4-dr., $2.190*, $2,200*; half-ton pickup, 
$940. °46 Deluxe 4-dr., $659. $1,420. ‘49 Sl Deluxe 4-dr., $1,580, 2 
PONTIAC —'50 (8) 2-dr., $2,445*; (6) | at $1.625, $1,630, 2 at $1,645; FL De- 
2-dr.. $2,400*, $2,000. ‘49 (6) 2-dr., luxe 2-dr., $1,525, $1,550, $1,555, $1,595, 
$1.785. . $1,585. °'48 FL aerosedan, $1,160, $1,215 
s' SBAKE ’50 Champion 4-dr., $2,- $1,250, $1,255; SM 4-dr., $1,100, 2 at 
"O70, $1855"; 2-dr., $1,830, . $1,200. 47 aerosedan, $1,035, $1,150, 
F , F $1,215. '46 FL aerosedan, $1,000, $1,005, 
$1,045. 
DETROIT CHRYSLER—’50 Newport, $3,110; Royal 
2-dr., $2,725. '49 Saratoga 4-dr., $1,855. 


(Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Aug. 2.) 


(Indications are that dealers have re- 


’48 Windsor business coupe, $1,055. '47 
Windsor 4-dr., $1,205, $1,225, $1,245. 
DeSOTO—’50 Sportsman, $3,000; Custom 


plenished their stocks. Some think the 4-dr., $2,500; club coupe, $2,420. 

market will drop in about two weeks. | DODGE—’50 Coronet 4-dr., $2,540, $2,545; 
Sold 79 units out of 124 offerings.) Meadowbrook 4-dr., $2,270. ‘'49 Coronet 

BUICK—’50 Special 2-dr., $2,100. '49 RM 4-dr., $1,820. °'47 Custom 4-dr., $965, 
2-dr., $1.875. '48 RM conv., $1,600. '47 $970, $985. '46 Custom 4-dr., $780, $920. 
conv., $1,225. '39 4-dr., $300. FORD—’50 CD (8) Crestliner, $2,475; 2-dr., 





CADILLAC—'48 (62) 4-dr., 2 at $2,350. $2,150*, $2,000, $2,005; half-ton pickup, 
CHEVROLET—’50 conv., $2,350*, $2,125; $1,095, $1,145, $1,225. °'49 Custom (8) 
FL Deluxe 4-dr., $2,020; 2-dr., $2,000. 2-dr., $1,300, $1,350, $1,390, $1,400. ‘48 
‘49 SL Deluxe 2-dr., $1,600, $1.585, 3 at (8) 4-dr., $900. ‘47 (8) 2-dr., $810, 
$1,560, $1.480; club coupe, $1,460. '48 $850, $855, $920. °46 (8) 2-dr., 2 aat 
FL aerosedan, $1.265; FM 4-dr.. $1,185; $790, $815. 
(Taxi), $900. °47 4-dr., $1,225. $960: |FRAZER—’51 4-dr., $2,300%. °48 4-dr., 
2-dr., $1.035. $925. '46 2-dr., $860. '41 $975*. 
2-dr.. $425, $395. $265, $235. HUDSON—’'50 Commodore (6) club coupe, 
CHRYSLER—’46 Windsor 4-dr., 2 at $1,- $2.150. ‘49 Super (6) conv., $1,595: 
035. Commodore (6) 4-dr., $1,455, $1,475. °'47 
DeSOTO—’'47 4-dr., $1.130. Suver (6) 2-dr., $665. 

DODGE—'49 (taxi). $875. '48 Custom club | LINCOLN—'49 Cosmopolitan 4-dr., $1,895*. 
coupe, $1,260. '47 Custom 4-dr., $1,100. | MERCURY—'50 club coupe, $2,330, $2,- 
FORD—’50 conv., $2,150; Custom (8) 4-dr., 430*, $2,450*, $2,500. ‘49 4-dr., $1,580, 
$1,410; 2-dr., 2 at $1,450, 2 at $1.380; $1.660, $1,685*. '41 4-dr., $400, $500. 
conv., $1,575: Custom (6) 4-dr., $1.350. | NASH-—’47 Ambassador 4-dr., $790, $795*. 

47 4-dr., $905, $750. °46 2-dr., $905, '46 (600) 4-dr., $560, $635. 
$790, '37 2-dr., $270. OLDSMOBILE—’50 (98) Holiday, $3,225*, 
HUDSON—’47 4-dr., $795. '46 4-dr., $700. $3,400*; 4-dr., 2 at $3,000*, 2 at $3,030", 
KAISER—’51 4-dr., $2,100. '47 4-dr., $750. $3 095*; (88) Holiday, $2.970; 2-dr., $2,- 
MERCURY—’49 conv., $1,750; 2-dr., $1,- 470*, $2,590, $2,615", $2, 630%, $2,665%, 
725. $1,700, $1,655. $2, 700°. $2.730*. '49 (98) 4-dr. , $1,960°, 
NASH—'48 (600) 4-dr., $945. 2 at $2.000*, $2,110*, $2,330*. °'48 (78) 
C "49 conv., $2,250; (88) 2-dr., $1,225*, $1,255*. °46 (98) conv., 
4-dr., $1,940; (76) 2-dr., $1,775. ‘47 $1,070*. 


-dr., $1,060. '40 club coupe, $255, $265. PACKARD—’47 Clipper 4-dr., $890. 
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‘50 Suburban, $2,025; SD 
$1,440, $1,- 
$785, 
4-dr., 


PLYMOUTH — 
4-dr., $2,000. °49 SD 4-dr., 
510, $1,525, $1,545. ‘48 SD 4-dr., 
$1,000, $1,039, $1,190. °47 SD 
$595, $880, $955. °46 SD 4-dr., $625. 

PONTIAC—'50 Chieftain (8) 2-dr., $2,- 
695", $2,715*; conv., $2,470*. '49 Chief- 
tain (8) 4-dr., $1,595", $1,705*, $1,850*, 
$1,880*. °'48 (6) 2-dr., $1,175, $1,335°. 
47 (8) 2-dr., $1,205; (6) 2-dr., $940, 


WILLYS—'48 Jeep, $585, $600, $720. ‘47 
station wagon, $800*; Jeep, $520, $585. 
‘46 Jeep, $405, $505. 


OAKLAND, CALIF. 


(A, L. Pollock Auto Dealers Wholesale 
Auction, Sale every Wednesday. Prices are 
for sale of Aug. 2.) 

(After rising for three or four weeks, 
market is now steady. Sold 132 units out 
of 165 offerings.) 


BUICK—’50 4-dr. sedan, $2,780*. °49 Su- 
per conv., $2,450*; sedan, $1,885. ‘48 
Super conv., $1,700*, ‘46 conv., $1,300. 


’41 sedan, $495, $525, 
$480, $430. °'40 
‘39 sedan, $240, 


$4,- 


'42 sedan, $430. 
$245, $185, $410, $470, 
sedan, $230, $255, $440. 
$250, $100, $200. 
CADILLAC—’'50 (61) sedan, $4,435*, 


600*; (60) Special 4-dr., $5,600. "49 
sedan, $3,510*. °48 (62) sedan, $2,725°, 
$2,800*, $3,060. °47 sedan, $1,955*. ‘42 
(61) sedan, $810*. ‘40 sedan, $460. 
CHEVROLET — '50 conv., $2,290. ‘49 
conv., $1,810. ‘47 sedan, $1,265, $1,100, 
$1,175. ‘46 sedan, $980, $915, $960, 
$1,200. ‘42 sedan, $530. ’41 sedan, 
$450. °40 sedan, $305, $320, $300, $200. 


'39 sedan, $130, $110, $185. 
CHRYSLER — '48 sedan, $1,650, $1,405, 


$1,385 ‘46 sedan, $1,150. ‘38 sedan, 
110. 
CROSLEY—'48 panel, $165. 


DeSOTO—’'46 sedan, $1,035. 


DODGE—’49 Wayfarer roadster, $1,555. ‘48 
sedan, $1,355. ‘41 sedan, $280, $425, 
$200. ‘39 sedan, $175. 

FORD—’50 CD (8) sedan, $1,880; conv., 
$2,275. °49 Custom (8) sedan, $1,525, 
$1,490; half-ton pickup, $905. ‘48 SD 
(8) sedan, $1,145. '47 sedan, $835, 


‘46 sedan, $815, $855, 
$835, $910. ‘41 


$1,000, 2 at $885. 
$905, $655, $750, $825, 


gis0.” $345, $330, $400, $325. °37 sedan, 

140. 

HUDSON—’50 Super (6) sedan, $2,220; 
Commodore (8) sedan, $2,750. '48 sedan, 
$1,575. °47 sedan, ee ’41 sedan, $175. 

KAISER—'47 sedan, $760 

LINCOLN—'49 sedan, §2, 025°, $2,080*. '37 
sedan, $150*. 

MERCURY—’'46 sedan, $890. ‘41 sedan, 
$400. ‘40 conv., $350. 


NASH—’50 Rambler conv., $1,855, $1,890. 
’46 sedan, $700. ‘42 sedan, $305, $255. 
‘41 sedan, $210. ‘40 sedan, $200. ‘39 


sedan, $205. 

OLDSMOBILE—’50 (88) conv., $2,915. ‘49 
(88) conv., $2,410*. ‘46 sedan, $1,035, 
$1,150. °40 sedan, $250, $340. °38 Olds- 
mobile sedan, $105. 

PACKARD—’'47 sedan, $1,145. °40 sedan, 
$225. ‘38 sedan, $200. 

PLYMOUTH—'50 Suburban, $2,260. ‘46 se- 


‘41 sedan, $380. ‘°40 


dan, $905, $975. 
"39 sedan, $205, 


half-ton pickup, $105. 
250. 


PONTIAC—'49 conv., $2,105*, $1,955*. °48 
sedan, $1,455. 47 sedan, $1,095. ‘41 
sedan, $315. ‘40 sedan, $150. ‘37 sedan, 
$200. 


STUDEBAKER—'50 Champion sedan, §$1,- 


775, $1,850. ‘49 Commander sedan, §$1,- 
590. ‘40 sedan, $100. 

MISCELLANEOUS — ‘48 Thames panel, 
$650. 


LEBANON, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 2.) 

(Prices same as preceding week with 
’49s and °50s in demand. New-car deal- 
ers were big buyers. Sold 89 units out 
of 106 offerings.) 


BUICK—'50 Special sedan, $2,400*, §$2,- 
320*, °49 RM sedan, $1,940". '47 RM 
sedan, $1,225, $1,145. ‘46 Super sedan, 
$1,060, $940. ‘41 Special sedan, $470, 
$420. ‘40 Super sedan, $460. ’'39 Special 
sedan, $290. 

CADILLAC—'48 (62) sedan, $2,600*. '46 


(60) Special 4-dr., $1,700*. 
CHEVROLET—'50 SL Deluxe conv., $2,280; 
sedan, $2,200, $2,180, $2,150. °49 SL De- 
luxe sedan, $1,575, $1,545, $1,530; SL 
Special sedan, $1,480. '48 conv., $1,330, 


$1,280; FM sedan, $1,250, $1,220. °47 
FM conv., $1,175, $1,160; sedan, $1,150, 
$1,040; SM business coupe, $870. '46 


FM sedan, $960; SM sedan, $840. ‘'41 
conv., $560; MD sedan, $510, $440. °40 
MD sedan, $400. ‘39 MD sedan, $320. 

DODGE—'47 conv., $1,235; Custom sedan, 
$1, 180. °'46 Deluxe sedan, $960, $770. 
"41 sedan, $440, : 

FORD—'50 CD (8) sedan, $1,940; Deluxe 
(6) sedan, $1,750. °49 Custom (8) conv. 
$1,575, $1,535; sedan, $1,320, $1,310. °46 
sD sedan, $830. ‘41 SD sedan, $510, 
$370. '40 Deluxe sedan, $360, $300. '36 
sedan, $160, $140. 

KAISER—’51 4-dr., $1,950. 

MERCURY—'49 sedan, $1,620*, $1,580. ’48 
conv., $1,230. ‘46 sedan, $960. ’40 se- 
dan, $360. 

NASH—’47 Ambassador club coupe, $870*. 
’46 (600) sedan, $720. 

OLDSMOBILE—’49 (88) sedan, $1,920*, 
$1,900". ‘48 (98) sedan, $1,490*; (76) 
sedan, $1,320. ‘47 (78) sedan, $1,120. 
'46 (66) sedan, $920. ‘41 (98) sedan, 
$510. °39 sedan, $285. 

PLYMOUTH—’50 Deluxe sedan, $1,890. ’49 
SD sedan, $1,570. °'48 SD sedan, $1,280, 
$1,240, $1,130. ‘47 SD sedan, $1,110, 
$1,060. °46 SD sedan, $1,000, $880. ’41 
SD sedan, $440. '40 SD sedan, $390. 

PONTIAC—'49 SL sedan, $1,825*. °48 SL 
sedan, $1,440. ‘46 sedan, $1,040, $960. 
’41 sedan, $360. ‘40 sedan, $420. ‘39 
sedan, $260. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 
Monday and Friday. Prices are for sales 
of July 28-31.) 


(Sold 136 units out of 245 offerings.) 
BUICK—’49 RM sedan, $1,975*; Special 
sedan, $1,650; Super sedan, $1,850, °48 
RM sedan, $1,435. '47 Super conv., $1,- 
250. ’41 Super conv., $200; Special sedan, 
$500; sedanet, $450, $435. ‘40 Super 
sedan, $225. '39 conv., $325. 
(62) sedan, $2,350*. °40 
(60) Special sedan, $550. 
CHEVROLET—'50 SL Deluxe conv., §$2,- 
300; FL Special sedan, $1,900. °49 SL 
Deluxe sedan, $1,705, $1,685, $1,540; SL 
Special sedan, $1,630, $1,600; FL Special 
sedan, $1,600, $1,455; FL Deluxe sedan, 
$1,760, $1,650; station wagon, $1,575. '48 
FM sedan, $1,300, $1,170. '47 FM conv., 
$1,115, $1,150; FL aerosedan, $1,150. ’46 
SM sedan, $960; FM sedan. $960. ’42 
SD conv., $650; MD sedan, $535. ’41 SD 
sedan, $585, $600, $625; club coupe, $500. 
‘40 SD sedan, $445, $400, $265; MD 
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sedan, $215. '39 sedan, $400, $215, $285, (8) half-ton pickup, $1,350; conv., $2,100 
$300, $360, $290, $250. '37 sedan, $135, '49 Custom (8) 2-dr., $1,450, $1,360, $1,- 
$125. 250, $1,400; Standard (8) 2-dr., $1,350, 
CHRYSLER—'48 Windsor Highlander club $1,325; conv., $1,600; (6) half-ton pickup 
coupe, $1,550. °42 Saratoga sedan, $250. $860. '47 Deluxe (8) 2-dr., $950, $900; 
’41 Royal sedan, $145. station wagon, $860; SD (6) 4-dr., $910 
DODGE — ’48 Deluxe sedan, $1,160. ‘47 ‘46 (8) Business coupe, $780. ‘37 (6) 
Limousine, $600. '41 conv., $535. sedan delivery, $140; '37 (8) 4-dr.. $125 
FORD—’50 CD (8) sedan, $1,650. '49 Cus- | FRAZER—'47 Manhattan 4-dr., $870. 
tom (8) conv., $1,425; sedan, $1,375. "48 | HUDSON—’48 (8) 4-dr., $1,135. °46 (6) 
SD (8) sedan, $1,035. ‘46 SD _ sedan, Super (6) 4-dr., $580. '40 (8) country 
$755; Deluxe (8) sedan, $925. '42 sedan, club 4-dr., $300. 
$510, $425, $450; business coupe, $520.|] LINCOLN — ‘49 4-dr., $1,960. °46 club 
’41 (8) sedan, $365, $335; club coupe, coupe, $880*. 
$640; (6) sedan, $300; half-ton panel, | MERCURY—'50 club coupe, $2,250; 4-dr. 
$250. '40 half-ton pickup, $250; club $2,050. '46 conv., $820. 
coupe, $400. '36 sedan, $205. NASH—’49 Ambassador 4-dr., $1,570; (600) 
HUDSON—’'46 Super (6) sedan, $755. 4-dr., $1,300. °47 (600) 4-dr., $850. '40 
LINCOLN—’'46 sedan, $925*. Deluxe 4-dr., $280. 
MERCURY — '47 conv., $1,075. °46 club OLDSMOBILE—'50 (88) 4-dr., $2,400, °41 
coupe, $935; sedan, $825. (76) 4-dr., $220. ‘40 (98) 4-dr., $200 
NASH—’'47 (600) sedan, $785. ‘41 Am- (90) 4-dr., , $350. '38 (76) 4-dr., $130. 
bassador sedan, $385*. PACKARD— '46 Clipper (8) 4-dr., $750. 
OLDSMOBILE—’49 (98) sedanet, $1,775*. | PLYMOU TH 50 Deluxe 2-dr., $1,885; 
"48 (66) conv,, $1,625*. '46 (76) sedan, club coupe, $1,975. 49 SD conv., $1,600 
$735; (78) sedanet, $925*. '41 (66) sedan, '48 SD 4-dr., $1,200; station wagon, §$1,- 
$175*, $440. '40 (6) sedan, $200. 300. '47 SD 2-dr., 2 at $1,100, $1.000 
PACKARD—’40 (110) club coupe, $285. °31 "42 SD 4-dr., $350. '41 SD 4-dr., $380. 
touring sedan, $125. PONTIAC—'50 (8) Catalina 2-dr., $2,875*; 
PLYMOUTH—’49 SD conv., $2,000; Deluxe conv,, $2.915. °49 (8) SL 2-dr., $1,800 
sedan, $1,665, $1,575. "41 SD conv., $610; '48 (8) SL 2-dr., $1,345; 4-dr., $1,530; 
club coupe, $550. '39 sedan, $300, $350. conv., $1,600. '47 (8) club coupe, $1,- 
’38 sedan, $175, '37 sedan, $375. 259. '40 (6) sedanet, $440. 
PONTIAC—'48 Torpedo (6) sedan, $1,375. | STUDEBAKER—'48 Commander conv., $1.- 
"41 (6) club coupe, $165; sedan, $175. 110*; Champion 4-dr., $1,100*. 
'40 (8) sedan, $625. '37 (8) sedan, $150. | WILLYS—’48 Jeepster, $910*. 
STUDEBAKER—'49 nen Pana aes 
565; half-ton pickup, 40. °4 ampion 
sedan, $350; Commander sedan, $485. * EBENSBURG, PA. 
MISCELLANEOUS—’49 International half- (Ebensburg Auto Auction Co, Sale ev- 
ton pickup, $1,010. '48 sedan, $475. ery Thursday. Prices are for sale of 
Aug. 3.) 


(Prices continuing high. 
a two-vear high. 
136 offerings.) 


HOUSTON 


(Gulf Auction Co, Sale every Tuesday. 


Prices are for sale of Aug. 1.) BUICK — ‘49 RM 4-dr., $1,910*: Super 
Market is strong. Sold 134 units out of 2-dr.. $2,025*. $1,820*. "48 RM 4-dr. 
195 offerings.) $1.345*. '42 RM sedanet. $510. °41 Spe- 
‘K—’50 Super 2-dr., $2,665; Riviera cial 2-dr.. $310. ‘39 Special 4-dr., 
oo $2,850. 42 ain, “Teas. $260. at $100. $230. '37 Special 4-dr., $240. 
CADILLAC—'49 4-dr., $3,375. ‘48 4-dr.,| CAD"LLAC—'46 (61) 4-dr.. $1,480. 
$2,380. '47 4-dr., $1,900. CHEVROLET—'50 sedan delivery, $1,380 
CHEVROLET—'50 SL Deluxe 4-dr., §$2,- ‘49 FL Deluxe 2-dr., $1,575, $1,530: 
095, $2,190, $2,200, $2,165; club coupe, SL Deluxe 4-dr., $1,650, $1.585, $1.550 
$1,880, $2,125, $2,050; Bel-Air, $2,340, 48 FM 4-dr., $1,350, $1,310: SM 2-dr. 
$2,270. $2,400; half-ton pickup, $1, 7 $1,245. 47 FM 4-dr.. $1,200, $1,175 
$1.460: FL Deluxe 4-dr., $2,210, $2,175 $1,170, $1.005; SM business coupe, $930 
$2,205*, $2,100, $1.975. °49 SL Deluxe "46 SD club coupe, $1,005, $960, $955 
4-dr., $1,670; club coupe, $1,430, $1,425. $950, $940. ‘41 SD 2-dr., $440, $400 
'48 FL aerosedan, $1,190. '47 SM sedan, ge in cite, MD 4-dr., $480, $160 
445, $575; FL aerosedan, $860. '46 2-dr., 38 2-dr., . e 
ne rab: half-ton pickup, $605; club| CHRYSLER — °'50 NY Town & Country 
coupe, $750. '42 sedan, $$210, $395. °41 $3400. ‘'48 Windsor conv., $1,570. ‘46 
sedan, $410, $260, $240, $400. °40 sedan, NY 4-dr., $975. 
$230. '37 sedan, $240. DeSOTO—'49 Custom club coupe, $1,825 
DODGE—'50 Coronet sedan, $2,250. '48|  °47 Custom 4-dr., $1,100. 
half-ton pickup, $580. '46 sedan, $600. DODGE—’'48 Custom 4-dr., $1,170; 1-ton 
'42 half-ton pickup, $165. pickup, $900. °46 half-ton pickup, $540 
FORD—’50 CD (8) sedan, $1,905, 2 at $1,- "41 half-ton panel, $310; 4-dr., $450. 
975, $1,730, 2 at $2,000, $2.010, 2 at| FORD—’50 CD (8) conv., $2,200*; 2-dr. 
$1,890, $2 at $2,175, $2,100; %-ton $1.880*; Deluxe (6) 4-dr., $1,720. '49 
pickup, $1,495; conv., $2,265, $2,100, Custom (8) 2-dr., $1,430, 2 at $1,425 
$2,330; Deluxe (8) sedan, $1,810. '49| $1,390; Custom (6) club coune, $1,015; 
Custom (8) club coupe, $1,545. '48 sedan, half-ton rickup, $850. ‘47 SD (8) club 
$860. '47 sedan, $860, °42 sedan, $215, coupe, , $945, $900. ‘46 SD (8) 2-dr., 
$150, $230, $150, $185, $130, $175, $300; $890. °40 conv., S550. °39 2-dr., $360; 
club coupe, $250, $315, $320. '41 sedan, half-ton pickup, $250. 
$425, $325, $355. '39 sedan, $110, $200. FRAZER—’48 4-dr., $985*. 
HUDSON — '49 conv., $1,500. °48 4-dr., | HUDSON—’50 Pacemaker 2-dr., $1,775. '48 
$775. ’47 4-dr., $350. Commodore (8) 4-dr., $1,225; Super (6) 
MERCURY—’'50 2-dr., $2,300, $2,160, $2,- 4-dr.._ $930. 
280: Deluxe 4-dr., $2,355. ’49 sedan, | WERCURY—'48 station wagon, $1,035. 
$1,660, $1.470, $1,600. '46 2-dr., $630. | NASH—’48 Deluxe (690) 4-dr., $1,080. '46 
*41 conv., $345. — posed coupe, $830, $800, "39 (600) 
LDS) LE—’ 4-dr., $2,225. °41 -dr.. $230. 
SS ~ ee me 2 OLDSMOBILE — '49 (76) 2-dr.. $1,800* 
PLYMOUTH—'50 Deluxe 2-dr., $2,025, $1,- ‘48 (66) 2-dr., $1,285*, $1.260*. ‘46 
995; 4-dr., $1,845, $2,100, $1,880. ‘49 (78) sedanet. $950*. '36 (6) 4-dr., $160 
sedan, $1,400, $1,400. '48 conv., $735. '47| PACKARD—'47 Super Clipper (8) 4-dr. 
4-dr., $505. '42 sedan, $275. ‘41 club| | $1.195°. ; 
coune, $225. '40 2-dr., $225. i gt fg © 25S -o.. 6.000, 2a 
y —' seda 185. '41 sedan, . conv.. .230; 4-dr., .195, ” 
ee 42 sedan. § pia ‘2 & oe. Oe "46 SD —. 
, res " . °42 § -dr., 5. '41 4-dr., $582 
eee "GF Tae, See PONTIAC—’48 (8) station wagon, $1,190* 
'47 (8) 4-dr., 2 at $1,135; (6) 2-dr., $1,- 
ALBANY, N. Y. 149. $1.280.'"'40 (6) 2-dr., $360, $320. 
(Tim Anspach's Dealers Auto Auction, | SU) PBARER 48 Champion soar $2 
Sale every Monday. Prices are for sale of Champion club coupe, $975*; Land Cruis- 
July 31.) er 4-dr., $1,150. 
(Prices showed a modest stn oe 
revious week’s record level. New 
nae and Cadillacs were favorites, with AKRON 
prices on these units pushing forward (H, C. Turney Auto Auction. Sale every 


steadily. Junkers still bringing fair prices. 


Sold ali trucks offered. Sold 138 units | T?UTSday. 





out of 158 offerings.) BUICK—’50 Suner 4-dr., $2,370*. °40 Spe- 
BUICK—’50 Special 4-dr., $2,300. '48 Spe- einl 4-dr., $335, $245. 
cial conv., $1,350, '47 Special conv., $1,- | CHEVROLET—'49 conv., $1.575; FL De- 
225. °40 Super 4-dr., $360. '39 Special luxe 4-dr.. $1,540. ‘48 FL aerosedan, 
4-dr., $130, $150. $1,300; SM club coupe. $1,125; FM 4- 
CADILLAC—’49 (60) Special 4-dr., $3,- dr., $1.220. ‘47 SM 2-dr., 2 at $1,050 
380*, '48 (60) Special 4-dr., $2,650*. '47 4-dr., $990: FM 4-dr., $1,130; FL aero- 
(61) 4-dr., $1,510, '42 (7-pass.) 4-dr., sedan, $1.180, $1.060. '46 half-ton stake 
$930. '40 (62) 4-dr., $225. $600. 41 SD club coupe. 2 at $475; 
CHEVROLET—’50 SL Deluxe conv., §$2,- 2-dr., $550. $440; 4-dr., $440. '40 club 
180; 2-dr., $2,050, $2,110; 4-dr., $2,260*, coune, $430, 2-dr., $415. 
$1.950, $1,925; Bel-Air, $2,325. "49 FL | DeSOTO—’'49 Custom ~— coupe, $1,900* 
Deluxe 4-dr., $1,450, $1,560; SL Deluxe ’47 Custom 4-dr., $1,1 
2-dr., $1,410, $1,580; club coupe, 2 at|DONDGE—'49 Coronet on. ' $1,615*. °46 
$1,550, $1,500, $1,525; conv., $1,590; Deluxe 4-dr., $955. 
%-ton pickup, $850. '48 FM 2-dr., $1,- | FORD—'50 CD (8) 4-dr., $2,000*. '49 Cus- 
340, $1,250, $1.235, $1,350; FL 4-dr., tom (8) 4-dr.. $1,270, $1,250, $1,400. '47 
$985; conv., $1,250, $1,260; sedan de- SD 2-dr., $965, $985. '46 SD 4-dr., $820 
livery, $785. '47 Deluxe 4-dr., 2 at $1,- half-ton pickup, $585. '40 2-dr., $350 
100. '46 FL aerosedan 2-dr., $1,000; FM half-ton pickup, $465. 
4-dr., $690, $750. '41 SD 4-dr., $460, | HUDSON—'47 Super (6) 2-dr., $775. ‘46 
$310: club coune. $450; MD 2-dr., $420. (6) 2-dr., $795. 
'40 MD 2-dr., $200. '39 2-dr., $170. KAISER—'47 4-dr., $855. 
CHRYSLER—’50 Windsor 4-dr., $2,540. ’°48 | LINCOLN—'49 Cosmopolitan 4-dr., $1,975" 
Windsor 4-dr., $1,430. '42 N. Y. conv., | NASH—’48 Ambassador 4-dr., $1,055. 
$410. OLDSMOBILE—’48 (66) club coupe, $1, 
DeSOTO—’49 Custom conv., $2,075; Deluxe 150*. ‘47 (78) 4-dr., $1,045*; (66) 2-dr 
club coupe, $1,780. '48 Deluxe 4-dr., $1,- $1.175*. 
410. '41 Deluxe 4-dr., $425. PLYMOUTH—'49 SD 4-dr., 2 at $1,490 
DODGE—’48 Deluxe 4-dr., $1,135, $1,100. club coupe, $1,535. '46 SD 4-dr., $1,000 
47 Custom 4-dr., $1,025, $985, $1,100. *39 4-dr., $180, $185. 
'46 Custom 4-dr., $1,010; conv., $1,060; | PONTIAC—'46 (8) 4-dr., $1,105; (6) 4-dr 
Business coupe, $890. $1.080. $1,010. 
FORD—’50 Deluxe (8) 4-dr., $1,810, $1,- | STUDEBAKER—’50 Champion club coupe, 


830, $1,850; CD (8) club coupe, $1,900; $1,710°. 
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Aug. 1950 July June 

Model (to date) 1950 1950 

1 1,01 1950........ $2,126 $1,933 $1,959 

— a ee 1949... 1,547 1,440 = «1,473 
1948.... 1,251 1,130 1,107 

1947..... 1,026 934 923 

1946. 840 821 802 

1942..... 365 399 415 

1941...... 399 382 393 

Aug. i June Overall ae, : ae 
(to date) Average $1,079 $1,006 $1,010 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 


Demand at 
Sold 103 units out of 


Prices are for sale of Aug. 3.) 
(Sold 56 units out of 120 offerings.) 
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LARAMIE, Wyo.—Eight ways tc 
improve the collective bargaining 
side of labor-management relations 
were advanced 
here by John S. 
Bugas, industrial 
relations 
president of Ford. 

Bugas spoke at 
the University of 
Wyoming’s annu- 
al forum of agri- 
culture, labor and 
industry. He is a 
native of this 
state. 

dohn S. thugas The 
eight suggestions follow: 

1. Company and union negotia- 
tors should be able to speak with 
authority and carry the confidence 
of their superiors. 

2. Legal and moral responsibil- 
ity for their commitments, on 
the part of both sides. 

3. Exhaustive research by both 
parties in preparing for negotia- 
tions. 

4. Both sides should recognize the 
proper “functions” of the other. 





speaker's 


5. Freedom, to as great a degree | 


as possible, from government in- 
tervention. 

6. Truthful statements of their 
positions to employes and the 
public by both sides wherever 
feasible during the course of bar- 
gaining sessions. 

7. Avoidance of strikes or lock- 
outs “until all alternatives have 
been literally exhausted.” 

8. More statesmanship and “less 


concern with selfish, immediate 
gains.” 
“If the idea of collective bar- 


gaining is a good idea,” Bugas de- 
clared,” then I think we must give 
it a chance to work. Both manage- 
ment and labor must give to it the 
sincere, intelligent effort it de- 
serves as the best available means 
to achieve lasting industrial peace.” 

He warned, however, against 


&3 Keys to Labor Peace 


Bugas Calls for More Integrity, Less Aid 
From Government, Better Research 


vice-| 


selecting negotiators who are mere- 
ly “messenger boys” for company 
/or union executives. 

| “At Ford, in past years, we 
have experienced the disappoint- 
| ment of reaching agreement with 
union representatives only to find 
the representatives discredited 
by refusal of the union to ac- 
cept their representations,” Bugas 
said. “Situations of this sort 
make bargaining a mockery.” 

As to his second recommendation, 
the Ford official called for both 
jlegal and moral commitments to 
keep the agreements made in labor- 


management contracts. 
“Particularly,” he stated, “it is 
my feeling that unions cannot 


achieve their full stature until they 
are in a position where the lead- 
ers will not be made the tools of 
irresponsible elements by political 
| maneuvering.” 

Uninformed or poorly prepared 
|negotiators, Bugas said, “are doing 
|a disservice not only to the people 
|they represent but, more import- 
|antly, to the American philosophy 
|of collective bargaining.” 

The speaker appealed to man- 
agement and labor to strive for 
| recognition of the “proper func- 
| tions” to “prerogatives.” 
| “Admittedly,” he noted, “there is 
ia twilight zone in which each 
|seems to encroach upon the other. 
|But by reducing this twilight zone 
|to a minimum, we can reduce pro- 
|portionately any potential contro- 
|versy over duties and responsibili- 
| ties. 

“If this is not done, we may find 
collective bargaining becoming a 
vehicle for struggles over power 
|rather than a means for negotiat- 
ing desirable employment condi- 
tions.” 

In a lengthy discussion of the 
collective-bargaining role of the 
government, Bugas declared that 
such mediation generally favors one 
of the parties and “all too often 











Say! It’s Only at... 


KARL A. SCHOTT, Ine. 
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| leads to industrywide pattern con- 
cessions.” 

“Government intervention can 
in time stifle the normal develop- 
ment of free collective bargain- 
ing by taking away the need and 
ability of management and labor 
to work out a successful settle- 
ment machinery,” he added. 

At times when negotiating issues 
have become public, “management 

frequently misses a boat by not ex- 
plaining its position to employes 
and the public,” the speaker said. 

“Very often the public gets a very 
one-sided view of the issues, simp- 
ly because management does not 
speak out as loudly and vigorously 
as does the union,” he explained. 

Bugas called the recent settle- 
ment at General Motors “a splen- 
did illustration of the manner in 
which negotiations can’ be con- 
ducted and concluded without fan- 
fare, without taking extreme posi- 
tions in public and without bitter 








public attacks upon each other.” 

Urging extreme caution in de- 
ciding whether to make bargain- 
ing positions public before or 
during negotiations, the Ford ex- 
ecutive pointed out that devia- 
tions from previously publicized 
terms are often rendered difficult, 
although made highly desirable 
by subsequent developments. 

Bugas criticized companies and 
unions which use economic force or 
threaten its use before peaceful 
negotiating processes have been 
fully utilized. Results of such atti- 
tudes frequently are bad agree- 
ments reached hastily under duress 
or “unnecessary” delay in reaching 

agreements, he stated. 

“Militancy and shows of 
strength,” according to Bugas, 

“have never yet made a bad bar- 
gain look like a good one.” 

Calling for more statesmanship 
by leaders of labor and manage- 
ment, he avowed that they have 
a responsibility “not only to their 
own groups but to the total com- 
munity.” 

“The freedoms which labor and 
management enjoy will be theirs 
only so long as they act sensibly 
and temperately in pursuit of 
legitimate economic goals,” Bu- 
gas said. Where those pursuits 








Amphibious vehicles are not as 
new as many think. In 1805 such a 
unit ran on the streets of Phila- 
delphia. 


threaten the national interests, 
there will be action by the people 
to protect those interests. 
“Statesmanship in management 
and labor has always been desir- 
able. Today it is more than de- 
sirable. It is urgently necessary if 
We are to meet the unprecedented 
demands upon our economy. 
“Today more than ever, manage- 
ment and labor must demonstrate 
that they are intelligent enough 
and capable enough to recognize 
and meet the demands of our 
times.” 





Owens-Corning Launches 


Fiberglas Yarn Buildup 


NEW YORK. — Owens-Corning 
Fiberglas Corp., in a bid for a 
larger share of the industrial paper 
and tape market, is launching a 
campaign to explain the advantages 
of fiberglas-reinforced papers and 
tapes. 

Among the property advantages 
of fiberglas reinforcing yarns, ac- 
cording to John H. Thomas, gen- 
eral manager of Owens - Corning 
textile products division, are: great 
strength, light weight, dimensional 
stability, resistance to breakdown 
from heat or cold, non-absorption 
of moisture and rot resistance. 
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Sought to Store 
Critical Supplies 


WASHINGTON.—President Tru- 
man has asked Congress for $600,- 
000,000 more for stockpiling war 
materials. It would be added to 
$500,000,000 previously requested. 

The money would go to the Gen- 
eral Services Administration, the 
government’s procurement agency 
charged with the accumulation of 
“strategic and critical materials.” 
No list of materials was issued, but 
the purchase will be based on ex- 
perience with shortages during the 
recent war. 

The White House said a new 
stockpile purchase program would 
be carried out in such a way as 
not to interfere with the Korean 
war effort or the overall expansion 
of the armed forces, 


The new plan to increase the 
government’s annual production of 
synthetic rubber to more than 1,- 
000,000 tons will necessitate reopen- 
ing of all remaining petroleum- 
based raw-materials plants and 
“several” rubber-producing plants. 

John R. Steelman, assistant to 
the President, communicated the 
Chief Executive’s request to Harley 
Hise, RFC chairman, Steelman said 
the action had been recommended 
by the National Security Resources 
Board. 

The wartime rubber plants will 
be removed from “mothballs” and 
be in production by Dec. 1, the 
White House estimated. 

In the general stockpiling pro- 
gram, $6,000,000 was proposed for 
reactivation of aluminum facilities. 


Talbert Leigh Motor Co. (Pon- 
tiac-Cadillac), Hattiesburg, Miss., 
has held open house in its new 
building. Talbert Leigh is owner; 
Ed Tolbert, manager of the parts 
department; George Gatewood, 
manager of the service department, 
and Tyra A. Bouruell head of body 
repair and painting. 


SCHOTTVILLE CORNERS 


2300 READING ROAD 


AUTOMOBILE AUCTION 


THURSDAY, AUG. 17 


Over 200 Cars 


Including Over 60 1950 Models 


EARL A. SCHOTT, Inc. 


Pat Patterson, Managing Auctioneer 


2300 READING ROAD 


CINCINNATI, OHIO 


cent «WHOLESALE ONLY 


Sale Starts at 12:30 Noon Sharp! 
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months: Net loss $157,452, compared | Ti 
. ° with a loss of $279,848 last year. — 
£ i n an Cl al June quarter: net loss $19,048, com- | 
pared with a loss of $192,872 a year | 
| earlier. 
(Continued from Page 31) Kent-Moore Organization, Inc.— | 
; s . 
in the corresponding period of last | Sloan jr. and President Charles E. pot ongg "a os, oe * 
year. | Wilson. . with $219,000, or 68 cents a share | att 
Sales in the quarter ended June| Both payments are payable Sept. |), .¢ year . 
30 totaled $133,638,264, as compared |? to Stockholders of record Aug. 14/ Co and Subsidiaries —| 
; jand will represent an outlay of |. ana inp tg : W 
with $124,508,285 in the correspond- | ¢176 999.000 to more than 41,100,000 | Nine months to May 31: Net profit | wii 
ing period of last year, and $122,- | stockholders Du Pont holder of | $8,271,024 or $3.20 a common share, | stu 
i 372,883 in the quarter ended March | 49,900,000 shares of GM common | increased from $6,116,321, or $2.33 a | gat 
31, 1950. istock, has the largest block and | Share, for similar period of prior | pul 
As of June 30 working capital; will receive $40,000,000. eo 4 ; 1 
totaled $64,218,527, as compared| The stock was up 5% Monday| Cleveland Graphite Bronze Co.— Ku 
with $61,444,280 on March 31, 1950,|from Friday's close in Los Angeles | Six months: Net profit $1,823,920 or ing 
and $46,343,813 on June 30, 1949, |t9 91% on a turnover of 1,664 /$2.68 a common share, against $1,- ari 
’ ‘ ; ishares and up 4% to 92 on trans- |621,447 or $2.36 a share, last year. | tio 
| actions totaling 2,400 in San Fran- | Hastings Mfg. and wholly owned | of 
GM Pays Extra cisco, It closed at 93% on the New | supsidiaries—Six months: Consoli- dee 
York exchange Tuesday. | dated net income, $347,404, equal to” BELIEVES IN LIGHTED SIGNS—A striking night view of Mullen Chevrolet Co., Second in 
Holders’ Income Gap * * * 33 cents a common share, com- and Vernon Aves., Los Angeles, shows how this dealership attracts attention cou 
Prompts It Earnings |parec with he emcees tie ; - 
In addition to the usual $1.50} Checker Cab Mfg. and Subsidi- fneoune, eaianet. aaa » 4 ce Affecting Factories and Dealers .. . 
dividend declaration, General Mo- | aries-—Six i Net profit coor 18 common share, compared with . * in 
rt Se ied pt cai ect sa uae cin an Auto Advertising : 
anne = bry ou cn last year. June quarter: Net _ ki 
stoc ers “to kee e , s ,166, equ 39 cents a IT TIVE NEWS WANT ADS hz -G , ney, di i i 
since the war more in line with he pene aw "can a sen of |teen ern te ultaaet, tenn pt 0 ee Age ey died Aug. 2 in Bronxville, of 
the increased cost of living,” ac-| $93,191 a year ago. ee ee oo oe semi E . aa te y a N. ¥. Mr. Anserson entered the 7 
ding to Chairman Alfred P.!| Autocar Co. and Subsidiary—Six lie ae tase coo =< | Earle C. Anthony, Packar 1S- | advertising business as advertising - 
— | tributor on the West Coast and manager of the Martin-Parry Corp., icy 
aie = ote t KFI in Los AD”! York, Pa., and had been in it con- cep 
sone oi — |tinuously, including one year as a 
ployes of the sta- |promotion manager of Time. He suf 
tion stand in re- | joined Kudner in 1935. to 
gard to anti- * + * l 
American m0 ve- ol 
ments. So he has PY Names ary 
2 » y | 
cae ie - r ane > | Francis J. Fitzgerald has joined ent 
staff. One hold- | Geyer, Newell & Ganger, Inc., as oa 
out, a woman { | production manager of the Dayton, saa 
network traffic t |(O.) office. Fitzgerald was previ- 5 
cod am | manager, refused kc Anthony |OUSIY a copywriter with Dayton ee 
to resign and was a ' .|Rubber Co. Before that he was eee 
ee oe ae i ae |associated with the sales depart- cor 
dom a affidavit that reads: “The |™ent of Craftsman Type, Inc., and ack 
\prior to that served as assistant pri 


undersigned being duly sworn, _ 
says I am not now and never | @dvertising manager and assistant 
have been a member or supporter | public relations director of General 
of the Communist party, or to |Tire and Rubber Company in O 
my knowledge of any organiza- | Akron. 





ROUGH-OUT WORK 





tion or group advocating the 

principles or objectives for which Henry Schachte, national adver- Si 
| that party stands.” _  |tising manager of Borden Co., has 
Looe ". = airy to| eee? appointed chairman of the Si 
both ‘he U. Ss. oe Seeete” aaeh association of National Advertisers V 
KFI-AM, FM and TV.” pointing | ™4gazine steering committee by on 
out further that the station is in| the ANA board. Schachte succeeds = 
a business licensed by the govern-| William Drisler of Cannon Mills. we 


ment with the privilege of enter- 
ing thousands of private homes. 
The KFI owner must be assured 
“that there is not in our entire 
organization a single adherent to) 
|the Communist party or any sub- 


versive group,” he asserts, 
* * * 


LICENSE PLATE 
FASTENERS 


Thomas with Bear 

Victor B. Day, executive vice- 
president, Bear Mfg. Co., Rock 
Island, Ill, has announced the ap- 
pointment of Lee 
Thomas as public 
relations director. 
Thomas comes to 
Bear after many 
years experience 
in the automo- 
tive, petroleum 


Cm |Ji4. 


On or Off With a Quarter Turn 











HANDLE ANY SHAPE 
32 various flexible points of 
adjustment adapt Reck-Rack to 


Reck-Rack 


takes the wrestling out of 
reconditioning 


There’s no margin for “wrestling time” in 
car reconditioning! Yet, watch how a body 
man must struggle to hold an off-the-car 
fender or body section while he hammers, 
sands, files or does other necessary work. 


End all this waste of time by getting a 
Reck-Rack. It’s a regular octupus — with 
gripping fingers of steel. It costs so little 


marketing and 
advertising fields. 
He has been with 
Standard Oil Co. 
(Ind.) in sales 
promotion and 
advertising capacities, account exe- 
cutive of a Mid-West Ad agency, 
vice-president, in charge of sales, 
Sterilseat Corp., Philadelphia, and 
most recently was a partner in an 
auto dealership. 

= 





Lee Thomas 


* * 


C-E in Atlanta 

Opening of a branch office in 
Atlanta by Campbell-Ewald Co., 
Detroit ad agency, with Charles G. | 
Thom in charge, 
was announced by 
Henry G. Little, 
executive vice- 
president. This 





Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each.....$ .20 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 








rigidly hold any body section in — yet for many, it actually steps up output coffee, the Sftth N 
the most convenient position or equal to the work of an extra man! Campbell - Ewald | - acti 
height. Make any set-up in 90 ; sie is being Dea ers: oth 
seconds, Order from your jobber, NOW — EVEN MORE PROFIT! You can get a sliding sstablished to hik 
bridge (No. Z-777) for your Reck-Rack, Bantam te re € ; WwW . gas 

‘*Porto-Power"’ threads into it to spot hydraulic power an e various h 
right where you want it, to push or pull, phases of the y IS your a 
Chevrolet account - 

in Atlanta and Front End Dept. 
the southeast C. G. Thom 
area of the country. The office will a 5 J 
be in the Hurt building. h; d be 
| be rt. building | in the Rea? ber 
| 

|'Hayward M. Anderson Dies | (See page 66) gar 
Hayward M. Anderson, 53, vice-| oo 
) 1 


A product of BLACKHAWK MFG. CO., Dept. R4080, Milwaukee 1, Wis. 


president and secretary of Kudner | 
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ey’re Socialist, but Eschew Closed Shop .. . 





Union Aims Differ in Europe 


WASHINGTON. — Great differ- 
ences in European and American) 
attitudes toward the proper scope | 
o! concerted labor activities, as| 
well as important differences in| 
union objectives, are shown in a} 
study entitled “The Right to Or-}| 
ganize and Its Limits,” just made 
public by the Brookings institution. 

The study was conducted by Dr. 
Kurt Braun. It is a comparative 
inquiry into problems that have | 
arisen following the full 





recogni- | 
tion on both sides of the Atlantic 
of labor's right to organize, and 
deals with organized labor groups | 
in the U. S. and selected European | 


countries, chiefly France, Ger- 
many, Sweden and the United 
Kingdom, 


According to Dr. Braun, lead- 
ing European unions have re- | 
jected capitalism and have advo- 
cated its replacement by some 
kind of socialism or other form 
of planned economy, even com- 
munism. 

In contrast, prevailing union pol- 
icy in the U. S., by and large, ac- 
cepts the basic principles of the) 
American capitalistic, private en-| 
terprise system, seeing within it 
sufficient opportunities for workers | 
to advance. 

Unions therefore do not regard 
collective bargaining as a tempor-| 
ary expedient to be used until an 
entirely different economic system 
can be established through political | 
steps, as is the case in Europe. 
It is rather considered a perma- 
nent device to restrict competition 
based on wage differences, and to} 
secure for the workers what they 
consider a fair share in the 
achievements of the private enter- | 
prise system. 

Particularly conspicuous, says 


| 








Oil Firms Begin | 
Study of Future | 
Steel Needs 


WASHINGTON. — A committee 
on petroleum industry steel re- 
quirements was appointed last 
week by Walter S. Hallanan, chair- | 
man of the National Petroleum 
Council. 

Secretary of Interior Oscar Chap- 
man asked that the committee be 
appointed because with “increased 
rate of production of military 
equipment and supplies, steel may | 
again be scarce.” He requested the | 
council to make a thorough study 
of the oil and gas industries’ es-| 
sential steel requirements and pro- | 
vide information on quantities and | 
kinds of steel required by those 
industries in the U. S. and abroad | 
to maintain an adequate supply of | 
petroleum and products to meet the | 
nation’s needs. 

“The oil industry is ready for'| 
complete mobilization to meet any | 
national emergency,” Hallanan told 
Chapman. 

“We are geared to provide the) 
essential ammunition of oil to meet 
any possible foreseeable require- | 
ment,” he said. “It is our job to 
get adequate supplies of petroleum | 
to the right place at the right time | 
The industry is confident this can | 
be done without imposing severe | 
rationing on our domestic economy. | 

“With cooperation in furnishing 
material requirements and man-| 
power and with the industry per-| 
mitted to operate in an atmosphere 
of freedom, the requirements of the | 
military can be promptly and ade- | 
quately met, without serious effect 
on civilian demands.” 


Gas Firms in Milwaukee 
Follow Standard’s Lead 


MILWAUKEE. — Following the| 
action of Standard Oil of Indiana, | 
other major oil companies have | 
hiked their wholesale prices on| 
gasoline here. 

The retail outlets then immedi-| 
ately advanced prices. 


Mich. Charters Barber | 

John B. Barber and Marie Bar- | 
ber, Belleville, Mich., have applied | 
for incorporation with the Michi- | 
gan corporation and securities com- 
mission to operate the John Bar- 
ber, Inc. Capitalization is $50,000. | 


the report, is the sharp division 
of opinion between European 
and American unions over the 
propriety of the closed shop. 

While American labor leaders 


have held the closed shop or the} 
indispens- | 


union shop agreement 
able for union security, nearly all 


top European labor leaders have | 


rejected it. 

An important factor in the atti- 
tude of European unions, says Dr. 
Braun, has been that they have 
feared the closed shop would lead 


to government regulation and con- | 


trol. They also have been appre- 
hensive that the unions might be 
weakened by compulsory inclusion 


| programs, 
Moreover, prevailing union phi- 
losophy in Europe has held that 


every worker should be free to 
belong to the union of his own, per- 
sonal choice without being threat- 
ended with exclusion from employ- 
ment opportunities. 


philosophy on the part of union|., 


leadership, it is pointed out, the 
union security agreement has not) 
| been nearly as significant an issue | 
in Europe as it has been in the} 
| U. S. 
The British authorities 
tended to leave it to the parties 
directly concerned to settle dis- 
putes arising from demands for 
the closed or the union shop. 
Other governments have  dis- 
couraged the establishment of | 
such shops or have declared 
them illegal. 
Like most union leaders, they | 
|have regarded freedom of every | 
|worker to belong to the union of | 
his individual, free choice, and to} 


have | 





|of workers not committed to their! be represented by it, as an essen- 


tial part of freedom to organize. 
Thus their policy with respect to} 


the closed shop and the union shop, | trucks pictured in front of the City Hall at | 


says the study, is nearer to the) 
policy of those American states | 
which have enacted “anti-closed | 
shop” laws than to the policy em-| 
\bodied in the National Labor 


Owing to the prevalence of this| Relations Act. 










—trom Flowd Clrmer 
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Bowser Unit 
FORT WAYNE, Ind. — National 


>. |sales of engine tuneup and testing 





FROM COFFEE, OLD BEAN—Coffee exports 


paid for most of these 26 Dodge trucks pur- 
chased by Cooperativa Cafeteros de Puerto 
Rico, a cooperative marketing association of 
more than 2,000 members throughout Puerto 
Rico. Most of the members of the organiza- 
tion are coffee growers. The association sells 
the coffee on a pool basis and in turn pur- 
chases trucks, farm implements, feed, paints 
and many farm supplies. The new Dodge 


Ponce include heavy-duty models with re- 
frigerated bodies, Route-Van delivery trucks 
and panels. 


A small 
NEWS 


Want to buy or sell something? 
investment in an AUTOMOTIVE 
WANT AD will bring quick results! 


+ Historical Motor Scrapbooks 


equipment, manufactured by Jos- 
eph Weidenhoff, Inc., Algona, Ia.- 
a subsidiary of Bowser, Inc., here, 
according to R. Hosken Damon, 
chairman of Bowser. 

The new marketing arrangement 
became effective Aug. 1, following 
the election of Walter M, Harks as 
president of Weidenhoff. MHarks, 
who is also sales vice-president to 
the oil marketing industry for 
Bowser, is personally directing all 
marketing of Weidenhoff equip- 
|ment. 





Olson Opens 


| KR. S. Olson has established Olson 
|Motors, Ltd., in new premises at 
|1060 Yates St. Victoria, B. C. 
| Thomas Lumsden is general man- 

ager of the business, with Pat Rus- 
sell, sales manager, Dal Smith, serv- 
jice manager, and James McRae, 
office manager. Dave White is 
used-car manager and Ernie Grif- 
fiths, parts manager. The firm will 
handle the Chrysler, Plymouth and 
| Fargo lines. 





The “Horsey Horseless Carriage” was 
introduced in 1900 to stop confusion 
caused by horses frightened by early 
cars. This unique vehicle was constructed with an 
imitation horse's head mounted on the front. 
It fooled horses and was a practical answer 


to a perplexing problem of the times. 


OU ...senvie-srevascume Eliminates Costly 


Service Departme 


Whether you write a few hundred or thousands 


of repair orders a 


month, this inexpensive produc- 


tion control system helps you eliminate costly con- 
fusion. It coordinates all your service facilities for 
maximum efficiency. Up to 40% more service sales 
can be handled by existing facilities through 
Servis-Dispatcher’s increased efficiency. You swap 
unapplied time for extra profits. “Bottlenecks’’ are 
eliminated by organized scheduling. Service sales- 
men can tell what types of jobs can be accepted and 
the time promises that can be made. Find out now 


how easy it is to 


swap unapplied time for extra 


profits! Use the coupon below to get complete in- 
formation on the Servis-Dispatcher production 


control system, 


sales 
that build and 


everal hundred 
aids and operating systems 


protect your profits, 


produced by Reynolds & Reynolds 


ES The REYNOLDS 


Ps 
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The Reynolds & Reynolds Company 
Celina, Obio 
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$2 Billion to Be Spent 


On Roads This Year 


jestimated that as much as 400,000 | 
| miles of rural and local roads could 


By Tom Hewitt 
Staff Writer 
_—- $2,000,000,000 will be 
spent on state highway im- 
provements and maintenance this 


year, and new 
MATIOMAL SAFETY road construction 
counci’s will be 15 per- 
cent above the 

Le Pas 1949 level. 
In reporting 


Aue 


these figures, the 
Tax Economics 
Bulletin, pub- 
lished by the 
American Petro- 
leum Industries 
Committee, said that about $1,446,- 
732,000 will be spent for building 
while maintenance costs will run 
over $450,000,000. 

Pointing out that postwar high- 
way construction has experienced 
considerable delay in most states, 
the Bulletin said necessary funds 
are available but difficulties have 
been frequently encountered in 
acquiring necessary rights of way. 

“Much of the traffic congestion 
that exists today may be attributed 
to bottlenecks,” the publication 
said. “Although work is planned or 
actually under way in many areas 
to eliminate these bottlenecks, the 
congestion problem cannot’ be 
solved overnight. Constant prog- 
ress can be made if available funds 
are properly spent.” 

* + + 
NE of the most serious problems 
in financing the improvement 
of major roads, it was pointed out, 
is the pressure being applied to 
spend the money on routes which 
receive little use. 
The Bureau of Public Roads has 





AUTOMOTIVE 
NEWS 


be abandoned because of the small 
percentage of travel they carry. 
This money then could be spent 
for improvements in _ high-traffic 
areas. 

“Only 10 percent of local rural 
roads carry more than 100 vehi- 


cles per day and the average for 


all such mileage is about 56 vehi- 
cles a day,” said the Bulletin. 


The BPR has also stated that} 


the principal function of some 2,- 
750,000 miles of rural roads and 
municipal streets is to provide ac- 
cess to abutting land and prop- 
erty. 

“If a determined effort is made 
to prevent the scattering of funds 
over a large mileage of roads of 
comparatively little importance 
from a traffic standpoint,” said the 
APIC organ, 
to make great strides in eliminat- 
ing bottlenecks and in making 
other essential improvements which 
would help materially in solving 
present-day highway problems.” 

+. + * 


N.H. Order Bans 


Window Novelties 


New Hampshire Motor Vehicle 
Commissioner Frederick N. Clarke 
has clamped down on the use of 
“doodads,” such as novelties, ban- 
ners and stickers, on the wind- 
shields of automobiles. 

“The current craze for dangling 
novelties from windshields or plast- 
ering travel banners or stickers on 
windows or door glass is prohibited 
in this state,” the commissioner 
declared. 

“This determination is } made | as | 













SERVICE 


AB} CLEANING COOLING SYSTEMS with Steam Thoro-Purge 


HYPRESSURE JENNY DIVISION 


HOMESTEAD VALVE MANUFACTURING CO 


P. ©. BOX 100 CORAOPOLIS, PA. 


COMBINATION 


MASTER 


... right now, when three of every four cars on the 
road need radiator and motor block reverse-flushing. 
. thoroughly .. . 
brings new customers in... 


Thoro-Purge does it fast. . 
mess or bother... 
you EXTRA MONEY. 


DOING AUTO CLEANING JOBS with Hypressure Jenny 


Cash in on dozens of EXTRA-PROFIT SERVICES 
- Chassis... 
. preparing cars for undercoating. 
Hypressure Jenny does ’em fast and thoroughly .. . 
- BOOSTS YOUR INCOME, 


such as cleaning motors . 
grille work . 


builds your business . . 


SPEEDING REPAIR JOBS 


Cleaning first with Hypressure Jenny saves up to 40% 
of your mechanics’ time on repair jobs. Hypressure 
Jenny also saves time, labor, and money cleaning tools, 
lifts, pits, floors, walls, driveways, windows, etc., 10 
-Addsto your PROFIT. 


times faster than by hand labor.. 


GET THE FULL STORY, New Booklet “1001 
WAYS TO EXTRA PROFITS” sent FREE. = 


Write for it today—NOW! 


Serving Since 


1892 
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“it should be possible | 


| 





truck safety contest were honored at a gathering recently in Dallas. In the picture, left to 
right, are J. D. Waters, district manager for the Merchandising division of Auto- Lite: Col. 
Garrison, executive director of the Texas department of public safety; Beeman Carroll, vice- 


president and treasurer of Red Ball Motor Freight, Inc., Dallas; H. C. Daniel, York Trans- 
port Co., Houston, and H. M. Prater, Missouri Pacific Freight transport Co., Houston. The | 
winners are holding Auto- Lite plaques. Prizes | are displayed on the table. 





there definitely is a safety hazard | has told members of the Chemung 
involved. The operator of a motor | county chapter of the New York 
vehicle displaying the _ so-called| Good Roads Assn. 

‘doodads’ might be involved in an| fells deplored the “apathy” of 
accident that could well result in| most people as the prime reason 
an appearance before court, as the|for the increasing numbers of 
lives and safety of the public might | “jousy roads in New York state.” 
be — * 


Drive-In Dilemma 
Road Officials State They 
Are Traffic Hazards 


The vast majority of drive-in 
theaters represents a definite traffic 
hazard, the American Assn. of State 


Montreal Parking Garage 


Plans for erection of a $3,000,000 | 
pushbutton parking garage on At- 
| water Ave. in Montreal have been | 
announced. The projected garage | 
| will have underground accommoda- 
|tion for 1,520 cars, which will be 
|stowed away in individual com-|Highway Officials has revealed. 
partments by means of simultane-| 4 survey, by the group, of 282 
ously moving horizontal and verti-| such theaters showed that 90 per- 
cal elevators. cent are on main highways that are 

_ = 8 |“already overloaded, and the thea- 
N. Y. Road Group Deplores foot] SS ee ar ma peak 
‘ s oads onto high spee ighway fa- 
Public Apathy on Gas Tax cilities not well suited ice ahaet- 
“Our object is to awaken people | ing such loads.” 
|of New York state to the fact that | 
the 4 percent state tax we pay On| percent of the outdoor cinemas are 
each gallon of gasoline should be|on curves and 28 percent are on 
earmarked by the legislature for! hilicrests, where limited sight 
| road construction and mainten- | exists. 


ance,” Charles 8. Sells of Albany |. The highway officials admit they 

|haven’t had enough time to mea- 
|sure the responsibility of drive-ins 
in the causation of accidents, but 
they insist that ingredients for mis- 








ties where there are drive-ins, 
” * +. 


| 
| AAA Safety Official in R. 1. 
| Retires After 25 Years 
| After 
years 
Bennett has retired, the Automobile 
Club of Rhode Island has an- 
nounced. Known as “Uncle Red,” 
Bennett was active in schoolboy 
patrol parades and assemblies in 
Washington. 

Bennett's A.B.C. (Always Be Care- 


safety program on the air, received 

considerable national recognition. 

|H. Ben Garvin, who was American 

Automoble Assn. safety director in 

Miami, Fla., will fill the vacancy. 
* * 


Heads N. C. Road Safety 


L. R. Fishers, 48, Raleigh, has 
been named director ‘of North Caro- 
lina’s highway safety division, de- 
partment of motor vehicles, He suc- 
|ceeds Jeff D. Wilson, who resigned 


}in March. 


without . 


* 
ates Fla. Safety Parley Set 
Plans for a statewide Florida 
Safety conference, to be held Sept. 
28-29 in Tampa, have been an- 
nounced by Gov. Fuller Warren, 
who urged that as many citizens 


: }as possible attend the meetings. 
springs... ae ae 








| Statistics Reveal 
| When Fatalities 


Occur on Roads 


Did you know that... 


Of all fatal auto accidents 38 per- 

cent occur between 4 and 10 p.m.? 
Ninety-seven percent of all auto 
mishaps happen to drivers with 
more than one year’s experience? 

Fifty percent of traffic deaths 
take place on Saturday and Sun- 
day? 

These statistics, and others, have 
been compiled by Abie Gordner, of 
Indianapolis, a representative of 
Travelers Insurance Co. 

Gordner also points out that: 

Thirty-eight percent of all auto 
accidents happen to cars appar- 











TEXAS TRUCKERS HONORED—Winners in the annual American Trucking Assn.-Auto-Lite | 


The check also revealed that 32 | 


haps are present in greater quanti- | 


ful) club, the oldest regular radio | 


SERVICE SECTIO: 


ently in good mechanical condi 
tion. 

Eighty-five percent of auto fata - 
ities occur on clear days and th:t 
78 percent of road deaths happen 
on dry roads. 

Seventy-one percent of fatal auto 
accidents happen to private pa-- 
senger cars. 


Subway Garage 
Opens in Dallas 


A $2,000,000 underground garag 
that will provide a daily turnove 
of 1,500 cars on three acres of spac 
|has been completed in Dallas fo 
|the Mercantile national bank. 


The garage is part of a seven 
story office and garage building, 
with four of the floors’ below 
ground. The parking area consists 
;of a continuous spiral sloping a 
jtotal of 1,500 feet. Each parking 
space is eight feet wide. 

Under a novel dispatcher system 
a car can be delivered to the owner 
from any position in the parking 
area in approximately 60 seconds, 1! 
is said. 


* * @ 
Safety Films in N. C. 

The North Carolina Governor's 
Advisory Committee on Highway 
|Safety has endorsed a series of 52 
| safety films to be shown in theaters 
throughout the state. Radio spots, 
highway billboard signs and cards 
with safety messages are other 
means the committee will use. 

* * ® 


Indiana Safety Parley 
Set for Sept. 14-15 


An across-the-board reduction of 
50 percent in all types of acci- 
dents, including traffic, has been 


(Continued on Page 65, Col. 1) 
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HEDDA HOPPER ALICE HUGHES 
HONOR McGRATH 
ELEANOR ROOSEVELT 
MYRTLE MEYER ELDRED 
ALICE PARTRIDGE MARY HAWORTH 
JOSEPHINE LOWMAN 





spending more than 25| 
in safety work, Harrah K. | 


@ A full page all their own every 
morning with a lead food story by 
Alice Partridge 365 days of the year 
.. + Outstanding features written by 
and for women... fine coverage of 
society and women's affairs. Those 
are just a few of the reasons why 
the Courier Express is the best liked 
and best read newspaper among 
the housewives of the 8 Western 
New York Counties. 


It Gets Results 
BECAUSE 
It Gets Read Thoroughly 
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WHISTLING TANK FILL SIGNAL 


in 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 


The car you sell 
deserves one. 


SCULLY, SIGNAL COMPANY 
92 First St., Cambridge 41, Mass 
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condi g | states, points out that the Uniform : oe , : 
be fate. Hi h a nd Safet er ve ree = only for 
W revocation o rivers’ licenses in 
‘eee g ys a y hit-run convictions involving injury 
|or death, but also fixes a minimum 
tal auto (Continued from Page 64) | jail term of 30 days or minimum 
t r ; : ; P 7 fines of $100. Maximum jail term 
we pa set as the goal of Indiana's first|with the model national Uniform | set in the code is one year, and the 
seneral safety conference, which | Vehicle Code. ;}maximum fine is $5,000. Either or 
will be conducted in Indianapolis} The majority of states treat the | both may be imposed. 
P Sept. 14-15. hit-run offense as a legal misde- | . 
Fred G. Yelton, safety director | meanor and not a felony, the check 
Ss of General Motors Corp., and As-|Shows. In some states minimum Happy Dallas 
istant State Labor Commission-| fines of $10 or less are provided. 49 Fytra Police Clear Up 
garag er R. GC. Olson will serve as co-|5¢ven, States treat even hit-run 
urnover dalten of th . : cases involving death or injury as| Downtown Rush 
of spac. airmen of the event. misdemeanors, but their penalties! 4 new police control plan in Dal- 
llas for a . vary widely. las to speed up traffic during peak | § e ps “ 
Be 21 States Provide | Tennessee, for instance, provides|rush hours came out with colors 
idien : a fine of not less than $2 nor more | flying on its first day of trial re- tom RAY he tt gpg qineee J. Sresecielé oe tae oma it tone 
uilding, . than $50, or jail terms of not more | cently. ‘om Ray jr. (center), owner of Ray Pontiac in Alameda after bei , ion R. 
below No Set P enalties than 30 p Resell goon both. Pennsylvania| Forty extra officers were placed Sree Gor). zen ik da te bles Ge de Ga of the painting 
consists F. Hi penalties for such misdemeanors|on duty at 5 p. m. in an effort to!—— _ — —__— — + = 
ping a or it-Runners can extend to three years in prison. | keep traffic jams from developing |... ; | . 
parking WASHINGTON Laws of 21/|Drivers in hit-run cases, of course, in crowded downtown streets. | this afternoon and I am calling to| Dunn Lineup 
‘ states provide neither minimum jail |2/8° ™ay have to answer to other’ By 6 p. m. downtown thorough- jthank you for this improvement,” | Dunn Buick Co., Kosciusko, Miss., 
ystem coum fi iction for | °°@™8e: fares were deserted and the main | WS the telephoned comment to has named T. L. Dunn parts man- 
So sedge «Mt clay sctce sll NHUC, one of the many organi-|arteries had been cleared 30 min-|POlice headquarters of a woman jager; Harley Dunn, sales manager; 
parking hit-and-run driving resulting in|, ations working for eventual adop- | utes earlier. |'who has frequently criticized the|Thomas J. Dunn, service manager, 
onds, 1! injury or death, a survey of the | tion of uniform vehicle laws in all) “I got home 20 minutes earlier | department in the past. ‘and E. D. Pearson, office manager. 
National Highway Users Confer- | ————————————— — $$ . — -— —_$___———— 
ence reveals. ye 
C. The NHUC study is one of a} 
yernor’s series comparing state vehicle laws 
ighway —-— -———— 
s of 52 ‘ —" 
heaters | Qil Publicity Plan 
o . 
‘cee | Shows Big Gains 
se. e 
In Six Months 
NEW YORK.—Since the first of 
this year there has been a 40 per- 
cent increase in the number of 
tion of local committees participating in 
f acci- the nationwide Oil Industry Infor- 
s been mation Committee program, ac- 


1) cording to John M. Lovejoy, chair- 
man of the public relations com- 
mittee of the American Petroleum 
Institute’s board of directors and 
president of the Seaboard Oil Co.) 
of Delaware. 

On July 1 the OIIC had 3,500 
committees in the field, Lovejoy | 
said, an increase of 1,000 since the 
beginning of the year. This total 
does not include groups in five 
West Coast states which recently 
were organized to participate in 
the observance of Oil Progress “ a el eee Te 
Week, Oct. 15-21. 

“In the 11 OIIC districts east of 
the West Coast states,” Lovejoy) 
said, “a total of 6,500 organiza- 
tional meetings have been held 
since Jan. 1. More than 15,000 oil 
men from all segments of the in- 
dustry have participated in these 
gatherings. 

“One feature of the 1950 organ-| 
izational meetings has been the| 
‘workshop’ at which newspaper ed- | 
itors and radio directors have been | 
present to explain to oil men the) 
best methods of getting their story | 
to the public. A total of 75 ‘work- 
shops,’ ranging in attendance from 
20 to 500, have been held.” 

Lovejoy added that, since Jan. 1, 
there have been 30,000 showings of 
company and OIIC motion pictures 
to a total audience of nearly 5,000,- 
000. 

Eleven hundred speeches have 
been made by oil men before a 


e 
combined audience of 95,300 and ° 
more than 400 “Petroleum Serves ind , 
America” exhibits have been seen (PAS & C4 f 
by an estimated one million per- F - = _ tO P7 
sons. ants f - 
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Cylinder Wall without Forcibly 
touching cylinder wall is 
the objective of 
RAMCO 

LOW UNIT PRESSURE 
BROAD CONTACT AREA 
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Brown Equipment and Mfg. Co., ; 4 . ‘ ; 
— ee of ve All rings in the RAMCO 10-uP combination have never too harsh, whether the job be RE-BORED or 
eles sak eile bodies, has engineered features which contribute importantly RE-RING, car or truck! 


to the RAMCO SQUEEZING METHOD of oil and blow- 
by control. RAMCO employs the ‘‘sOFT ACTION” 
method for the break-in period. Only the soft, 
gentle graphitic cast-iron bearing surfaces are con- 
tacted by the inner-ring during this initial period. 


moved executive offices to the new 
Mutual Life Bldg., 1740 Broadway, 
New York 19. 


It is facts like these that make RAMCO 10-UP 
as different in operation as it is different in looks. 
It is this ‘‘differentness’’ that makes possible the 
RAMCO RE-POWERING METHOD whereby you can 
GUARANTEE RE-BORE OR RE-RING JOBS On both 

What gives the RAMCO SQUEEZING ACTION rings and labor for one year or 10,000 MILES. 
increased and unique effectiveness is the RAMCO 
SPIRO-SEAL continuous steel ring which adjusts its 
squeezing action to the exact condition of the 
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N. Y. Sheriffs Advocate 


Crackdown on Jalopies 


¥ 
Ls SCHENECTADY, N. Y. — A 
<S drive against “jalopies” was ad- 
vocated at the 16th convention 
of the State Sheriffs’ Assn. 
Louis R. Yaguda, Albany, as- 
, M sociation counsel and executive 
director, proposed that the sher- 


iffs crack down on drivers of Year after Year, Better and Better, Yet, UNCHA 
“skeletons of the highways” 


DESIGN Since Originated by Ramco Many Year 
through provisions of the mo- 


cylinder. You can depend on it to be just right, RAMSEY CORPORATION, ST. LOUIS, MISSOURI. 
tor vehicle law. Yaguda said | te C O 
old cars in bad mechanical con- 
dition should be reported imme- AS -POWSH WITH A 4 


7 
diately to the motor vehicle J 


commissioner. ALL-PURPOSE PISTON RINGS 


He explained that, after a ; ‘ . 
Wt 4 hearing, The aimee may Unchanged except for the Better through continuous engineering 
_ confiscate the registration if the Rsoser iaiicemiin i tata tia perfection of detail. No obsolescence Joss or risk of performance 


sai car does not meet standards. disappointment due to frequent design changes. 


See your RAMCO JOBBER, get your RE-POWERING 
SIGN and cash in On RAMCO RE-POWERING. 
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N AUTOMOTIVE spare parts 
‘4 catalog evidently put out by 69 
British replacement parts manufac- 
turers, and circulated to every auto- 
motive parts wholesaler around 
the British Empire with the excep- 
tion of Canada, seems to give pos- 
itive proof that the British manu- 
facturers are taking full advantage 
of our ECA policy of promoting 
foreign manufacturers to invade the 
export parts business built up by 
American manufacturers to service 
American built vehicles. 
This catalog, entitled “Spare 


MEWA to Issue 
Special Reports 
For Members 


CHICAGO.—To keep its members 
fully informed on matters that may 
affect automotive wholesalers, the 
Motor and Equipment Wholesalers 
Assn. announced here that it “has 
especially readied” itself to keep 
them posted on all developments 
that bear upon their business, and 
that special reports will be issued 
to members as developments un- 
fold. 

The association also revealed that 
Frank G. Stewart, president of 
Standard Automotive Supply Co.. 
Washington, has been named 
MEWA counsel on selective service 
regarding essential deferments in 
the automotive jobbing industry. 

Also announced was the assump- 
tion of additional duties by J. How- 
ard Reed, MEWA management and 
legislative counsel, who will also 
act as the association’s special 
Washington representative. 

The moves were prompted by the 
outbreak of war in Korea and its 
effect on the American economy, 
the association said. “There is no 
question,” it noted, “but that auto- 
motive wholesalers will be affected 
by the present world situation.” 


Exporters Endangered 


British Parts Manufacturers Start Campaign 
To Capture U. S. 
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Overseas Market 





Parts Manufactured in the United 
Kingdom for American Motor Ve- 
hicles in Overseas Territories,” lists 
all the British makers of replace- 
ment parts for cars and trucks built 
in the U. S. and Canada for the 
foreign market and does not men- 
ition any American vehicle maker 
as a source of these replacement 
parts with the exception of a multi- 
graphed “tip-in” — which evidently | 
was forced into the book — and | 
| which lists British Ford sources for 
Ford parts. . 

This amendment says “The 
Ford organization in overseas 
| territories can advise on many 
| items suitable for Ford vehicles 
of Canadian or American origin 
that are common to vehicles of 
British origin. Many such parts | 
are available through the local | 
Ford organization, from Ford 
Motor Co., Ltd., Dagenham, Eng- | 
land.” Following this is a list of | 
the foreign offices and suppliers 
of Ford Motor Co., Ltd. 

Another note mentions General | 
Motors, Ltd., in reference to car- | 
buration and electrical parts sys- | 
tems. 

But no American source—or Eng- 
lish branch or affiliate of Chrysler, | 
|International Harvester, Willys, | 
Lincoln, Mercury, Nash or other | 
American cars and trucks listed in 


the catalog, is given. 
of * * 





A§ ONE prominent manager of 
an American automotive export- | 
ing division puts it, “not one dollar | 
is being allowed to keep the Amer- 
ican trademark alive in the foreign | 
market while these British makers 
are being encouraged to replace 
genuine parts for these vehicles 
with parts made in England by 
wholly British houses which have 
no connection whatever with Amer- 
ican vehicle manufacturers under 
the ECA policy.” 
An official of an American export 
firm points out that even the Cham- 





pion Spark Plug and A. C. Sphvnx | the book does it mention who 
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SUSPENSION SYSTEMS 


(a) Shock Absorbers. (4d) Spring Centre Bolts. 
(b) Shock Absorber Bushes. (e) Shackle Bolts. 











(c) Springs. (f) Shackle Bushes. 
CODE AVAILABILITY FIRM 
a - Girling, Ltd. 
a See Appendix IX Jonas Woodhead, Led. 
ab See Appendix Vill Newton & Bennett, Ltd. 
Ford, Chevrolet, and G.M.C. 
abdef Dodge, Plymouth, and Chrysler } Wm. Clark (Spare Parts), Ltd. 
b Particulars required Chillcotts, Led. 
c Complete specifications to be sup- || The Bramber Engineering Co., Ltd. 
c plied when ordering James Leach 
c Complete specification to be sup- || Jonas Woodhead, Ltd. 


plied when ordering 
, Ford, Chevrolet, and G.M.C. 
€ (coil springs) Dodge, Plymouth, and Chrysler 
c Ford. Other makes to order 
Chevrolet, Dodge, Ford, Plymouth 
cars and trucks 
e Buick, Graham, Lincoln, Mercury, 
Nash, Oldsmobile, Pontiac cars 
G.M.C. and International trucks 
f Metalastik, Ltd. 


Wm. Clark (Spare Parts), Led. 
Remax, Ltd. 


Whiteley (Rishworth), Led. 


a EE EEE EE EERE 


14 
TRANSMISSION 


a) Gearbox Gears. 

b) Rear Axle Differential Gears, Crown Wheels and Pinions. 
c) Universal Joints and Propeller Shafts, Flexible Couplings. 
(d) Universal Joint Journals. 

(e) Universal Couplings—Replacement Repair Kits. 


| 





CODE AVAILABILITY FIRM 
a Specification required Regent Axle Co. 
ab Specification required G. H. Rodway, Ltd. 
ab Specifications required Laystall Engineering Co., Led. 
| a(gearshiftlever | Jeep Dover, Ltd. 
knobs) 
b All makes The Regent Axle Co. 
b Specifications required Whiteley (Rishworth), Ltd. 
c All makes using this + Naa Hardy Spicer & Co., Ltd. 
Ford, Chevrolet, and G.M.C. 
d Dodge, Plymouth, and Chrysler Wm. Clark (Spare Parts), Ltd. 
e Spicer, Mechanics, and Detroit Whiteley (Rishworth), Ltd. 


Universal Couplings—all makes 


<eccnseieeninmaaci maa aemeecaaiaeasaseceaaasaaaianeES 
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GETTING THE "WORKS" FROM BRITAIN—Shown is a page from the replacement parts 

catalog being sent all foreign parts outlets by British manufacturers who are seeking to get 


the replacement parts business on cars and trucks built in the U. S. and Canada. Sixty-nine 
Biritish firms are listed as suppliers of parts for American automotive vehicles. 





made in England, are not listed in| publishes the catalog—and this 
the catalog. official does not know—but it 

It is significant that no place in does list the 69 British firms who 
make the replacement parts and 














FS: 


Why Is Your Front End 
Department in the RED ? 


The Real Answer is Offered FREE by XuiKcee, Inc. 


Be the first in your neighborhood to get on the Gravy Train! 


& SEND 


KWIK-EZEE, INC. 


17 W. 60TH ST., NEW 


YORK 23, N. Y. 


c 
| 
| 
| 
| 
| 
SEND ME YOUR BOOKLET WHICH FULLY ANSWERS THIS QUESTION. 
| 
| 
! 
! 
| 
| 
| 


NOW * 


| ron, 


SERVICE SECTION 


it is surmised that they have 

caused the book to be published 

by Staples Press, Ltd., Rochester 

England. 

The preamble in the front of the 
|catalog is not only interesting but 
;}may give manufacturers in this 
|country something to think about 
|as to our foreign policy as it applies 
to the invasion of the maintenanc 
field for American-built vehicles i 
|foreign fields. It reads as follows 


“Catalog of spare parts, acces- 
sories and equipment for Americar 
| Automobiles, Trucks, Tractors and 
in Some Instances Marine and Sta 
,tionary Engines which are Offered 
|by United Kingdom Manufacturers 


* * * 


“WT HAS recently become apparent 

that in almost all markets out- 
|side the ‘dollar’ areas the suppl) 
|position in respect to spare parts 
| and accessories for American ve- 
jhicles is becoming increasingly 
| difficult. 


“It has not been generally known 
| that a great many parts are obtain- 
able from the United Kingdom and 
that, as a result, importers have 
been granted import licenses which 
have involved an unnecessary ex- 
a of dollars. 


“It is hoped that Government 
| Import Control Authorities will 
find this catalog useful. Although 
not fully comprehensive, it will 
give a very good idea of the parts 
which are available. 


| “If, however, parts are demanded 
| which are not found to be included 
in the classified list or the appen- 
| dices, it should not be inferred that 
|they cannot be obtained from the 
|United Kingdom, and it is honed 
that the Import Control Authorities 
will ensure that an approach be 
made to United Kingdom manufac- 
turers to clarify this point before a 
jlicense is granted to import from 
| dollar sources. 


“As and when further parts are 
|made available, a second edition 
of this catalog will be published.” 


New Book Relates 
Oils, Lubrication 
‘To Engine Wear 


BUFFALO.—Problems of engine 
usage, maintenance and lubrication. 
|as well as causes and remedies of 
ovnerating troubles are described in 
|\“Motor Oils and Eneine Lubrica- 
|tion” (Reinhold Publishing Corp.. 
'330 W. 42nd St., New York. $8.50). 

Written in practical terms by 
Carl W. Georgi, technical director 
of the research laboratories of 
Quaker State Oil Refining Corp., 
the book is a reference work for 
automotive service engineers, en- 
gine designers. lubrication engi- 
neers, fleet maintenance superin- 
tendents and others. 

The 504-page book is liberally il- 
lustrated with pictures, drawings 
and charts. 

Some sections deal with the ap- 
plication of motor oils and relation 
|of oils and lubrication to engine 
| design operation, maintenance, 
breakdowns and failures. 


| 
is given to aid in 








Information 
diagnosing engine ailments and in 
adopting corrective steps to pre- 
vent their recurrence. 


‘Monsanto Will Market 
‘Auto Antifreeze Line 


BOSTON. Plans to market a 
new line of automotive antifreeze 
in New England have been an- 
nounced by the Monsanto Chemical 
Co. Trade-named “Eskimo,” the 
line will include both permanent 
and semi-permanent types, the com- 
pany said. 

H. J. Heffernan, general sales 
manager of the firm's Merrimac 
division, said distributors had al- 


ready been named in a six-state 
area. Promotion will take the com 
pany into billboard § advertising 


and television for the first time 
he said. 


Schwartsburg Changes 


After having a Nash dealership 
for many years in Milwaukee the 
Schwartzburg family—William, By 
Robert and Elmer — have 
changed to Chevrolet. The firm's 


|salesrooms are at 5lst and Lisbon 
Sts. William is president and the 
three sons are partners, The com- 
pany has been in the auto business 
| for 28 years, 
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Protection Asked 


Changes in Motor Carrier Act Recommended 
To Senate Subcommittee by McBride 
WASHINGTON. 


changes in the Motor Carrier Act} 
recommended to a Senate/any and all persons with whom 


vere 
transportation subcommittee by 
Robert J. McBride, general man- 


ager of the Regular Common Car- 
rier Conference of the American 
Trucking Assns., last week. 


The changes would affect com- 
mon and contract for-hire car- 
riers as well as private motor 
freight operations. 

Testifying before the Senate in- 
terstate and foreign commerce sub- 
committee, McBride outlined a 
four-point statement to support his | 
recommendations. These recom- 
mendations, he said, “are dictated 
by necessity in our common car- 
riers providing a service to the 
general public. We ask simply for 
that measure of protection requi- 
site to furnishing in the public in- 


terest the service demanded of 
common carriers.” 

McBride’s four-point statement 
said: 


1. That no carrier should be per- 
mitted to enjoy any preferential 
position since any departure from 
equality of regulation of carriers 
performing the same type of serv- 
ice contravenes the mandate of the 
national transportation policy. 

2. That every motor carrier 
must be regulated so as to con- 
fine it to its particular field of 
operation and thus prevent its 
invading the field of any other 
type of carrier. 

3. That a carrier cannot change 
its operations into a different type 
of service without first meeting 
fully the legal requirements of the 
act. 

4. Preference and prejudice are 
manifestly existent unless common 
carrier rate scales are preserved 
for use of all the public. Regu- 
latory processes or concepts which 
neglect this primary economic 
premise can create only chaos. 

Discussing private carriers, Mc- 
Bride told the committee he 
found no logical reason for the 
imposition of restrictions or bur- 
densome regulations of any kind 
upon persons who engage in 
transporting property which they 
actually own. 

“We do not believe that the fun- 
damental right of the individual 
or company to do as it pleases 
with merchandise or materials 
which it owns should be abridged,” 
he declared. 

“However, the transportation 
policy and the concept of regula- 
tion in the public interest make 
it mandatory that private carriers 
be confined to the field of private 
carriage and not be allowed to in- 
vade the field of for-hire carriage.” 

McBride hit sharply at prac- 
tices of private carriers in un- 
loading at their destination and 
leasing the vehicle to other ship- 
pers for their use in the return 
trip to their home base. 

Charging that “a_ substantial 


Ky. Gas Sales 
Up 11.4 Percent 
In Five Months 


LOUISVILLE. Gasoline con- 
sumption in Kentucky during the 
first five months of this year was 
up 11.4 percent over the similar 
1949 period, the Kentucky Petro- 
leum Marketers Assn. reports. 


There were 223,284,458 gallons 
used in the first five months of 
1950, against 200,277,890 gallons in 


the first five months of 1950, against 
200,277,890 gallons in the first five 
months of 1949. 

In May of this year, consump- 
tion totaled 51,091,276 gallons, up 
9.6 percent over the 46,596,887 gal- 
lons used in May, 1949. 

Six large companies in the state 
reported the sale of 31,789,000 gal- 
lons in May to account for 60 per- 
cent of the total. In April the same | 
companies accounted for 63 per- 
cent of the month’s total by selling | 
29,971,000 gallons. 

State fuel tax collections in the| 
first five months of 1950 amounted | 
to $15,629,912, against $14,019,452 in 
the comparable 1949 period. May '| 
collections were $3,576,389, against 
$2,261,782 in May, 1949. 


Sweeping | 


jating authority is issued to a con-| 
|tract carrier, the commission must | revival of non-used rights adversely 
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| must be dedicated to that shipper | 


| 
| 
| 


part” of the contract carrier indus- | 


try now is making contracts with | 


ithey can agree on rates, charges 


and services, McBride asserted that 
this situation has resulted in many 
so-called “masquerading contract 
carriers” engaged in the hauling of 
a great number of totally unre- 


jlated commodities. 


“In fact,” he said, “some of these | 
carriers haul just about everything 
the common carriers haul.” 

He pointed out to the commit- 
tee that a true contract carrier | 
operates as a substitute for a pri- 
vate carrier. 

McBride recommended that! 


|standards be prescribed by the law | cates and permits which have be- 


requiring a specialization test, a 
requirement that before any oper- 





satisfy itself that the proposed | 


service is a substitute for private | struggled 
|carriage, that vehicles used in the|service for the public regardless | 
lof $10,000 to $20,000 in personal|amount required. 


service of the employing shipper | 


j}and_ void, 


for a reasonable period of time, 
that contracts should be bilateral 
and for continuing service, and 
that no service could be rendered 
before the effective date of the 
permit. 

With respect to specialty haul- 
ers, he urged that the ICC adopt 
a procedure in issuing certificates 
by which that carrier, its employ- 
ing shippers and 
may know exactly what type 


perform. He pointed out that 
such a carrier wants to enter into 
some other field of common car-| 
riage. The act provides a method 
by which this may be accomplished. 


He said he believed the ICC 
would welcome a revision in the 
act which would set forth more 
clearly the services which irreg- 
ular route carriers may perform. 


Further, he urged that certifi- | 


come dormant for a period of 12) 
consecutive months be held null 
and revoked, because | 


carriers who have} 
maintain adequate 


affects those 
to 





of general economic conditions. 


REG. U.S. 


its competitors | 
of | & 
service the carrier is authorized to} | 

if | j 
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BETTER DEALERS IN OAKLAND—H. E. Jordan (left) and William Remmer (center), 


| partners in Oakland's (Calif.), Remmer & Jordan Pontiac dealership, were honored by being 
| named to Pontiac's select group of better dealers. Don R. Stuart (right), San Francisco zone 


manager for Pontiac presented the partners with a reproduction of the painting of Chief 


Pontiac which symbolizes their achievement. 





Truck Insurance Seale 


Increased in Ohio 


COLUMBUS, O.—The state pub- 
lic utilities commission has ordered 
an increase in the amount of insur- 
ance which Ohio motor companies 
must carry. Effective next Oct. 1, 
truck lines must carry a minimum | 


PAT. OFF. 


liability insurance on each truck. 
The present minimum is $6,000 to 
$12,000. 


Bus companies must carry $10,- 
000 to $50,000, depending on the 
passenger capacity. Present mini- 
mums are $6,000 to $48,000. It was 
stated by utilities commission offi- 
cials that most of the motor lines 
carry the new minimums and many 
carry more insurance than the 





Tailored to Your Needs for 


Production, Performance, Price! 
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Built by the Foremost Specialists in - 


Mobile 
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Radio 


Backed by the Broadest Experience in 


the Automotive Industry 


* 


Proved by Millions of Hours of 
Trouble-free Operation 


* 


Produced by the Fastest and 
Most Efficient Methods in Radio es 


BENDIX RADIO DIVISION of 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11,N. ¥. 


Seeaeeene pee 


a ei alti nbn 


BALTIMORE 4, MARYLAND 


Any automobile manufacturer would be proud 
to acknowledge authorship of the production 
methods and production line at Bendix Radio. 
And why not? Bendix production methods are 
based on automotive procedure—on knowledge 


gained from years and years of working with 


and supplying the automotive industry. This 


long and close relationship has given us insight 


too, into automotive requirements in quality at 


low price. Here’s an automobile radio, built for 


the automotive industry by an automotive- 


minded organization. Better get the facts—a 
letter will bring full information. 


AVIATION CORPORATION 
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Inflation 


Banker Warns Against Consumer Credit Reins 
Without Wage, Price Controls 


| wielding the sledge hammer blows 


NEW YORK.—Syd J. Hughes, 
vice-president of the Industrial 
Bank of Commerce, asserted in a 


statement sent to members of Con-| 


gress that to make a major issue 
out of consumer credit control in 
the face of total war or runaway 
inflation is “flicking at the target 
with a tack hammer instead of 





Chicago Abandons Use 


Of 2-Decker Buses 


CHICAGO, — Chicago Motor 
Coach Co, retired the last of 
its double-decker buses, number- 
ing 34, last week, and replaced 
them with 50 of the single-deck 
type at a cost of approximately 
$1,000,000. 

R. J. Jurgensen, operating 
vice-president of the company, 
said that “exorbitant replace- 
ment cost” caused the firm to 
discontinue renewal of the dou- 
ble-decker units. 
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Stoppers 


of wage and price controls.” 
Charging that “recommendation 
on the part of the Administra- 
tion for such controls is not es- 
sentially a product of the war 
emergency,” Hughes declared 
that since the cessation of hostil- 
ities of World War II consistent 


| efforts have been made by the | 


Administration to obtain “such 
intimate and far-reaching dom- 
ination over the purely personal 
customs and habits of every in- 
dividual and every family in the 
nation.” 

Hughes pointed out that the fed- 
eral government already has the| 
power to regulate, quantitatively, 


exchange and consumer, 
through manipulation of bank re-| 
serve requirements. 

“Through the government's right 
individual in-| 
come,” he continued, “it already | 
determines what proportion of an! 


job- 


| porations advocate such controls, 


| and conversely 


Here’s Proof— 


earned dollar the individual or the 


|family can retain for personal dis- 
| posal. 


Through further consumer) 
credit control, the government) 
drives the entering wedge of dic-| 


'tating how and for what the pub-| 


lic’s remaining dollars may be} 


expended. 
“It is not paradoxical that some 
large financing and banking cor- 


in or out of war. Such advocacy | BZ 


is another manifestation of that 
peculiar hybrid evolution of some 
business and industrial leaders 
who proclaim for government 
control when it appears to their 
competitive business advantage 
denounce ‘gov- 


,” 


ernment interference. 


Stressing that efforts were again 
being made under the guise of 
“emergency” to increase bureau- 
cratic regulation of the American 
family, Hughes pointed out that) 
government statistics themselves | 
are often interpreted in such a| 
way as to prejudice opinion. | 

“National consumer credit was) 
placed at $18,600,000,000 on Apr. 30, | 
1950, and this is the figure tossed 
to the public as evidence of its 
own reckless squander-mania. Ac- 
tually, only $6,500,000,000 of this’ 
represents ‘installment sale’ credit 
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HOW TO KEEP 'EM DOWN ON FARM—A two-ton Studebaker has gone into service ov 


the ‘demonstration farm'' at Alliance, Neb. 


Claude Rogers, city farm manager, puts the 


unit to plenty of use at distance hauling as well as in daily farm duties. The unit wa 
sold by Robertson Motor Co. (Studebaker), Alliance. 


such as automobiles, home appli- 
ances and other articles. This is 
2.5 percent of the gross national 
product as compared with 2.4 per- 
cent in 1929 and 3 percent in 1939. 

“On the other hand, personal 
savings have increased from §$2,- 
700,000,000 in 1929 to $18,600,000,- 
000 in 1950. Thus regulation of 
consumer credit would only play 
into the hands of those who have 













Years! 















ready cash or other liquid assets. 

Equally important, it is an un 
warranted invasion of individual! 
rights when such credit control is 
extended to types of consumer 
credit that have no relation what 
ever to the war effort or inflation 
“It has become increasingly evi- 

dent that consumer credit is lead- 
|ing the sweepstakes in the polit- 
|ical contest for ‘Public Whipping 
|Boy No. 1.’ The subject provides 
|a forum for the ‘reformers,’ an es- 
| cape hatch for the avoiders of re- 
alities (allocation, priorities, wage 
and price control) and another 
| haven for the faithful bureaucratic 
| retainers, 

“The national economy, racing 
in high gear, may be compared 
with a four-cylinder engine. 
These cylinders are raw mate- 

| rial, production, distribution and 
| credit. To tinker with any one 
| Of the four, without coordinat- 
| ing the timing and the firing of 
the other three, simply results in 
misfiring. 
| “The fuel that feeds this engine 
is a composite of wages, salaries. 
|dividends and other products of 
|the national income. If the pur- 
| pose is to slow down the engine in 
terms of inflation, then adjustment 
of the fuel supply is called for 
|through wage and price control. 
“If the purpose is to divert the 
power of the engine to other than 
peacetime energy, the basic engi- 
|neering principals still adhere.” 


Chevrolet School 
Set to Enroll 
1,000th Student 


DETROIT. — Cumulative enroll- 
ment in the Chevrolet dealer sons 
|school will pass the 1,000 mark 
when the 28 session gets under 
way Aug. 14. The school, estab- 
lished in 1938 to train the “second 
|generation” in dealerships, has 
| graduated 968. The new class will 
number 42, the company reports. 


Although the curriculum has 
| been constantly revised to keep 
subjects in tune with merchandis- 
ing conditions, the basic educa- 
tional formula has remained the 
same since the school’s inception. 


The faculty is composed of Chev- 
rolet department heads and the 
| six-week course concerns itself en- 
|tirely with a broad study of top 
;management rather than the ele- 
;mentals of operating a dealership. 


Applications for the Chevrolet 
course come from the selection by 
| dealers of employes most logical to 
succeed them. From a long wait- 
|ing list the company then admits 
|one from each of the company’s 
| 37 wholesale zones. Additional en- 
|rollment is made up of foreign 
students. 

Success of the school is attested 
| by the fact that approximately 62 
|percent of the graduates have al- 
| ready assumed the management o 
| dealerships. It is further estimated 
|that graduates have represented 
|firms with an annual sales volume 
{of 200,000 cars and trucks. 

Deal Cancelled 
| DETROIT. — National Automo 
tive Fibres, Inc., said last wee! 
|that its proposed purchase of al! 
of the assets of the Federal Leath 
er Co., 681 Main St., Belleville, } 
J., will not be consummated. 

A study of cast iron welding fai 
ures, and methods of overcomin 
these faults has been prepared an: 
published by the Eutectic Welding 
Alloys Corp., 40 Worth St., New 
York. 
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In the Hopper 





Concurring with the house, the 
Massachusetts senate passed a bill 
preventing discrimination of work- 
ers between 45 and 65. 

* * + 


Jacksonville Delays Action 
On Vehicle Check Law 


Action on the proposed vehicle 
inspection law in Jacksonville, Fla., 


has been postponed for an addi-| 


tional 30 days by the laws and 
rules committee of city council, 


after leaders of civic groups had) 


urged approval of the ordinance. 


| mittee for submission to the 1951 
Montana legislature. 


| 
| 
| 
| 


Reorganization of the state high- | 
way department also was included | 


in the proposed program, which 
was adopted by the 81-member 
committee following its recommen- 
dation by the group’s executive 
council. 


‘Transport Activities 


‘Studied by U. S. C of C 
WASHINGTON. Operations of 


local chamber of commerce trans- 









|Manufacturers’ Agents 
Form Canadian Group 


OTTAWA. — Another group of 
Automotive Affiliated Representa- 
tives has been formed by repre- 
sentatives of Canadian manufactur- 
ers and will make its headquarters 
here, according to E, L. Lee, AAR 
executive secretary of New York 
City. 

There are now 19 groups and 
270 members of the AAR serving 
the entire U.S. and Canada, Lee 
said. Ottawa was the most logical 
place for the new group to head- 
quarter, because it is essential for 
Canadian manufacturers’ represen- 
tatives to visit officials of the 
Canadian government frequently, 
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Council, Councilman Cecil F. Lowe the Chamber of Commerce of the |: Volks, and sales manager is Lloyd R. Weinreich. Hoag Names Frenc 
assets. cited Jacksonville police depart- U. s. | Larry French, one-time pitcher 
an un _s oe ae showing that 81 of; The report, entitled “Transporta- P fi Sh . ‘ for the Pittsburgh Pirates, age 
lividua! the 2,242 vehicle accidents between |tion Activities of Chambers of > , . ~ |\Cubs and Brooklyn Dodgers, has 
ntrol is Jan. 1 and July 15 were caused by |Commerce,” is based on a survey ACIIIC ow Pens Invitations |been appointed sales manager of 
nsumer vehicular defects. Ross said the|of approximately 300 local cham- | SEATTLE, Wash.—Invitations to; Thompson, president of the 1951 | B. L. Hoag (DeSoto), Alhambra, 
1 what- proposed law would be ineffective | bers reporting transportation ac-| participate in the 1951 Pacific Au-| show and general manager of Pis-|Calif. In 1942 French closed his 
iflation unless it applied to residents of the | tivities. It is intended to aid cham-|tomotive show in Seattle next|ton Service, Inc., Seattle. baseball career with Brooklyn 
sly evi- entire county or the state. |bers of commerce in formulating | March 21-24 will be mailed early} Plans for the show are progress- | when he pitched a 6-0 victory over 
is lead- ee iia transportation programs and to \in September to manufacturers|ing rapidly, said Thompson, with! Philadelphia. During his stay in 
> polit- Second $100 Million Issue |acquaint businessmen with the/throughout the U. S. and to auto-|the various committees in regular|the big time, he compiled 197 vic- 
hipping OK’d for Mass. Roads | problems involved in performing | motive wholesalers of the 11 wout- |and frequent session in the show |tories and played in three world 
rovides | community traffic service. ern states, it is announced by A. J. offices, 1526 Aurora Ave. | series. 
A bill authorizing a second $100,- | iil ; ie eae ea 
an €s- 000,000 Massachusetts state high- 
| of re- way bond issue, in addition to a 
, wage bond issue of the same amount au- 
another thorized last year, has been given | 
ucratic final approval by the state legis-| 
lature and sent to Gov. Dever for 
racing signature. 
ipared No means of raising revenue to 
ngine. amortize the bond issue was at- 
mate- tached to the bill, although it in- 
n and cluded a provision for reference 
y One of the financing problem to the 
‘dinat- state commission on_ taxation. 
ing of There have been repeated warn- 
alts in ings that the bond program will 
lead to an increase in the state 
engine gasoline tax. 
alaries. yc 
icts of Florida Committees Study 
an te Highway Safety Program 
stment Compulsory motor vehicle in- 
ed for spection is among the proposals 
ntrol. being studied by committees 
et the which will submit recommenda- 
, the tions to Gov. Warren’s highway 
r than safety conference to be held 
—— Sept. 21-29 in Tampa, Fla. 
aes The committees also will con- 
sider proposals for legalized 
| chemical tests for suspected 
drunken drivers, increased safety 
training in schools, stricter phys- 
ical examinations of applicants | 
for drivers’ licenses, and a cam- | 
paign for more rigid accident re- 
enroll- porting laws. a" 
Pit | Senate Be TWIN POST LIFTS 
under For Sunday Truck Travel Ilustration shows 
=, The Massachusetts senate has | : P new NASH RAMBLER 
passed a bill allowing interstate | +| d | on a Weaver 
, has trucks to move general commodi- | convenien ¥ han @ em a ® TWIN POST LIFT. 
ss will ties on Massachusetts highways on 
orts. Sunday, except between the hours | 
n has of 8 a. m. and 8 p. m. 
keep Sen. Ralph V. Clampit (Repub- | 
landis- lican, Springfield) opposed the bill, | 
educa- warning that highways are filled | 
2d the a family traffic on Sunday night. | ° 
eption. oth Registrar of Motor Vehicles | | d f bh ‘ | bh d 
ee Ea ie al tenes Pe ntroauction of short wheel-based cars 


d the lic Safety Commissioner John F. 


elf en- Stokes were quoted by Sen. Clampit -+.and car front-end design changes ree 


c— do NOT obsolete the Weaver TWIN POST LIFT! | x rei: ees 


ership. AN-643 booklet ‘“HERE ARE 


Price Control Resolutions THE FACTS”. It furnishes 





ovrolet zs : i 
ion by Filed in Massachusetts . s , oheie a 
peered Resctutions dating Genarese to The adjustable post (a standard fea- under-chassis obstruction. 
wait- pass immediate legislation estab- | ture of Weaver ‘lifts for weer youre No rails in the way . . . plus the facts 
admits lishing price controls on_ food,| has a regular wheel base adjustment that it is adjustable to all wheel bases 
pany’s clothing and other necessities of | of 88-148" and may be furnished . that controls are at floor level to 
ol a ae were fied with the clerk of with extensions to provide wheel base permit the mechanic to see the saddle 
gn e Massac usetts ouse. pte nie = a ao contact with the vehicle . . . that the 
; . : imited maximum to handle all wheel base front saddle adapters are adjustable 
> pe Mass. Bill Calls for Study lengths . . . no other lifts match this range. to permit proper ee Sealand 
ve al- Of Truck Regulations The Weaver Twin Post Lift is the only are reasons for the greater productivity 
ent o After adopting an amendment re- automotive lift that is entirely free of of the WEAVER TWIN POST LIFT. 
mated placing the registry with a special 
sented commission, the Massachusetts WEAVER MANUFACTURING COMPANY e SPRINGFIELD ec ILLINOIS ¢« U.S.A. 
olume house advanced a bill calling for 
a study of the enforcibility of the 
law relating to weight, speed and 
2 of trucks. Rep. Malcolm | 
tomo White claimed that dump truck | (Wa ail 
week couiitees were worse than three | 
of all months ago. oo ae ~ >t ow, 
ae VYontana Governor Okays oe on =o _ s = 
Tax Boosting Program Tea, ed ar wes | 
: oF p s 
g fai A program calling for a 1-cent aa sar ee : . 4 
omin gasoline tax rate increase and oth- | en ral 
d an: er measures to raise $5,732,000 an- | mS J od 
elding nually for road construction has | Se 
New been approved by Gov. John W. 


Bonner’s highway advisory com- 
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Pontiac Cites H & T | P. Carper, manager of Pontiac's 
H. & T. Motor Co. Kosciusko Memphis zone, made the presenta- 


Miss., has been admitted to Pon-|tion, a painting of Chief Pontiac, 
tiac’s “Hall of Fame,” by being|to J. L. Hollingsworth, founder and 
named a “Better Dealer.” James | owner of the dealership. 





PERFORMED PERFECTLY!” 


— says Stanley Sayres, Seattle (Wash.) Chrysler-Plymouth 
Distributor, whose SLO-MO-SHUN IV--lubricated by Amalie 
100% Pennsylvania Motor Oil, recently set the world’s straight- 
away speedboat record (160.3235 mph), and later annexed the 
1950 Gold Cup Crown! 

“Today, just as 30 years ago, when I handled air-cooled Frank- 
lins,” continued Mr, Sayres,“I am 100% ‘sold’on AMALIE.” 


AMALIE HELPS DEALERS SET SALES RECORDS 
WITH 30,000 MILE GUARANTEE! 


Amalie 30,000 mile guarantee on lubricated parts of your new 
cars means a big, three-way sales pay-off! 
1. Amalie covers you with a Master Guarantee! 


2. Customer must use only Amalie Pennsylvania Motor Oil and 
Amalie Lubes to keep the guarantee in effect. That means he 
must come back to you! 


3. You maintain important sales building contact with each new 
car customer for the full 30,000 miles! 


Aiden 


2 ee eee 


MOTOR OIL 


Start Amalie working for you today! 
Call Your Amalie Distributor NOW! 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., NEW YORK 10, N.Y. 
Refineries: Petrolia and Franklin, Pa. 
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ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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le eee DY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 





Hoarders Scarce, 
Say Canadian 
Car, Tire Dealers 


MONTREAL, — Automobile and | 
|tire demand is above normal here | 
|but dealers are divided on whether | 
it is a result of the Korean war. 

Most car dealers admit that the 
anticipated mid-summer drop in 
orders has not come and that the 
used-car market has become firm- | 
ler in the past few weeks, How- | 
ever, they point out that long} 
waiting lists have existed since | 
| 1946. 





AIMED AT N. 


|public is not so willing to pay a 
premium for immediate delivery in 
the bootleg market. 


Reciprocity Row 
“The people have got to the point P a 
| where they will wait a while before 


getting a new model, rather than Involves 2 States 
pay a bonus for quick delivery,” CONCORD. N. H.— (UTPS). 
it was explained. New Hampshire’s motor vehicle 


On the tire front there has been | dobartmient tes exdesed suaenel 
a definite rise in demand. While | °©P&? ment has ordered suspension 


many dealers attribute it to the|f Maine truck and bus drivers’ 
war, others claim it is due to fear| licenses for alleged failure to obey 
of further price increases. }a new law enacted by last legisla- 
Vincent P. Reid, vice-president | ture. 
be ae Tire and —— Co. of! Commissioner Frederick N. 
cere Ltd., says, oo no | Clarke ordered 124 of out-of-state 
doubt it is due to the war scare. | a pivers’ : aie 
Rubber is not plentiful and some- | @™V€rs suspended on 
thing must be done to control it.” | 5 ee , 
But a Firestone spokesman said | T0@d-use” tax, which amounts to 
the buying run was due to July 2 | about six cents on each gallon of 
and May 28 tire price increases, gasoline used by trucks and buses 
‘and the consumers’ fear that more '" New Hampshire. The “road-use” 


GET RID OF 


Harold S. Turner, operational 
Solve Your Garage 





licenses 





manager of Dominion Rubber Co., 
|Ltd., believes both factors are to 
blame, but feels the buying spree 
is largely due to anticipated price 
| increases, 


Auto Old Timers 
Mark 11th Year 


Problem This Simple Inexpensive Way 


What you have been waiting for—the 
ventilation problem all available in 
blower, ready to install. 


NEW YORK.—-Members of Au- | ing facilities. 
the organization’s 11th anniversary, 
| Oct. 
president of General Motors, will | 
be the guest of honor at a dinner 
jin the grand ballroom of the Wal- | 
dorf-Astoria. 

Chairman Henry R. Selden, Avon, | 
iN. Y., of the committee on _ re- 
search and awards, has scheduled a 
meeting for Aug. 15 to select five 
prominent pioneers of the auto- 
mobile world to be awarded dis- 
tinguished service citations at the 
dinner. 

President D, C. Fenner ap-| 
pointed the following to the dinner | 
committee: Chairman William E. 
Holler, Mt. Dora, Fla, former 
sales vice-president, Chevrolet; 
Vice-Chairman Henry T. Ewald, 
Detroit, president, Campbell-Ewald | 
Co.; J. E. Henry, Philadelphia, | 
president, Pennsylvania state) 
council, AOT; Reginald M. Cleve- | 
land, New York, editor, Old Tim-| 
ers News; George H. Robertson | 
and Frederick H. Elliott, New) 
York, respectively treasurer and 
secretary, AOT. 

The nominating committee, ap- 
pointed by President Fenner, con- 
sists of: Chairman C. Ray Palmer, 
Brooklyn, president; Metropolitan 
Council, AOT, and executive vice- 
president, Brooklyn and _ Long) 
Island Automobile Dealers Assn.; | 
John E. Sattler, New York, public | 
relations manager, Northeastern | 
region, Ford Motor Co.; Charles W. | 
Bishop, New Haven, secretary, | 
southern Connecticut council, AOT; 
Lloyd W. Hoagland, Somerville, 


when you don't need it. 


COMPLETE 
PACKAGED KIT 
F.O.B. Decatur 


$18750 


WRITE FOR CIRCULAR 


INustration shows standard kit 
with two extra tube outlets. 












N. J., vice-president, New Jersey 
state council, AOT; Herman P. IMMEDIATE SHIPMENT— 
Schade, Philadelphia, secretary, Hollingshead Exchange assures a guaranteed 


Pennsylvania state council. 
ready for installation, 


Blank Contract Signed; GUARANTEED PERFORM 


Salesman Arrested tested—guaranteed 90 days or 4000 


HARTFORD, Conn. James) 
Campbell, salesman for V & H SAVINGS IN COST— 7 ; 
Motors, has been arrested under Perfectly overhauled Hydra-Matic Transmis- 


the new retail installment sales act 
for having a car purchaser sign} 
the conditional sales contract in 
blank. | 

The case is to be heard in the 
Hartford court Aug. 3. In report- 
ing the arrest, the Connecticut Au- | 
tomobile Trade Assn. cautioned its | 
members to insist that salesmen 
have the conditional sales contract 
filled out at the time of sale and 
have it signed before a notary at, 
or before, time of delivery. 


no trouble, no waiting. 
Write, Wire or Phone Today for 


i. oO . 





grounds that they failed to pay the, 


@ Removes gas fumes at source (exhaust pipes). 
On October 18 @ Simple installation—no change or alteration of exist- 
tomobile Old Timers will celebrate @ Not in your way—instantly in use or out of the way 


18, when Charles E. Wilson, @ Saves man-hours and helps keep employees. Mechanics 
have less sinus, headaches, etc. 










National also makes a complete packaged kit for underfloor irstallations. 
Cast aluminum floor assemblies, flexible metal hose, motor ond blower 
units and accessories available. Write for Complete Catalog 


The National System of GarageVentilation 


World's Largest Manufacturer of Exclusive Garage Ventilatina Eauipment 
DEPT, 2F, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 





Hydra-Matic unit shipped the same day — 
with full instructions. 


Completely reconditioned, run-in and block 


sion (any model) costs just $95. No worry, 





Y. FARM TRADE—Interesting window display featured by Johnson Chev- 
Also noted is the fact that the | rolet Sales & Service in Little Falls, N. Y., attracted widespread attention throughout sales 
area of the dealership. 


tax was put on the statute books 
in retaliation for a similar levy im- 
|posed on New Hampshire drivers 
in Maine. 


Denver Car Fees Climb 

DENVER. The city collected 
$978,567.97 in automobile license 
fees during the first half of this 
‘year, an increase of 10.4 percent 
over the same period of 1949, ac- 
‘cording to Gordon C. Butler, di- 
; rector of the motor vehicle de- 
partment. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


GAS FUMES 


and Shop Ventilation 





final, successful solution to your garage 
a packaged kit, including motor and 









HYDRA-MATIC 
TRANSMISSION EXCHANGE 






FOR RUSH JOBS 


If you wish shipment of 
an exchange transmission 
before your old unit is 
received, a deposit of $65 
will be added to your in- 
voice. (To avoid C.O.D. 
charges, send $160 in 
advance). Upon receipt 
of your unit the deposit 
will be refunded immed- 
iately, Freight f.o.b. 
Chicago. 







ANCE 







miles. 








Details 


HOLLINGSHEAD 
MOTORS CO. 


Authorized Oldsmobile Dealer 
2550 S. Michigan Ave., Chicago 16 


Telephone: CAlumet 5-2000 
Largest Stock of Oldsmobile Parts 
in the Middle West 
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TION 
Nation’s Taxes Hit 


$53 Billion in °49; 









Constant Reminder 













hha 
Ford Dealer’s Direct Mail System Makes 
Close Check of Purchase Orders lf Less Than 1948 
| 
LEE’S SUMMIT, Mo.—J. S‘d|mailed by their geographic loca-| WASHINGTON. — Federal, state 
= Rice, owner of Sid Rice Motors,|tion and returns checked. Other | and local taxes totaled $53,586,000,- 
{nce. (Ford) has established a | mailings will go to a selected list 000 in 1949—an average of $359 for 
double-check system in a new di-/in all sections of the firm’s regular every man, woman and child in 
rect mail department based on a territory. the country the Department of 
constant reminder direct mail idea. Purchase orders will be checked Clommerce revealed last week 
Backbone of the new department |in regard to what the purchases TI ae : ; 
is a number of name lists which|/were to determine the amount of re total was the largest for any 
have been purchased, one of which |the sale per 100 names responding year in history except 1948, when 
is a list of Jackson county car|to direct mail advertising and $54,495,000,000 was collected. In 1942 
owners numbering more than 100,- began the customer has bought the total was $25,027,000,000, or $171 
Chev- > is rice ise j : 
" sales a eee eee a a> iil advertised, something = a AS _— ee a ee ee Se oy as 2 dealer in Jefferson | PET capita. 
. s : ity, i & ikles wa iven i tt | t di in hi e 
I ill have charge , When the department has been | honor. In'the picture are (left to right) Shikles, Mrs, Shikles, George Rozier, chamber of |r cre, average $359, the federal 
One employe w ve c ge is les, ’ » 9 ; y t took 71 t 
of this department and will spend operating a sufficient time, Rice | co™™erce president, and Allen F. Ives, Pontiac St. Louis zone manager. governmen siete percent, or 
books his entire time working on the | expects their statistics to show > $253. ee received $56 and local 
y im- list and making revisions. Mail- | just how many dollars worth of | Nebraska Expands Unit |started a statew!de survey of rep- | SUvernmments got $50. 
rivers ings will be sent out to some of | Service can be sold in his terri- Ser Weckers’ Saf resentative industries so that it| Tax revenue of the federal gov- 
the list daily. tory per each 100 names mailed. or orkers Satety may map a program to study the|ernment decreased from $40,104,- 
All work tickets and purchase The types of messages contem- LINCOLN, Neb.—To meet an in-|typical problems in Nebraska in- | 000,000 in 1948 to $37,810,000,000 last 
b orders will be checked against the plated include cards, circular let-| creasing demand for service to safe- dustries and make recommenda- year. But state and Iccal taxes in- 
ested mailings to determine results. — a limited number of personal ogg gems oe ae for their solution. creased. 
ae For instance, i lubrication pro- | letters. | eS SS WULKSES, NCUIESERS Bae : ivi a oe ilies 
ce nse om. a a page salen Both factory, oil company health department is expanding its P Fi I Individual income taxes provided 
this list. will be sent three cards at | “canned” type of cards will be used division of industrial hygiene, ac- oar eee © eeenen 29 percent of all government rev- 
reent three-day intervals reminding him along with direct mail messages|cording to state Health Director| Peariman & Finnel has been ap-|enue last year. The 1949 yield was 
, ac- that it is time to lubricate his car.| Worked out by Rice’s advertising| Frank Ryder. ; pointed a Dodge-Plymouth dealer |nearly 19 percent less than a year 
di- 8° work orders Ge not reveal that staff. He disclosed that the division has | in Keytesville, Mo. if ago. eae 
de- this customer has shown up for the 
grease job after the third card has 
been mailed, the name will be trans- 
; have ferred to a phone list and he will 
wane be reminded by telephone and in- 
anes vited to come in for this service. 
“Haphazard mailings are defin- 
itely out,” Rice said. “Each section 
oe being sent mailing pieces will be 
expertly checked for returns and no 
sy more mailing pieces will be sent out 
than the department can handle 


and check against work orders.” 


Regular customers of the firm 
will receive first attention from 
the direct mail advertising de- 
partment, Rice reported. The next 
rd project will be to take a section 

of the large mailing lists and 
develop as many per 100 as possi- 
ble into regular customers. 

Many different types of mailings 
will be made and checked to de- 
termine the most effective method 
of creating new business for the 
service and accessory department 
as well as for new cars. 

For instance, groups will be 


Korea War Ends 
| Gas Price Battle 


LAKELAND, Fla.—The Korean 
situation brought an abrupt end 
to a 60-day gasoline price war here. 
Retail stations throughout most of 
the city have increased prices to 
29 cents per gallon for regular 
grade fuel and 31 cents for prem- 
ium grade gasoline. 

Several “cut price” stations also 
joined in the price advance, set- 
ting pumps at 27 cents per gallon 
for regular and 29 cents for 
premium grade. The gas war had 
sent prices down to as low as 21 


cents per gallon for regular and 23 
cents for “high test.” 
i Standard-Thomson Set 4 n=)a 
For Allout War Work 
DAYTON, O. Standard-Thom- 
son Corp., aviation and automotive SS) oe) (a) 


parts manufacturer, is prepared to 
convert its facilities rapidly to full 
war production, according to R. N. t S d A d $ f 
Webster, president. - - - promote opeed, Accuracy, and oa ety 
The firm has received an increas- 
ing amount of military orders in 
the past month, Webster said. A 
new building for testing both mili- 


tary and commercial products at FOR 30 YEARS, SNAP-ON’S 


different temperatures is being 


ee 


. . - contribute to better workmanship 


ie. ean, law DIRECT-TO-USER TOOL SERVICE The right tool or combination of tools for every job 

a HAS PROVED TO BE will be found in the complete line of Snap-on tools. You 
London (Ont.) Bus Line will find Snap-ons the best money can buy because they 
Sells Assets to City “The Time-Saving Way to have design, balance, fit and feel that make them so 


easy and profitable to use. 
One Service Manager says, ‘““We welcome the call of 


LONDON, Ont.— London Street buy Time-Saving Tools” 


Railway Co. last week accepted the 


city’s offer of $1,325,000 for asset: - ‘ 
of the all-bus system in a stock the Snap-on man because he has the quality tools that 
transaction. The transit compan) enable our mechanics to increase their efficiency and 
had asked $1,345,000 ia earning power. The result is a greater volume of profit- 


Agreement climaxed negotiations > rab 
of more than a year, following the i af, able customer service.” Look to Snap-on and the Snap-on 


company announcement that it was Srap-on] man to bring you the finest in service tools! 
abandoning its franchise, which ex ji ma rrert perereen TCC BY 
pires early in 1951. whis 





Write for 104-page Catalog 


*Snap-on is the trade-mark of Snap-on Tools Corp, 


SNAP-ON TOOLS CORPORATION 


8082-H 28TH AVENUE KENOSHA, WISCONSIN 


Oppert Takes Ala. Post 
George L. Oppert, Dothan (Ala.) 
automobile dealer, has been ap- 
pointed a member of the state 
docks advisory board. 
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FORD S.E. REGION OFFICIALS ARE BRIEFED ON P. & A. SALES PROGRAM—The newly 
announced parts and accessories sales program, was presented to six district sales managers, 
their business management managers, service managers, parts and accessories managers, and 
the resident controllers of the region at a recent meeting in Philadelphia. The Operation 


Profit program was reviewed by H. M. 


Strout, manager of the parts and accessories sales 


department, general sales office. The district managers, in turn, later presented the program 
to the approximately 1,000 Ford dealers in the 12 states comprising the region. Pictured 


above are some of the officials who attended the meeting. Left to right 
Charlesworth, regional parts and accessories sales department manager; 


seated: A. L. 
. R. Lenhardt, 


Ford parts sales manager; Strout; Gordon Johnston, Charlotte (N. C.) district sales man- 
ager, and Emerson Planck, Norfolk (Va.) district sales manager. Left to right, standing: 
John Walsh, assistant regional sales manager; J. B. Langley, Ford accessories sales man- 


ager; R. 


R. 
district sales manager; Howard Cook, Washington district sales manager, and R. H. 


Atlanta district sales manager. 


Anfin, Chester (Pa.) district sales manager; James Moore, Jacksonville (Fia.) 


East, 





Dealer Forum 


(Continued from Page 4) 


ization intact with the advent of 
fewer new cars to sell, and at the 
same time allow much needed gross 
profit to go to someone else unless 
he does a first-class job with used 
cars. In any event, it is a confes- 
sion on the part of a new-car 
dealer that the other fellow has 
more ability to sell and make a 
profit than he. 

Dealers in a national emer- 
gency should not allow oppor- 
tunists to step into the automo- 
bile business and make a quick 
profit at the expense of your po- 
tential—the automobile buying 
public, 

Most dealers in the retail auto- 


mobile business were motivated by 
an intense desire to be in this busi- 
ness. A great many came up the 
hard way, and these exponents of 
free enterprise can be counted on 
to stand by, come what may. In 
any national emergency, transpor- 
tation is a most important factor. 
The automobile dealer must as- 
sume his part of this responsibility 
and his importance should be rec- 
ognized. 
+ * * 

EFORE the Korean crisis, boot- 

legging was the No. 1 evil that 
confronted automobile dealers. Let 
us’ be honest—bootlegging could 
not exist to any degree without 


This 
Complete Line 


is “vailable from 
your AMMCo iobber 


some franchised dealer furnishing 
new cars for this traffic, or through 
the medium of dummy or phony 
fleet arrangements not properly in- 
vestigated by the manufacturers. 

Bootlegging has been temporarily 
retarded by the Korean crisis, 
where our boys are fighting and 
dying right now. There must be a 
peacetime solution. I would like 
to suggest a conference between 
manufacturers and representative 
dealer bodies because for sure it 
is not a one-way street. 

Legislation is not the answer. 
I believe in the old adage, “Leg- 
islate not, lest ye be legislated.” 

We must all agree, bootlegging 
of new cars is not in the best in- 
terest of the hundreds of millions 
of dollars invested by dealers in 
the automobile business, These in- 
vestments in the aggregate repre- 
sent more capital outlay than that 
of our largest corporations in the 
manufacturing business, and em- 
ploying statistics in the aggregate 
reveal a far greater number of peo- 
ple employed. And last, but not 
least, it would certainly be in the 
best interest of the public. 

* + * 


CG prayer may well be: It will 
not take an atomic bomb to 
wake up the American people to 
realize freedom is a precious pos- 
session. An automobile dealer sure- 
ly is a proponent of the free enter- 
prise system. He must expend real 
effort to preserve it. He must work 
to eliminate the haphazard register- 
ing and voting habits of business 
and professional men and women 
within his zone of influence, if we 
are to have the right people in the 
right places to make the right de- 
cisions that are all important to 
the economy and security for all 
our people. 

A survey of a county involving 
a large city in the state of New 
York revealed 44 percent of the 
auto dealers failed to vote in 
1949, 28 percent of the bankers 
and doctors, and 23 percent of 
the public school teachers (to 
whom we entrust our youngsters 
for their education) failed to vote. 

In 1948 the president of the 


Get to knwow mance 


amMMCO 
2108 COMM’ 
NORTH CHI 





TOOLS. INC. 
ONWEALTH AVENUE 
CAGO, ILLINOIS 
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United States was elected by 26 
percent of the potential vote. Forty- | 
nine percent of the eligible voters | 
failed to vote. Let us insist on the | 
elimination of dangerous, nonsensi- 
cal politics at this critical time, 
and dedicate our time and talent | 
to build with dispatch a strong and 


united America. 
* * * 


2 IS my opinion the manufac- 
turers should protect one of 
their most valuable assets—the 
goodwill of the permanent auto- 
mobile dealer who has chosen this 
field of endeavor as his life’s work | 

-by fair and equitable distribution 
at all times. In the event of total 
war, render to the dealers who stay 
in the important business of keep- 
jing the wheels of transportation 
jrolling, the privilege of handling 
their respective products in their 
particular zones of influence for a| 
|two-year period, similar in char- | 
jacter to the historic General Mo-| 
itors’ Alfred E. Sloan promise so} 
honorably kept. 


Support of local, state and na-| 
jtional associations should be em-| 
braced by all dealers. I hesitate | 
to think what could have happened | 
in the last emergency without the | 
help of our great associations, and | 
|the fine council and engineering 
of men like Bill Mallon and many | 
others. 


“Some ships sail east 

Some ships sail west 

By the selfsame winds that blow. 
| Tis the set of the sail, 

And not the gale 

That determines the way we go.” 
In closing, it might be well to 
|point out that information gained 
from the average man in the street 
has convinced me his fears are 
greater relative to what Washing- 
ton may or may not do than what | 
Russia may do. 





Chrysler Installs 
Electric Window 


Lift on Imperials 


DETROIT.—The first all-electric 
| window lift to be offered as stand- 
|ard equipment on American-built 
|automobiles was announced last 
week by David A. Wallace, presi- 
}dent of Chrysler division. At the 
|Dresent time, these new window 
lifts are being installed as standard 
;}equipment in Chrysler Imperial 
| models, Wallace stated. 
| The electric window lift, Wallace 
| claimed, is lighter, less complicated 
| and easier to install and service 
|than other power window lift sys- 
|tems, and will function satisfactor- 
|ily even at sub-zero temperatures 
| Wallace said that in most other 
| power-lift systems, hydraulic fluid, 
| hydraulic tubing, flexible hydraulic 
|} connections are necessary and one 
|central motor-pump power unit 
| serves to operate the entire system. 
|A break or leak in any part of this 
|type of system forces a complete 
failure of the entire structure, 
| Chrysler claims. 

By the elimination of these hy- 
| draulic fittings, the electric window 
lift is not only easier to install and 
service, but as each door contains 
its own complete unit and _ indi- 
vidual motor, the operation of any 
one window is independent of the 
operating condition of the others, 
according to Wallace. 

To operate one of the window 
units requires comparatively little 
electrical power. For example, com- 
| pletely to raise or lower a window 
once, the power required is equiva- 
lent to only one-quarter that of one 
use of the cigarette lighter, or tc 
| playing the radio for seven seconds 
| Bach complete unit of the electric 
|lift is housed within the panel be- 
low a window and a button switch 
on the upper part of the door panel 
|controls the operation of the motor 
In addition to an individual con- 
trol button on each door, there is 
also a master control panel on the 
left front door which enables the 
driver to operate all the windows 
|from behind the wheel. Each win- 
|dow can be lowered or raised 
|quickly to any desired position by 
|moving the control button up or 
| down. When finger pressure is re- 
leased, a spring returns the button 
to the neutral position to break the 
electric current. 

Basic components of the new 
electric window lift are a small 
reversing electric motor, a screw- 
and-nut drive, a bell crank, a com- 
bination relay-circuit breaker unit 
and an operating switch, 
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Little Rock Citizens Ask 


For Anti-Noise Law 


LITTLE ROCK, Ark.—Trucks 
are faced with an anti-noise or- 
dinance here as a result of many 
complaints to city officials claim- 
ing trucks make unnecessary 
exhaust while traveling through 
the city. 

Carroll L. Owens, manager of 
the Arkansas Bus and Truck 
Assn., has succeeded in getting 
the proposed measure tabled 
pending a reduction of the noise 
and complaints. Owens has 
asked his members to cooperate 
in order to eliminate the pas- 
sage of a city ordinance regu- 
lating truck noise levels. 





L. P. Evans Opens K-F Deal 


In Miami; Shore in Charge 


Opening of the new L. P. Evans 
Miami K-F Corp. at 2030 Biscayne 
Blvd., Miami, Fla., has been held. 

Organized by L. P. Evans, who 
also operates a new and used-car 
business at 584 N.W. 36th St., the 
new firm will be managed by Wil- 
liam T. Shore jr. 
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Welcome friend! 
Hitch up your chair, 
be comfortable, and stay awhile 


That's the warmhearted spirit you'll find 
at The Fort Shelby. Conveniently located, 
it’s famed for hospitality as well as the 
value in its 900 rooms with bath, chair- 
side radio, servidor, and circulating ice 
water. There are two fine restaurants, 
and an attractive cocktail lounge. 
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handle manpower problems. Allo- 
cations of fuel and power will go 
to the Interior Department, Agri- 
culture will be given the food and 
stemming from 
shifts in the economy and presum- 
ably the job of riding herd on spec- 
ulation in commodities, Credit con- 
trols will be administered by the 
Federal Reserve Board as in the 


* * * 


bens is expected to be the initial 
setup. But with the coming of 
an emergency of major proportions 
in which the jobs would be greatly 
the work—and staff— 
would be split off from the old- 
line agencies and new emergency 


Then would come the need for 
unification. Plans considered seri- 
ously now are to expand the role 
of the NSRB and its chairman. 

An expansion of the responsibili- 


TION SERVICE SECTION a 
Ask Suggestions Still Being Screened .. . 
rucks 
e or- 
many 
laim- (Continued from Page 2) 
nonce | on Capitol Hill and in the grass- 
tees roots than in the White House. 
| The mood of the people, it seems, 
fh has been for prompt federal ac- farm problems 
stim tion aimed to halt scare-buying, 
ables hoarding and speculation. But the 

. President at the week end still felt 
mo that the time is not yet here for 

_ a strict clamp down. past 
erate There are many here who be- : 

—_ lieve that if the Korean situation 
— is well met by the U. S.—as they 

believe it will be, the world war 

Jeal 
wae needed at all. Taxes for rearma- | °*Panded, 
- ment will be laid on heavily and 

vans taxes in the greatest volume will ; 
scayne come from flourishing American |®8°ncles set up. 
held. trade. 
s, who 7 7 * 
jed-car [7 IS generally agreed in official 
t., the circles that economic controls 
y Wil- will have to play a large part in 


an allout rearmament effort. But, 
until a definite goal has been set 
and a program to reach it worked 
out, it is impossible to tell what 
controls are needed to prevent the 
development of economic malad- 
justments. 

When the need for controls is 
evident, they should be applied 
forthwith and on a basis which 
most 


rigidly excludes politics, 
people believe. 

But there should be no controls 
for controls sake, no tinkering with 
the economy, in the view of busi- 
ness men who are in Washington 
to look after business interests. 

: The American people, they say, 
will support overwhelmingly what- 
ever action is necessary to safe- 
guard the existence of free na- 
tions. And as for American inmdus- 
try, it is ready and willing to lay 
aside its peacetime pursuits and 
perform whatever prodigies of 
armament production are needed to 
get the job done. 
a 


clouds will clear away to a large 
extent and controls will not be 


T= role Symington may play in 
the future was played in World 
War II by James F. Byrnes, who 
became known as “Assistant Pres- 
ident.” He headed the OWM, weld- 
ed together the work of the various 
agencies and counteracted the 
splintering of authority among 
them. 

Under present plans, President 
Truman’s partial mobilization 
program is to be divided among 
the old-line agencies for admin- 
istration. 

The Department of Commerce 
will handle priorities and the allo- 
cation of scarce materials for mili- 
tary production and necessary ci- 
vilian output. 

The Department of Labor will 
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ties of the NSRB, however, will 
mean a shift in President Truman’s 
original plans as to how that board 
should function. In May, 1948, the 
President wrote Arthur M. Hill, 
then chairman of the NSRB: 

“I do not intend to vest in the 
NSRB any responsibilities for co- 
ordination of the national security 
programs of the government which 


require the exercise of directive 


Curbs 


(Continued from Page 2) 

credit and to make loans to 

defense industries. 

Floor fights were expected over 
credit curbs. The Senate bill, which 
the House committee took as a 
pattern, included controls over real 
estate financing, but not on com- 
modity market transactions. Some 
House members were against curbs 
applied to real estate financing or 
commodity markets. 

* + * 

S INTRODUCED, the Senate 

bill gives the President all the 
production controls he requested 
plus power to put ceilings on prices 
and wages and to institute ration- 
ing when, in his judgment, it is 
necessary for the national defense. 

The legislation not only gives the 
President powerful stand-by con- 
trol authority built provides severe 
penalties for hoarding and black- 
market operations. 

Major provisions of the Senate 
bill are covered in seven separate 
titles: 

1. Priorities and allocations. 2. 
Authority to requisition. 3. Expan- 
sion of production capacity and 
supply. 4. Price and wage stabiliza- 
tion. 5. Settlement of labor disputes. 
6. Control of consumer and real 
estate credit. 7. General provisions. 

In establishing general price ceil- 
ings the President is directed to 
consider the level prevailing be- 
tween May 24 and June 24, 1950. 

Items specifically exempted from 
price control include: 

1. Prices or rentals of real prop- 
erty. 

2. Prices or fees charged for pro- 
fessional services, newspapers, 
books, magazines, motion pictures 
and advertising of all descriptions. 

* * * 

ETTLEMENT of labor disputes 

affecting the national defense 
may be effected either through 
existing machinery, or through the 
creation by the President of special 
machinery such as the old War 
Labor Board. 

But any emergency stabilization 
~olicies agreed upon must be con- 
sistent with the Fair Labor Stand- 
ards act and the Taft-Hartley law. 

If the President decides to impose 
vrice and wage controls “generally 
over a substantial portion of the 
national economy,” the bill makes 
it mandatory for him to “admin- 
ister such controls and rationing 
at the retail level” through a new 
independent agency created spe- 
cifically to enforce controls and 
rationing. 

This presumably would be sim- 
ilar to the Office of Price Admin- 
istration of World War II. 

Mandatory direction is given that 
whenever ceilings on prices have 
been established by the President 
“on materials, services and prop- 
erty comprising a substantial part 
of all sales at retail and materially 
affecting the cost of living,” then 
maoe must be stabilized “gener- 
ally.” 
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Automotive Curbs Indefinite 


authority over any department and 
agency, or which imply a final 
power of decision resting with the 
board.” 

It is pointed out that the Presi- 
dent may see fit to change his the- 
ory of 1948 to meet conditions of 
1950. 

It is said that Munitions Board 
officials hope to complete by Sept. 
1 voluntary agreements with pri- 
vate industry for production, if 
needed, of 700 top priority mili- 
tary items vital to war. 

The list is secret. The prime- 
priority group requires about 2,500 
component parts, or about 50 per- 
cent of World War II military pro- 
duction. 

o o * 

AMACATION of production ca- 

pacity for the items has been 
going on steadily for more than 
two years, but the Korean fighting 
and other world developments have 
added impetus to the program in 
recent weeks. 

As soon as the top-priority pro- 
gram is completed, board officials 
plan to concentrate on plans, if 
needed, for production of a sec- 
ondary list of hundreds of items. 


Officials say that nearly 30,000 
private plants have definitely 
agreed or expressed willingness 
to participate in the program on 
a voluntary basis. Under the plan 
an individual firm agrees to allot 
a certain portion of its capacity 
to the production of the item it 
believes it is best fitted to pro- 
duce. 

Information on the program is 
contained in a Munitions Board 
pamphlet, “Production Allocation 
Manual,” which is obtainable at 45 
cents per copy from the Superin- 





Phil Rauch, Studebaker dealer, 


the float were several youngsters dressed to look like 


PARADING IN BURBANK, CALIF.—A float featuring a 
in the recent "Burbank on Parade'' festivities. 
won out over 130 other entries sponsored by local businesses. The “flying disc’ 
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won top honors for 
Rauch's float 

was really 
a red-and-white kite which rotated and emitted buzzing and popping sounds. Standing on 


“flying disc" 


"Men from Mars."" A big sign 


invited kids watching the parade to stop at the Rauch dealership and find out how they 


could obtain smaller kites—for free. 


tendent of Documents, U. S. Gov- 
ernment Printing Office, Washing- 
ton. 

Munitions Board officials have 
been working. closely with the 
NSRB on overall mobilization plans 
for control of the nation’s resources 
in the event of war. 

* + + 

HE NSRB also has issued stand- 

by or “phantom” orders for 
millions of dollars worth of stand- 
ard machine tools and_ similar 
equipment. Presumably, only tele- 
grams to firms affected would be 
needed to start allout production 
of needed parts. 

Along this line, also, the Mu- 
nitions Board has been keeping 
in “moth balls” thousands of 
World War II machine tools and 
other production equipment. Much 
of this is stored in more than 


200 former war plants which 
comprise the government-owned 
industrial reserve, 

Included in the reserve are 195 
plants for production of industrial 
equipment and basic raw materials 
of critical importance in case of 
emergency. The remaining facili- 
ties are required for nonproductive 
purposes, such as research and de- 
velopment, oil terminals, pipelines, 
depots, etc. 

The Department of Defense is 
responsible for planning and pro- 
duction preparedness in 125 plants 
for manufacture of products re- 
quired directly by the military de- 
partments, while the NSRB has 
accepted mobilization planning re- 
sponsibility for 70 plants manufac- 
turing basic raw materials and 
products used exclusively in the 
civilian economy. 
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International Fair 


Expects 200,000 


Visitors in Chicago 


CHICAGO.—An event unique in 
American annals, the First U. S. 
International Trade Fair, became 
a reality here last week. 









Service Volume Up 


Vacation Boom and Korean War Cited 
As Major Factors in Increase 
(Continued from Page 1) 


|reason for the increase in repai 
|orders. People learning that the) 
'are unable to get as much for thei 
|old car on a tradein for a nev 


brication work to major motor re- 
pair, there has been a gain in all 
departments of the back shop. 


























Displays valued at $10,000,000 * * *& ; 
filled all available space in both UITE a few spokesmen attrib- |One decide to get along without th, 
wings of Navy Pier and at the In- uted the rise in service ree | new car. ee 
vernational Amphitheater. to the shortage of new cars an 4 ; 
Encouraged by the advance pub- the gain in prices of late-model |T'HIS is | capbeatrscomala ee a ae 
oe used cars. sons with postwar cars, he said 
licity buildup and the appearance They pointed out that whenever Many of these cars are capable oi 
Spec on ss oe Pg OLDS' DEALERS OPTIMISTIC IN SAN DIEGO—Oldsmobile’s features plus unprecedented|new cars are difficult to obtain, several more years of service, pro 
papers, officials of the fair pre- growth in population in southern California has resulted in greater new-car demand and|.orvice revenue and volume usu- vided they are put in proper con 
dicted that attendance will exceed | optimism by ease ag © pee. eae eouaeee ee ee eee ally increase. People become more dition. ‘ , ; 4 
the 200,000 mark by closing day fe charge y the conterenee to San Diego which wee ‘one of a ‘corles Being held throughout careful of their old cars, and many | The decline ” tradein values 
Aug. 20. the nation. Shown above are, left to right: C. W. Dutton, Rubidoux Motor Co. Riverside,/4+— inclined to fix up their old has given many persons the push $ 
The public will be admitted at Calif.: A. F. McClellan, La Mesa, Calif.; Jones; C. C. Crew, Crew Oldsmobile Co., Fuller- models to make them do until new they needed to invest some money ; 
ton, Calif.; Parker Seitz, Don Lee Motors Corp., San Diego, Calif.. and S. C. Allen, Allen i in their present cars. ‘ 
$1 a person on Tuesday and Thurs- | Motor Co.; Laguna Beach, Calif. cars become more plentiful. | Pri iaved 6 1 ; 
day evenings, as well as all day The gain in used-car prices . —" played a nea The “ 
on Saturday and Sunday. mobile electrical equipment; pro-|mobiles show held in New York/| has also pushed some people out ‘ oehan ‘aenneen a te sais 
Among the companies from 47|ducers of windshield wipers and |last year. | of the market, it was noted. As |) ufacturers checked. The high 
nations that are showing their| directional lights, and makes of| Only accredited commercial buy-| a consequence, these erstwhile price of new and used cars a 
products are manufacturers of such| motorcycles and motorscooters. ers are eligible to place orders, and prospects for a better used car tyadeln Valdes and the availability 
motor vehicles as the Renault,| The special section devoted to|then only in wholesale lots. The| decide, instead, to get along with Of credit for maior revelr work 3 
Simca, Stanau, Volkswagen, Chaus- | automobiles, trucks and automotive | products on exhibit have been ad-| their present automobiles by in- have all helped > in denies’ 
son and other passenger cars; the|equipment is under the direction|mitted duty-free to the U. S. for a| vesting repair money in them. service operations : P 
Hansa - Kraftsfahrzeugbetrabe KG/of Gottfried Neuberger, executive|temporary stay by a special act| The decline in tradein values was Alen efted Was the shi in deai- 
truck; a number of makers of auto- director of the International Auto- of Congress. - ; a: cited by oe re ee le advertising. Many dealers, g 
hhh Fr rai. booked far ahead on new-car or- “ 
ders, are placing their advertising - 
emphasis on service. B 
* * ” R 
—_ copy is pitched on the 
theme that “if we can’t supply fe 
you with a new car, we can at di 
least fix up your old one so that st 
| you will have dependable transpor- el 
tation until we can make delivery in 
|\of a new car.” yi 
Motorists are getting advice al 
from many quarters to keep am 





sDONT WATCH THOSE 
7,500,000 CARS 60 BY 





6,000,000 Fords - 


over 450,000 Mercurys — 
nearly 200,000 Lincolns— more than 900,000 
Studebakers. That’s the count of cars on the 


HOUDAILLE* Rotary SHOCK ABSORBERS 
Brand New — NOT Rebuilt—un- 


| their cars in first-class condition. 
In Denver, Gilbert R. Carrel, 
| chief of the Colorado highway 
| patrol, said: 
| “Although there is little indica- 
|tion at present that controls or re- 
|strictions on the use of vehicles 
|will be imposed, it would be wise 
|to forestall being caught short 
|Don’t put off necessary repairs or 
replacements of defective parts. 
“Conservation may again become 
an important word in our daily 
lives. It would be well for every 
;car owner to see that his automo- 
bile is in the best possible condi- 
|tion as at least partial protection 
‘against an uncertain future.” 
* * * 


‘y= fact that many dealers in 
all sections of the country are 
|reporting service volume at peak, 
Or near-peak, levels ind‘cates that 
old-car owners are taking such ad- 
vice to heart. 

| A recent bulletin of the Mil- 
| waukee Automobile Dealers Assn. 
| stated: “It is significant to note 
| that service and parts sales have 
| increased in the past six weeks 
| in some cases as much as 50 
percent. 

“We urge all our members to pay 
special attention to the quality and 
number of their service personnel. 
In the event of a real scarcity of 
in- 


road today originally equipped with Houdaille deniably best for the service needs new cars, major repairs will 
Y . crease ei ° 
Rotary Shock Absorbers. That’s the reason why of <p than oe” Ene, s ' — ah 
you need Houdaille Rotaries to get your full yaages A ot ath, wos hem. Easy Ag: . 
’ 5 to install without special tools or Miam i Proceeds 
share of that extra profitable shock absorber anal Time — er 1% F 
: quipment. Lime— not over ‘ 
business. hours per car. Your total profit ‘With Show Plans 
Most of these cars have seen many thousands — $19.96. | MIAMI, Fla.—Despite the uncer- 
iles service . » . tainties of the future as a result 
of miles of service. In most cases the shock ab- ci Gems wa. Ge ee 


sorbers have been out of sight and out of mind. 
They have long since lived their life of useful- 


ness and need replacing. The sale is easy if you 
simply point out that fact to the owner— and 
then tell him you'll make replacement with 
Brand New—NOT Rebuilt Houdaille Rotaries, 


the same shocks that were on his car originally 










Automobile Dealers Assn. is going 
lahead with its plans for annual 
| automobile shows, not only for 1951 
|but 1952 as well. 

John F. Zeder, president of Mun- 
|roe-Zeder, Inc. (Chrysler - Plym- 
|outh), who has been renamed chair- 
|man of the show committee, has re- 
lserved the big Dinner Key audi- 
{torium for the week of Feb. 21-27 


° e 3 ij oa? »n f 
and around which the suspension was engi- ame Feb. 21-20 the follow 
neered. Distributers who are doing that report | Since these dates are right at 


Houdaille Rotary Shock Absorbers one of the 


hottest items in the shop. 
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{mervea’s Pioneer Builder of Hydraulic 


HOUDAILLE-HERSHEY CORPORATION 


HOUDE ENGINEERING DIVISION 
BUFFALO 11, NEW YORK 


Shock 


Xvi asy rs 






the peak of the winter tourist sea- 
ison, the automobile dealers ar 
{confident that if conditions remain 
janywhere near normal the atter- 
|dance will far exceed the 52,00) 
| paid admissions of the 1950 exhibi 





Turf Group Names Closson 

Thomas Closson (Buick-Oldsm:¢ - 
bile), Santa Fe, N. M., has bee. 
appointed to the international r 
lations committee of the Nation: ! 
|Assn, of State Racing Commis 
|sioners. Closson is a member 0! 
the New Mexico racing commis- 
sion. 
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War Breeds New Racket 


Confidence Man in Massachusetts Bilks Dealers 
By Exploiting Car Dearth worker at the Chrysler-Jeffer- 
, | son plant here was the first last 
BOSTON.—A new racket, tied to|original dealer’s invoice plus a| week to file an application un- 


|the war shortage, has been worked |commission of $100. | der the just-started Chrysler 
|here by a confidence man, accord-| no cars. according to the con- | pension plan. 
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85-Year-Old Is First 


To Get Chrysler Pension 
DETROIT. — An 85-year-old 















| repal 
ae ing to the Massachusetts State | : . The retiring employe, Charles 
or thei Automobile Dealers Assn. _—s +4 be Sig igh — oe J. Long, has 27 years of serv- 
ty The same confidence man has | <* oe voeneens e is permitte ice to his credit, most of which 
ere been reported working in the | © look them over while they are| was spent in the motor assem- 
Cleveland area. still on the carrier, but before they| bly department. A great-grand- 
. ‘ Bos saler | 27 dropped must give the driver| father, he will lay down his tools 
s wihscording. to one Boston, desler |i certifed check made payable to| for the last time Aug. Si 
able o! man walks into an empty show-|the selling dealer. The con-man a 
ce, pro lroom and tells the dealer that he|says he will drop by for his com- . 
: lis in a position to deliver large|mission after the delivery. Mitchell to Head 


er con : 
DISCUSSING DEALER PROBLEMS IN SAN FRANCISCO—Henry 8. Daniels (seated, head | . 3 ‘ 3 
of table), western regional manager for Lincoln-Mercury, and his staff (standing, rear) numbers of new cars immediately. If the dealer expresses interest, 


conducts the sixth annual far west dealer council meeting in San Francisco. Eight dealers|The price is the amount of the|the con-man says it will be neces- Dodge Truck Zone 








values 
ticipated, two from each of the region's four sales districts. The three dealers elected | _— : 
e push fo represent the group in Detroit at the National Dealer Council meeting in September | _ cs : ow for him to telephone the deal- DETROIT.— Appointment of Sam 
money were Fred Rollins (left), El Paso, Tex.; Lyle Byers (second from left), Berkeley, Calif.;|&, F, Mechanies Given ers owning the new cars and that ‘ 
and C. Edwin Francis (third from right), Portland, Ore. - ‘the long-distance phone bill must|C: Mitchell as zone truck manager 
t in al , nami Raises, Improved Dole be paid in cash in advance to him. | °f ™. ane sone, San Francisco 
an ortian re- 


y t | oe p | > 
by th SAN FRANCISCO.—Hourly-rated| The Boston dealer who handed gions, has been 


* 
various Gl ont d Gl employes of local dealerships have|the man $52 for the phone call 
are e ucing ass won a 1'4-cent hourly raise for the| has not seen him or the new cars a Gaon, fates 














1e high 
rs, low “ first year of a two-year contract | since. eneral sales 
lability Introduced by Buick with four craft unions. Pay scales; The con-man is described as manner. Leo C. 
Marva coi oo ar oe oy cents |about 35 years old, reddish com-| Sherry has been 
FLINT. A new safety plate, reduces eye fatigue, helps avoid _ ag "thee : mee ae 3 plexion, red to sandy colored hair, named to Mitch- 
Pony . | | Costs of benefits under the em-| affects sports clothes, sometimes| ell’s former post 
n deal- glass, which is said to reduce sun/|drowsiness and contributes mate-|pjoye welfare pl were also hoist- | uw , P 
fhe : nee , ploye are plan re also wears dark glasses and has a nerv-| as Portland re- 
dealers, glare and also the amount of heat |Tially to driving comfort in hot/¢q ‘in agreements reached between lous habi : ‘ rnal i 
: : weather, they claim. }ous habit of biting his fingernails. | gional truck man- 
a or which enters an automobile through | = , ‘ a ens oe the Motor Car Dealers Assn. of aicdoiniliied ager. He was 
ertising windows, has been announced by esearch and development of the|San Francisco and unions _ repre- . former] assist- 
Buick as optional equipment on ped glass, known as E-Z-Eye, was in-|senting mechanics, painters, parts) NADA Regional Parley ant seston man- 8. ©. Mitchell 
Roadmaster and Super series cars. | tigated by ae and it is avail-/clerks and garage employes. Aug. 28 at Omaha ager. =’ 
on the From a safety and driving com- ee i — oa ns The new benefits for workers and| [JNCOLN, Neb. — Floyd Ran-| Mitchell joined Dodge as district 
supply fort standpoint, Buick engineers | & . ~— |dependents will cost the dealers | qolph, Nebraska NADA director, re-| Manager in the Portland region in 
can at describe the new glass as the out- | The glass has a slightly bluish-|$9 a month, compared to $2.93 &/ports that J. J. Verschoor, of|1938 and later served as district 
so that standing car window advancement |8reen tint which results from/month under the old contracts. Mitchell, S. D., regional NADA di-| truck manager. 
anspor- of the past two decades. It elim-|Chemicals mixed into it during| No other changes were made in| rector, has called the next regional _ 
lelivery inates the need for outside sun|™anufacture. According to Buick, /the contracts, and no changes|conference for Omaha, Aug. 28.| AUTOMOTIVE NEWS WANT ADS have 
uit visors, makes driving easier at a oe re ee a ra- | whatsoever were made in the sales-| Automotive officials from South been proven the quickest, least expensive 
oo night as well as during the day, |! ea at ordinarily pene-/men’s agreement, which was ex-|Dakota, North Dakota, Minnesota | Method of reaching the men who want 
keep sc —j|trates regular glass and in addi-/tended for one year. jand Nebraska will attend. Seo ths back Daoes tao ee 
dition. tion shuts out a large portion of | 
Carrel, the sun’s ultra-violet rays, there- | 
ghway by reducing the fading of uphol- 
stery. “Most motorists who have | 
indica- WHITE-WALL TIR driven with E-Z-Eye have found | 
3 or re- ———— that they do not need sunglasses | 
vehicles a even on the brightest days,” it is| 
xe Wise D stated. “The glass serves equally | fs 
short REALLY CLEA well in reducing snow glare in win- | epa as Ow 
airs or ter weather.” | 
arts. At night, there is said to be a| 
> daily SPARKLING WHITE measurable reduction in glare from | or n a 7 
r — cena’ approaching headlights. crease nm 
> GVGF —— 





(t4F o | A special feature has been added 


o ‘ ‘ 
oe. - - to the glass in windshields. Across | 
tection WITH “J).U.0.- the top of the windshield there is| 
. ui pis a shaded green area which cuts 


. i down glare even further, This is 
CAR OWNERS: jsaid to make outside sun visors 





More service business with less experienced shop manpower 


lers in Experts agree | unnecessary. 
try are thi cleans 

nothing ‘ , 
"peak, j n ite-wall tires Will S I J | available is today’s forecast for the automotive service industry 
a like S.0.5S. ys Sales ump Be prepared to meet these problems with a John Bean VISUA 
ich ad- 

_ Ahead of 1949 LINER and VISUBALANCER — Labor-saving equipment that is 
Assn. TOLEDO.—Willys-Overland Mo- | easy to operate. Speed and accuracy are “built-in” features and 
» note tors, after reporting a record third | 
. hawe quarter, revealed a continuance of inexperienced operators can learn quickly. PREPARE NOW to 
weeks high production and sales response. | 
on July, the first month of the fourth | meet future emergencies by installing John Bean Equipment in 

quarter, showed factory shipments 
to pay 31 percent greater than the same bata SULT) A OA UT facts from your TT 
ity and month last year. Retail deliveries Bean Jobber today! 
sonnel throughout the nation exceeded 
city of shipments to the field 27 percent, 
vill in- William E. Paris, vice-president, 
William 1 TT V, ee 
: ry BEAM-OF-LIGHT SPEED 
S Wheel Weights Issues : AND ACCURACY 
Sales Promotion Piece ER 
ns DETROIT.—The first issue of a : BALANCE 
uncer new sales promotion piece, designed Y15' 


to help sell wheel balancing to the 
Miami consumer, has been issued by Wheel | 
7 Weights, Inc., Detroit 34, manu- 


result 














eee ————————— . —-|facturers of L & H wheel balance 
or 1951 weights. Called “The Balanced | 
: Wheel,” it features the results of 
f Mun 4 (@51:400. 048 (an opinion survey of service estab- 
lishments equipped to do wheel bal- 
-Plym- ; 
‘ism: | emma cama Tae 
has ri The article tells what percentage 
audi- VS PLATES |of wheel balancing jobs are asked 
21-27 for by the customer and what per- 
follow |centage must be sold by the oper- 
ator. Successful operators who were 
ght |quizzed gave direct-from-the-field 
st sez sales ideas 
rs ar - . c 
remain |Cowing Replaces Sobey 
pat | As Head of GM Institute 
»xhibi DEALERS: FLINT. — General Motors Insti- JOHN BEAN DIVIS nt N 
a tute will have a new president and TTT Cte ee eee) ; 
sson The Modern Advertising Plate {director beginning Sept. 1. He is LANSING 4. MICHIGAN ls 
ann With Customer Eye Appeal Guy R. Cowing, who has been as- | Le 
| ) Wrice TODAY for beautiful full- sistant director of the institute | 
3s bee. ao FREE SAMPLE... Yours to since its founding WHEEL ALIGNERS AND CORRECTION TOOLS @ WHEEL BALANCERS AND BALANCING 
nal ri keep and compare! PY as TOOLS @ WEIGHTS @ STEAM CLEANERS @ CAR WASHERS @ HEADLIGHT TESTERS 
ationn! © no ceLieanion © | Albert Sobey, president and only 


director in the school’s history, has 


ymmis iS b , : 
4a een named president emeritus and 

1ST so : : 
ber 0 Cd ok aie |a consultant on special assignment | 


ae DENVER 2, COLORADO lby the institute’s board of regents. 
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GM Workers Due for Raise of at Least 4 Cents... - 
Se 
Pay Boost P Ri 
(Continued from Page 1) may be reopened on wage issues| sult of the Korean war are ex- 
h Jan. 1. The UAW at first had| pected to restore UAW emphasis Pe 
—compelled to do so by the re- | janned to de-emphasize pay-raise| on hourly wage advances and & 
fusal of employes to accept @ |G.mands in the Ford negotiations,| shelve the annual wage guaran- in 
pension contract = —, concentrating instead on prelim-| tee. = 
ee s wted a inary discussions of a guaranteed| Chrysler and Nash contracts are Je 
—— t Bini pang a annual wage and kindred matters. | not reopenable until mid-1951. = 
“Thane: Gab eek Grire, Wee bee ee oe | She eed Baler Weber fe 
from Electric Auto-Lite in Toledo. " Sis Poor tise makers that t wants oe 
one oe ‘w ae GM Declines to reopen negotiations on wage de- = 
upon a_ pension contract also Industr wide a. The United Steel Workers- Fe 
: ; s expected to launch an in- Ms 
awarding unannounced wage raises y ; ; ; AR 
and a modified union shop M ti Bid dustrywide wage campaign in Mi 
, ee ing I November. Ju 
* * * * * * Ju 
fy APtORATOR® negotiations ON| DETROIT.—Walter P. Reuther’s| CEIBERLING Rubber and the “ 
pension and wage demands got | invitation to an industrywide con- URW reached agreement last ac 
under way between Mack Trucks |ference on mobilization problems|week on a pension contract and tre 
CLEVELAND BUICK DEALERS AD CAMPAIGN PULLS—Eleven completed thelr mow seve! and the UAW. The union was ask-/was turned down last week by|improved insurance benefits. The 
ies Scedeer aati To 0 ten Bn a A ee hoy terso-mnonth campaign, ing for four-cent hourly raises in|president C. E. Wilson of Gen-|URW now has virtually completed — 
the final winner was selected from 60,800 entries in an unique promotion, conducted entirely |each of the next five years. eral Motors. its pension round, while in the auto 
Cae 8 Bete 2 Sarees scvetees, Wee ee Oe ke Gabe wehlinns ee ha - reas} On July 20, the UAW president] industry the UAW still has not 
contracted for \ joards carrying eir advertisement, i loomed as a certainty a e COr-lasked all auto company chiefs to|reached an . t 
‘ i tiff del id -to-a-bundle th hout . : : : " , y pension agreements 
Eucie Choeckaed hecses 1 earened verees. Returns were qralttying—some sales ond many poration which gave the initial im-|attend a discussion on potential| with Packard and Willys-Over- 
additional leads being — —e wae ne Seoee a a may ° is repen es petus to the 1950 pay-boost pres- problems arising from a_ war-|land. th 
iewi i ealers. Back row (le 'o = 
sant: oh beer ©. "C, samende, aC. Stone, "Tom & Garthere. Edward T. Toth, | SUTE General an ‘ th caused steel shortage. UAW rank-and-filers, meanwhile, th 
P. F. Corell, E. C. Grieder, Ralph S. Stewart, and H. J. Gamble. Seated: V. B. Qua, James Because of increases in © The first auto maker to respond,| were warned by their top officers tic 
Berry, A. L: Jordan (zone manager); Ernest'H. Keller (district manager), and Stephen P.| government’s price index, GM (Chrysler General Manager Herman against. throwing - pro-Communists 
Yurick. a workers appeared sure of land- |[, Weckler, firmly declined the out of plants se 
— = raise of . —"s po —~ “industrywide” conference bid but| 4 jottor from the UAW interna in 
° we buy these and we certainly do| an hour come Sept. 1, when the | expressed willingness to meet indi-|.,. : : ar 
Auto Profiteering not want to lose them nor do our| next review is made of GM’s | vidually with Reuther. tional officers to local-union heads ti 
' | dealers,” said Seyffer. “Everyone in| hourly pay formula, Wilson said he would be “pleased” | ™™#intained that auto workers tak- is 
Denounced by business is facing critical situations.| A four-cent tilt in GM cost-of-|to discuss the General Motors situ-|'™& Part in anti-Communist inci- 
If there ever was a time that calls|living bonuses for the September |ation with union representatives, |@¢mts would be making use of a v 
Ford Chrysler for good sound thinking and un-/quarter would combine with the; But he questioned whether a|_“°#POn of totalitarians them- p 
9 faltering business judgment it is |four-cent annual improvement raise/|arge group conference “would be selves. re b 
FLUSHING, N. Y.—Spokesmen| right now.” of last June 1 to equal an aggre-/of assistance to our government| Such incidents, in which workers b 
for Ford and Chrysler Corp. last} spokesmen for Chrysler Corp. |8ate gain of eight cents this year|in this emergency or help solve the | have molested circulators of Com- 0 
week denounced profiteering in cat|saiq its sales officials emphasize |for GM workers. On Dec. 1, more-|problems for our employes and munist-promoted “Hands off Ko- 
sales by unscrupulous dealers. They|the importance of customer good-|°Ver, another review of GM cost- | ourselves.” rea” peace petitions, have taken ou 
declared that such practices are| wij; in all dealer conferences and |°f-living bonuses will be due. “As you know,” Wilson wrote|Place at plants of Nash, Kaiser- bu 
likely to discredit the entire auto-| urge proper merchandising policies . & &@ Reuther, “General Motors has at| Frazer, Chrysler and General Mo- * 
motive industry and damage cuS-|anq avoidance of any actions |Q@INCE the new five-year contract |all times made its facilities avail- | tors. = 
tomer goodwill. which might result in public re- was announced at GM, the - for national defense needs and I 
Cc. J. Seyffer, Ford northeastern | sentment. UAW has held out for hourly pay | will continue to do so.” ° 
regional sales manager, declared seas boosts in all its contract neqetia a N ational Roadeo isi 
his organization would not tolerate . tions. Chrysler, Ford an as bituari. : 
“gray market” operations, adding Ridgway Gets Hudson Deal | wore car builders which eonetuted O _ Set for Oct. ]-4 = 
that public acceptance of Ford| Eugene A. Ridgway has received |their pension accords prior to the : oe? 
products and goodwill have been|/a Hudson franchise in Portland,|GM settlement and thus were able 2 Alemite Distributor $5 I n Bronx Armory p 
developed over many years and/Ore. His firm is the West Portland|to “get off” without having to| Davis and Bibb, Die h 
cannot be jeopardized. Auto Center, 8607 S. W. Barbur|boost hourly wage scales. ie : WASHINGTON. — The 4,700-seat b 
“ , Blvd However, the Ford contract|_,1Wo Alemite distributors, Gilbert Ki ; 
We can’t put a price on nor can/| Blvd. ’ C. Davis, 54, and Thomas M. Bibb, | Kingsbridge armory in the Bronx a 
51, died last week. Mr, Davis was| Will be the scene of the 1950 Na- 0 
president of the Stewart-Warner|tional Truck Roadeo during the s 
Alemite Co., Kansas City, Mo., and|17th annual American Trucking | 
Mr. Bibb was president of the Bibb|Assns. convention in New York, du 
Alemite Co., covering Louisville | according to G. D. Sontheimer, di- a 
and Cincinnati. Sie rector of the ATA department of on 
, safety. ta: 
amet eae r,| _Written and appearance tests for th 
Phillips, 44, local auto dealer died Aug. 4| all four classifications will be held ' 
oS Saeles Seen Oct. 1-2, with semi-finals in all of 
Sol Arnold events to be concluded by the eve- inj 
HUTCHINSON, Kans.—Sol Arnold, 70,|ning of Oct. 3. Finals will be held *S 
operator of Sol Arnold Motor Co. here since | Oct. 4. Ct 
- 1933 until his retirement a year ago, died . . on 
July 31 at his home after a long illness.| Sontheimer said last year’s na- 
un 
Before coming to Hutchinson, he was one/tional champions will compete in ( 
of the owners of Arnold Motor Co., Wich- only the finals this year. He added | 
ita, from 1908 to 1933. . : 7 co 
si this — 4 the first time the na- Ps 
® ° ° ° 6 ene ” d tional truck and full-trailer cham- 
Charles P. L. Noxon : : er, 
not ordinarily interested in “position open” ads ern achinee: ENON sor, {Pionships have been ataged inthe | Ef 
86, inventor of the spark coil used ex-| east. 


This is the kind of an opportunity that 


Or an outstanding success as an immediate 
second man in such an operation. 





tensively on early model automobiles, died 
Aug. 1. 
* * * 


Anthony F. McGraw 
DETROIT. — Anthony F. McGraw, 56. 
Pacific Coast sales manager of Dearborn 





Ford Names Riley 
To Field Post 


7 
can occur only once in many years! A good reputation in the trade in which Motors, died here following a heart attack ; h 
et last week. A resident of Oakland, Calif., DEARBORN. — Harley F. Riley I 
One of America’s best-known, firmly estab- he has worked. Mr. McGraw was here on a business trip.|has been inted fiel ; c 
: k Saneaet 3 ; Previous to 1947, when he joined Dearborn een appointed field manager 
lished motor-truck manufacturing com- Marked ability to work with others and to Motors, he was an executive with Allis- | Of Ford’s newly-established develop- : 
panies is seeking a General Sales Manager inspire an organization with enthusiasm. Chalmers in Milwaukee for 14 years. ment program, J a 
who will be supported by open-minded, as , oe os aa oe, 
forward-looking progressive management. A pleasing personality. Harry J. Kelley vice-president an- c 
A 40 to 50 LAFAYETTE, Ind.—Harry J. Kelley, 64, 
ge 0 OV. Studebaker dealer here for 12 years, who nounced last 
*” oe * retired recently because of failing health, week. A_ veteran d 


The man selected as Sales Manager will 
be given complete authority: 


Over the existing sales organization. 


To select new, and rearrange present, sales 
personnel as necessary. 


To set up sales policies and programs. 
To direct advertising. 
To supervise service operations. 


In view of the unusualness of this oppor- 
tunity, the man selected must have these 
qualifications: 


lr he has truck sales-management expe- 
rience and acquaintance and acceptance in 
that trade, so much the better. 


Obviously, the Company cannot waive any 
of the basic qualifications, and if you do 
not have them it would waste time to 
reply to this ad. 


But, if you’ve proven yourself in sales 
management over a period of years—if 
you have had lots of pleasant successes 
along the way, and you are now ready for 
the step that could lead to your most 
important accomplishment — this ad is 
for you! 


Your letter should contain detailed infor- 


died unexpectedly at his home of a heart 
attack, Aug. 3. 
o 7 * 


Arthur H. Timmerman 
DALLAS.—Arthur H, Timmerman, 79, 
until March of this year a vice-president 
of Wagner Electric Corp., died here recent- 
ly. Mr. Timmerman’s industrial career 
began in 1899 when he joined the Wagner 
firm. He was its chief engineer from 1908 
to 1919, and named a vice-president in 
1925. He retired March 20, 1950, after 
50 years with the company. 
* * 


James Carlin 
LOS ANGELES.—James Carlin, a used- 
car dealer, died here. 
* * * 


Charles W. Neubig 
CANANDAIGUA, N,. Y. — Charles W. 
Neubig, 56. an automobile dealer of Cort- 


of many years’ 
experience in re- 
tail and wholesale 
automotive sales, 
Riley will assist 
Robert R. Nadal, 
dealer develop- 
ment director, in 
supervising activ- 
ities of the program on a nation- 
wide scale. Riley has been divisional 
sales manager for Hudson in De- 
troit for the last five years. Previ- 
ously, he was with Chevrolet. 





H. F. Riley 


Indianapolis May Get 


mation as to your education, training, land, N. Y., was killed July 28 when his Chr sler Parts Plant 
Successful experience over a reasonable ositions held and experience background. ae ONS 6 SERENE GENES Oe cate as a Glee en 208 I 
period as sales manager for an automotive, t will first be studied by the Company’s * * & . ’ ree ption on F Ne 
major-appKance or other durable-goods advertising agency and will be held in John D. Duffy acres of land in Marion county te 
manufacturer. strictest confidence. ANN ARBOR, Mich.—John D. Duffy, 58,|mear Indianapolis has been taken = 


Address inquiries to: Box 130 
Automotive News, Detroit 26, Michigan 





died here July 27. Mr. Duffy had been 
active in the automobile industry for prac- 
tically a lifetime. He served in various 
executive posts with Willys-Overland, Buick 
and Chrysler and also had operated his 
own Buick dealership in New York City. 
A surviving son, John D. Duffy jr., is as- 
sistant zone manager for Buick’s Milwaukee 
zone, 


by Chrysler Corp., it was disclosed 
last week. On the site, a 650,000- 
square-foot parts plant will be 
built if negotiations for adequate 
water and gas supplies and sewage 
disposal facilities can be completed. 
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New-Car Stocks 


In Postwar 
(Estimated by Automotive News) 


Cars Cars Total 

Actu- in Poten- 

ally in Transit tial 
Pertod Dealers to Inven- 
Ending Stock Dealers tory 
Jan. 1, °47.. 75,838 175,000 250,838 
July 1, ’47.. 56,752 205,000 261,752 
Jan, 1, °48.. 78,636 242,000 320,636 
July 1, "48.. 84,559 214,000 298,559 
Jan, 1, °49.. 196,883 293,000 489,883 
Mar. 1, °49.. 205,681 244,000 449,681 
Apr. 1, °49.. 194,949 310,000 504,949 
Sept. 1, °49.. 286,686 306,000 592,686 
Oct, 1, °49.. 340,457 278,000 618,457 
Nov. 1, °49.. 339,858 233,000 572,858 
Dec. 1, °49.. 298,781 122,000 420,781 
Jan. 1, °50.. 251,754 188,500 440,254 
Feb. 1, °50.. 313,491 192,000 505,491 
Mar, 1, °50.. 312,457 159,500 471,957 
Apr. 1, ’50.. 276,136 158,000 434,136 
May 1, ’50.. 196,738 152,000 349,238 
June 1, ’50.. 247,680 160,200 407,880 
July 1, °50.. 311,084 167,500 *478,584 


Aug. 1, °50.. 258,504 161,300 419,804 
N.B.—Above figures include new cars 

actually in dealer hands, plus those in 

transit, but consigned to individual dealers. 
*Revised. 





Stocks 


(Continued from Page 1) 


than orders placed at dealers as 
the determining factor in produc- 
tion activity. 

Steel supplies are expected to get 
searcer and scarcer, with no eas- 
ing in the situation until possibly 
around February, 1951, when addi- 
tional capacity in the steel industry 
is activated. 

Meanwhile, although demand 
was already high, orders for new 
passenger cars since the out- 
break of the Korean war have 
bulged dealers’ books regardless 
of make, model or price class. 
How long such demand will be 
sustained is difficult to estimate, 
but it is clear that many purchas- 
ers want what is now available in- 
stead of waiting for new models. 

* * * 


NDICATIONS are that it will be 

impossible for factories to sat- 
isfy the deluge of orders that rest 
in the hands of dealers for current 
models. 

Model changeovers are in the 
planning and car makers will 
have to go through with them 
because a tremendous amount of 
advance scheduling and material 
ordering is always involved in 
such activity. 

A great many of the auto in- 
dustry’s suppliers are already work- 
ing on parts slated for use in 1951 
models. To turn back now would 
entail prohibitive expense and cur- 
tail production activity far more 
than going ahead as scheduled. 

As things stand now, all makes 
of cars will have 1951 model offer- 
ings out before the end of the 
year, except possibly for three 
Chrysler divisions. At Chrysler, 
only the 1951 Plymouth may get 
under the wire. 

Offerings of 1951 models should 
come along in the following order: 
Packard, Nash, Hudson, Studebak- 
er, General Motors, Ford and 
Chrysler makes. 





Mexican Dealers Want 


To Import U. S. Cars 


MEXICO CITY.—Auto dealers 
have asked the government to 
let them import automobiles be- 
cause they fear the Korean war 
may soon move the U. S. to ban 
auto exports. 

Mexico banned imports of 
cars and luxuries to protect its 
dollar balance and to prevent 
devaluation of the peso, 
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FORD PLANS EXHIBITS FOR EMPLOYES—The company has announced a series of open 


house programs to be held in the Rouge plant in September and early October to acquaint 
families of Ford employes with manufacturing processes. Open house exhibits will be enclosed 
in a modern display area, 300 by 120 feet, to be erected adjacent to the tool & die build- 
ing. Many of the exhibits will be housed in a main exhibition building, 100 by 40 feet. There 
will be a large number of outdoor displays. The schedule of open houses is: Sept 14, glass 
plant; Sept. 21, plastics plant; Sept. 28, gear and axle plant, and Oct. 4-6, pressed steel 
plant. The transportation department also will hold an open house on Oct. |. A scale model 
of a modern exhibit building and display area to be erected in the Rouge plant for the 
accommodation of employes and their families at the open house programs is shown above 
being inspected by Anne Smith (left) and Elynore Rafels, pension section employes. 








Car Sales Strong 


Deliveries Determine Volume as Demand 


Continues; 583,937 Sold in June 


(Continued from Page 2) 


Sales in the week ended June 
24, this year, were the highest 
in the postwar period for the 
Pittsburgh district. 

Statistics on new-truck sales in 
July also indicated a high total 
for the month when all returns 
are in. New-truck sales this year 
hit a peak in March, when 96,266 
were sold. 

Since then, sales have been over 
the 90,000 mark in every month. 
In June, 91,512 new trucks were 
sold, compared with 90,76 in May, 
and 79,069 in June of last year. 

* * o 






units. The weekly average for the 
city during July was 593 units, 
compared with 343 during July, 

1949. 

Cities falling shy of a new rec- 
ord in July included Detroit and 
Columbus, O. In both cases, July 
sales were strong, but not quite up 
to the previous month. 

+ + + 

N COLUMBUS, 2,515 new cars 

were sold in July, against 2,742 
in June. In Detroit, the July total 
was 19192, compared with 19,913 
in June. 

New-car sales in Pittsburgh 
for the week ended July 29 were 
the second highest of the year. 


More Builders 
Boost Prices 


On Tires, Tubes 


AKRON. — Following price in- 
creases by General Tire & Rubber 
Co. a week ago, Goodyear Tire & 
Rubber Co., Seiberling Rubber Co. 
and Lee Rubber & Tire Corp. last 
week boosted replacement-market 
prices on tires and tubes. 

The tire hikes followed Gener- 
al’s lead and were the same for all 
three firms. Passenger-car tires 
went up 5 percent; truck and off- 
the-road tires, 7% percent, and 
farm tires, 5 percent. 

Goodyear boosted its natural 
rubber tubes from 10 to 20 percent; 
Seiberling raised them approxi- 
mately 20 percent and Lee boosted 
them 30 percent. 

Butyl tubes were not advanced. 

Skyrocketing prices of natural 
rubber and other materials made 
the increases necessary, the firms 
pointed out. 





TW-TRUCK and commercial- 

vehicle sales in Houston during 
July set a 1950 record of 895 units. 
The highest previous total for the 
city this year was 781 units, set 
in May. 

Commercial-vehicle sales in San 
Antonio showed a very large gain 
in July when 406 were sold. In 
June, only 188 were delivered, while 
the best previous month this year 
was April, when 203 were sold. 

In Cincinnati, the total of 529 
new commercial units sold in 
July was more than double the 
number sold in the same month 
of 1949, and represented a new 
postwar peak. 

Detroit could also claim a post- 
war record for new-truck sales in 
July. The total of 1,815 sold during 
the month was well ahead of the 
1,552 sold in June—the best pre- 
vious month. 

* * . 
A SIMILAR story was written in 

Columbus, O. July new-truck 
sales there reached 349 units to top 
the former mark of 290, set in June 
of this year. 

In the first six months of this 
year, new-truck sales throughout 
the country amounted to 510,428 
units. This was 44,847 units more 












« =) ti FAIR TRADE 


» : : te 


ye i 
PAYS 3 WAY PROFITS! 


than were sold in the first half of 
1949. 

The mid-year total for 1950 
was only 24,089 units behind the 
six-month figures for 1948—the 
truck industry’s highest selling 
year and the only year in his- 
tory that more than one million 
new trucks were titled. 

New-car sales in the first six 
months of 1950 broke all records 
for the period. The total of 2,829,- 
952 was 668,336 cars above the sim- 
ilar period of 1949. 

At current rates, new-car sales 
will certainly exceed 4,000,000 be- 
fore the end of September. There’s 





GUARDIAN 
SAFETY LOCK 


REGISTERED 






PUT er ty 


ELIMINATES 
TRAGIC ACCIDENTS 





Now you can sell more 4 door sedans © 


to parents with young children. Sim- 
ply install Guardian Safety Lock 
Inside Door Handles. It’s a sales 
clincher! You profit 3 ways — larger 
unit sale profit —extra profit on han- 
dies — regular handles become part of 
regular replacement stock. And more 
important, you build customer good 
wilt and promote safety. 








Nel 


Des. and Mech. Adaptation Pat. U. S. A. 
IMPERIAL HANDLE MANUFACTURING 


1685 McDonald Ave. « Brooklyn 30,N Y 


~~ Guardian Safety Lock patented features 
provide performance-proved protection 
against rear door accidents. Made with 
lock and key. Once locked, the Guardian han- 
dle becomes disengaged and ons freely from 
inside. Door can be opened at all times from the 
outside. Guardian replaces regular inside han- 
dies. Dresses up the car. Does not affect normal 
operation of outside handles. Easily attached 
with screwdriver without marring upholstery. 
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even a chance that the 4,000,000th 
1950 new-car sale may be achieved 
during August, if volume remains 
at the June level. 


Thoburn to Mitchell 
Carl A. Mitchell has purchased 
Thoburn Brothers Oldsmobile, 
Martins Ferry, O. He has been 
managing the firm since 1946. 


1950 


77 





Watch Out for Curves... 


Auto Primer Needed 


For Washington? 


(Continued from Page 1) 


| built their businesses the hard way, 


through meeting a need in their 
communities, and if they died, 
they'd probably have to die the 
hard way, when there was no long- 
er a need for their services. 

No more was heard of this 
plan. It soon became evident that 
there was a great nation outside 
of Washington and New York 
where the automobile played a 
vital role in the economy, 

War plants could be powered 
with men only through private 
transportation. 


By the way, it was suggested at 
that meeting that the alphabetical 
agencies might keep some dealers 
alive making bolo knives in their 
maehine shops. 

Instead of fooling with bolo 
knives, dealers went on to provide 
a great service to the nation by 
keeping it on wheels. 

* o * 


ND then there was the labor 
+ leader named to an important 
transportation committee. He had 
a simpie answer to the transpor- 
tation problem: 

“Let 'em ride the subways like 
me.” 

* * * 


F YOU think that’s funny, do 

you recall that the boys in Wash- 
ington tried to push through a 
so-called emergency excise tax in- 
crease on new cars that would put 
the figure at 20 percent? 

And you know the record on 
these emergency excise taxes. The 
emergency just never ends. 

How would you like to be sell- 
ing $2,000 cars with a $350-$400 
tax on top after this market 
quiets down? 


The boys down in Washington 


are reported to be working on that 
20 percent gauge again. 
. * > 


HEN there was the little matter 

of price ceilings on used cars. 
There are about 35,000,000 used 
cars on the road today, all as dif- 
ferent as you and I, because they 
have had varying experience in 
wear and tear, popularity and so 
forth. 

How would you like to figure 
out price ceilings on 35,000,000 
used cars? 

The bright-eyed lads in the OPA 
did it. They riddled the industry 
with rackets, and almost wrecked 
honest dealers, but they did it just 
the same, 

* + * 

F ESPECIAL interest to dealers 

was the matter of dealer dis- 
counts. Through years of experi- 
ence the industry has found that 
dealers need a discount of about 
25 percent, 

Automotive distribution _ be- 
came the wonder of the world 
under such a structure. But the 
OPA boys figured differently. 
They thought they were being 
very generous when they set the 
figure at around 18 percent. 
Just for the record, boys, that 
didn’t work either. It took an act 
of Congress to do it, but dealers 
finally got their traditional dis- 
counts restored. 

These are just some of the high 
spots. You are invited to contribute 
to this primer for Washington. 





Schwimley Likes Harmony 


Les Schwimley (Studebaker), 
Sacramento, Calif., has been 
named president of the Sacra- 
mento Philharmonic Assn, He 
also is chairman this year for 
the local Community Chest drive. 





Do you know how much 


SAN DIEGO 





. $110,657 
.. 2923 
. 118,870 
81,635 


Dallas, Texas . . 
Rochester, N. Y. 
Cincinnati, Ohio . 
Atlanta, Go. . . . 


SAN DIEGO, California...$110,279 








San Diego is, 


une cover this rich, year 
’round, outdoor, motor- 
minded market. 


Data from 1950 S. M. Survey of Buying Power 


Retail Food Store Sales in thousands of dollars 


These figures show you how BIG 
in comparison to 
other cities you may be more fa- 
miliar with. They show you that 
San Diego deserves major consider- 
ation on your newspaper budget. 
—and please remember, just 
one “buy,” the San Diego 
Union and Evening Trib- 


eats? 





Toledo, Ohio . . 
Kansas City, Mo. . 
Providence, R. |. . 
St. Paul, Minn. . . 


. $ 79,933 
120,915 

73,603 
105,892 








Ask the 
West-Holliday 
man 
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UNION and EVENING TRIBUNE 


Morning, Evening and Sunday 
in California's New Major Market 





REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. 





New York + Detroit» Chicago Denvers Seattles Portland+ San Francisco*Los Angeles 











Output Springs Back 


183,585 Vehicles Are Produced in Week; 
3 Makers Shifting to °51 Cars 


(Continued from Page 1) 


fear they might not be able to 

handle extra large orders from the 

government in existing facilities. 
* * * 

NOTHER milestone to be ex- 
“% ceeded last week was the 5,000,- 
000 figure for vehicle output of the 
U. S. and Canada combined. An 
estimated 5,034,027 vehicles have 
been assembled in the two coun- 
tries since the first of the year, as 
against 4,061,611 units for the same 
period of last year. 

U. S. production alone is expect- 
ed to sail beyond 5,000,000 next 
week. At the end of last week, 
U. S. plants had rolled out some 
4,795,478 cars and trucks since Jan. 
1--about 911,000 vehicles ahead of 


Bedford (Ind.) Foundry 


Made GM Division 

BEDFORD, Ind.—The Allison- 
Bedford foundry here, which has 
been operated by the Allison di- 
vision of General Motors, has been 
made a separate division of the 
corporation to be known as the 
Bedford Foundry division, accord- 
ing to C. E. Wilson, president of 
GM. 

At the same time, Wilson an- 
nounced the appointment of C. M. 
Jessup, who has been in charge of 
the Bedford operation since Octo- 
ber, 1945, as general manager of the 
new division. The division will re- 
main a part of the engine group in 
which it has been operating since 
its establishment. 

The Bedford foundry specializes 
in accurate non-ferrous castings 
such as those in some of the torque 
converters used by GM. 
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a. 


the aggregate total 
time a year ago. 

The Nash plant at El Segundo, 
Calif., remained open last week, 
closing out its 1950 model run. 
About 100 Nash cars will be built 
daily in California until that 
plant also halts for changeover 
next week. 

Production of 1951 Packards was 
gaining momentum last week. Ap- 
proximately. 750 of the new models 
were built. That figure is expected 
to be doubled in the current week. 

Resuming operations after a two 
week suspension for inventory 
and vacations, Willys - Overland 
scheduled 1,019 passenger units and 
1,204 trucks for completion last 
week. ie 
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WANT AD DEPT 





Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 





off the effects of some supply | WANTED—Service manager or above aver- 


kinks which had lowered rates the 
week before last. An estimated 33,- 
145 Ford cars and 7,131 Mercurys 
were assembled during the week. 

Except for a rise at Buick, pro- 
duction rates generally held steady 
among the General Motors and 
Chrysler divisions and at Stude- 
baker. 

Truck production for the year 
remained well above the com- 
parable period’s total last year. 
A surplus of some 50,000 trucks 
between the 1950 and 1949 to-date 
sums existed as of the end of 
last week. 

Adding 325 units to last week’s 
truck total was White Motor, 
which got back into swing after 
the annual midsummer inventory. 


—Mac Gorpon 
. * * 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


age service salesman by one of the 
largest Buick dealers in Virginia, lo- 
cated in the southeastern part of state. 
Applicants must have broad experience 
in handling customers and a reasonable 
technical knowledge of product. Perma- 
nent position with good salary and com- 
mission, making earnings unlimited, is 
offered to one who can qualify. Please 
do not reply unless you can meet these 
requirements. Mail photograph with de- 


tailed list of previous employment. All 
replies held strictly confidential. Write 
Box 4211, c/o Automotive News, De- 
troit 26. 





SERVICE MANAGER WANTED by exclu- 


sive Lincoln-Mercury dealership in mid- 
western city of 200,000 population, Must 
be well-recommended and qualified, In 
replying furnish age, marital status, ex- 
perience, and other pertinent informa- 
tion, together with recent photograph. 
Also advise compensation expected, Box 
4429, c/o Automotive News, Detroit 26. 








SERVICE MANAGER—vwith good organiz- 


ing ability, who can secure maximum 
production from inadequate space, Pres- 
ent volume customer and internal $11,000 
month. New England Chevrolet Dealer, 
Box 4227, c/o Automotive News, De- 
troit 26. 





EXPERIENCED SERVICE REPRESENTA- 


TIVE to travel Illinois or Wisconsin for 
one of oldest car manufacturers, Car and 
expenses furnished. After trial period can 
become assistant Zone Service Manager. 
Replies held confidential. Box 4223, c/o 
Automotive News, Detroit 26. 





SERVICE MANAGER—Small Pennsylvania 


125 car deal. Guaranteed salary 
plus commission. Must be wide awake 
and aggressive. Settled person preferred. 
Good future. Box 4221, c/o Automotive 
News, Detroit 26. 





Sales Representatives 
Wanted 


We are enlarging our national sales 


764,249 | organization, and have openings in good 


for aggressive, 


delivery and door-to-door 


experienced, 
body 


Apply only if you have had experience 


63,087 |and a proven record in sales and dealer 


Write, giving full particulars and past 


Vanette Division 
UNIVERSAL SALES, INC. 
Delaware, Ohio 





——- Military background; 
either experienced in selling new and 
used cars or secretarial experience. Write 
or phone Rollin H. Stewart, Stewart 
Motor Sales, Inc., 3209 E. Washington 


Week Week Jan.1 = Jan. 1 be de 
Ended Same Ended Aug., to to 
Aug. 12, Week, Aug. 5, 1950 Aug. 13, Aug. 12, 
1950 1949 1950* to Date 1949* 1950* | 
CHRYSLER . 87,162 28,565 37,268 66,836 661,972 585,196 
Chrysler ................. 5,066 4,001 5,116 9,062 87,552 $1,119 
Oe eee seen 3,701 2,729 3,730 6,651 67,384 60,910 
Dodge ...... ee 8,014 10,019 18,228 168,279 164,161 
SOE, ccccsssssssesossscsees 18,177 18,821 18,398 32,895 338,757 279,006 
FORD oooccccccccccccce cece. 38,145 = 26,180 = 80,592 958,771 += 626,292 991,698 
Ford). oeccc. ccccccce cece» 25,270 =19,648 23,854 44,724 488,103 
Lincoln 744 950 7150 1,348 22,3038 21,909 | territories 
THOROURY ....c.csve ccssveesss. F181 5,582 6,488 12,699 115,886 205,540) parcel 
GENERAL MOTORS .. 66,181 51,422 64,522 118,120 1,362,668 1,877,483 | salesmen. 
EER: 7,958 11,303 21,567 249,257 338,756 
Cadillac .......... 2.0... 2,022 1,754 3,009 5,523 55,067 
Chevrolet. .................... . $2,818 26,405 $1,614 57,727 673,955 940,936) contact work. 
Oldsmobile ................ 8,205 7,080 8,310 14,853 179,601 244,978 
Pontiac ...,.................. 10,827 8,280 10,286 18,450 204,788 289,726 | connections. 
KAIZER-FRAZER ........ 4,100 1,712 4,072 7,370 47,422 60,883 
SE aie Wausicrdcksinis: “eae  eenwees "Settee >And 6,453 9,680 
Kaiser 1,701 4,072 7,370 40,969 51,203 
CROSLEY 167 189 341 6,617 4,225 
HUDSON 2,592 2,861 5,666 99,492 95,3388) por WANTED 
RE. Exiskaiensivext ‘ 3,026 3,564 3,367 96,843 127,053 
PACKARD 2,356 320 1,006 66,835 33,029 
STUDEBAKER 3,234 6,363 11,660 125,952 180,531 
WILLYS?+  chskspeaa 1,019 21,176 21,586 





Total Cars, U. S. 





aided 153,294 120,169 








‘149,746 = 274,156 


3,115,269 3,977,022 





~ +Station wagons and Jeepsters. 


*Revised, 


COMMERCIAL CARS 























(U. S. PRODUCTION ONLY) News, Detroit 26... °° Automotive 
Week Week ® Jan, 1 Jan, 1 
tint, game noe “aug tes TARGE DT ene b.a ea ae 
Aug. 12, Week, Aug. 5, 1950 Aug. 13, Aug. 12, sires young, aggressive, capable account- 
1950 1949 1950* to Date 1949* 1950* ant-bookkeeper who has had _ several 
CHEVROLET 10,048 6,276 = 9,789 17,932 268,244 $10,189 | years’ experience in large operations. | 
CROSLEY 10 5 4 13 242 242) har r iiding, air-conditioned, 
ee a, a 92 117 202 2286 2,706] giving full qualifications and salary ex. 
DODGE oo. cose 8,082 2614 3,892 7,124 101,871 55,573] ected. Box 4197, c/o Automotive News, 
FEDERAL ....... 28 35 29 52 937 DI caer Sa 
ia ak 7,450 6,048 7,880 18,367 144,090 221,382 | cicn knowledee’ sou OER nor 
BE ss aatesres sacecicoccxs | AGED 1,597 1,795 8,266 58,964 66,542]! Apply with full details, ‘Box 4218, c/o 
INTERNATIONAL ...... 3,400 2,692 3,386 6,108 98,358 77,433] _ Automotive News, Detroit 26. 
BE 5 isscct searensd’xssineyis | 128 167 ms €00 6100 oe eee et and me- 
’ chanic s 
ss) 275 81 260 S290 8880] Bou or ces tees ele eee 
STUDEBAKER ...... 1,048 1,087 1,086 1,876 44,943 31,816| Inc., Key West, Fla. 
WHITE ........ $25 168 ste $25 5,208 8,010 
SMI  sinseos se cases 1,204 861 cone (1,204 = 85,284 = 24,680 
MISCELLANEOUS 308 = 412,—(s 808556114883 —9,220 ATTENTION, 
MANUFACTURERS REPS 
Zotns Trucks, LS 30,291 22,046 ~=—28,113 52,910 768,608 318,456, DO YOU NEED NEW LINES? 
‘otal Cars, Trucks * 
, Antomotive News can help you by 
IE cle dasa sdk 183,585 142,215 177,859 327,066 3,883,872 4,795,478 | bringing your wants te the attestion of 
Total Cars, Trucks manufacturers. 
ee 7433 6,089 7,117_—-18,125 177,739 —238,549| An advertisement in this section will de 
Grand Total, the trick at @ nominal cost. 


Cars and Trucks 





U. S. and Canada ......191,018 148,254 184,976 340,191 4,061,611 5,084,027 
‘*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, 


Nash, Diamond T, ete 


St., Indianapolis 1, Ind. 





LARGE RETAIL OPERATION in middle 


west, approximately 1,000 new car deal, 
has opening for young, aggressive, capa- 
ble assistant sales manager and used 
car manager. New modern building and 
equipment. Bonus will be paid according 
to your effort and production. Write, 
giving full qualifications and base salary 
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SALES EXECUTIVE — General 


YOUNG MAN 


SERVICE MANAGER—Chevrolet. 


dealer 
years experience, best of reference and 





DEALERSHIP, 


CHEVROLET OR OTHER G.M. 
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NEWS, PENOBSCOT 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/2 cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 


manager, 
25 years New York, New Jersey metro- 
politan and suburban areas, desires affilia- 
tion with medium sized dealer of a popu- 
lar make of car in a desirable territory. 
Experience covers owner and large deal- 
ership operations of cars and trucks in 
various types of markets including 
emergency and war periods where short- 
ages and regulations existed. Will con- 
sider offer in territory outside of present 
location. Satisfactory references, also 
factory data for approval. Box 4219, 
c/o Automotive News, Detroit 26. 


WANTS TO GO WEST! 
Washington, Oregon or California, 27 
years old, two years salesmanager 200 
car Big 3 dealership, College graduate 
B.S., L.L.B, degrees. Two desires: (1) 
To go West. (2) To better myself. Box 
4430, c/o Automotive News, Detroit 26. 





Inter- 
ested in connection with Chevrolet dealer 
as service or general manager. 25 years’ 
automotive experience, 20 years’ exclu- 
sively Chevrolet; 12 years service man- 
ager, including 8 years service and parts 
manager. Some new and used car sell- 
ing. Would like financial interest. Box 
4213, c/o Automotive News, Detroit 26. 





USED CAR BUYER 


Wants connection with large used car 
buying cars in Detroit area. 20 


bondable. 
Box 4431, c/o Automotive News 
Detroit 26, Mich. 





QUALIFIED GENERAL, sales or branch 


manager. Preferably Ford, GM, Nash or 
K-F dealer. Position desired in Southern 
California. Complete details on request. 
Box 4212, c/o Automotive News, De- 
troit 26. 


BOOKKEEPER — Office manager, experi- 
enced, General Motors accounting system, 


available August 15th, references upon 
request. P. O. Box 285, Margaretville, 
N. Y. 





EXECUTIVE MANAGER. Have recently 
sold my Big 3 dealership. Am interested 
in taking over management of medium 
size dealership on a salary and percent- 
age basis. Have thorough knowledge of 
auto business, cost control, buying, sell- 
ing used cars, obtaining and organizing 
sales personnel, parts and service depart- 
ment. Age 44. Box 4222, c/o Automotive 
News, Detroit 26. 





SALES REPRESENTATIVE or manufac- 


turer’s agent position desired for N. Y. 
and Eastern territory on equipment or 
specialties. 25 years sales and diversified 
experience, excellent rating, can furnish 
bond. Box 4224, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER, 25 years experience 


with large service-volume Ford and Chev- 
rolet dealers. Thorough knowledge of all 
phases service department. Excellent ref- 
erences, Box 4225, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE 


MONTANA DEALERSHIP, now handling 
Studebaker. $15,000 for stock and fix- 
tures. New building, reasonable rent. 
Consistent money maker. Can finance 
party acceptable to Studebaker Corp. 
Box 4208, c/o Automotive News, De- 
troit 26. 








AUTOMOBILE AND TRUCK AGENCY, one 


hundred miles from Detroit on main 
highway. Community 15,000 population. 
Modern building—6,000 feet floor space. 
Doing over quarter million dollar yearly 


volume. Deal direct with owner, Ad- 
dress Box 4203, c/o Automotive News, 
Detroit 26. 


600 CAR DEALERSHIP for sale in an in- 


dustrial Penn. town of 135,000. Old well 
established company with valuable down- 
town property. Box 4226, c/o Automo- 
tive News, Detroit 26. 





now handling K-F and 
Willys, Deep South—good agricultural 
and cattle area. Proven oil field. Priced 
to sell. Box 4215, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 








DEALERSHIP WANTED — ‘‘Big Three.’’ 
Prefer east coast, New York area. Am- 
ple capital and long experience. Will 


consider buying into dealership having 
good potential. All replies confidential. 
Excellent references. Box 4214, c/o Auto- 
motive News, Detroit 26. 


200 to 
400-car contract. Experienced operator 
with ready cash. Contacts treated 


strictly confidential. Box 4207, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


DEALERSHIP INVENTORY. Taken after 


your closing time. Parts and accessories 
—office and equipment, unbiased and 
complete. Experienced crews for each 
car manufacturer. Buy or sell your deal- 
ership with our figures for complete 
satisfaction. Talbot’s Automobile Dealers 


Inventory Service, 4690 Newport, Detroit 
13, Mich. 


Phone Valley 2-9377, 1-7765. 
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DEALER SERVICES 





as eames 


INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization—in business since 1939. Free 
pooklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive Inventory Service Co. 
7900 Freeland, Detroit 27, Mich. WE 3-6449 








TEXAS MOTOR VEHICLE 
INFORMATION 


New Cars — General Registration 
Dealer Lists — Mailing Lists 


Capitol Information Service 











101 E. 10th AUSTIN, TEXAS 
USED CAKs FUR SALE 

CORD CONVERTIBLE. Completely _re- 

stored, Will sell for slightly more than 


cost of restoring, $1,250. Covington Mo- 
tor Co., Covington, Va. ae 
1937 ROLLS-ROYCE 5-7 passenger 25 H.P 
sedan. Immaculate, new tires, 
and A-1 throughout. 
$2,500. Can arrange 
Motors, Gulfport, Miss. 


delivery, Graeme 





ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 


Excellent Bodies -:- Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. e PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 








Indiana's Oldest Auto 


AUCTION 


Heid in a Big Cool Building 
In the Heart of Downtown 


INDIANAPOLIS, INDIANA 


Every Wednesday—12 Noon 
RAIN OR SHINE 


150 to 200 
Cars Pass Through the Auction Block 
85% to 90% 
Sold to Good Solid Buyers 
Make Your Reservations Now! 


Bring Your Cars Earlyl 
CALL LINCOLN 7447 


DEALERS ONLY 
When Buying or Selling . . . 
Wise Choice Is 


CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST. 


Philadelphia's 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 


Your 














AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
Y. Mile East of Illinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 
75% Actually Selling 


Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 
George Lawson and Bud Fennema 
OWNERS 


Automobile Auctioneers 
DYER AUTO AUCTION 


Phone 2361 & 4051—Dyer, Ind. 
Res. Lansing, Ili. 730 & 107R 
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USED CARS FOR SALE 


“AUTO AUCTION | 
MONTPELIER, OHIO 


(Every Monday of Every Week) 
| 


Without a miss for 4 years! 


We now guarantee checks—which 
is much appreciated by sellers. 


We insist on bringing titles. 


Arrive with cars Sunday P.M. or | 
early Monday A.M. 


Sale Starts at 12:30 Prompt! 
Tel. 9OO9 or 129 on Sun. & Mon. 


(Dealers Only) 
WOODRUFF, 
JENKINS & DRAKE CO. 


(Partners) 








| 
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AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 


Member of N.U.C.D.A. and N.A.A.P.A. 


—AUTO— 
AUCTION 


caaiifhiians 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


always find real action at 


both these auctions. 


R. D. WEST, Prop 


Tex Rickord 


You will 


Jos. E. Johnson 
Auctioneers 


ILLINOIS 


AUTO AUCTION 

Every THURSDAY Noon 
15 miles north of Chicago limits on Route 45 

Milwaukee Avenue—Phone 
Oldest Dealers Auction in Cook County 
(Chicago). 35 years experience in the | 
Automotive Business. | 
Al Kellum—Auctioneers—Joe Ostergrant | 





AUCTIONS DEALERS 
SAFER TRANSACTIONS—CLEAR 


Monday 

Tim Anspach Auto Auction 
Albany, New York 

Decatur Auto Auction 
Decatur, Illinois 
Montpelier Auto Auction 
Montpelier, Ohio 


Tuesday 


Arena Auto Auction 
Chicago, Illinois 
Fort Wayne Auto Auction 
Fort Wayne, Indiana 
Seventh Street Auto Auction 
Louisville, Tennessee 
Tri-City Auto Auction 
Moline, Illinois 

Friday 
Amarillo Auto Auction 
Amarillo, Texas 
Dyer Auto Auction 
Dyer, Indiana 


Headquarters—Towanda, Illinois 


| DODGE 


These Auctions Are Members of the 
NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION INC. 


AUTOMOTIVE NEWS, AUGUST 14, 1950 


USED CARS FOR SALE 


AUTOMOBILE AUCTION 


Deep in the Heart of Texas 


AUSTIN 


11:30 A.M.—200 CAR SALE AVERAGE 
We've actually had a 82% sale average for 
the past year. This is strictly a Dealer to 
Dealer Sale—Our Sale is the Largest, the 
fastest, and the fairest Sale in Texas. 





We sell every Tuesday, rain or shine, and | 


nave plenty of buyers. Large cyclone fenced 
sales arena. Four free wash racks with porter 
service. Night watchman on duty. We'll sell! 
‘em and get the top Dollar! 


CAPITAL CITY AUTO AUCTION 
Dallas Hiway (81) at the City Limits 
Ph. 8-5736 Austin, Texas 





USED CARS WANTED 


Cadillacs Wanted 


$1,000,000 AVAILABLE 


WILL PAY TOP DOLLAR 
e 


JOE NEWELL 
6145 Hollywood Bivd. 
Hollywood, Calif. 
Hollywood 9-3607 








is PARTS FOR SALE 

PARTS FOR SALE. How much on the 
dollar will you pay? Have eleven hundred 
dollars worth of Packard parts, mainly 


from "42 back. Make an offer. Bill 
Dean Motor Co., Box 1029, Lubbock, 
Texas, 








BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O0.D. Basis 
ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S$. Wabash Avenue 
CHICAGO 5, ILL. 





TRUCKS FOR SALE 


EXCEPTIONAL BUY! 


Dodge 2-Ton Cab Over Wrecker 
12,000 miles, JMA-161 Model. 5-speed 
transmission, 8.25 tires, 15-ton Holmes 
crane with cradle and all attachments and 
factory body. List price new, $7,300. Sac- 
rifice offer, $4,500. Phone, wire or write. 


BOB REESE MOTOR CO. 
Twin Falls, Ida. PLYMOUTH 


Phone 1870 














ONLY EVERY WEEK 
TITLES—NEGOTIABLE CHECKS 


Wednesda 

Aptco Auto Auction 
Detroit, Michigan 
Clarke Auto Auction 
Indianapolis, Indiana 
Lapiner Auto Auction 
Mason City, lowa 
Ricar Auto Auction 
Chicago, Illinois . 
South Bend Auto Auction 
South Bend, Indiana 


Thursda 

Ken Schaefer Auto Auction 
Indianapolis, Indiana 
Maney Auto Auction 
Murfreesboro, Tennessee 

H. C. Turney Auto Auction 
Akron, Ohio 





Powers Auto Auction 

Bristol, Tennessee 
uincy Auto Auction 
uincy, Illinois 


Elsie Martin, Secretary 








WANTED ... 
500 —— 1949 and 1950 Model 


Automobiles 


USED CARS 


500 
and Trucks 


Largest Automobile and Truck Dealer in the Middliewest 


BURTRUM BROTHERS MOTOR COMPANY 


1610 E. 7th St. 
Phone 


Joplin, Mo. 
4600 


Call, Write, or Wire 
HI-DOLLAR JOE BURTRUM 











BUSES FOR SALE 


SCHOOL BUS—44 passenger 1948 Chevrolet 
Carpenter body, like new, 28,000 actual 
miles. Replaced with 68 passenger. You 
can make plenty on this one. Weiss Mo- 
tors, Kent, O. 


FOR SALE—school buses, new and used, 
16 to 52 passenger, majority on Chevro- 
let chassis. C. B. Moore, Inc., Blue 
Mound, Il, 


TRUCK EQUIPMENT WANTED 








| WANTED. Cab for 48 to 50 Ford F5 truck 


complete with trim and instruments. Cov- 
ington Motor Co., Covington, Va. 


OFFICE EQUIPMENT FOR SALE 


ACCOUNTING and BOOKKEEPING MA- 
CHINE—Burroughs. Style No, 772020— 
No. 43MN. Thirty separate totals ca- 
pacity. Provides detailed breakdown, 
distribution and cost of sales, purchases 
and cash journals. Accumulated totals 
and sub-totals always available. Posts 
to customers statements, accounts re- 
ceivable, payable and general ledgers. 
Will handle payroll accounts. Two years 
old, good as new, very substantial sav- 
ings. Hudson-Jones Automobile Company, 
1406-1410 Locust St., Des Moines 9, Iowa. 


SHOP EQUIPMENT FOR SALE 


PARTS BINS (Lyons)—53 for sale; 7x3x1, 
Lustron tan, brand new, complete with 
shelves, dividers and 2 rows of drawers. 
Cost us new $4,200. Are liquidating our 
second parts department for which they 
were intended. Will sacrifice $1,000. 
Timmerman Sales Company, Ford Dealer, 
Lima, Ohio. Phone 4-7131. 


TWO STANDARD WASHMOBILE UNITS 
for sale, brand new and still in crates, 
with tanks, at distributors cost $400 each. 
One Del. unit, slightly used $700. Doc 
Greiner, 714 Huron, Toledo, Ohio. 


SHOP EQUIPMENT WANTED 


WANTED—2 late model used Sun ma- 
chines. Cash. Nemith Auto Co., Latham, 
Ss A 





WILL TRADE 


FOR SALE OR WILL TRADE on iate 
model cars, 1939 GMC 48-pass. school 
bus, completely rebuilt, repainted and all 
seats recovered, $900. 1945 Chevrolet 29- 
ass. adult bus in good condition, Both 
Yayne bodies, $1,600.00. H. M. Feather, 
Claysburg, Pa. Phone 35M. 


ANTIQUE CARS FOR SALE 


TRULY REMARKABLE CAR — Packard 
Vi12, model 1507, convertible coupe. Per- 
fect mechanical condition, paint and top 
like new, Has four new US Royal Master 
whitewall tires, and two excellent spares. 
Priced at $2,500 FOB Knoxville, Tenn., 
P. O. Box 1375. 


1927 WILLYS KNIGHT sedan in good run- 
ning condition. Priced for quick bargain 
sale, Swiney Motors, 3435 South Kings- 
highway, St. Louis 9, Mo. 





CORD 1936 MODEL 810 town sedan. New 
transmission, engine completely rebuilt, 
5 new tires, original throughout. Beauti- 
ful ivory paint with maroon upholstery, 
$1,200. W. B. Campbell, 14 Pearl St., 
Hyannis, Mass 


MISCELLANEOUS 


GENUINE IMPORTED CHAMOIS. Tanned 
with 10% pure cod oil, Soft, absorbent, 
lint-free. Saves labor, a better job wash- 
ing cars, windows, mirrors, polishing 
silverware, dusting furniture. Big square 
skin, perfect quality, satisfaction or 

Approximately 17 x 17 

$2 each. $20 dozen. C.O.D's ac- 

(Save postage, send check.) Sax- 

TT-3, Chicago 


money reftunded. 
inches 
cepted. 


On, 3840 Fullerton, Dept 





YOU CAN PAY MORE 
BUT CANNOT MATCH 


The NEW V Type 
MOTO-MATIC 


TOW - GUIDE 


Trade Mark—Patented 
Tows and Guldes Motor Cars 
Twin Leaf Chain Couplers 


No Adapters Are Necessary 


Complies With Strength Requirements 
Up to 5,000 Lb. Vehicles 


weer $32.50 EXCISE 


TAX INCL 
WRITE TODAY FOR LITERATURE 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 


CARBURETOR 
CLEANER 


SAVE money and labor. Buy 
the famous GUNK Hydro-Seal 
in 6 gallon size ‘Bench Kits" 
with patented dip basket. Also 
30 and 60 gallon open top kits 
to take car and truck cylinder 
heads and crankshafts. 


Price . . . $11.80 
6 Gallon Size 


Buy from your automotive jobber, or— 
if he is out of stock or tries to substi- 
tute diluted imitations — attach your 
check to business letterhead and we 
will ship by fast prepaid express. 
The Curran Corporation 


South Canal St. lawrence, Mass. 

























MISCELLANEOUS 





MISCELLANEOUS 


G.I, COVER CLOTH. Piasticated, light-] ENGINE REBUILDING — 


weight, pliable. 


under autos, ground cover, 


foot size. C.O.D.'s accepted. 
discounts. Sax-On, 3840 Fullerton, 
TT-3, Chicago 47 


RADIATOR 
GRILLE GUARDS 


for all 
POPULAR MAKES OF TRUCKS 


Individual styles to fit models 
1945-1950 incl. 


Bustin Iron Works, Inc. 
110 East 130th St., N. Y. C. 
Est. 1928 





WANTED 
AUTO LITERATURE 


Smith's “Marketing of Used Automobiles” 


Write Box 3879 
c/o Automotive News, Detroit 26 








IMMEDIATE SHIPMENT 


14000-10 Linwood Avenue 


Use for dust cover, stor- 
age wrapping, painter's drop cloth, work 
machinery 
wrapping and 1001 other uses. Send $1.49 
for 8 x 8 foot cloth or $2.79 for 9 x 15 
Quantity 
Dept. 





HYDRA-MATIC TRANSMISSIONS 


Oldsmobile, Pontiac, Nash, Lincoln, Kaiser-Frazer and Cadillac 
any Modet $85, OO excuance 


Completely rebuilt and guaranteed 90 days or 4,000 miles. 


if you wish shipment of an exchange transmission before you ship old unit, 
a charge of $50 will be added to your invoice. 
To avoid C.O.D. charge—send $135 with order. 
Upon receipt of your unit the deposit will be refunded immediately. 
Freight F.O.B. Detroit. 
We hove a complete line of transmissions, rear ends, gears, bearings for all 
mokes of cars and trucks. 


Write, wire or phone for information 


AUTOMOTIVE TRANSMISSION CO., INC. 


DETROIT'S ONLY 100% TRANSMISSION AND REAR END SHOP 
TO 8-6242 


Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce &t., 
Lynchburg, 





IMMEDIATE DELIVERY 
New Improved Model 


Automatic 1951 BraKinGs 


Compiete with Controlled Steering 
Guide Cables & Brake Hook-Up } $5445 


“ DEAL 3::::: 282 
Meets 1.C.C. Requirements 


QUICK-TOW, Bumper- $17.50 


to-Bumper Tow Bar 


V Type MOTO-MATIC 


Tow - Guide, $32.50 


Red Arrow - Fulton - Velvac 


Safety Chains (set of 2) ... $2.50 
WE STOCK PARTS 
Protecto Covers ¢ Carrying Bags 


TOW BAR SALES COMPANY 


Exclusive Factory Distributors 


AN 3-8888 Nites: ) MU 4-840! 
DE 2-0700 "es: ) DO 3-8373 
40 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — Los Angeles: Ol 9782 











IMMEDIATE SHIPMENT 











Detroit 6, Michigan 







UNUSUAL ACCOUNTING 
OPPORTUNITY 


Outstanding opportunity with major auto manufacturer for man 
thoroughly conversant with dealership accounting and internal 
procedure. Prefer actual dealership or public accounting ex- 
perience. Position involves system installation and audit proce- 
dure. Salary commensurate with ability and experience. All 
traveling expenses paid. Reply giving complete details of edu- 
cation and experience to Box 4228, c/o Automotive News, 


Detroit 26. 








—DEALERS ONLY— 
(in the Heart of the Nation) 


. E1254 
Phones: E :£333 
OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


TO 


Street Address 


City... 


Car Dealer [_) 


Jobber [] Insurance (_] 


THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 


ew Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached ["] or send bill [7] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer () 





Ft. Wayne, Ind. 





Zone No. 


State 


Manufacturer [_] 


Financial [} Supplier [) 


8-14-50 
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SEE IT! 


The most beautiful tire ever built in America is also the safest—by every beauty t The New 


comparison and every safety test it has been possible to apply. It is a tire of SAFETY FLIGHT 


extreme mileage capacity — with the new Terraced Sidewalls, and the new 
Defender Scuff Guard to complement its exclusive Safety-Slotted Tread. 
Designed by world’s foremost automotive designers— the new Fisk is believed Fl S K 
to be the utmost tire value in the world today. 
» 


FISK TIRES DIVISION © UNITED STATES RUBBER COMPANY 








ae el, Mt | 





